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F Y | a 
uty Years ae 


HROUGHOUT the changes that have taken place since the founde- N ey, 


tion of the National Wholesale Druggists’ Association fifty years ago, | 
the position held by the service jobber as the efficient link between the~ 
| manufacturer and the retailer remains secure. 


This security has been attained by unwearying service, courage, and in- 
dustry backed by the sound character of the brands which the Wholesaler 
has selected to feature—each item bearing the label of the maker considered 
supreme on that particular product. 

The continuous efforts of our laboratories have been concentrated 


throughout a period measured by the existence of the National Wholesale 
Druggists’ Association on the development of specific groups of chemicals. 


The result of this efficient production policy and our confidence in our 
system of distribution through the Wholesaler has been to place our friends 
in a most favorable position on all items offered under the label of N.Y.Q. 


THE NEW YORK QUININE & CHEMICAL WORKS, INC. 


152-154 WILLIAM STREET, NEW YORK ST. LOUIS DEPOT: 18 SO. BROADWAY 
Makers of 


a — Ethyl-Morphine Mercurials (Hard) Quinine and its Salts 


: Formaldehyde Morphine and its Salts Silver Nucleinate 
and other Bismuth Salts 
Cindaies oth tes Gilie Glycerophosphates Opium Powder Silver Proteinate 
Creosote Hexamethylenamine Opium Gran. Strychnine and its Salts 
Creosote Carbonate Iodoform Potassium Iodide Thymol Iodide 


| THE 


OFFICIAL STENOGRAPHIC REPORT GOLDEN JUBILEE CONVENTION 
cr NVENTION EXT R AL — WHOLESALE DRUGGISTS ASICATON | 





HERE CAN BE NO HIGHER DEGREE OF PURITY THAN THAT WHICH IS OFFERED YOU UNDER THE LABEL OF N.Y.Q. 
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MERCK & CO. 


MANUFACTURING CHEMISTS 


ST. LOUIS NEW YORK MONTREAL 


Acetanilid Hydroquinone 
Acid Carbolic Iodides 
Acid Citric Lanum (Adeps Lanae; Lanolin) 


Bismuth Salts Milk Sugar 
Bromides Morphine and Salts 


Caffeine Salicylates 


Carbon Disulphide ACID SALICYLIC 
Carbon Tetrachloride pear car ave 
Chloral Hydrated aaa SALICYLATES 
Chloroform Sulphocarbolates 
Cocaine and Salts Strychnine and Salts 
Codeine and Salts Tincture of Iodine 
Ether Vanillin 


Formin (Hexamethylenamine) Zinc Stearate 








Standard Chemicals 


Medicinal Analytical Photographic Technical 





MERCK & CO.’S WORKS at RAHWAY, N. J. 
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@it, Paint aud Brug Reporter 


Established 1871 


Issued weekly; mailed every Saturday, under 
publication date of the following Monday. Pub- 
lished by the OIL, PAINT and DRUG REPORTER, 
Inc., at 100 William street, New York:—wWilliam 
O. Allison, President; Harry J. ‘Schnell, Vice- 
President; D. G. Bogert, Secretary. 


The following publications are incorporated in 
the Ort, Paint anp DruG ReEporter:- 
Drvue, Parnt AND OIL TRADE 
New York Drug BULLETIN 
New York Drvueeist’s Prick CURREN1 
Maker's JOURNAI Oi AND Paint REVIEW 
WEEKLY Drea News 


Soar 


TekMs:—For the United States, 
$7.00; other foreign countries, 
$10.00 per annum. Single copies, 15 cents each. 
All remittances should be made payable to the 
O1L, Paint AND Drue Reporter, INc. 


SUBSCRIPTION 
$5.00: Canada, 


ADVERTISING Rates furnished upon application. 


QUESTIONABLE OR UNDESIRABLE ADVER-: 
TISING WILL NOT BE ACCEPTED. 


Entered as second class matter, January 15, 1884, at 
Postottice, at New York, N. Y., under the Act of March 
3. 1879 
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Wholesaling Costs Lowered 
When 


through the report of Harvard Bureau 


wholesale druggists learned, 


of Business Research, that their oper- 
ating costs in 1922 had, on the aver- 
net sales, 
that the 
business was in precarious condition. 


age, passed 16 percent of 


individual houses realized 
To their great credit as business men 
is it that by attacking the cost prob- 


lem in 1923, satisfactory reductions 
have been made. In 1923, volume of 
sales increased slightly, but careful 


management brought about a material || 
reduction in the expense account, the 
average having been lowered by 0.7 
percent, the total figure being 15.6 as 
compared with 16.3 in 1922. The econ- 

omies represented by this achievement | 
are another example of the construc-_ || 
tive service of the National Wholesale 


Druggists’ Association, 








100 William St., New York 








This Is the N. W. D. A. Extra 

This extra edition of the Oil, Paint 
and Drug Reporter is issued for the | 

convenience of our readers who, we 

| 

| 


feel sure, desire to get particulars of 

the golden jubilee N. W. D. A. meet- 
| ing at Atlantic City fully and promptly, 
| and to facilitate the publication of our 
| regular issues. A copy of this extra 

edition is being mailed to every sub- 
|| seriber without additional charge as a 
part of the well known Reporter 
service. 

This issue contains the official steno- 
graphic report of the N. W. D. A. con- 
vention, with the full text of all re- 
ports of the regular, special and con- 
vention committees of the association, 
biographical sketches of new officers, 
| and the addresses of the speakers at 
|| the regular sessions and the annual | 
banquet. We are confident that it will || 
furnish informative as well as interest- 
ing reading to every reader interested }j 
in distribution, whether of drugs or of |} 
any other commodity. 





Golden Jubilee Convention 


National Wholesale Drussists Association 


Atlantic City, New Jersey, September 22 to 25, 1924 


From the standpoint of business achievements, 
the Golden Jubilee Convention of the National 
Wholesale Druggists’ Association at the Hotel Am- 
basasdor, Atlantic City, September 22-25, inclu- 
sive, was one of the most outstanding gatherings 
of merchants ever assembled. President Moxley 
sounded the keynote of the business to be con- 
sidered in a comprehensive address, sketching 
somewhat the history of the association, reflecting 
its spirit, and pointing the way to further ad- 
vancements. 
committee recom- 
the Board of 


His ideas were supported in 
mendations and in resolutions of 
Control, ratified by the association. 

The year just closed had been one of unusual 
activity in many directions, as shown by the re- 
ports of all committees, especially those on legis- 
lation, uniform accounting, credits and collections, 
salesmen and selling methods, and proprietary 
goods. 

The N. W. D. A. again went on record in op- 
position to the Cramton bill and all other similar 
measures designed to remove from industry the 
sateguards it now enjoys under the system of su- 


pervision by the Commissioner of Internal Rev- 
enue. The association also took a_ vigorous 
stand by appropriate resolutions against the re- 


cent action of the Prohibition Commissioner in 
super-imposing upon permits of manufacturers a 
stipulation holding manufacturers accountable for 
the acts of dealers after goods have been sold by 
Ache manufacturer. The association instructed its 
legislative committee to take all necessary steps 
to induce the Commissioner of Internal Revenue 
to withdraw the stipulation, thus relieving the 
trade of further embarrassment. It is held that 
the stipulation is illegal in many respects and un- 
enforcible. The members pledged co-operation in 
case any ligitation should be instituted against 
any member following the advice of the associ- 
ation to its members to ignore the stipulation 
and refuse to comply with iis terms. 

New and larger activities in the way of studying 
operating problems will be undertaken in a new 
survey of the trade to be made in conjunction 
with the Bureau of Business Research, of Har- 
vard University. Following the presentation of 
the report on operating costs in 1923 in an ad- 
dress by Richard Lenihan, assistant director of 
the Harvard Bureau, there was much discussion 
of the practical value of further pursuing cost 
studies. One point which dominated all discus- 


sion was the importance of ascertaining the causes 
of variations and disparities in certain expense 
items. It was the general opinion that every member 





Sewall D. Andrews 


The New President 


would profit by a more thorough knowledge of 
the differences and thus be enabled more intelli- 
gently to adjust operating methods, and practices 
to a basis whereby each could more nearly ap- 
proach the lowest expense rate on each subdivis- 


ion of expense. With these thoughts, the association 
decided to renew its arrangement with Harvard 
Bureau and voted to immediately secure pledges 
from active members of sufficient funds to carry 
on the work, it being understood that special 
analysis will be made of certain important basic 
expense items. 

Along the same general line of increased ac- 
tivities is that of educating the retail druggist 
and his clerks on better merchandising methods. 
For this purpose the association on the recommen- 
dations of President Moxley created a new Com- 
mittee on Education, which was instructed by 
the convention to prepare a short text book for use 
in colleges of pharmacy, pointing out the essen- 
tials of merchandising, of wholesaler-retailer re- 
lationship, etc., and to prepare brief articles 
which might be used by wholesale druggists in 
addressing classes of pharmacy students, groups 
of retailers in meetings, etc., on phases of better 
retail merchandising. 

Announcement was made of the results of a 
questionnaire sent to wholesale drug members of 
the association several months ago. This indi- 
cated that comparatively few members responded 
to the questionnaire as submitted, and there 
was but a small majority opinion expressed on any 
of the propositions made. .The questions contem- 
plated: First, The employment of an operating 
engineer to spend time in various houses for a 
period of years and assist in reducing expenses; 
second, the employment of a merchandise expert 
whose duty it should be to contact the manufac- 
turer and work with buyers of the various mem- 
bers; third, the educational work with retail drug- 
gists; (a) by assisting in establishing commer- 
cClai courses in colleges of pharmacy and (b) by 
employing a staff of lecturers to meet with retail- 
ers at their conferences and conventions to dis- 
cuss merchandising from the retailers’ viewpoint; 
fourth, the establishment of a merchandise bureau 
for the retailer. As to the first question the 
general feeling prevailed that the work being 
done in conjunction with Harvard Bureau as fur- 
ther expanded by the proposed new arrange- 
ments would serve most members adequately, 
leaving each free to retain such operating en- 
gineers and aid as they may in their own in- 
dividual judgment determined. As to the second 
question, most members felt that such a contact 
man was not necessary in view of the activities 
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We Have Had A Good Year 


Thanks to the cooperation of our friends in the 
drug jobbing trade, and due to hard, conscienti- 
ous work on the part of our salesmen, we have 
had an excellent business year. 


We hear a great deal of pessimistic talk relative 
to stability and permanence of American busi- 
ness in general, and we are glad to be able to 
discount a great part of it. 


We believe that merchandise of value, for which 
there is a demand on the part of the public, can 
always be sold at a profit and in a volume some- 
what dependent upon the amount of effort put 
into the work. 


We expect during the next year to put more 
effort than ever into pushing our own Specialties 
and general merchandise. We shall back Pebeco 
Tooth Paste with the biggest advertising appro- 
priation in the history of our business, and shall 
also put an enlarged schedule behind “Lysol’’ 
Disinfectant. 


The sales gains made by both of these national 
leaders during the year just passed have been 
most satisfactory. 


We take this opportunity of thanking the whole- 
sale drug trade for its cooperation with us and 
wish all our jobbing friends continued prosperity. 


LEHN & FINK, Inc. 


Manufacturers of Pebeco and “Lysol” Disinfectant 
635 GREENWICH STREET NEW YORK CITY 








of the General Representative. The disposition of 
the remaining questions is largely up to the new 
Committee on Education. 


The association voted to instruct the president 
to appoint a committee of three to represent the 
wholesale drug trade in a conference of the in- 
dustry on the subject of simplification. The De- 
partment of Commerce has already conferred with 
manufacturers and_ retailers and committees 
from each of those groups have been appointed. 
Major A. E. Foote, of the Division of Simplification 
and Standardization, Department of Commerce, 
addressed the convention Thursday, illustrating 
his talk with lantern slides, showing the practical 
results of simplification in other industries. 

The incoming Committee on Proprietary Goods 
will undertake the preparation of a handbook 
covering the essentials of distributing proprietary 
articles through the drug trade The test book 
will embrace a statement of the distribution prob- 
lem, a summary of the channels of distribution, a 
summary of the legal aspects of the manufac- 
turers rights as to price maintenance, and the 
selection of distributors, and a brief statement 
as to general policies upon which harmonious co- 
operation between manufacturer, wholesaler and 
retailer rests. 

In order to facilitate action by the association 
on many important matters that arise between 
meetings, and to relieve the president and chair- 
man of the Board of Control of excessive respon- 
sibility in reaching decisions or formulating pol- 
icies the association followed President Moxley’s 
recommendation and amended its constitution so 
as to provide for an executive committee composed 
of three members of the Board of Control, one be- 
ing the chairman of the Board, and the Pres- 
ident acting ex officio. The Board of Control se- 
lects its own members on the Executive Commit- 
tee. This year’s committee consists of A. H. Van 
Gorder, Cleveland, Ohio; C. Mahlon Kline, of Phil- 
adelphia, and C. F. G. Meyer, of St. Louis, Mo. 

3y transferring the insurance features of work- 
men’s compensation and employers’ liability to a 
Committee on Insurance, further studies of em- 
ployer and employee problems will be undertaken 
by a new committee on Employment and Wel- 
fare. This committee will undertake an analysis 
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The New Officers 


President, Sewall D. Andrews, Min- 
neapolis, Minn. 


| First Vice-President, William . | 
Kuebler, Newark, N. J. 
| Second Vice-President, Mackay Van | 
Vieet, Memphis, Tenn. 

| Third Vice-President, W. F. Geary, 


Sacramento, Cal. 
Fourth Vice-President, 
Huff, Columbus, Ohio. 
Fifth Vice-President, B. F. 
Raleigh, N. C. 
New Members of Board of Control: 
—Henry J. Bowerfind, Fort Wayne, 
| Ind.; Roblin H. Davis, Denver, Col.; 
|| J. G. Smith, Savannah, Ga.; Charles 
| W. Whittlesey, New Haven, Conn. ; 
Carl F. G. Meyer, St. Louis, Mo. A. H. 
Van Gorder, Cleveland, Ohio, was 
elected chairman of the board. 


( reorge J i | 


Page, 


Appointive Officers 
Secretary, Charles H. 
New York. 
General Representative, Francis E. || 
Holliday, New York. 
Treasurer, Title Guarantee and Trust | 
Company, New York. 


Waterbury, 








of the accident and sickness frequency among em- 
ployees of Wholesale druggists with the idea in 
view of determining the cost of such accidents 
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and sickness Methods and systems of welfare 
work will also be considered. 

Recognizing the importance of the growing 
special lines handled by the drug trade, the as- 
sociation voted to create a committee to deal 
with such lines as a trade problem. 

The association's attorney, A. Leo Everett, New 
York, addressed the convention on Tuesday, 
pointing out the relation of the individual to and 
of associations of individuals to the trust laws. 
He also briefly summarized the law regarding re- 
sale price maintenance and selection of distrib- 
utors by the individual manufacturer, as clarified 
by recent court decisions on these subjects. 

Awards of the prizes were announced in the 
prize essay contest conducted under the auspices 
of the association in conjunction with a number 
of drug and pharmaceutical journals on the sub- 
ject of “The Essential Value of the Wholesaler 
to the Retailer.” The first prize will go to D. 
Charles O’Connor for his essay in the Druggists’ 
Circular; second prize to Abe Caruthers, for paper 
printed by N. A. R. D. Journal, and third prize 
to W. E. Wrightman for paper printed by the Na- 
tional Druggist. 

Detroit was seleced as the next convention city, 
the time to be fixed by the Committee on Ar- 
rangements and Entertainment. 

A leave of absence sufficient to allow for a trip 
to the Mediterranean was granted to Frank Holli- 
day as a tribute to his twenty-five years of service 
to the association as general representative. 

E. J. Cattell, of the Philadelphia Chamber of 
Commerce, formerly statistician of the City of 
Philadelphia, who addressed the N. W. D. A. at 
its banquet in 1921, when the association pre- 
viously met in Atlantic City, dropped in to the 
meeting room during Tuesday’s session, and gave 
one of his inimitable inspirational addresses, 
carrying a message of commercial optimism. 

At the banquet Thursday evening the members 
of the Committee on Arrangements and Enter- 
tainment, through President Moxley, presented 
its chairman, Harry J. Schnell, with a large ster- 
ling silver flower bowl, as a token of their per- 
sonal esteem, and a recognition of his distin- 
guished services as the directing head of all en- 
tertainment features. 


Golden Jubilee Record of the N. W.D.A. 


A souvenir distributed at the Golden Jubilee 
convention, which will be treasured by members 
otf the National Wholesale 
tion, is a 100-page history of the organizatiaon and 
its predecessor handsomely got up with a binding 
of limp leather, with the title in gold. A portrait 
of James Richardson, first president of the West- 
ern Wholesale Drug Association, out of which grew 
the present organization, faces the title page. A 
heavy deckle-edge paper is used in the volume. 

When plans for the celebration of the semi- 
centennial were being made, the compilation and 
distribution of this booklet was deemed a fitting 
manner of placing on record the aims and 
achievements of the association since its organiza- 
tion at Indianapolis, March 15, 1876, and a com- 
mittee was appointed to supervise the work, con- 
sisting of the following members of the organiza- 
tion: F. E. Bogart, Sewall Cutler, Henry D. 
Faxon, Andrew J. Geer, F. E. Holliday, Linus B. 
Kauffman, Samuel R. Kelly, C. Mahlon Kline, John 
Uri Lloyd, Ne!son Ashley Lloyd, John M. Peters, 
A. Lee Robinson, Harry J. Schnell and S. E. 
Strong. A preface signed by members of this 
committee states that the compilers of tae volume 
are deeply indebted to the members of the National 
Wholesale Druggists’ Association for the freedom 
with which they have contributed to the work by 
letters and other material bearing upon the de- 
velopment of the trade and the part played by the 
association therein. Where names have been men- 
tioned in the pages following, the committee ex- 
plains that it has been done to illustrate a point, 
to credit an opinion, or because the event an: 
personality were synonymous. The committee of- 
fers this volume as a milestone in the develop- 
ment and expansion of the wholesale drug trade 
as a whole and of the National Wholesale Drug- 
gists’ Association in particular. 

Much space is given in the volume to a birdseve 
view of general business conditions in the past 
half-century, together with the specific conditions 
in the wholesale drug trade which called into be- 
ing the National Wholesale Druggists’ Association 
This review of conditions and practices prevailing 
in the trade was deemed necessary to a full in- 
sight into the growth of the organization by 
Charles H. Waterbury, secretary of the associa- 
tion, who did a vast amount of research work in 
connection with the preparation of the history. 
Mr. Waterbury brings out in his foreword to the 
volume that a connection of more than six years 
with an organization of the character and stand- 
ing of the National Wholesale Druggists’ Associa- 
tion has afforded unusual opportunities for him 
to observe business entities and the men who 
manage and direct their affairs. It early stimu- 
laied a study of the history of the organization 
by him and a deep desire to obtain a more inti- 
mate knowledge of its earlier days, and of the 
background of the wholesale drug business a‘ 
conducted prior to the formation of the associa- 
tion. 


Druggists’ Associa- 


Mr. Waterbury states that there is in every big 
business house at least one big man, and an as- 
sociation of large business enterprises brings to- 
gether many big men. He points out that small 
groups of men in the wholesale drug trade have 








First President 
of the 
Western Wholesale Druggists’ Association 


met frequently with no other motive and per- 
forming no act other than one calculated to pro- 
mote the welfare of the association and attain 
its objects, thus benefiting themselves and helping 
their competitors. By so helping themselves, they 
have served the public quietly and efficiently. 
They do these things to promote sound business 
principles and to lessen the cost of distribution. 
No other association quite like it is in ex- 


istence, functioning as it does without legislative 
edict, or binding force or obligation upon its mem- 
bership; but by the exercise of individual judg- 
ment predicated upon an individual consideration 
of all facts made available through the medium of 
publicity and free discussion. The relation of 
the wholesale drug trade to the producing indus- 
try, to the retail drug trade to the community 
and to the Government can more easily be under- 
stood by a knowledge of it. That the interests of 
the wholesale drug trade are in harmony with 
all those related to it when a mutual understand- 
ing exists, will be conceded. 

In presenting this volume to the members and to 
the public, Mr. Waterbury earnestly hopes that it 
will lead to a better understanding of the purposes 
and objects of a business association which has 
existed and convened every year for nearly half 
a century and has been recognized as an active 
force for the development of business and the 
advancement of the nation’s welfare. 

Mr. Waterbury makes grateful acknowledgement 
of his obligation to the many older members of 
the association who have aided him in bringing 
out the inside history of the wholesale drug trade 
and of the association, and to the following 
sources listed at the end of the volume:—Proceed- 
ings of the Western Wholesale Drug Association, 
1877-1881; Proceedings of the National Wholesale 
Druggists’ Association, 1882-1923; Autobiography 
of R. W. Powers; “The Economic Value of the 
Jobber as a Distributor,” W. A. Hover; Fiftieth 
Anniversary Number of the Druggists’ Circular; 
Druggists’ Circular Red Book Price List; Fiftieth 
Anniversary Number of the Oil, Paint and 
Drug Reporter; Era Druggists’ Directory; United 
States Census of Manufactures, 1880-1921; P. A. 
R. D. Journal, January to June, 1924; booklets, 
newspapers and pamphlets furnished by the Alex- 
ander Drug Company, Aschenbach & Miller, 
Churchill Drug Company, Davis Brothers Drug 
Company, Des Moines Drug Company, Duff Drug 
Company, Faxon & Gallagher Drug Company, Hes- 
sig-Ellis Drug Company, George A. Kelly Com- 
pany, Langley & Michaels Company, Lehn & Fink, 
Inc., C. J. Lincoln Company, McKesson & Rob 
bins. Inc., J. S. Merrell Drug Company, Meyer 
Brothers Drug Company, Michigan Drug Company, 
Milwaukee Drug Company, Minneapolis Drug Com- 
pany, Morris Morton Drug Company, Noyes 
Bros. & Cutler, Inc., Adam Pfromm & Co., Richard- 
son Drug Company, Robinson-Pettet Company, 
San Antonio Drug Company, Schieffelin & Co., 
Schuh Drug Company, Shoemaker & Busch, Inc., 
Robert Shoemaker & Co., Inc., Smith, Kline & 
French Company, Valentine H. Smith & Co., Solo- 
mons Company, Van Vleet-Mansfield Drug Com- 
pany, Charles W. Whittlesey Company; personal 
letters from F. E. Bogart, Robert H. Bradley, 
William L. Brower, James E. Davis, E. C. Frisbie, 
Charles Gibson, F. E. Holliday, Linus B. Kauff- 
man, Samuel R. Kelly, John Uri Lloyd, N. Ashley 
Lloyd, G. Barret Moxley, M. Cary Peter, A. Lee 
Robinson, Harry J. Schnell, and Harry S. Weller. 
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“THEY BUILDED BETTER THAN THEY KNEW” 


We extend our hearty congratulations and felicitate 
our fellow members of the National Wholesale 


Druggists Association upon the accomplishments 





achieved dunng fifty years of constant endeavor for 
the betterment of conditions in the Drug Industry. 

We feel a special pride in the service we have 
rendered the various Members since the Organization 
was founded and we take advantage of | this 
opportunity to express our sincere appreciation to 
the many fnends who have so generously and 
consistently favored us with their support and 
patronage. 





POWERS -WEIGHTMAN-ROSENGARTEN CO. 


New York PBL AIDIEILIPIEILA St. Louis 
| Manufacturer's of 


CHEMICALS 


Since 1818 
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Recommendations by the Board of Control 


After considering the reports of various commit- 
tees the Board of Control made the following 
recommendatians thereunder to the convention 
which unanimously endorsed these findings: 

That membership in the Chamber of Commerce 
of the United States be continued with Gen. Edgar 
D. Taylor as councillor. 

That all possible steps be taken by the Commit- 
tee on Insurance to secure uniforming laws having 
to do with employees’ liability and workmen’s 
compensation. 

That the salient portions of the proprietary re- 
ports of 1916 and 1923 be printed as a pamphlet 
for the use of members. 

That the prize essay contests be continued un- 
der the auspices of the Committee on Education. 

That the subject of paint, oil and glass be han- 
dled in future by the Committee on Special Lines 
rather than by a separate committee. 

That stated terms and 
more faithfully and credit 
tuted for capital. 

That members endeavor to secure improvement 
in the service of commercial credit agencies. 

That diligent attention be given to practices 
under the bankruptcy law. 

That intimate co-operation be cultivated 
the National Association of Credit Men. 

That all members give careful thought to the 
conservation of salesmen’s time. 


That full consideration be given to fundamen- 
tals in the matter of settlements and collections 
by salesmen. 


discounts be 
not substi- 


uniform 
observed, 


with 


That the association continue its affiliation with 
the National Drug Trade Conference. 





A. H. Van Gorder 


New Chairman of the Board of Control 


That members study carefully the reports of all 


Siates be 


The 


The 


tion. 
The 

would act 

islation. 
The 


and the 
efficient 


themselves 


vard Buerau with 
That members be asked for voluntary contribu- 
tions toward the carrying on of the cost account- 
ing research. 
board also 
quarters undertaking sponsored by 
Pharmaceutical 
board 
bulletin service and other werk of the secretary. 
The board asked particularly that the report on 
transportation 


board 


board 
actment of the Cramton bill, in keen consciousness 
of its serious dangers. 

The board felt that the trade has deen fortunate 
in the developments eliminating annual renewal of 
prohibition law—permits, the adjustments relative 
to inventories, the modification of inspection rules, 
revision 
functioning of the 


endorsed, and that members familiarize 


therewith. 


That the uniform accounting booklet of the 
Harvard Bureau of Business Research be thor- 
oughly and carefully studied. 

That the arrangements with the Harvard Bu- 
reau be continued to cover the year 1924. 

That all members be urged to assist the Har- 


statistical data on accounting. 


pharmacy head- 
the American 


endorsed the 


Association. 


expressed deep appreciation of the 


be carefully studied for informa- 


expressed the hope that Congress 
speedily toward price maintenance leg- 


urged members to oppose the en- 


the 


Ad- 


of regulations 60, and in 


Alcohol Trades 


visory Committee. 


That the reports of the Committee on Salesmen committees. sociation 
and Selling Methods be standardized with a view That the principles of business conduct enun- chairman 
of indicating the yearly progress. eiated by the Chamber of Commerce of the United work, 


The board declared that the thanks of the as- 


should be extended to the legislative 
and the coynsel for their able energetic 


Report of the Convention Proceedings 


Monday, September 22 


First Session, Monday Forenoon 


The fiftieth annual meeting of the National Wholesale Druggists’ Association, held 
at the Ambassador Hotel, Atlantic City, N. J., convened at ten o'clock Monday fore- 
noon, September 22 President G. Barret Moxley was in the chair. 

President Moxley :—It is a great honor and privilege to call this, the fiftieth 
convention of the National Wholesale Druggists’ Association, to order. Great would 
be the pride and I think amazement of our founders who called this organization into 
eyistence at Old Exchange Hall in Indianapolis in 1876, if they could witness the 
wonderful attendance we have registered for this meeting. 

We have gathered here to fittingly celebrate this memorable occasion, our golden 
jubilee convention, to renew old friendships and create new ones, to gather a deeper 
sympathy and better understanding of our neighbor's problems, to renew personal 
ecntact with men in our business whose character and ideals and methods form an 
inspiration for us. 

Let us stand and sing one verse of “America.” 


(The audience arose and sang “America” and the invocation was given by Rev. 
Thomas J. Cross, pastor of the Chelsea Baptist Church.) 
Reception of Delegates 
President Moxley :—The next order of business is the roll call. It has been cus- 
tomary to accept the register in the office in lieu of the roll call. Unless there is 
some objection this order will obtain. It is so ordered. 
The next is the reading of the minutes of the forty-ninth annual convention. The 


minutes, as you know, have been printed and in the hands of each member for some 
months and unless there is some objection we will follow the usual procedure and 
accept these printed minutes in lieu of reading them here. It is so ordered. 

The next order of business is the very pleasant feature, the reception of delegates 


from allied associations. The first, 1 believe, on the list is the oldest association 
among our allies, the American Pharmaceutical Association. Is there any delegate 
from that association here? 
: : iath cussion of the Cramton bill. At that 
American Pharmaceutical Association time our association had taken the po- 
Cc. M. Kline:—I don’t think there is sition which we have found can not be 
anything that requires to be said for the maintained and it gives me great pleas- 
American Pharmaceutical Association ex- ure to inform you that our association 
cept that we extend the National Whole- has decided to join hands with you in 
sale Druggists’ Association our felicita- opposition to that legis!lation. The con- 
tions and best wishes on this, the fiftieth ditions which brought about that change 
anniversary of their inception. They will be brought to your attention later. 
have certainly, over the last fifty years, In conclusion, gentlemen, I wish on be- 
demonstrated their usefulness in the half of our association to extend to you 
pharmaceutical trade at large. We sin- our hope that this convention may not 
cerely hope that this meeting like all only be the most profitable you ever had, 
others will be most constructive. We but also the most pleasant. The meet- 
congratulate the association upon their ings of the National Wholesale Drug- 
years of valuable service. gists’ Association have been marked by 
President Moxley :—We thank you, Mr. the cordiality, the friendshtp and good 
Kline, The next is the American Drug’ will which has been extended to all vis- 
Manufacturers’ Association itors as well as to all members of the 
: : association. I am sure this association 
American Drug Manufacturers will be 100 percent. 
Pe President Moxley:—Next on our. list 
Association is the reception of delegates from the 
Dr, A. S. Burdick:—It gives me great New Jersey Pharmaceutical Association, 
honor to represent our association at this Mr. Kuebler or Mr, LTttell, if either one 
meeting of the fiftieth anniversary of the ‘8 Present. | : ’ : 
American Wholesale Druggists’ Associa- , The next is our reception of delegates 
tion. On behalf of our associafon, I ex- from the New York State Pharmaceutica} 
tend you felicitations and best wishes. Association, Edward Plaut. We would 
The Board of Directors of the Ameri- be very happy to hear from you, Mr. 
can Drug Manufacturers’ Association were P)aut. 


in session at this hotel on Saturday. Some 


things were transacted at this meeting New York Pharmaceutical Association 


whicn are of interest to your association. Edward fMaut:—As a substitute dele- 
I shall not go into detail because some oeate, the only thing I can do is to ex- 
of them wifl be taken up_ later, One tend. to the N. W. D. A. the heartiest 
thing, however, which may deserve some congratulations and hopes for a success- 
aetion on your part was the undertak- fy) future from the New York State 
ing by our association, in collaboration pharmaceutical Association. (Applause. ) 
with the American Pharmaceutical Manu- President Moxley:—Next is Dr. La 
facturing Association (and we hope in Wall. of the U. S. Pharmacopoeial Re- 
eollaboration with your own and other vision Committee. We will be very happy 
drug associations) to publish a complete {4 hear from you, Dr. LaWall. — : 
ist of prmorily names, not trade marks, : . 

but names of interest and importance to U S P Revision Committee 

all our associations. We extend you an rr ss 

invitation to participate in that work and Dr. @. H. LaWall:—It is a privilege to 
I take this opportunity to tell you about be accorded the opportunity of address- 


ing you upon such an auspicious and me- 
morable occasion as your fifieth anni- 


it. 
Last year there was considerable dis- 





versary. As secretary of the Revision 
Committee of the Pharmacopoeia, 1 sup- 
pose I am looked upon to furnish some 
information as to the status of the 
pharmacopoeia. 

The Revision of the U. S. Pharma- 


copoeia previous to the one upon which 
we are now engaged, as you will remem- 
about 





ber, was issued in 1916. That is 

eight years ago. The revision upon 
which we are at present engaged will, 
I think, be a little more speedy. I can 
only say this:—We cannot fix, at this 
time, any particular date for which it 


will be made official, but the book is now 
going through the press, and that means 
at the rate of fifteen pages a week (for 
we have more than one hundred expert 
proof readers engaged in the work, and 
we do not wish to crowd them) it will 
take about a year to print the book, after 


which time a suitable period will elapse 
for its becoming efficient. 

We cannot fix, as I say, at this time, 
any particlular date for that because 
something might come up which would 
delay the printing, some decision which 
would be difficult to complete, and you 
can never speak authoritatively about 
something that is going to happen in the 


future. 

Might I, while I 
a few words upon 
which I am particularly 
which I chink will be of 
and that is the question 
dination of all kinds of pharmaceutical 
activities. You, of course, specialize in 
your field. You are the representatives 
of those who supply retail pharmacy, and 
I take it that you are interested in re- 
tail pharmacy and its development to the 


am here, speak just 
another subject in 
interested and 
interest to you, 
of the co-or- 


fullest extent. When retail pharmacy 
prospers, you _— prosper. When retail 
pharmacy is in eclipse, your prospects 
go down. 

The particular subject that I wish to 
say just a few words about is pharma- 
ceutical education. I am the dean of one 


of the largest, and the oldest, colleges in 
America, the Philadelphia College of Phar- 
macy and Science, and I feel particularly 
that in this matter of pharmaceutical edu- 
cation your association is in need of some 
information as to the trend. 

We hear on one hand the statement that 


there is too much pharmaceutical educa- 
tion. On the other hand, we hear com- 
plaints that there is not enough pharma- 


ceutical education, and the colleges are 
between the two horns of a dilemma as 
to whether to give more or less 

I believe that you will agree with me 
when I say that throughout all of the 
periods of change which pharmacy, retail, 
manufacturing and wholesale, has under- 
gone, there is one underlying and funda- 
mental service which the retail pharma- 
cist renders which can not be taken away 
from him, and that is the dispensing and 
sale of remedial agents, and particularly 
the professional duty and professional ob- 


ligations in the filling of prescriptions. 
That, after all, is the prime reason for 
the existence of the retail pharmacist. 
We hear this talk about drugless drug 
stores and the like, but that is only a pass- 
ing and ephemeral condition which will 


There can not be phar- 
macy without professional activity, and 
I tell you—and I think you will agree 
with me—that we who are educating phar- 


soon right itself. 


macists believe it is just as necessary to 
educate a pharmacist properly who fills 
one prescription a year as one who fills 


a thousand prescriptions a year, because 
there is just as much responsibility con- 
nected with the filling of one prescription 





as there is with the filling of a thousand, 
when it comes to the principle which is in- 
volved. 

There are 
pharmaceutical 


a number of different aspects 
education. There has 
change in pharmaceutical educa- 
tion, as there has been a change in your 
work. I was impressed at your opening 
with the fact that the change is shown in 
your procedure. You no longer call a roll. 
You no longer read the minutes, because 
those things have been rendered unnec- 
essary by changes which have taken place 
in your methods of handling your work. 

It has been said, and truiy said, that 
the man who thinks the same at forty as 


of 
been a 


he did at twenty has been stupeftied for 
twenty years, and [I wouid paraphrase 
that and say the man who thinks the 


same at sixty as he did at forty has been 
stupefied for twenty years longer. 

So pharmaceutical education is not only 
following along the line at the -present 
time of professional education, education 
along scientific lines, but we are trying to 
broaden out and make men better citi- 
zens, better able to appreciate their re- 
spons.bilit.es, and in that particular con- 
nection we are having ‘ectures on civie 
problems, civic responsibilities, citizenship 
and ethics, for it is of no value to turn out 
a highly trained technician who has no 
conscience, Who will substitute, or who 
will not follow the doctor's directions in 
filing a prescription. ‘Lherefore, we have 
in many of Our tead.ng colleges established 
a system of admission inspection for stu- 
uencs, IN Which it is no ionger the plan 
to take every student who appears, if he 
has his fees and is ready to enter and 
has the educational qual.ncations, but he 
must pass the scrutiny of a board of men 
who are entrusted with the responsibility 
or seeing that only those who have the 
right ideals, who have the right back- 
ground, are admitted into this important 
profession. 

Also we must scrutinize more carefully 
the educational credentials of those who 
come before us. I have had some very 
interesting and some very amusing ex- 
periences in that connection with our own 
college within the past month or be- 
cause we have a maximum registration for 


SO, 


our first year class of three hundred and 
the number of applicants is considerably 
in excess of that Consequently, we want 
to take the best that there is in the mat- 
ter of educational qualifications as well 
as other things 

One of the crying shames of our pres- 
ent educational system is thal a man can 
come in with a high sehool] diploma and 
know very little about the common things 
that he ought to know about. One of the 
things that makes a man safe is lus 
ability to calculate, and calculate accu- 


stock que 
Candidates 


One of the 
been asking 


rately and quickly, 
tions that we have 


for admission lately is this hypothetical 
question -"Suppose you had a prescrip- 
tion that called for tortieth of a grain 
of strychnine and you had orders to 
change that prescription and make it half 
the quantity of strychnine, how nuch 
would you put in?” 

The answer comes back in about 10 
percent of the cases, “A twentieth,” 

In other words, a half of a fortieth is a 
twentieth, I had a man the other day 


who responded in this way :—lI said, “How 
much is a half of a fortieth?” 
He replied, “A twentieth.” 
“How much is a half of a 
asked. 
“A tenth.” 
I said, ‘How much 
He said, “A fifth.” 


twentieth?” I 


is a half of a tenth 
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To Purchasing Agents: 


How will they act in the filling 
machines?—that is the one big 
thing your Manufacturing Superin- 
tendent wants to know about the 
empty capsules you buy. It is the 
severest test of uniformity to which 
capsules can be subjected. 


Parke, Davis & Co.’s Empty 
Capsules are uniformly perfect, 
year in and year out. They have 
to be. We use millions of them in 
our own filling machines every 
month. 


Write for bulk quotations, un- 
colored and pink. 


PARKE, DAVIS & CO. 


DETROIT 











IN CHEMICALS, DYESTUFFS, DRUGS, PAINTS, OILS, FERTILIZERS 


I said, “How much is half of a fifth?” 
Well, that was an unhappy thing for 
him. He said, “Two and a half.’ 


Then one of my colleagues tried it from 
a different angle. He said, “Son, what is 
a twentieth of a dollar?” 

He said, ‘Five cents.” 

“Well,” he said, ‘‘what is half of that?” 


He said "Ten cents.” 

We stopped at that po-nt. 
up to leave he said, What 
lege open?” 

I said, “It doesn’t make much difference 
to you Wha. aay opens.” 


When he got 
day does col- 


colle ze 


(Continued on page 60) 


Response to Delegates 


Sewall Cuiler:—-I know that we 


members of 


the Wholesale Druggists’ Asso 


ciation all realize that these gentlemen have given their time and gone to considerable 


trouble to be with us today, and we 


want 
Want to thank them for the messages they have brought us. 


that we appreciate it. We 
We are glad they are 


them to know 


here and we hope that as many of them as possible will stay here until our last 
Session 1s over. 

We think that a good many of the questions and problems that confront us 
today and which we are going to discuss in open convention this weex are identical 
with the questions and problems which they have. We are a good deal lke one 


great happy family and we want these gentlemen, when they go back home, to take 


back a message from us to our brothers, 


the 
best wines and hopes that as a family we will live 


allied that we send them 


happily together, 


our 
with 


trades, 
long and 


exchanges of contidence and ideas, and that we will prosper accordingly. 


Pres.dent Moxley :—I trust that 


have you here. 


all of 
members will realize that they have the fuw)l privileges of the floor. 
We want the benefit of your wisdom and advice on the various sub- 


and our associate 
We are happy to 


the visiting delegates 


jects that will be offered through the coming four days. 


Now, my fr.ends, we come to the president’s me 4 
will ask our v.ce-president, A. H. 


that 1 must inflict you with one. I 
to take the chair. 
(Vice-Pres:dent Van Gorder assumed the 


Chairman Van Gorder :—Mr. Moxley ! 


President Moxley presented his prepared address as follows ; 


dinary enthusiasm :— 





The constitution provides 
Van Gorder, 


age. 


chair. ) 


and it aroused extraor- 


Address of the President 


milestone 
convention 


Today we celebrate a rare 
a Golden Jubilee—the fiftietn 
of our association. 


Karnest men they were, those pioneers, 





and far-seeing, who called this associa- 
tion into being in 1876 and dared to 
biend idcals with commerce. Yet I doubt 
if even their long vision enconipassea 
the full picture of the giorious service 
of these years, 

The period of its existence has seen 


unprecedented progress and kaleidoscopic 
changes unparalleled in history 


What wealth of history, what plentiful 
and costiy human experience lie spread 
for us today to read, across that far 
field of nearly half a hundred years? 

Let me leave, for a moment, if you 
will, the nearer pictures of the year just 


passed and roam with you througna 
shadows—shadows of virgin business 
years, when those who built for us 
stooped now and then beside their narrow 
paths to plant ideais—ideais that have 
grown and flourished and borne fruit 

ideals, in the spirit of which we have 
seen this great association develop—ideals 
to which we stand piedged touay, and 
faze, unafraid, down the song, iong road 


ahead! 
The peoples of this world of ours have 


not been idie through those years. Wipped 
in the ink of vast human amoitions, the 
pens of mankind have written lavu.ousiy 
since that first council urew together 
the precepts on which were to ve buiit 
the foundation of our great industry of 
today. 

Many sitting in that first council had 


suffered the agonies of a fratricidal war, 
followed by an era ot extrayagance, ter- 
minating in the panic of 1873. Depression, 
enormous business losses, followed for 
three years. Fortunes were wiped away 
overnight. A spirit of intolerance and 
discontent prevaied. Adulteration, trick- 


ery, short-weight, reprisals sometimes 
crept into business. 
In our wholesz drug field, destruc- 





tive competition was the order of the day. 


Success ofttimes was measured by in- 
juries dealt a competitor. Price, not 
quality, usually governed the sale. Few 
of the features of modern merchandising 
were available. Stocks were limited to 
crude and botanical drugs, chemicals, 
patent medicines, paints, oils and glass. 
Profits were impossible as a result of the 


economic situation and of the demoralized, 
chaotic, destructive conditions prevailing. 


Chemistry and pharmacy, the hand- 
maidens of our business, were advanced 
as exact sciences, but had not become 
tully industrialized. 

Life was not the swift-going, comfort- 
able, scientifically-assisted passage of 
time that it is today. And so, those early 
pioneers with uncanny vision, out of dire 
necessity, and out of their desire to pre- 
tect for posterity a great business es- 
sential to the health and welfare of an 


expanding nation, saw that they mus! 
link themselves together, and thus, in a 
time of disorganization, they organized 
our association 

Founded on the ideals of justice, of 
fair play, of common honesty, of service, 
this association could not fail in its ap- 
peal for the highest ethics in business. 
Its membership, since its inception, has 


been composed of wise men who kent the 
faith and combined idealism with practice. 


They realized the full difference between 
human rights and property rights and 
their responsibility to mankind, so they 


have ever stood for the highest standards 








—quality, not price, in the selection or 
medicina! products—that they might ful- 
fill their obligation to protect life and 
assist the physician in the elimination of 
iffering. They look upon their business 
as a great benefaction for the service of 


mankind. 

As early as 
cated a law to prohibit 
adulteration of food, drink 
and a law to punish parties issuing faise, 
misleading and malicious trade circulars. 
It has continually advocated standardiza- 
tion, regardless of how onerous the details 
of the application may have been. in 
principle, it fathered the Pure Food and 
Drug Law than a quarter of a 


for more 
century before its passage. It developed 


association advo- 
and punish all 
and medicine, 


1879 the 


the sentiment for anti-narcotic legisla- 
tion. Long before such a law was framed, 
our membership had voluntarily under- 
taken the limitation, restriction and dis- 
couragement of the use of narcotics, It 
sought continuously to replace destruc- 
tive measures with constructive policies, 





to improve the character of busine to 
strengthen and deepen the proper rela- 
tion of man to man. It has taken time, 


patience, constructive tnought, continuity 
of purpose, forbearance, 


As one scans our history, he is im- 
pressed with the patient, careful and in- 
telligent study of subjects involving un- 
usual departure. Policies and trade 
customs that ultimately became the 


guiding principles of conduct were recom- 


mended only after free debate, mature 
deliberation and having the fullest ap- 
proval of all—though some regard it as a 


fault, our great safeguard is the judicial 


and desiberate manner in which new 
proje ets are approached. 
Our association is a voluntary one. We 





Shall we not then think of our business 
and its service with great pride—a pride 
that shall stretch out to give impetus to 
the co-operative spirit of our employes, 
our saiesinen and our executives? 

Shall we not reaiize that self-interest 


is but half the picture? That the develop- 
ment of the potent alities of our field to 
the uttermost, to fully answer a national 
need for ready availability of products 
which make for heaith and hygiene ana 
lite’s eccmforts is, after all, the greater 
goal? That destructive competition shall 





not be allowed to impair an_ essential 
service to Mankind? 
Shall this great organization fold its 


hands while the sins of the few are visited 
on the*many? 

If bad practices creep Tnto our business, 
shall we not assume responsibility to edu- 
cate those who have blundered so that 
the ideals of those far-visioned founders 
of our group will march on ahead oft us 
through the years? 


Trade Relations 


‘As essential 
members it is 
there should be 
between 
di 


as co-operation is to our 
equally as important that 
the greatest co-operation 
manufacturer, jobber and retail 
tributor of drug store merchandise in 








order that we may progress with the 
t.mes and better serve the public. 
The old day when each branch of the 


trade regarded all of the other branches 
as natura] enemies from whom advantage 
must be forced, or against who ome 
defense must be erected, is iupidly 
passing. 

There is developing a recognition of 
mutual interest, a willingness to join 
hands, with the most constructive results. 


¢ 


G. Barret Moxley 


The Presiding Officer 


cannot strong-arm our members and 
purge them of their ills. Our strength is 
in our appeal to the intelligence and the 


hearts of men—always where the premise 
is right and the cause just, it has pre- 
vailed. 

Mr. Arthur Peter, in his presidential 
address of 1878, sounded the keynote of 
our association platform, on which our 
permanent progress has been made. His 


remarks have proven so prophetic that I 


repeat them here:-— 
one 


Our organization is purely a voluntary 
and cannet be controlled by arbitrary laws, 
and strong as we ave for the right, we should 
be powerless to enforce any measures that did 
not commend themse'ves to the good judgment 
of our members, and this is our security:—‘*We 
are strong for the right but powerless to 
commit wrong.’ 

I would not have you think that these 
years of brotherhood in business have 


been free from periods of difficulties and 
rough going. Sometimes it has seemed 
that certain features of our business were 
to be wrecked. But the spirit of concilia- 
tion, of Common counsel, the deliberate 
conclusions of the many, the co-operation 
and the faith of each of us have made 
possible this day—this Golden Jubilee! I 
hope that sormewhere in the Great Beyond 
those sturdy pioneers, that stooped back 
there along the years to plant ideals, are 
smiling at us now, and whispering again 
“God Speed’! as we set out once more 
upon the current of another half cen- 
tury! 


Co-operation 


sion of those 
loomed the word, ‘“‘co-operation.”’ They 
knew then that in the business world 
eventually no man is sufficient unto him- 





Large in the vi founders 





self. And as the density of population 
mounts with each rising sun, more and 
more shall progress be made possible only 
by co-operation, F 

We progress in this business as in 
others by applying the general wisdom of 
our neighbors to our own enthusiasm, 


capability and energy. Ds : 
President Emeritus Eliot, of Harvard, 
has said that “‘this is an age of co-Opera- 


tion, wherein competition is but an in- 
cident.’ Certainly this is true in the long 
run, » 











Witness the friendly and cordia 
tions between our kindred groups 
have made possible great advances for 
us in legislation at Washington. 

In matters of State legislation and regu- 
lation the retail and wholesale’ trade 
should ever strive for the same cordial 
relations that exist at Washington, with 
the assurance of greater accomplishment. 

Retailer 

The interdependence which exists be- 
tween wholesalers and retailers was es- 
tablished many years ago at the incep- 
tion of the modern methods of economic 


distribution. 

Our interests are inseparably linked. 
The prosperity and success of one reflects 
the progress of the other. We stand to- 
gether. We fal) together. 

Hence there should exist a genuine 
spirit of co-operation and helpfulness 
wholly apart from the sale and purchase 
of merchandise. 


There should be a constant endeavor to 
mutually solve the problems confronting 
us in a spirit of constructive business 


statesmanship. 
that guide us in our 
ships should develop through a 
mutual sympathy and understanding 
should interpret the needs of each 
full and just consideration. 

Some business prophets predict 
mendous changes in merchandising 


relation- 
deeper 
and 
with 


Policies 





tre- 
that 


will almost eliminate the independent re- 
tailer; but in my judgment the individual 
retailer is the backbone of the nation’s 


commerce, and with our assistance in the 
application of progressive methods he will 
grow in usefulness to greater prestige 





and success, 
Manufacturer 

So, too, or so it seems to me, should 
we give unffiiling loyalty to those manu- 
facturers who are loyal to us. 

Such loyalty is taken for granted as 
a set policy, but it is well that we fre- 
quently stimulate our buyers and Sales- 
men so that we may never fail those 
manufacturers who have given evidence 
of st b ‘itv and who employ sound meth- 


Nothing can be more 
“through the wholesaler” 
be’ forced to fight 


ods of distribution. 
irrilatng to a 
manufacturersthan to 
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own distributor 
competitive items 
selling organiza- 


th mpetition of his 
» 

iy manu.acture 

nvaluable 


m to p noting sales of competing lines 
that not sold exclusively through the 





It is evident 





that those who select our 
avenurs of distribution do so from the 
conviction that we render an_ essential 
service ind that we are an aconomia 
ecessily. 
Such as a convinced of this truth and 
onstantly by it are entitled to our 
ful co-operation Indeed it is to our 
advantage to dv so, not alone for the 
mmediate sales and profits derived from 
co-operation with such concerns but for 
the encouragement it offers others. 
May we not by our acts so declare our- 


selves that there can be no misinterpreta- 


tion of ur purpose to stick close to those 
who stick to us? 

Let _us serve these manufacturers as 
their jobbers and not compete with tnem 


as a jobbing manufacturer. 





Proprietor 
Similar lovalty we have ever given to 
our proprietary friends—continuity of 
service, the resisting of infringement on 





their good name and trade-mark, in legis- 
lation protecting meritorious articles, in 
stocking of slow selling trailers, render- 
ing the most economical and only com- 
plete national distribution that is so essen- 
tial and advantageous to them. These 
things we have done well, but it is re- 
grettable that a condition has developed 


seriously 


tnat may 
serv:ce. 
Present chaotic conditions in 
of proprietaries are due in a 
ure to some proprietors’ 
les policy, to a lack of discrimination 
choice of distributors, to the extension 
jobber compensation for non-jobber 
ice, to direct sales to retailers or 
groups of retailers and to a policy of sell 
ng to any who offer to buy, at best price, 


impair or destroy this 
the sale 
large meas- 
lack of a fixed 





















without regard to what becomes of their 
product after leaving their hands. 

Some of these practices came about 
through erroneous rulings and conflicting 
nterpretations of laws governing dis- 
tribution, Today the atmosphere is 
cleared. 

The proprietor has the right of a 
definite declaration of policy; he may 
select his own customers, announce terms 
on which he will sell, decline to sel] to 
ny who do not observe his terms and 
compensate according to service rendered. 

I have faith that the intelligent pro- 


prietor will adopt stabilizing methods that 
wll hold the interest of his distributor 
and make permanent the success to which 
the merit of his products entitles him. 
There can be no advantage in his con- 
tributing to practices that may destroy or 
seriously impair a service that has proven 
so essential to his success, and he knows 
that he cannot expect a continuity of 


wholesale co-operation without reason- 
able and just protection. 
Market stabilization must have its in- 


with the manufacturer through 
establishment of a fixed compensa- 
for a specified service. 


ception 
the 
tion 





The time is ve for a revision of pres- 
ent methods Co-operation is not a one- 
sided proposition. 


Advertising Agencies 
No one has a greater appreciation of the 


creative force of advertising cnan tne 
wholesalers of America. Advertising has 
a true business function—a mighty one, 
but a clearer understanding of the value 
of our great channels of distribution will 
build a supplemental program for ad- 


vertising on which successful selling may 
rest with greater assurance. 

In this connection it seems to me that 
steps should be taken to have our function 
distributors better understood and 














as ap- 
preciated by advertising agencies of na- 
tionally advertised items. 

The advertising agency seldom is in- 
erested in the wholesaler, since he owns 
no trade-mark and therefore can adver- 
tise but in limited ways. 

“Sell the consumer and let distribution 
take care of itself,’ they all too often 
shout. And then many a company, lis- 
tening to such ill-advised counsel, has 
watched a meritorious product falter and 
fall on financial rocks, the advertising 
agency seeking to alibi the failure with 
the charge that jobbers did not do their 
duty. 

The high pressure type of advertising 
house will urge that the theory of “Cre- 
ate demand and the wholesaler and re- 
tailer will fall in line’’ is the proper one 
for a manufacturer. Such a theory is 
based on a complete lack of knowledge 
not only of the principles of successful 
distribution but of how advertising ac- 


tually functions. 

The factor of easy access by the public 
to the product cannot be overlooked even 
though advertising cry its product to the 


high heavens. The retailer and his clerk 
will continue to be most important fac- 
tors in the actual selling of merchandise. 
And behind them stands the wholesaler, 
who, in countless cases, through his serv- 
ice and close relationships, greatly influ- 
ences what these two sell. 

The advertising men of the country 
should ponder on this state of facts, in 
many instances, it seems to me. 


before advertising is Rule 1 
selling; enthusiasm and 
out and substitute 


D'stribution 
in the book of 
cannot run it 
another. 


General Business Conditions 


hope 


The year ahead, it seems to me, is one 
of promise. Just cause for increasing 
optimism appears on all sides. Abroad 
we see the consummation of the Dawes- 
Young reparation program, with its 
promise of real stimulus to business and 
industry throughout war-ridden Europe. 
Increasing demand for the natural ex- 


port products of America should be forth- 
coming. 


The agricultural districts of our own 
country seem to be returning from the 
Valley of Despair. Mounting prices for 
staple farm crops more than offset the 
losses that must come from unfavorable 
weather conditions in some parts of the 
corn belt and the releasing of frozen 


credits in many of the rural ceernmunities 
should go far toward a revival of general 








business There is an abundance of low 
priced money for legitimate industry and 
there are indications that the wheels 
will begin to turn more rapidly with 


the autumn season. The nominations for 
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SEVENTY-FIVE YEARS 


Age becomes an asset to an organization when 
accomplishments keep pace with worthy scien- 
tific and industrial development. 


1849 


CHAS. PFIZER & CO., Ine. 


Established 1849 


MANUFACTURING CHEMISTS 


NEW YORK 


Charles Pfizer & Co., Inc., was established in 1849. New York City then had 
a population of somewhat less than half a million people, and industries of a 
scientific and technical character were in a pioneer stage. 

Our manufacturing operations were started on a modest scale in Brooklyn, a 
corner lot was then sufficient space for the plant. Today, our works occupy 
over five acres. 

In 1849, a New York Office was opened at 45 Maiden Lane. Larger quarters 
became necessary, and in 1872 our building at 81 Maiden Lane, housing the 
General Offices, was completed and has been occupied exclusively by us since 
that time. 

Expansion of the business necessitated the establishment of a Western Office, 
which was opened in Chicago, IIL, in 1883, 











IN CHEMICALS, DYESTUFFS, DRUGS, PAINTS, OILS, FERTILIZERS 


the Presidency by both of the 
parties inspire confidence. 

In the drug and chemical 
reasonable to expect some competition 
from European production. With the bulk 
of the gold of Kurope in our own treas- 
uries, We May reasonably expect that 
future payments for American goods and 
further credit will be offered in the form 
of European products. Drugs, chemicals 
and sundries, produced by cheaper labor 
no doubt will be among the articles 
Shipped trom abroad. ‘This competition 
naturally will tend toward lower prices on 
the same classes of goods produced here. 


major 


field it is 


Committees 


{ commend to you the reports of our 
able committees. From them the picture 
of the year just passed and of the long 
look ahead will come. The, year has not 
been marked by any great revolutionary 
progress, but we have Kept step through- 
out its months. The fraternity of feeling, 
which has bound us into tnis cohesive 
factor of American business life, is as 
warm and genial as at any time through- 
out our history. Business, in great 
measure, has been conducted with fair- 
ness and consideration. We look forward 
confidently, 

Whatever credit shall come to me for 
the accomplishments of the year  wilil 
come because of such splendid committee- 
men and chairmen. 

These have striven earnestly through- 
out the year to keep the faith for you 
and to advance your interests. 

Their reports, which you shall hear, 
doubtless will combine the conservatism 
of a Henry Cabot Lodge, the radicalism 
of Wisconsin’s mighty, favorite son, the 
thoughtfulness of Emerson, the poetic 
touch of Stevenson, the eloquence of 
Webster, the logic of Bacon and the 
philosophy of old Socrates himself. In a 
word, the wisdom and prophetic vision 
professed by all the candidates for office, 
who now lift their voices to the earless 
heavens! 

Seriously, my friends, you will hear re- 
markable reports. From them and the 
discussions thereon, we shall gather much 
workable knowledge and wisdom to guide 
us through the coming ye.e. 

And here, too, I wish to pay tribute to 


the wise counsel and able assistance or 
the Board of Control, emphasizing par- 
ticularly the work of its chairman. 


And to the members of each of the com- 
mittees, and in particular their chairmen, 
for the faithful and intelligent manner 
in which they have each handled their 
assignments. 

I would commend to you also the per- 
sonnel of our New Yuorx office and our 
able Washington representative for tue 
splendid services they have performed. 

No man in the president’s chair of this 
great organization could have hoped for 
more favor or more harmony—more co- 
operation— than has been accorded me. 
I owe and hereby express to each one 
of these my everlasting gratitude. 

Today business is founded upon a re- 
search of facts, figures, sciences and 
principles and its terminus is in the word 
“‘service’’ and I would draw your par- 
ticular attention to'the Harvard Research 
Bureau report. 

It presents a 


splendid picture of our 
1923 averages, 


which no one can study 
without being a better prepared mer- 
chant. For five years Sewall D. Andrews 
and his Commitee on Uniform Accounting 
have been attempting to bring us a better 
analysis and picture of our business. It 
was through his constant study of ‘‘op- 
portunities for service’ that he brought 
to us the matter of re-checking our tax 
returns under the special relief sections 
of the revenue laws. 

The results of this work with our sec- 
retary are tangible evidence of the great 
value of our association. Many adjust- 
ments have already been cheerfully made 
by the government, some in figures that 
are rather amazing. 

One recovery of one year’s returns only 
would pay the entire association ex- 
penses for a period of two years. Is this 
not concrete evidence of the value of our 
association? 


Withdrawal of Federal Trade Com- 


mission Complaint 


It is with some satisfaction that I am 
able to report that on September 3 the 
Federal Trade Commission issued an 


order of dismissal, without prejudice, of a 
complaint filed in 1918 by the commission 
against the association, its officers, Board 
of Control, and Committee on Proprietary 
Goods, in 1918. 

A charge of conspiracy, alleged to have 
been effected by various means, for the 
purpose of suppressing competition had 
been made and under the law the com- 
mission forthwith issued a complaint. 
After a thorough and complete investiga- 
tion, in which our officers co-operated 
fully by opening to the examiners all 
files of officers and committees, without 
restraint upon the examiners as to what 
they might read or copy for the purpose 
of getting at the true facts, the commis- 
sion entered the dismissal order. 

Each and every one of us well knew 
that there was no foundation in fact for 
any of the allegations made and in our 
answer to the complaint set forth clearly 
our activities. The action of the com- 
mission in dismissing the complaint is 
predicated upon the facts developed by 
their own investigation. 


Each of us well knows that never at 
any time within the period covered by 
the complaint has any member been 


obligated to act otherwise than in his 
own interest, using his own personal 
judgment as his only guide. This course 
we have always followed and will con- 
tinue to follow. 


Legislation 


My friends, there are two matters in 
the report of the Legislative Committee 
which are of such primary importance 
that I would especially direct your at- 
tenion to them. One is the development 
of the past year in the field of enforce- 
ment of the Prohibition Laws. The other 
is Price Maintenance. 

The Prohibition Law is the law of 
the land and there is none among us who 
would seek to evade its enforcement, but 
we would ask for that measure of com- 
mon sense in its administration for which 
President Coolidge appeals. We feel sorely 
the condition now existent which has al- 


lowed the smuggler, 
the bootlegger to 
tions during the 
parent difficulty, 


the moonshiner and 
carry on their opera- 
past year with little ap- 
While all the legitimate 
alcohol-using industries continued to be 
subjected to endless annoyance and em- 
barrassment at the hands of the enforce- 
ment service. 

After five and a half years of experi- 
enc under the Volstead Act, and follow- 
ing the establishment of a working agree- 
ment with the Commissioner of Internal 
Revenue, through the creation of the Al- 
cohol Trades Advisory Committee, con- 
sisting of some of the most eminent and 
reputable men connected with our indus- 
tries, we are now threatened with the 
complete destruction of this organization 
through the enactment of the so-called 
Cramton bill which converts the Prohibi- 
tion Unit into an independent bureau re- 
sponsible only to the Secretary of the 
Treasury, the busiest man in Washing- 
ton deprives us_ of our present right of 
appeal to the Commissioner of Internal 
Revenue, legislates the Alcohol Trades 
Advisory Committee out of existence and 
transfers the supervision of all users of 
induStrial alcohol from the experienced, 
business-like and conservative collectors 
of internal revenue and _ their highly 
trained deputies to the prohibition direc- 
tors and their group of inexperienced as- 


sistants, often fanatically inclined, and 
frequently influenced by the whinis of 
politics. 


The Cramton bill, which is being urged 
by the Prohibition Commissioner, backed 





This important committee, charged with 
some of the most significant legiSlation 
pending in Congress, was unable to ad- 
vance any part of its docket, being de- 
terred because of the inability of the 
leaders of the dominant party in the 
House to muster a majority in favor of 
any single item of legislation, the actual 
control of the House being in the hands 
of a small contingent of so-called in- 
surgents, numbering about a score, who 
alternately voted with one or the other 
of the two leading parties, thus rendering 
effective team work impossible. 

There is good reason to believe, how- 
ever, that there will be a marked change 
in the parliamentary situation at the 
coming session and that the leaders of 
the House committee having price main- 
tenance in charge will push this matter 
vigorously and will endeavor to report 
early in the session a well-balanced bill 
combining the best features of the sev- 
eral pending measures, 

I trust you will not feel that your own 
energies or the vigorous work of your 
Legislative Committee in this connection 
have been wasted. We are engaged in 
a great crusade for a higher standard 
of business ethics and we have borne our 
part in a campaign of education that has 
made amazing progress during the past 
two years. 


Hidden Demonstration 


We would most heartily commend the 
efforts of the Federal Trade Commission 
to correct the hidden 


in their attempt 


C. H. Waterbury 


Reappointed Secretary 


by the lebby of the Anti-Saloon League, 
was rushed through the House in the 
closing days of the last session of Con- 
gress by the employment of parliamentary 
tactics so extraordinary as to impel prom- 
inent supporters of the measure to charge 
its managers with bad faith. 

Its passage in the Senate was prevented 
only by the vigilance and energetic work 
of the experienced Washington repre- 
sentatives of the legitimate alcohol-using 
trades, 

The measure will again be urged in 
the Senate when Congress reconvenes in 
December. I cannot too strongly urge 
upon you the importance of co-operating 
heartily with your Legislative Commit- 
tee in any measure that may be adopted 
to secure its defeat. 

A salient illustration of the present ten- 
dency in the enforcement of the prohibi- 
tion laws is the attempt recently made 
by the Prohibition Commissioner to re- 
quire manufacturers to make it a condi- 
tion of the sale of their products to 
wholesalers that the latter, whether per- 
mit holders or not, shall agree to make 
such reports and submit to such inspec- 
tion as the enforcement officers may de- 
mand. Refusal or failure on the part of 
the wholesaler to meet the requirements 
of the manufacturer to keep records 
would result in citation for revocation of 
the manufacturer’s permit. 

This requirement is not to be found in 
the law, and has never been promulgated 
in regulation or Treasury decision, as 
required by the statute, and would appear 
to have been withheld from such promul- 
gation in order that it need not be sub- 
mitted for the consideration of the Al- 
cohol Trades Advisory Committee, in ac- 
cordance with the standing agreement 
with the Commissioner of Internal Rev- 
enue. 

The united front with which the legiti- 
mate alcohol-using industries opposed the 
enforcement of this stipulation augurs 
well for future unanimity of action when 
legitimate interests are menaced by illegal 
or unreasonable requirements, 


Price Maintenance Legislation 


I deeply regret that owing to an un- 
precedented parliamentary situation in 
Congress the leaders in the movement 
for price protection legislation were un- 
able at the recent session to obtain con- 
sideration of the pending measures before 
the House Committee on Interstate and 
Foreign Commerce, 


demonstrator evil, which has become 
quite prevalent in the toilet goods field. 
This pernicious practice is well known 
to you. It is inherently wrong, akin to 
bribery, demoralizing to business and un- 
fair to the public. We cannot too strongly 


condemn it and should assist the com- 
mission in their efforts to estop the 
practice. 


As the reports of your committees are 
presented I would urge that you give 
careful consideration to the many recom- 
mendations incorporated so that those 
that are feasible and timely may be 
adopted and made effective. 


Simplified Practice 


The splendid work of the Division of 
Simplified Practice, organized by Secre- 
tary Hoover in 1@21, and supported by 
the United States Chamber of Commerce, 
deserves our unqualified indorsement. 
We are fortunate in having the Ameri- 
can Drug Manufacturers’ Association take 
the initiative in simplified practice in the 
drug trade. 

Already they have decided to delete 
approximately 1,000 items, for which the 
demand was very small, from their phar- 
maceutical list. And, further, they are 
planning to cut down a number of shapes, 
grainages and coatings of pills and tab- 
lets, with the hope that they may confine 
each pill and tablet to one form, either 
uncoated, or if bitter and nauseous, only 
in chocolate coated form. Or, if the im- 
portant seller has been some special color, 
to retain it in that color alone. 

The perfection of their plans should 
effect considerable savings in invested 
capital, speeding up our turnover, and 
they should have the heartiest co-opera- 
tion of each branch of the trade. 

We commend the work of this commit- 
tee to the attention of chemical and other 
manufacturers. 


Business Ethics 


This association, in its earliest written 
record, declared for the highest and best 
in business ethics, and this has frequently 
been renewed by declarations at the vari- 
ous conventions. During the past year 
the United States Chamber of Commerce, 
after thorough study, formulated rules of 
business ethics, which call for the ad- 
herence to the highest ideals in business 
conduct and which are commended to 
every business organization. It is proper 
that we should indorse these, in support 
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neral indorsement that the 
( States Chamber of Commerce is 
by trade associations 


See oblain 


we have a modified code 





applica the drug trade. 
Recasting of Some Committees 
Tin ia altered in some degree the 
I iaracter of our business. Some 
( esterday are passing, while 





Ss, 1 complex, are replacing them 
be better prepared to meet these con- 





ditions some changes in committees seen 
desirable 

Members will all concede readily, I am 
sure, that our interests have been master- 
fully handled and protected in the past 
they are being so protected and promoted 
now. There has been a great responsi- 


bility resting on a few, while the execu- 
tion of our recommendations has fre- 
quently been left to our regular repre- 
sentatives, without the advantage ot! 
frequent follow-up consulation with the 
governing body between meetings of the 
association, except by the inadequate 
method of mail communication. 

The Board of Control, which is so rep- 
resentative of our membership and so 
wisely governs and shapes our policies, is 
indispensable to our welfare, but in the 
absence of more frequent meetings too 
great a responsibility falls upon the 
president and the chairman of the Board 
of Control, and I would recommend that 
the Board of Control should select from 
its number, annually, an Executive Com- 
mittee, consisting of the cnairman and 
two of its members, to serve with the 
president, delegating such authority to 
them as they may deem wise. 

There is need in our association for a 
greater continuity of action, for the fol- 
lowing through of approved recommenda- 
tions of our conventions. I am quite sur 
any president of our association would 
feel considerably relieved in having such 
Executive Committee that he might 
readily turn to for advice or convene in 
case of necessity, without too great ex- 
pense, 

Specifically, I would further suggest you 
consider an amendment to the constitu- 
tion providing for the necessary com- 
niuttee changes as follows:— 

1. Merging of the Committee on Em- 
ployer’s Liability and Workmen's Com- 


pensation with the Committee on Fire 
Insurance, making a general committee 
on insurance which should consider all 


forms of indemnity. 

®. Change name of Committee on 
“Transportation” to Committee on “‘De- 
livery and Traffic,’ thereby limiting the 
scope of its work to more definite prob- 
lems connected with our business. 

3. Discontinue Committee on “Paints, 
Oils and Glass,’’ and create a committee 
on “Special Lines,” which should consider 

aints, oils and glass and other lines 

andled by our members. 

4. Make the Prize Essay Contest_Coit- 
mittee a standing committee on ‘‘Educa- 
tion,” having for its function the secur- 
ing and dissemination of information on 
the economies of wholesaling. 

5. Create a committee on “Employment 
and Welfare,’’ whose duties shouid be to 
consider the problems of help, turnover, 


superannuation, disability and other ¢m- 
ployer and employe problems in the 
wholesale drug trade. 
Increasing Our Activities 
At a meeting of local clubs, in the 


spring, I asked for the consideration of 
some features of service which con*em- 
plate a considerable increase in our ass»- 
ciation activity, covering wholesale oper- 
ating problems and retail dealer helps. 

Later, in order to elicit the fullest ex- 
pression on the subject, a refevendum 
was sent out by the Board of Control, 
asking each member for his vote and 
expressions thereon. 

The ideas are not new. Some of them 

have been dealt with in former presi- 
dential messages and approved in part. 
Others have been frequently voiced in 
maller groups. 
? In acetar your attention to them. I 
did not contemplate that ever though 
appruved you would enter upon all of tne 
features of increased activity ut cuice, 
but rather by a step at a time. Nor did I 
anticipate that a finished effectiv> vork- 
ing plan would any more resem ye the 
proposals than you gentiemen_ how 
resemble your babyhood pictures. Neither 
did I claim they were who'ly practical 
but I hope that by directing your at- 
tention to them and provoking discussion 
workable ideas might be developed, for 
I am confident that if we are to grow 
to our full height and power in the com- 
merce of this country this association 
must render a greater service to its 
members and to our retail friends tian 
ever heret« fore. 

Some trade associations have been try- 
ing out these or kindred ideas, ard, 
where properly organized, with satis- 
factory results. ; 

We miust provide adequate compensa- 
tien fer those who labor for us, suf- 
ficient to retain the interest of a capable 
persernel. Hence we should be diligent 
in our endeavor to reduce our costs of 
operation through the study and elimina- 
tion of every feature of waste in the in- 
ternal operation of our individual houses. 

With keener, more intensive competi- 
tion, the net profits of the future are 
going to be realized from present savings, 
not from waste 

The “Dealer Help” ideas may seem al- 
trusistic and should be undertaken only 
with the highest motives and with the 
full understanding that our object is 
broader than mere wholesaling. 

The ideas, with a report on the ques- 
tionnaire, will be offered for your con- 
sideration and I hope they may _ draw 
forth the fullest and frankest discus- 
sion. 

If they are worthless, let us here deter- 
mine so. If they have any element of 
merit, let us perfect and develop such 
features, applying the rule of common 
sense in our application of them. 


Closing 


And now, gentlemen of this Jubilee 
Convention, ere we draw the curtains over 
the closing scenes of this half century, I 
would be devoid of those finer sensibilities 
which should pervade the heart of every 
man, did I fail to express my deepest 
appreciation of the honor which has been 
mine, since one year ago you caused to 
descend upon me the mantle of a worthy 
predecessor 
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IN CHEMICALS, DYESTUFFS, 


I have walked within the portals of 
your good will; and as the recipient of 
your confidence, your kindly considera- 
tion and support, and in the enjoyment of 
your wisdom and helpfulness, I have 
endeavored to fulfill the trust reposed in 


me at that time, in a manner which 
might merit your approbation. In such 
degree as I have succeeded, I am in- 


debted to you. I come to you more 
humble in spirit than when you elevated 
me to this high office because of my 
growing appreciation of the boundless 
possibilities of our association, the little 
I have done and the magnitude of the 
things left undone. 


DRUGS, PAINTS, OILS, FERTILIZERS 


We together have met and mastered 
many difficulties during past years. 
United we will overcome whatever 
obstacles may develop in the future and 
ride the crest of the waves of changing 
conditions through greater service and 
greater usefulness, 

Glorious as is our past it shall be but 
an arrow pointing to the future. 

We stand today on our record of ac- 
complishment, looking forward, not back- 
ward, to a greater service to mankind, 
with increasing faith in ourselves and a 
greater vision of the things yet to be 
achieved through the spirit of construc- 
tive co-operation. 


Chairman Van Gorder:—Thank you, Mr. President, for this most interesting and 


appropriate address. 


I am sure we all very greatly appreciate it. 


Containing as it 


does so many important recommendations, it is very desirable that this body con- 


sider these recommendations 


most carefully. It 


is customary to refer the presi- 


dent’s address to a committee. a special committee to be appointed by the chair. 


What is your pleasure, gentlemen? 


H. D. Faxon :—I move that the chair appoint a special committee of five to consider 


the president’s address. 


(The motion was seconded by F. E. Bogart.) 
Chairman Van Gorder:—It has been moved and seconded that the chair apnoint 
a special committee of five to consider the address and to report back to this body. 


Are you ready for the question? 
ordered. 


All those in favor will say ‘aye, 


contrary. It is so 


Committee on President’s Address 


Chairman Van Gorder:—If you will allow me I will appoint that committee at 


this time and I hope the men appointed will serve. 
appreciate that they have a work of unusual importance and magnitude. 


In doing so, the committee will 
It will be 


very desirable if they can give it early attention so that it can be reported back 
to this body for action considerably before the close of the session. 
I appoint on that committee the following :—W. W. Gibson, Charles Martin, Foster 


Hannaford, 
(President Moxley resumed the chair.) 


Henry Bowerfind, Roblin Davis. 


President Moxley :—The next is the report of the treasurer. 


Secretary Waterbury read the report 


of the 


treasurer as follows :— 


Report of the Treasurer 





_The report of the Title Guarantee & Advance by the uniform ac- 
Trust Company as treasurer of the Na- counting fund to meet 
tional Wholesale Druggists’ Association, expenditures ...ccccssesss 579.00 
showing the cash receipts and disburse- ———en’ 20/000-15 
ments during the association year ended "$46,613.33 
Septembe 7 92 is as f 1si— . a 
ptember 17, 1924, is as follows: Disbursements 
Receipts General expenses...........$27,594.24 
Balance on hand as per last report... $7.19 Office expenses, including 
Suitiation fees from new rent, stenography and Ee 
eaten sao dee daatae caameaiaii $260.00 EID, cos co peas he de ees 5,412.09 
Annual dues from active Expenses of Committee on 
eae La reer en 27,750.00 Legislation ...--...s.csceee 9,527.52 
Annual dues from associate us Treasurer’s expense........ 349.87 
DN eee b bd 6caee sone 17,570.00 *, 
Contributions from  non- Committee on Rates and 
SS SSE ERO 100.00 ROULES weer eee eres eens 243.13 
Interest on balances....... 256.70 Refund of amount advanced 
Oil, Paint and Drug Re- in 1923 for expenditures.. 3,306.47 
porter, Inc., share of ex- —_———. 46, 433.33 
pense for reporting an- ae a 
nual convention........... 90.44 Balance now on hand.............. $180.00 
President Moxley :—You have heard the report of the treasurer. It is customary 
to refer the report of the treasurer to an auditing committee. Unless there is objec- 
ticn we will follow that practice. The next is the secretary's report. 


Secretary Waterbury read his report as follows :— 


Report of the Secretary 


A year of unprecedented activity on the 
part of the secretary's office has just 
closed. Increased routine and detail have 
devolved upon the headquarters office as 
the result of special committee undertak- 
ings. This added burden has necessitated 
the employment of additional help and a 


comprehensive rearrangement of _ office 
files and system. 

In this summary of activities no at- 
tempt will be made to go into extensive 


detail nor to cover all work done by the 
general representative and secretary, Only 
an outline of major work will be sketched. 


Correspondence 


Active and associate members alike 
have continued to show their appreciation 
of the association’s services by calling 
upon the office for information on all sorts 
of subjects. Most of the letters handled 
are of an individual character, requiring 
special attention in the way of research, 
reference or investigation. A Vast amount 
of material is being accumulated and is 
now so handled as to form the basis of a 
permanent data file of authentic informa- 
involved 


tion. Among the subjects are 
distribution in all its phases, legislation 


and regulations, both State and National, 
taxation, operating costs, markets, sources 
of supply, character of business, competi- 
tive relations, employment and many 
others. 


Pubiications 


At irregular intervals, a bulletin is pub- 
lished, giving information on various sub- 
jects of interest to all members. During 
the past year about twelve regular bulle- 
tins were issued and a number of special 
notices were sent out dealing with the 
work of the Uniform Accounting Commnit- 
tee in relation to the Harvard Bureau 
studies on costs and taxation matters, also 


bulletins dealing with price maintenance 
legislation. The bulletin is regarded as 
a sounce of reference and it is the aim 


of the association to keep its columns ac- 
curate in every detail, so that members 
may have at hand in convention form a 
ready source of authentic information on 
a wide variety of problems affecting the 
business. Many members are now sup- 
plied with extra copies for use of depart- 
ment heads, salesmen and others. The 
bulletin is not intended to supplant or in 
any way compete with the trade journals 
or newspapers on current events, but is 
to record items of permanent value. It 
is suggested that careful index be kept 
of all bulletins to enable members to make 
more efficient use of their files. 


A number of committee reports have 
been printed in convenient pamphlet form 
for general distribution among members 
and others seeking information on various 
phases of the wholesale drug trade, Some 
of these have been used as text books in 
schools, colleges and universities. A num- 
ber of colleges of pharmacy have re- 
quested copies of some publications deal- 
ing with the functions of wholesaling for 
class-room use. Among the publications 
already issued and widely distributed are 
the following: 

1. Aims and Purposes of the National 
Wholesale Druggists’ Association. 

2. Credits in the Wholesale Drug Trade. 


3. Economic Value of the Wholesale 


Pruggist and Reasons Why He Is Essen- 
tial. 


4. EKeonomic Value of the Jobber as a 
Distributor. 

5. Effect of Deflation 
Drug Distribution Costs. 
6. How atid Where Drug Merchandise 
Distributed. 

7. Manufacturers’ and Buyers’ Rishts. 
8. Operating Costs of Wholesale Drug- 
gists in 1922, 

9. Operating Costs of Wholesale Drug- 
gists in 1923. 

10. Sales Methods in 
Drug Trade. 

11. The Wholesale 

12. Trade Acceptances 
count Elimination. 

13. Why Price Maintenance Legislation 
Is Essential. 

14. Why the Wholesaler. 

Some of the above have been so widely 
circulated as to absorp practically our 
entire stock. while others have been called 
for repeatedly over a long period of time 
and are used by banks, trust companies, 


on Wholesale 


Is 


the Wholesale 


Salesman. 


and Dis- 


Cash 


advertising agencies, publishers, manu- 
facturers, schools and colleges, etc. 


Proceedings of the Forty-ninth Annual 
Convention were distributed to all mem- 
bers late in May. Much delay in publica- 
tion was experienced because of correc- 
tions affecting the membership enrollment. 
With the records more complete now, it is 
hoped that hereafter it will be possible 
to have the book ready for distribution 
shortly after February 1 of the year fol- 
lowing the convention. 

Compilation of State and National Pure 
Drug Laws—This volume was formerly 
published jointly by the Proprietary Asso- 
ciation and the National Wholesale Drug- 
gists’ Association, but is now published by 
Standard Remedies Pubhiishing Company 
of Washington. A revised edition was 
printed last year and members having use 
for the work were furnished with a copy. 
By special arrangement with the pub- 
lishers, it will be possible for the Na- 
tional Wholesale Druggists’ Association 
hereafter to furnish such members as de- 
sire their copies at actual cost, which 
amounts to about $3.00 per copy. 

A history of the National Wholesale 
Druggists’ Association was prepared un- 
der the direction of a special committee 
and has been published in a limited edi- 
tion, part of which is to be distributed 
among members in de luxe binding as a 
me nento of this, the association's fiftieth 
meting. 


Meetings and Conferences 


During the year the association has 
been represented by delegates at all State 
Pharmaceutical Association meetings, as 
well as at some of the local gatherings. 
Your general representative and secre- 
tary were present at the meetings of the 
Proprietary Association, American Drug 
Manufacturers’ Association, National 
Drug Trade Conference, American Manu- 
facturers of Toilet Articles and American 
Pharmaceutical Manufacturers’ Associa- 
tion, at all of which we were cordially re- 
ceived, 

The asosciation was represented by 
delegate at the American Pharmaceutical 


Association meeting and at the Annual 
Meeting of the Chamber of Commerce. 
fhe relations between the various trade 


association representatives are harmoni- 
ous and conducive to excellent coopera- 
tive effort for the general welfare of all 
branches of the trade. 


Chamber of Commerce 


The bulletins of the national chamber 
reach us regularly through our affiliation 
with that organization. These are of 
great value as a source of information 
on the general legislative situation at the 
National Capital. This year our stand- 
ing with the Chamber was recognized by 
the election of one of our members, Mr. 
Robert R. Eliis of Memphis, Tenn., as a 
director, representing the Department of 
Domestic Distribution, 


National Fire Protective Association 


The interest of our membership in the 
subject of fire prevention and protection 


is well known and widely appreciated. 
For some years the N. W. D. A. has 
been affiliated with the National Fire 


Protection Association as an organization 
member, and as such receives the many 
valuable publications relating to hazards 
and how to prevent them, The bene- 
fits of this educational work are such 
as to warrant our continued support. 


The National Fire Waste Council has 
designated your secretary as a member 
of a committee to contact trade asso- 
ciations and interest them in the gen- 
eral subject of fire prevention. 


Drug Trade Bureau of Public Infor- 
mation 
Following the meeting of the National 


Drug Trade Conference at the Hotel 
Washington, Washington, D. C.. on De- 
cember 6, the Drug Trade Bureau of 
Public Information held its annual meet- 
ing. The report of the director, Dr. Rob- 
ert P. Fischelis, outlined the accomplish- 
ments of the past year in the way of 


publicity for pharmacy and submitted a 
plan to engage the services of a trained 
journalist to handle certain features of 
the work, especially the preparation and 
circulation of important bulletins. This 
plan was approved with the understand- 
ing that the aggregate expense would not 
exceed that appropriated in the year 1923. 
The N. W. D. A.’s share of this expense 
amounts to $200 per vear. The officers 
for 1923 were re-elected to serve in 1924, 
the same being Dr. R. P. Fischelis, Presi- 
dent and News Director, and C. H. Water- 
bury, Secretary-Treasurer, both of whom 
serve without remuneration. 

The general representative, Mr. 
day, has his headquarters at the main 
office, though much of his time has been 
spent traveling. During a period of twen- 
ty-five years, his term of service, his ac- 
tivities have varied from time to time, 
but they have always been directed 
toward the purpose of upbuilding the 
membership and furthering the primary 
objects of the association. 


Tax Relief 


Among the many matters that passed 
through the secretary’s office during the 
past year, was one dealing With the ex- 
cess profits and war profits taxes of 1917 
and 1918. Under special provisions of 


Holli- 


President Moxley :—You have heard 


October 7, 1924 


the report. 


the Revenue relief from unduly 


Laws, 


heavy ixes may be afforded because of 
the a yormal conditions surrounding 
various business enterprises. Under the 






direction of and in conjunction with the 
Uniform Accounting Committee, a com- 
prehen survey of the tax payments 
of the years 1917-1921 inclusive was 


made, and a chart compiled showing the 
ratios of taxes to income, profits, sal- 
aries to income and sales, etc., for the 
purpose of indicating the differences be- 
tween wholesale drug houses. These fig- 
ures were used to enable quite a number 
of members who have paid excessive taxes 
to support their claims for recovery, in 
the aggregate running into many thou- 
sands of dollars. Others had the satis- 
faction of learning that their tax pay- 
ments had not been above a fair amount. 
_This is but one of the many activities 
of the association which enables its in- 
dividual members to save money or in- 


crease their earnings. Others could be 
cited showing total savings of vast 
amounts over a period of time. 


Membership 


With the increase in dues in 1923-1924, 
some change in membership was antici- 
pated. The active membership was re- 
tained in full, no resignations being re- 
ceived, and losses in this class being due 
solely to death, retirement or consolida- 
tion. A number of associate members 
resigned, not wishing to pay the mod- 
erate increase in dues, but most of these 
will be promptly replaced by new ones 
whose applications have already been re- 
ceived. In the active enrollment a small 
net gain will be noted and in the asso- 
ciate class a small net loss occurs. 


Bureau of Explosives 

By special arrangement of co-operation 
with this office, the Bureau of Explosives 
has completed and is now running on the 
press a pamphlet for use of the ship- 
ping departments of wholesale druggists. 
This pamphlet gives reference keys re- 
ferring to character of label, packing and 
container requirements of all drugs and 
chemicals handled by wholesale druggists 
that are covered by the Interstate Com 7 
merece regulations regarding the trans- 
portation of such articles. These will be 
mailed to all members as soon as de- 
livered by the printer. 


Federal Trade Commission 


The complaint of the Federal Trade 
Commission, Docket No. 168, which was 
filed against the association, its officers, 
Board of Control and Committee on 
Proprietary Goods in July, 1918, was dis- 
missed by order of the Commission on 
September 3, 1924. Your secretary’s of- 
fice co-operated with the examiners in 
every way to facilitate the investigation 
and it is a satisfaction to record this 
final outcome. 

In concluding this report, 
thank all members for the 
operation given and for the promptness 
and completeness with Which all calls 
for information or assistance are met. 





we wish to 
generous co- 


Any remarks? If there is no 


cbiection, it will.take the usual course and go to the Board of Control. I think perhaps 
we should have a report from our chairman on entertainment, Harry J. Schnell, and 


we would like to hear from 


him at this time. 


Entertainment Announcements 


Schnell:—For almost fifty 
D. A. entertainment com- 
been preparing entertain- 
There are just so many 
be done in the way of 
entertainment. Last year our good friend, 
the vice-president of this association, 
headed the committee in Cleveland which 
presented a program of entertainment 


Harry J. 
years N. W. 
mittees have 
ment programs. 
things that can 


that we all enjoyed very much. That 
program, as did the others that pre- 
ceded it, set a pace. 

President Moxley said to your com- 


mittee at the outset that, this being the 
Golden Jubilee Convention, he thought 
that we should have something a little 
out of the ordinary. It was mighty hard 
to find anything out of the ordinary, 
when such men as Van Gorder and others 
have prepared extraordinary programs in 
the past. But we have endeavored to 
carry out Moxley’s instructions and with 
your permission, I will give you a sketch 
of the program itself. Many of you are 
quite familiar with it already and it seems 
as though I would be taking up time, but 
simply as a matter of information, with 
your permission, I will run through it in 
a sketchy sort of way. 

As to golf:—In the past we have 
played golf but we have never had a 
golf tournament. This year we have 
started something new. We are having 
a golf tournament, with prizes, and we 
hope that this will establish a precedent 
for the future. I think that over one 
hundred entries have already been made. 
The automobiles will leave the hotel en- 


trance at 1:15 sharp. The luncheon wil 
be served promptiwy at 12:45; so we 
will have to be quick. We want to start 
to play promptly at two o’clock. Glenn 


Haskell is very competently in charge of 
the golf program, I hope you all win 
prizes. 

This evening, you will have the presi- 
dent’s reception—the reception to Presi- 
dent and Mrs. Moxley. That in the past 
has always been a very formal occasion 
and we do not wish to depart from its 
formality this year in any way. It 
properly should be formal, but after the 
reception proper, we plan to break loose. 
Many of you have attended conventions 
in the past and on the last day of the 
meeting you have wondered why you 
haven’t met some one earlier in the week. 
You would have had a better time if you 
had. So we plan with the Crystal Ball 
and Cotillion, to do that very thing. We 
hope that you will all attend this wecép- 
tion and after the reception, the Crystal 
Ball in the Renaissance room, There is 
to be a grand march. It will be led by 
President and Mrs. Moxley. Whether you 
dance or not, won’t you go there please 
and get into the spirit of the thing? We 
have a sure enough cotillion leader here, 
and if he doesn’t enthuse you, I miss my 
be a wonderful 


guess. I know him to 
fellow and very inspirational. He will 
earry this through successfully, if you 


will help him. Won’t you all get into the 
spirit tonight so that tomorrow morning 
every one here will be acquainted and 


we will have started off on the right 
foot? At the end of the week, we will 
have had the satisfaction of knowing we 
met every one the first day and kept 
up acquaintance during the entire week. 
So much for ton: ht. 

Tuesday, in the afternoon, a million 
dollar fashion show wiil be held. You 
will say it was worth a million after you 
see it. The million dollar fashion show 
will be in the Renaissance room. We are 
having a platform built down the center 
and all the seats are front row seats. 
You will see the very latest in fall ap- 
parel for women. I am quite sure that 
the men will appreciate this show as much 
as the ladies. Anyway, it is being given 
as much for the pleasure of the men as 
for the women. 


After the fashion show, 
will be given. 
In the evening, 


a tea dance 


Tuesday, we have what 
we hope you will vote, after you have 
seen it, as fine an erftertainment as you 
ever attended. Mr. Rothafel, manage: ve 
the Capito] Theatre, New York, with his 
entire studio ensemble will be here. Many 
of you are radio fans and if you are, 
you have listened on Sunday nights to 
Roxy and his gang over WEAF. It is 
an unusual entertainment of twenty-five 
musicians and artists. The artists are 
the leading artists on the stage of New 
York city and I know you are going to 
have a most delightful time and you are 


going to say that it is realy a worth- 
while entertainment. Don't miss _ it, 
please. After the entertainment there will 


be dancing in the same room. 
Wednesday, there will be a _ luncheon 
for the ladies at Seaview Golf Club, fol- 
lowed by bridge and mah jongg. The 
automobiles will leave the hotel at 12:30 
precisely and luncheon will be served at 
1 o'clock. We are having inspiration from 
President Moxley to run this conven- 
It is obviously 


tion on schedule time. 
necessary to move the automobiles on 
schedule. This street out here is quite 


narrow and it will require a great many 
cars. The only way we can handle the 
machinery of the convention successfully 
is by having your co-operation. So, if 
the ladies will be downstairs at 12:30, or 
a few minutes before, they can start off 
immediately for the Seaview and luncheon 
will be served at 1 o’clock. There will be 
a prize at every table, and the mah jongg 
will be under the personal direction of ex- 
perts. The ladies may leave the club at 
any time in the afternoon. Automobiles 
will be there. If they don’t care to play, 
they may leave after luncheon or at 
their convenience. 


There will be a garden party and fancy 
dress ball at 9 o’clock Wednesday night. 
We would like to have every one come 
in costume. This entertainment will not 
be one hundred per cent. unless you are 
there in costume. Van Horn & Sons, 
Philadelphia, sent representatives here to 
the hotel and there is a large variety of 
costumes to choose from, which can be 
rented for a very small sum, $1.50, up. 
But the success of the entertainment on 
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(Essence of Pepsine, Fairchild ) 


PEPTONISING [TUBES 
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PANOPEPTON 


Originated and first used in 
America, beginning with Essence 
of Pepsine, 1879, now used the 
world over with confidence and 
success. Constancy of service 1s 
characteristic of the Fairchild 
Preparations. 


In the commercial world, the 
Fairchild Preparations also hold an 
established place—as considerable 
contributions to the interest, scope 
and service of the drug trade. 
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IN CHEMICALS, DYESTUFFS, 


Wednesday night—the garden party and 
fancy dress bail—will depend upon the 
attendance of the members in costume. 
The entrance will be through the Brighton 
avenue porch. The Venetian Room—this 
room—will be transformed into a gar- 
den. Dancing will be in the Renaissance 
room, back of me. Please help to make 
this a success by coming in costume. 


An organ recital is scheduled for 
Wednesday afternoon at 3:30 in the high 
school. Oscar Scott Brook has courteously 
consented to give this recital and he is 
going to play an organ which is the 
third largest organ in the world. It will 
really be a rare treat and inasmuch as 
Mr. Brook is giving his time and his 
services without any thought of compen- 
sation, I think it would be only right and 
proper for him to play to occupied chairs. 
So, won’t you pass the word along? Au- 
tomobiles will be at the hotel at 3:15. 
The high school is only a few blocks 
from here, but let us show Mr. Brook 
that we do appreciate the time and the 
trouble that he has gone to for our 
pleasure by having a full house. 


The banquet Thursday night will be at 
7:30. If you haven’t already done so, will 
you be good enough to fill out cards. 
Cards have been provided at the regis- 
tration desk for you to indicate whom 
you would like to sit with. Tables will 
be set for eight. If there are any young 
people in your party, if you will indicate 
their names on separate cards, we would 
like the young people to sit together and 
have a good time. I think they will have 
a better time if they do, and the only way 
it can be arranged is by knowing who 
they are. Those whose cards have not 
been turned in by Wednesday afternoon 
or those who have not indicated whom 
they care to sit with, the committee will 


proceed to place at the various tables. 
It is important, therefore, if you have 
groups that you wish to be with, that 


Commendation by 


Mr. Schnell :—That is all that I have to 
report at this time for the Committee on 
Entertainment. 

There is another matter that I should 


like to mention, however. I have here a 
THE WHITE HOUSE 
WASHINGTON 


My dear Mr. Schnell: 


DRUGS, PAINTS, OILS, FERTILIZERS 


you notify the committee on the cards 
provided for that purpose not later than 


Wednesday, and it would help a lot if 
we could have that information before 
that time. 


The banquet is to be followed by a 
Mardi Gras Ball in the Pompeian grill. 
We want to start so that every one will 
know each other this evening, and we 
want to close up in a blaze of glory at 
the banquet. I know what the Mardi 
Gras is. I was down here on the Fourth of 
July and they had one in the Pompeian 
room and it went over in wonderful shape. 
We have but two speakers at the ban- 
quet other than the outgoing and incom- 
ing presidents. At about 11:30 we hope 
to be able to get downstairs and dance 
until you say you are tired. 


L forgot to mention the water sports 
this afternoon at 3 o’clock in the pool. 
A special program has been prepared 
and those of you who do not play golf 
or who will not play golf, if you will go 
to the pool a little before three, I think 
you will enjoy it. If you can, come in 
your bathing suits. Remember you may 
dress in your rooms, as a special privi- 
lege. I noticed in the elevator a sign 
about a charge for that privilege, but that 


will be taken down; there is no charge 
whatsoever. 
That, in a brief, sketchy way, is the 


program which has been prepared by your 
committee and we hope that you will en- 
joy the various features. 

A word about the coupon books: The 
coupons themselves say whether or not 
they will be required. We make it a 
point to avoid confusion to print on each 
coupon whether or not that particular 
coupon would be taken up. At Roxy’s 
entertainment a coupon will be required 
and for the banquet, a ticket will be re- 
quired. We have no desire to embarrass 
anybody, but it would help a lot if you 
have your coupons with you. 


President Coolidge 


letter that I would like to read. It seems 
to me it is a great honor to this associa- 
tion to have its Golden Jubilee Convention 
recognized by the President of the United 
States.. I have a letter signed personally 
by Mr. Coolidge which reads as follows :— 


July 22, 1924, 


The fact that the National Wholesale 


Druggists Association is to 


celebrate its Golden 


Jubilee Anniversary at its convention in September 


has just been brought to my 


attention. I wish that 


my felicitations and congratulations might be extended 


to the members of the Association at the time of ths 


convention, 


commercial world, 


service which the Association has always rendered. 


hope this year's convention 


This anniversary is a notable one in the 


because of the high character of the 


I 


will mark not only the 


conclusion of a half century of useful work, but the 


beginning or another half century of the same kind. 


Most sincerely yours, 


Mr. Harry J. Schnell, C 7+ /it+ 
Care of the Oil, Paint and Drug Reporter, 


100 William Street, 
New York City. 


was made 
it seemed 


Suitable acknowledgment 
of the letter at that time, but 
to me proper that some official recogni- 
tion be taken of the letter here at this 
convention. I have prepared a resolution 
which, if you care to, I shal! present, and 
suggest if it is adopted that it be signed 
by the president and secretary and sent 
to Mr. Coolidge. 

President Moxley :—You have heard the 
by saying “‘aye’’; contrary, ‘‘no.” 

Next is the report of delegates to the 


N 





é 


Be it resolved, That the National Wholesale 
Druggists’ Association on the occasion of its 
Golden Jubilee meeting in Atlantic City, N. J., 
September 22 to 25, 1924, does gratefully ac- 
knowledge the message of felicitation and con- 
gratulation extended to it by Calvin Coolidge, 
President of the United States, and does ex- 
press to President Coolidge its appreciation of 
his commendation and good wishes. 

I move the adoption of that resolution. 

(The motion was seconded.) 


motion properly put. All in favor, signify 


It is so ordered. , 
ational Drug Trade Conference, Mr. Kline. 


As he is probably busy in the board of control, the secretary will read the report. 
Secretary Waterbury presented the prepared report of the delegates to the National 


Drug Trade Conference as follows :— 


Report of Delegates to National Drug Trade 
Conference 


The annual meeting of the National 
Drug Trade Conference was held in Wash- 
ington, December 6, following an extended 
meeting of the Executive Committee on 
December 5. The deliberations of the 


conference were unusually comprehensive, 
covering not only serious problems arising 
in connection with the enforcement of the 
Prohibition law and recent developments 
of importance under the pure food and 
drug law, but also the movement set on 
foot by the Secretary of the Treasury 


looking to tax reduction and the cam- 
paign recently instituted to secure legis- 
lation legalizing the maintenance of re- 
sale prices, 


Summary of Resolutions Adopted 


The conclusions of the conference were 
presented in concrete form in a series of 
resolutions endorsing the tax reduction 
plan of Secretary of the Treasury Mellon ; 
approving the policies of Commissioner 






Blair and Secretary Mellon in appoint- 
ing the alcohol trades advisory commit- 
tee and in the revocation of drastic and 
unnecessary regulations imposed by the 
prohibition unit; protesting against the 
enactment of the Ernst-Wood bill and all 
similar measures designed to render the 
Prohibition Commissioner independent of 
departmental control; urging the divorce- 
ment of the supervision of legitimate in- 
dustry employing alcohol as a chemical 
raw material from the policing of liquor 
illegally used for beverage purposes; urg- 
ing the committee of revision of the United 
States Pharmacopoeia to adopt appropri- 
ate standards for whiskey and brandy for 
strictly medicinal use; urging the creation 
of a narcotic unit in the Internal Revenue 
Bureau independent of the _ prohibition 
unit; creating a committee to discuss with 
the Secretary of Agriculture recent re- 
ported changes in the policy of the Bureau 
of Chemistry respecting the labeling of 
medicinal preparations and the beginning 
of multiple suits in widely separated 
jurisdictions based on alleged law viola- 
tions; recommending the appointment of 
an advisory committee on the interpreta- 
tion of the Federal Food and Drug law in 
so far as it applies to the drug trade; 
urging the continuance of the issuance 
of the Digest of Comments on the United 
States Pharmacopoeia and National For- 
mulary by the Public Health Service; and 
indorsing the principle underlying the 
bills now pending in Congress proposing 
the legalization of the maintenance of re- 
sale prices of identified merchandise. 

Samuel C. Henry, of the National Asso- 
ciation of Retail Druggists, president of 
the conference, presided over the meet- 
ing and A. Homer Smith, of the Ameri- 
can Drug Manufacturers’ Association, 
acted as secretary. 


Cramton Presents Proposed Bill 


The program of the conference was pre- 
pared by the executive committee at its 
session on December 5, at which the sub- 
jects to be discussed by the conference 
were submitted in the form of resolutions 
by Mr. Crounse, Dr. Beal and others. A 
feature of the meeting of the executive 
committee was the appearance of Repre- 
sentative Cramton, of Michigan, and 
Wayne B. Wheeler, general counsel of the 
Anti-Saloon League, for the purpose of 
explaining the provisions of a bill which 
has been fremed by Mr. Cramton, some- 
what along the lines of the Ernst-Wood 
bill, but differing in the particular that 
while the prohibition commissioner is 
made independent of the supervision of 
the commissioner of internal revenue he is 
still subject to the authority of the Sec- 
retary of the Treasury. The conference 
subsequently by resolution condemned the 
Ernst-Wood bill ‘“‘and all similar bills.” 


Price Maintenance Legislation 


In view of the hearings soon to be 
held by the House Committee on Interstate 
and Foreign Commerce upon the pending 
bills legalizing the maintenance of resale 
prices of identified merchandise, the con- 
ference adopted the following resolutions: 

Whereas, predatory price cutting continues to 
constitute a serious menace to many branches 
of industry and especially to the drug trade; 
and 

Whereas, it has been determined by a series 
of court decisions of the United States Supreme 
Court that although the manufacturer possesses 
the abstract right to refuse to sell his product 
to price cutters, nevertheless the setting up of 
the necessary machinery to inform himself as 
to the identity of price cutters and the details 
of their mciiods renders him liable to prosecu- 
tion under the statutes forbidding the restraint 
of trade; and 

Whereas, it is thus rendered impossible for 
manufacturers, wholesalers or retailers to take 
any effective steps under existing laws to place 
a check upon price cutting; therefore be it 

Resolved: That the National Drug Trade Con- 
ference earnestly urges upon Congress the im- 
portance of promptly enacting a _ carefully 
framed law based upon the principle underlying 
the so-called Kelly andd Merritt bills now pend- 
ing in the House of Representatives; and be it 
further 

Resolved: That the president of the National 
Drug Trade Conference be authorized to appoint 
a committee of this body with authority to 
appear before the House Committee on Inter- 
state and Foreign Commerce at the hearings to 
be held upon the bills referred to and to present 
the hearty indorsement of this conference of 
the proposed legislation. 


Ernst-Wood and Similar Bills 


The Ernst-Wood bill making 
the prohibition unit an inde- 
pendent commission and _ the 
Cramton bill removing the unit 
from the jurisdiction of the 
commissioner of internal rev- 
enue, but leaving it subject to 
the supervision of the Secretary 
of the Treasury, were canvassed 
at length in an animated dis- 
cussion which resulted in the 
adoption of the following resolutions :— 


Whereas, it is currently reported that there 
will soon be reintroduced in Congress the so- 
called Ernst-Wood bill creating an independ- 
ent prohibition bureau headed by a commis- 
sioner responsible to no authority but the 
President of the United States; and 

Whereas, the enactment of such legislation 
would confer upon a bureau official autocratic 
power wholly unwarranted by existing condi- 
tions and susceptible of being gravely abused, 
to the detriment of all industries compelled to 
use alcohol as an essentia] raw material; and 

Whereas, on numerous occasions during the 
past year our industry has been relieved of 
burdensome, costly and unnecessary restrictive 
regulations by the timely action of the Com- 
missioner of Internal Revenue on appeals from 
rulings of the Prohibition Commissioner; there- 
fore be it 

Resolved: That the Nationa] Drug’ Trade Con- 
ference in annual meeting assembled hereby 
protests against the enactment of the so-called 
Ernst-Wood bill and all similar bills, and calls 
upon the entire membership of the associations 
represented in this conference to oppose this 
vicious measure by al! legitimate means. 


Responsibility for Prohibition Enforce- 
ment 


The conference discussed at some length 
the desirability of the appointment of a 
commissioner of equal rank witn the Pro- 
hibition Commissioner to supervise the 
industries using alcohol as a raw ma- 
terial, The wisdom of this chaage has 
been demonstrated by many incidents 
during the past year and the conference 
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finally adopted the following resolu- 
tions :— 

Whereas, during the past year experience has 
further nstrated the unwisdom and im- 
practicability of vesting in a single prohibition 
commissioner the important duty of supervising 
those bran of industry which employ alce- 
hol as an essential chemical material and the 
execution of the laws relating to the policing 
of liquor legally used for beverage purposes; 
therefor¢ it 

Resolved: — That the National Drug Trade 
Conference annual convention assembled 


reiterates its recommendation made at the last 
annual meeting that there be a separation of 
the functions of the supervision of alcohol for 


industrial purposes from the policing of viola- 
tions of the prohibition law, and that there be 
appointed a deputy commissioner of equal rank 
with the Prohibition Commissioner and posses- 
sing suitable technical knowledge, training and 
experience to take over tne Industrial Alcohol 


and Chemical Division of the Prohibition Unit, 
to have charge of the issuing of permits and to 
perform such other functions as relate to the 
permits and to alcohol for all industrial pur- 
poses, including the manufacture of medicines, 


Digest of Comments on U.S.P.& N.F. 


Acting on the current reports that the 
publication of the “Digest of Comments 
on the U. S, Pharmacopoeia and National 
Formulary” by the Public Health Serv- 
ice might be discontinued, the conference 
adopted the following resolutions :— 


Whereas, it is the unanimous opinion of the 
representatives of the various drug and pharma- 
ceutical organizations comprising the National 
Drug Trade Conference here assembled that 
the ‘‘Digest of Comments on the U. S. Pharma- 
copoeia and the National Formulary,’’ compiled 
and issued by the Hygienic Laboratory of the 
Public Health Service of the Treasury Depart- 
ments, fills an important need of and is of 
great general value to medicine, chemistry and 
= ae of pharmacy and the drug trade; 
an 

Whereas, the discontinuance of this publica- 
tion, which has appeared aunually for the past 
seventeen years, would be a distinct loss to 
those interests; therefore, be it 

Resolved:—That the Surgeon-General of the 
United States Public Health Service be in- 
formed through the Secretary of the Treasury 
of the importance of this compilation to the 
drug, medical, chemical and pha-maceutical 
interests and of the esteem in which it is heid 
by thém; 

That it be pointed out that the need for this 
publication has in nowise diminished since the 
work was first begun and that an interruption 
at this time, or any other time, would mean a 
serious loss to those who have come to depend 
upon the publication for information unobtain- 
able elsewhere; 

That the Surgeon-General be urged to set an 
adequate force to work on this compilation so 
that it may be brought up to date and thus 
made of the utmost value to those who use it. 
In this connection it is desired to call attention 
to the fact that when the work was first begun 
there were four people engaged in the task, 
whereas we have been informed that there are 
only two on the work at present, and they do 
not give their full time to it. 


U. S. P. Standards for Whisky 


The desirability of the establishment of 
official standards for wihskey and brandy 
was discussed at some length by the 
conference, the fact being emphasized that , 
the bottled-in-bond requirements of the > 
existing regulations do not guarantee a 
supply of pure liquor for medicinal use. 
As the revision committee of the Pharma- 
copoeia is now considering this important 
question, the conference decided to make 
an urgent appeal for the adoption of these 
standards in the following resolutions :— 

Resolved:—That the National Drug Trade 
Conference recommends that the committee of 
revision of the Pharmacopoeia of the United 
States of America favorably consider the ad- 
visability of adopting appropriate pharmaco- 
poeial standards for whisky and brandy for 
strictly medicinal use. 

The revision committee 1s reminded of the 
fact that the members of the drug trade were 
made the official source of medicinal spirits in 
spite of the expressed protests of their national 
organizations, that the drug trade is confined 
by law to limited sources of supply, and is at 
present without any legal standards by means 
of which the proper quality of the spirits can 
be estimated and enforced. 

It is also the opinion of this conference that 
the adoption of such legal standards as will 
bring these medicinal compounds within the 
scope of the Pure Food and Drugs Act will 
materially aid in the intelligent enforcement of 
the National Prohibition act by enabling the 
government to utilize the services of the ex- 
perienced and highly efficient Bureau of Chem- 
istry of the United States Department of 
Agriculture. 


Committee to Represent Conference 


A resolution was adopted authorizing 
the president of the conference to name 
members to speak for the conference in 
appearing before legislative or depart- 
mental bodies or upon other appropriate 
occasions “in matters of emergency not 
coutngversiot among constituent mem- 
ers.” 

tesolutions were also adopted thank- 
ing the N. A. R. D. Journal for printing 
the minutes of the 1922 annual meeting 
of the conference, authorizing a small 
assessment of each constituent member 
of the conference to meet its current ex- 
penses and continuing the affiliation of 
the conference with the United States 
Chamber of Commerce. 


Food and Drugs Act Administration 


A special committee appointed by the 
Executive Committee of the conference 
to interview officials of the Division of 
Drug Control of the Bureau of Chemistry, 
Department of Agriculture, relative to 
current reports concerning radical 
changes in policy in the administration 
of the laws, presented a written report 
which was accepted and uuthorized to 
be published for the information of the 
entire trade. The report is as follows:— 


The committee appointed to confer with offi- 


cials of the Bureau of Chemistry report that 
they met Dr. Hoover and several of his as- 
sistants, by appointment, at which meeting 


there was a general discussion of the policy of 
the bureau regarding the method of applying 
sections two and ten of the Food and Drugs 
Act. 

Dr. Hoover, in general terms, assured the 
committee that there had been no change in 
the policy of the bureau as compared to the 
policy heretofore pursued, and that no such 
change as had been reported to the committee 
was in contemplation. 

In reply to specific question, Dr. Hoover 
stated that in the case of labels on package 
medecines not approved by the bureau the same 
opportunities for conference and _ correction 
would be afforded to manufacturers as hereto- 
fore. 

He denied that it was the policy of the bureau 
to object to the use of names on the package 





f 
; 


1 
‘ 


| | 
: 
| 


| | Time Caco CHemican Compa 


October 1, 1924 OIL, PAINT AND DRUG REPORTER: MARKET AUTHORITY SINCE 1871 


OTe LL f 


(44443 


Calco Pharmaceuticals 


Cinchophen (Phenylcinchoninic Acid, U. S‘P.) 


The original and highest purity Cinchophen avail- 
able. Supply Calco brand on unspecified orders. 


Tablets, 74 grains, in packages of 20, 100 and 250. 


Powder, in ounces and bulk. 


Tolysin (a widely prescribed, safe, and efficient anti-rheumatic) 


Tablets, 5 grains, in packages of 20 and 50. 


Powder, in ounces. 


Calco pharmaceutical specialties are exclusively 
distributed through the wholesale drug trade 


“A MARK OF QUALITY” 


Bound brook N, di. 


New York Philadelphia Boston 
136 Liberty Street 106 Chestnut Street 35 Hartford Street 
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indicating the use or purpose of such package 
medicines. 

He also denied that the bureau had ordered 
seizures of the same product in widely sep- 
arated jurisdictions, for the purpose of embar- 
rassing manufacturers in the presentation of 
their defenses to charges made, and added that 
such a policy would be nothing less than 
““‘persecution.’’ 

The impression made up on the minds of the 
committee by Dr. Hoover's conversation was 
that in all cases where there is. no evident in- 
tent to defraud or deceive the public, manu- 
facturers will be given tne same opportunity 
to change the statements on their labels as 
they have hitherto enjoyed. 


Respectfully submitted, 
J. H. BEAL, 
E. F. KELLY, 
E. C. BROKMEYER, 
C. MAHLON KLINE. 


In the discussion of this report the fact 
was developed that considerable informa- 
tion, apparently of a conflicting character, 
has recently been received by representa- 
tives of various drug interests who have 
called upon the officials of the Bureau of 
Chemistry. Mvidence was also presented 
to the conference that multiple suits have 
apparently been authorized by the bureau 
involving; reputable concerns without a 
preliminary hearing on the charges. The 
conference, therefore, adopted the follow- 
ing resolutions: 
three be 


Resolved:—That a committee of ap- 


pointed to interview the Secretary of Agricul- 
ture of the United States and protest against 
the practice which has apparently grown up 
in the Bureau of Chemistry in the beginning of 
multiple actions under the Pure Food and 
Drugs law in remote jurisdictions against rep- 
utable manufacturers until after opportunity 
has been had on citation for a hearing. 
Pursuant to the above resolution, the 
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Committee on Alcohol Legislation 


_ For the purpose of enabling representa- 
tives of the conference to participate in 
the preliminary discussion of legislative 
measures proposed for the amendment 
or extension of the prohibition laws, a 
resolution was adopted providing that a 
cemmittee composed of one representative 
from each of the constituent bodies of the 
conference be appointed “to confer and 
discuss with any parties who may be in- 
terested in the introduction of any legis- 
lation in the Congress of the United 
States relating to the manufacture and 
sale of intoxicating liquors for industrial 


and medicinal purposes, and that such 
committee be instructed to oppose any 
proposed legislation which will tend to 


hamper or destroy the lawful use only of 
such liquors.” 


Independent Narcotic Unit 


The recommendation adopted at the last 
annual meeting of ihe American Drug 
Manufacturers’ Association “that there be 
a separation of the functions of the en- 
forcement of the National Prohibition Act 


and the enforcement of the federal nar- 
cotic laws and urging the creation of a 


tevenue 
narcotic 


the Internal 
sole charge of 


separate unit of 
3ureau to have 
law enforcement’’ was discussed by the 
conference and resolutions heartily in- 
dorsing the recommendations were unani- 
mously adopted. 


Burdensome and Nuisance Taxes 


The conference adopted a_ resolution 
“opposing the imposition of such taxes 
as contemplate any special or inequitable 
burden upon the various branches of the 
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Food and Drugs Advisory Committee 





In view of recent developments in the 
execution of the federal food and drugs 
act, and in the light of the excellent re- 
sults obtained through the appointment 


of the alcohol trades advisory committee, 















the conference discussed the advisability 
of attempting to secure the appointment 
of a similar committee to assist in the 
interpretation and enforcement of the laws 
and regulations relating to foods and 
drugs. The following resolutions were 
adopted :— 

Wherea The Advisory Committee of the 
Alcohol sing Trades, appointed by the Com- 
missioner f Internal Revenue, has been of 
great p cal utility in the revision of Regu- 
lation o. 60 for the administration of the 
Volstea et and in the adjustment of differ- 
ences be n the Prohibition Unit of the In- 
ternal Revenue Bureau and the alcohol using 
trades and industries; therefore, be it 

Resolved That this conference strongly 
recommends that a similar advisory committee 








be appointed by the cretary of Agriculture or 
other appropropriate authority to advise with 
the Division of Drug Control of the Bureau of 
Chemistry regarding the interpretation of the 
Food and Drugs Act in so far as the same 
applies to the drug trade; and be it further 


Resolved:—That the president and secretary 
of this conference, with such aids as they may 
select, be authorized and instructed to bring 
this subject to the attention of the Secretary of 
Agriculture, or other appropriate authority, and 
to use the best endeavors to secure the appoint- 
ment of such advisory committee. 


trade.” It also expressed “its un- 
indorsement of the recommen- 
dation made by President Coolidge in his 
annual message to Congress which calis 
for the abolition of nuisance taxes.” 


Election of Officers 


In concluding its deliberations, the con- 
ference elected the following officers to 
serve during the coming year:— 

President, Samuel C, Henry, 
Association of Retail Druggists; 

Vice-president, H. C. Christensen, Na- 
tional Association Boards of Pharmacy ; 

Secretary-treasurer, Carson P. Frailey, 


drug 
qualified 


National 





American Drug Manufacturers’ Associa- 
tion. : k 
The members of the executive commit- 


tee to serve during the coming year were 
as follows:— 

S. L. Hilton, 
Association ; 

Cc, Mahlon Kline, National 
Druggists’ Association ; 
ry Noonan, American Pharmaceu- 
tical Manufacturers’ Association ; 

H. B. Thompson, Proprietary 
tion ; 

W. T. Kerfoot, Jr., National Association 
foards of Pharmacy ; 

E. F. Kelly, American 
Pharmaceutical Faculties. 

The president and the secretary-treas- 
urer of the conference are ex-officio mem- 
bers of the executive committee. 

Your deiegates recommend that the Na- 
tional Wholesale Druggists’ Association 
reaffiliate with the National Drug Trade 
Conference. 


American Pharmaceutical 


Wholesale 





Associa- 


Conference of 


President Moxley :—Next is the report of the committee on drug market by S. M. 


Moneypenny. 


Is Mr. Moneypenny present? 


Secretary Waterbury :—The report on drug market has been received and it will 
take the usual course to the board of control. 


The report prepared 


by the committee was as follows:— 


Report of the Committee on Drug Market 


Viewed broadly, the drug market has 
been fairly steady throughout the past 
year. Barring certain outstanding excep- 
tions mentioned heréafter, fine chemicals 
and drugs were well maintained at fairly 
stable prices so far as the open quota- 
tions of manufacturers went. Botanicals 


were at first influenced to high price 
position by the high prices paid for the 
1923 crop. Later, shortage in stocks 


brought advances in prices to the manu- 
facturing consumer. The outlook in bot- 
anicals for the coming year is much 
better. The 1924 snows a much 


crop 


lower cost than that of 1923 in the do- 
mestic primary markets at least. Essen- 
tial oils were irregular, feeling depres- 
sion in prices at times, but rebounding 
strongly when small stocks here encoun- 
tered wider ,consuming demand. Gums 
were mostly quiet. ; 

In all these markets competition was 
the dominant factor throughout the year 
Rarely has it been keener. The winter 
of 1923 was “too healthy” according to 
many—meaning that sales of manufac- 
tured goods had been reduced at the re- 
tail counter. Manufacturers’ ‘products 
failed to leave the warehouses in quanti- 
ties which good business would require. 
This in turn reacted on raw materia! 
markets for the reason that slow moving 
manufactured goods made purchase of 
raw materials less necessary, save in spe- 
cial instances. It was from this condi- 
tion that the highly competitive condi- 
tion of the market developed. 

Certain materials require special treat- 
ment; the following is therefore sub- 


mitted :— 
Alcohol 


The price of completely denatured No. 
5 September 1, 1923, was 38%c. per gal- 
lon; January 1, last, 45%4c.; July 1, 41c.; 
September 15, 48c. per gallon in drums, 
carlots, at the plant. The trend was 
strongly upward until July 1 when dis- 
tillers stimulated earlier buying of fall 
and winter needs through granting price 
concessions. On July 1 a sliding scale 
of prices was established beginning 
41c. for July deliveries; August del 
eries were lc. higher; September de! 
eries, 2c. over the July price. In addi- 
tion to these two automatic advances, the 
distillers named two others; one was 2c 
and the other 3c. The latter rise 
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into effect September 15. In the ethyl 
alcohol market prices were of less im- 
portance than was the trouble and an- 


noyance caused by the prohibition author- 
ities whose bureaucratic control and 
regulations hampered the legitimate 
withdrawal of ethyl alcohol. Wood al- 
cohol was depressed through over pro- 
duction and shrunken consumption. 
Prices declined from $1.13 per gallon for 
95 percent in drums, carlots, to 65c. per 
gallon. On better demand—tbut more 
likely because a price war was laid aside 
—recovery to the present price of 68c. 
per gallon was possible. 


Aloes 


Curacao aloes were 8c. per pound when 
we last met. On January 1, this year, the 
price was up to 10%c., but by July 1 it 
was down to per pound. At pres- 
ent the market is strong at 10%c. per 
pound. The feature of the year was the 
failure of the primary market attempt 
to control prices and keep them per- 
manently high through co-operation be- 
tween Dutch bankers and primary mar- 
ket shippers. Something of the same 
kind is being attempted again, and prices 
have worked into strong position. 


Bismuth 


this article is 


714 
76c. 





The history of one of 


over production of bismuth metal. At 
present large surplus stocks are owned 
by the “ring” in London. The “ring” 
recently slashed prices in an effort to 
reduce the over supply and to offset the 
rise in sterling exchange. Salts were 
steady through the greater ‘part of the 
year. Manufacturers quoted bismuth 
subnitrate at $2.90 per pound until the 
“ring” cut metal. Then they reduced 


nitrate to the present price of $2.70 per 
pound. 


Bromides 


Until about the last three months, for- 
eign bromides were low and under de- 
pression. Low cost of production early 
in the year caused the New York market 
to be almost swamped with supplies. 
During the last three months produc- 
tion costs rose in Germany, and unusual 
demand from new sources sprang up in 
this country. Prices on imported potash 
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were as low as 16c. per pound New York 
spot in January; it was purchased in 
Germany as low as 4c. per pound in 
bond—the duty is 10c. per pound. The 
present price is 25c. American makers 
advanced prices in January and July, 
beginning at 26c. per pound and ending 








at 37c. per pound, the preset price. 
Caffeine Alkaloid 
Two kinds were available; one made 
from tea sweepings; the other, a by- 





product from the decaffeinization of cof- 
fee. Competition between the two kinds 
was keen. Prices were as high as $4 


per pound; at present they are down to 
$3.40 per pound, though the leading pro- 
ducers from tea sweepings name $3.50 
per pound. 


Cascara Sagrada Bark 
Extreme 
between a 
Zinning at 
1, 1923, 





scarcity featured the market 
2 ago and July, last. Be- 
. per pound on September 
the price rose to 30c. per pound 





by July of this year. <A curtailed peel 
last year was closely controlled and 
manipulated by strong hands through 
operations on the Pacific Coast, in Lon- 
don, and in New York. The high prices: 
caused a larger peel this year. Larger- 
production plus a Savage price war be- 
tween large interests depressed Coast 
prices from 22c. per pound—at which a 


small quantity of 1924 peel was sold—to» 
about 1l0c. per pound. Recently prices; 
have recovered to 11%c. to 12c. per pournd 
this having been paid on the Coast. 
Prices in New York dropped from 30c. 
per pound in July to the present price 
of 14c. per pound. Considerable quan- 
tities of 1924 peel were bought between 
15c. and 18c. on the Coast. The drop to 





10c, per pound on the Coast buyers at 
15e. to 18c. anxious to get out from 
under. The market is now entered ona 


firmer trend. 


Calomel 


Prices failed to react as much or as 
often as the raw material developments 
might have warranted. On September 1, 
1923, the price was $1.25 per pound. It 
declined to $1.15 per pound on January 3 
and recovered to $1.22 per pound by 
July 1. It is st!ll so quoted. 


Camphor 


The feature was the attempt at specula- 





tion following the Japanese earthquake. 
Certain New York interests bought 
heavily of stocks in that city, anticipat- 





ing a rise but forgetting that camphor is 
produced in the island of Formosa—far 
removed from the quake. The attempt 
resulted in losses. The secondary fea- 
ture of the market was the wide spread 
in prices for American and Japanese 
camphor. A year ago, American refined 
Was quoted at 93c. per pound and the 
Japanese at 85c. per pound. January 1, 
this year, it was 98c. and 83c., respec- 
tively. July 1 the market for both had 
dropped to 88c. for American and 72c. 
for Japanese. At present quotations are 
83c. and 62c. per pound, respectively. 


Carbolic Acid 


Scarcity of this article developed during 
the past quarter of 1923. Prices advanced 
from 28c. to 37¢c. per pound. During the 
first half of 1924, values eased off. As 
supplies increased, prices declined to 
264c. per pound. At present the mar- 
ket is 24c. Undertones are firmer and 
the tendency in prices is now upward. 


Citric Acid 


High duty failed to keep foreign acid 
out. A large domestic production was 
augumented by large imports from 


abroad. The accumulated supply eased 
the market throughout the year. Prices 
were on the down grade and competition 
was high. A late spring and summer 
this year contributed to the general 
weakness. Prices a year ago were 49c. 
per pound. American acid dropped to 
48c. per pound by January 1, while im- 
ported went down to 46c. Subsequently, 
domestic was cut to 47c. and again to 
ife. at which it is now quoted. The im- 
ported finds it hard to find buyers at 
4544c. per pound at this time. 


Citronella Oil 


September and November 
1923, high adulteration of Ceylon oil 
featured the market. Adulteration ran 
up to 35 to 40 percent and created a 
shortage in “pure” oil of the usual stand- 


Between 


ard. Prices advanced from 69c. on 
September 1, 1923, to 95c. per pound by 
the first of the year. Improvement in 
quality and increase in stocks of reason- 
ably pure oil resulted in prices easine 
to the present quotation of T5e. per 
pound. Aleohol, mineral oil, pine oil, and 


other _adulterants were used. 


Codliver Oil 


Though the catch in Norway was large 
this year, prices failed to undergo marked 
decline. Eurcpean consumption and rising 
exchange supported values for shipment. 


Last year at this time the market was 
$24 per barrel, It is now $24.50 to $26 
per barrel as to brand, with but few 
holders to spot oil. When the new pro- 


duction was being accumu’ated, prices de- 


clined to $20.50 per barrel, spot, but re- 
covered rather promptly. 
Ergot 

Stocks were plentiful at all times and 

prices displayed weakness at home and 

abroad until about two weeks ago. From 


40c. per pound last September, quotations 
declined to 29c. per pound for spot goods 
in July. At the moment, 3lc. per pound 
is being paid. Within the past fortnight, 
demand has freshened and import prices 


have advanced. Sales on spot have been 
made as high as 33c. per pouna, 
Formaldehyde 
Competition between producers caused 


prices to drop from 13%c. per pound last 
September to 8%c. per pound at present. 
The lower prices followed in the wake of 
the price war in wood alcohol mentioned 
in the alcohol summary. Wood alcoho! 
has improved; formaldehyde reflects this 
somewhat. 
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Chas. L. Huisking, Inc. | 
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Drugs, Chemicals, Oils, Spices, Etc. 


. | Headquarters for the Following 
on Agents | Specialties for the Drug Trade: 
or | 


| Cod Liver Oil, Isdahl’s. 
The Wholesale Drug | Conti White Castile Soap. 
and Manufacturing | Haarlem Oil, _ 
Tiades in All | Imported Genuine “Tilly.” 
Hubbuck’s Oxide of Zinc. 
Parts of the Caaie. 
World | Bay Rum, St. Thomas. 
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Selling Agents for 


‘*Arenella,’’ Palermo, Sicily—Citric, Tartaric Acids. 

Ferd Baller & Co., Catania, Sicily—Oils Lemon, Orange, Bergamot. 

Fratelli Jung, Palermo, Sicily—Manna. 

Fox Roy & Co., Plymouth, England—Arsenic. 

Isdahl & Co., Bergen, Norway—Cod Liver Oil (Famous Midnight Sun Brand). 
Arthur Oulmann & Co., Leghorn, Italy—lItalian Produce. 

W. Krug & Co., Amsterdam, Holland — Seeds, Spices, etc. 

Oranje, Amsterdam, Holland—Essential Oils. 

Barker Bros., Smyrna, Turkey—Opium. Etc., Ete. 
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London Agents: 


WHEELER & HUISKING, LTD. 


Amalgamation of 


HENRY WHEELER & SON and CHAS. L. HUISKING, LTD. 


9 GREAT TOWER STREET, E. C. 3 
LONDON 
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IN CHEMICALS, DYESTUFFS, 


Insect Powder 


Prices for insect flowers are advancing 
in Japan and Dalmatia, the primary mar- 
kets. Reports indicate that the Japanese 
crop was damaged by drought. Powder 
has declined for the greater part of tne 
year. September last the market was 
55c. per pound. In January it was 665c. 
per pound. By July 1 it was down to 
43c. per pound or slightty under. It 
recently sold at 46c. per pound and on 
the strength of the raw material advance, 
has moved up to 48c. per pound. Recall 


that January 1, 1923, the price was 72c. 


Iodide of Potash 


Crude iodine was mostly strong during 
the year and promises to continue so. 
Iodine prices have not varied much, 
Potash at $3.75 per pound last September 
sold at $3.40 on February 8. July 1 it 
was up to $3.50 per pound. August 19 it 
was advanced to the present price of 
$3.75 per pound. The feature of the iodide 
group was competition between new pro- 
duction and the older trade. At the 
moment, the new production is not quie 
so competitive as it recently was before a 
sharp advance in crude iodine. 


Ipecac 


Cartagena root at present costs $2.50 
per pound—if any can be had. Extreme 
scarcity prevails as the result of dis- 
located shipments, heavy drafts on stocks 
when Brazilian revolution made Rio hard 
to get, and the present active demand 
for any kind of ipecac. A year ago 
Cartagena was priced at $1.75 per pound. 
$y January 1 it was up to $2.10 only to 
drop to $1.80 by July 1. Rio is now 
priced at $2.35; Cartagena, $2.50. 


Menthol, Natural 


The feature came with the Japanese 
earthquake which destroyed the greater 
part of stocks in Japan as well as some 
of the producing factories. News of the 
*quake caused speculative buying in New 
York. Prices advanced from $9.50 per 
pound before the disaster to $19.50 per 
pound a few days later. The high cost 
of Japanese menthol] brought the manu- 
facture of menthol from American pepper- 
mint oil by American firms. Inflation 
was let out by January 1 when the mar- 
ket was down to $11.25 per pound. Since 
last July, Japanese and domestic menthol 
have sold down to $10 or under. At 
present the market is stronger at $13.50 
owing to advances in Japan. No Amer- 
ican menthol is left, but high prices for 
Japanese goods are likely to encourage 
production again. 


Menthol, Synthetic 


The first synthetic menthol of commerce 
sold here in 1923 after the earthquake 
drove the natural product sky high. It 
was manufactured in England under 
British patents. This article seems likely 
to become more important during the 
coming year. Consumption of it by 
former consumers of the natural product 
is increasing steadily. It cannot be used 
in formulas requiring menthol] USP. It is 
not made from natural oils; it does not 
meet the optical rotation test; its melting 
point is 65 degrees Fah., being below the 
USP requirement. Reports of British 
Trade Journals, and those of American 
assayists, seem to agree that synthetic 
one natural menthol are identical chem- 
ically. 


Narcotics 


The outlook is for high prices. Early 
reports suggested the reserve when the 
new crop production of opium was set 
at 5,000 cases. This was accompanied 
by short selling abroad in anticipation of 
much lower prices in the Smyrna and 
Constantinople markets. Later, produc- 
tion estimates were reduced to 2,500 
cases. At this time, 3,000 cases seems 
nearer right; some say 3,500 cases. 
Prices on opium last September stood here 
at $8 per pound. Codeine sulphate was 
quoted at $6.80 per ounce; morphine sul- 
phate, $6.30 per ounce. By July 1, opium 
values were up to $9 per pound and 
codeine advanced to $7.25 per ounce and 
morphine to $6.75 per ounce. When the 
smaller crop was confirmed, opium ad- 
vanced to the present price of $12 per 
pound. Codeine moved up to $7.7— per 
ounce and‘morphine, to $7.25 per vunce. 

In domestic trade a feature was the 
abolition of the production of heroin. 
The United States Government refused 
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to grant import licenses 
the manufacture of 
chloride. Within the 
stocks of American manufacturers were 
exhausted. Consumers using heroin in 
their formulas had to buy in the second- 
hand market, paying as high as $25 per 
ounce, When the resale goods are gone 
no more will be obtainable. 


Peppermint Oil 


on opium for 
morphine hydro- 
last two months 


This is the opening of the new crop 
season. Prices ought to be declining 
steadily. They are not, however. Grow- 


ers are obtaining $5.40 per pound as this 
is written and expect to get $6 shortly. 
New York prices are strictly nominal at 
$5.75 per pound—virtually nothing is 
available. Not much new crop oil has 
been sold save to chewing gum makers, 
who have run the prices sky high. Back 
of the whole business is manipulation, 
alleged under production—according to 
primary market reports, which are scanty 
in fact and few in number, Sellers in 
the West have not forgotten the sales to 
makers of American menthol when the 
Japanese earthquake ran the Japanese 
menthol extremely high. Large quanti- 
ties of 1923 crop menthol and holdover 
stocks sold to the menthol makers. Men- 
thol still is high. If it stays up Ameri- 
can menthol can be made profitably de- 
spite the high price at which 1924 crop 
oil is held. The Western growers and 
dealers have not forgotten the menthol 
makers as a probable market. Certainly 
the prospect is for very high prices over 
the next year. 


Quicksilver 


Production in Spain and Italy was cur- 
tailed, closed down, or entirely sold dur- 
ing the greater part of the past summer. 
Mercury advanced from $60 per flask 
last September to $73 per flask July 1. It 
is now $72 per flask and appears softer 


and lower in London, Italy and Spain. 
The higher prices stimulated and in- 
creased American production. Spanish 


mines are now in production again, thus 
affecting the foreign markets adversely. 


Quinine 

Basic prices remained at 50c. per ounce 
through the year. This was the funda- 
mental price of American, Dutch, Japa- 
nese and German producers selling in the 
American market. During the last quar- 
ter of 1923 and the early part of 1924 
sales of sulphate to the alcohol denatur- 
ers were heavy. Japanese goods had an 
especially large movement in this direc- 
tion. Later the denaturers turned to 
bisulphate and subsequently to cinchoni- 
dine—changing their formulas at the be- 
hest of the prohibition authorities. Com- 
petition for this business with the alcohol 
trade was keen; it led to granting dis- 
counts which brought net prices down to 
between 46c. and 48c. per ounce on con- 
tracts for 20,000 ounces or more. That 
Japanese quinine sold at sharp discounts 
from the basic price of 50c. was alleged; 
that American or Dutch sold at a dis- 
count was positively denied. Certain 
documentary evidence, plus the common 
sense view that a unit of 20,000 ounces 
or more ought to be bought cheaper than 
a unit of 100 ounces, tended to confirm 
sales at a net cost under the basic fig- 
ure. Sales of “bootleg’’ quinine took 
place around 44c. to 45c. per ounce. This 
was quinine either recovered from, al- 
cohol after denaturing or which some- 
how escaped the ministrations of the less 
zealous alcohol denaturers. 


Strychnine 

The debacle in nux vomica values 
caused strychnine to pass through a year 
of overwhelming competition and consist- 
ent price declines. Last September alka- 
loid crystals were priced at $1.15 per 
ounce. By January 1 prices were down 
to 95c. per ounce. Fébruary 18 it was 
reduced to 88c.; March 3, to 78c.; March 
18, to 73c.; April 30, to 67c.; June 2, 
to 64c.; and July 23, to 61lc. per ounce. 
There it remained until September 10 
when it advanced to 7l1c., due to the ad- 
vance in raw material. 

Not all of the severe decline was due 
to raw material alone. The low cost of 
nux vomica made cheap production pos- 
sible abroad. Certain quarters in New 
York cut the prices of domestic producers 
2c. per ounce consistently for many 
months. The advance in nux vomica re- 
moves some of the advantage. At the 
moment the market appears to be set on 
the road toward higher prices on the 
strychnine salts. 


President Moxley :—The next is the report of the committee on employers’ liability 
and workmen’s compensation by the genial Max Bakst. : 
Mr. Bakst read the report of the committee on employers’ liability and workmen's 


compensation as follows :— 


Report of Committee on Employer’s Liability and 
Workmen’s Compensation 


One of the outstanding demonstrations 
of American progress on questions of 
social welfare is the record of the various 
States during the past generation in the 
enactment of workmen’s compensation 


laws. Searcely twenty years ago the 
system of workmen’s compensation was 
being debated on its merit, then a little 
later it was tried as an experiment and 
today we have forty-two State laws re- 
quiring compensation for loss of time 
suffered by employes disabled as the re- 
sult of accident arising out of or in the 
course of employment. 

In the beginning, the purpose seemed 
to be to apply the system only to extra 
hazardous occupations such as mining, 
factory work, etc., while today practically 
every occupation except agriculture and 
domestic service is covered. 

This report will not undertake to go 
into detail as to legislative proposals and 
changes in the various States, Each year 
every State offers a large number of 
bills to amend or modify the existing 
statutes. Some of these bills are well 
intentioned, honest efforts to correct de- 
fects in the law, liberalize certain fea- 
tures, strengthen weak points, while al] 
too many are mere political efforts aimed 
to exploit the beneficiaries of the law for 
political advantage. At times these meas- 
ures become law and frequently result 
in increased burdens upon industry with- 
out any benefit to the workmen at all. 

This committee in years past has thor- 
oughly discussed various phases of work- 


men’s compensation legislation, its re- 
ports have given much detailed informa- 
tion about benefits, methods of adminis- 
tration, types of insurance carrier, etc. 
All of this material is incorporated in our 
records. It proves conclusively that 
workmen’s compensation is an _ estab- 
lished and permanent social and economic 
policy of America, The few remaining 
States which have no law on the subject 
may well be expected to fall into line 
soon. It seems desirable to your com- 
mittee therefore, that we should consider, 
first, the trend of legislation on this sub- 
ject and, second, the fundamental influ- 
ence this type of legislation is likely to 
have on other social legislation. 


Liberalization of Benefits 


1: As to workmen’s compensation leg- 
islation, there seems to be a general ef- 
fort to liberalize benefits by various 
means. One favorite subject of amend- 
ment is the waiting period during which 
no compensation is to’ be allowed. Most 
laws have been so amended as to shorten 
the waiting period from ten to fourteen 


days to one week. The effect of this 
trend is to very materially increase 
claims, thus inevitably adding to the 


losses of insurance companies, and adding 
to our premium expenses. The increased 
claims are due not only to the actual 
losses incurred by reason of the larger 
number of accidents causing disability 
of more than one week but less than 
two, but also by the tremtndous increase 
in malingering, many disaBled workmen 


exaggerating the effects of very slight 
injuries for the purpose of exacting a 
claim. 

Another tendency toward increasing 


benefits is indicated by raising the allow- 
ance from one-half the average weekly 
wages for compensation to two-thirds or 
seventy percent and to increase the period 
for which payments on account of total 
permanent disability or death shall be 
paid. The effect of this is to increase 
losses and raise premiums. 


More and more occupations are being 
included. In some States occupational 
diseases, such as lead poisoning, are in- 
cluded within the scope of the law. 

While a number of States have per- 
mitted employers to elect to come under 
the provisions of the Workmen’s Com- 
pensation Law, the general tendency is to 
require a waiver of common law defenses 
under employers’ liability acts, thus mak- 


ing it virtually compulsory for all em- 
ployers to accept the Compensation 
Statute. Most of the States require em- 
ployers to insure their compensation 
liability in one of three or four ways: 
(a) In licensed stock insurance com- 
panies; (b) in licensed mutual com- 
panies; (c) in a State insurance fund; 
(d) by filmg a bond with a designated 


State agency guaranteeing the financial 
ability of the employer to pay any claims 
that may arise. Much of the recent leg- 
islation in all States is aimed at the pri- 
vate insurance carriers. There is a strong 
tendency in legislation toward State in- 
surance monopolies. In a few States, 
principaliy those in which extra hazard- 
ous occupations prevail, such as mines, 
State monopolies exist. In most of the 
States there is competitive insurance with 
the private companies getting most of 
the risks, and the State carrying those, 
in many cases, undesirable risks which 
neither the stock nor the mutual com- 
panies want. This ‘situation tends to 
produce poor loss showing on the part 
of the State funds, with the result that 
those who seek to have the State do all 
the business increase their activities on 
behalf of legislation favorable to their 
ideas. It contended that monopolistic 
State insurance will reduce the cost and 
result in more equitable treatment of 
claimants, This appears to us to be 
merely an idealist’s argument and not 
in harmony with the general results at- 
tained by monopoly, either private or pub- 
lic, throughout economic history. The 
competitive system has encouraged both 
the States and the private companies to 
materially enlarge their services by in- 
stalling accident prevention bureaus, ed- 
ucational departments to assist medical 
men in the treatment of accidents and to 
help employers organize adequate safety 
systems, first aid stations, ete. Under 
any system of monopoly, it is very doubt- 
ful whether there would be sufficient in- 
centive to inaugurate these very desirable 
services. 


In principle, this association, represent- 
ing as it does privately-owned enterprises, 
should at all times oppose insurance busi- 
ness by the government, regarding such 
as a function of private capital and en- 
ergy and not a proper governmental ac- 
tivity. The State should have proper 
supervision over the insurance carriers, to 
the end that the public may be assured 
of financially sound companies with which 
to place their risks, but here the State 
authority shoasld end. There is no more 
logic to the State entering or monopoliz- 
ing the insurance business than there is 
in entering or monopolizing the food or 
drug business. 


Health Insurance Plans 


2. As the success of workmen’s com- 
pensation is established, there is a gen- 
eral tendency to undertake experiments 
in other directions looking toward the 
protection and improvement of labor. First 
will be the attempt to include social in- 
surance to cover losses due to disability 
on account of ill health. Already one 
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court has held that a case of typhoid 
fever arose as the result of an accident, 
and the employer was obliged to pay 
compensation under a statute providing 
for benefits to workmen disabled by in- 
juries arising from accidents during or in 
the course of employment. The cost of 
illness generally is regarded as a social 
obligation by those who argue in favor 
of social insurance or compulsory health 
insurance, Already many private em- 
ployers are extending benefits beyond the 
requirements of compensation laws and 
are taking care of sick employes volun- 


tarily. Another measure gaining popu- 
larity in some quarters is one that pro- 
poses old age pensions or compulsory re- 
tirement,. Next comes maternity insur- 
ance, a premium on the natural func- 
tion of woman, motherhood! Then un- 


employment insurance to care for those 
who have been unable to lay aside funds 
for themselves or who were unwise 
enough not to make provision for lean 
days, 

Child labor 
away with 


has been virtually done 
in every industry. The edu- 
cation laws of most States compel at- 
tendance of children under sixteen or 
fourteen years at school and prohibit the 
employment of any such children in gain- 
ful industry. These laws are humane 
and are generally observed. No greater 
enemy to our country’s welfare exists 
than he who does or would exploit infants 
and children for selfish purposes. How- 
ever, there is grave doubt in the minds 
of many_men, thoughtful men, too, abofit 
the wisdom of adding another amend- 
ment to our Federal Constitution having 
for its object the empowering of Con- 
gress to enact legislation for the regula- 
tion and control of the hours and con- 
ditions of employment of children under 
eighteen years of age. Probably no one 
would object to the mere injunction upon 
the employment of children, but many 
sincerely hesitate to endorse that part 
of the amendment giving to Congress 
such broad powers as those capable of 
being included within the meaning of the 
words “regulate and control the hours 
and conditions of employment.” The 
centralization of our government during 
recent years has already caused a good 
deal of concern and the granting of 
further powers to the Federal Govern- 
ment over State matters will probably 
progress rather slowly and not without 
great opposition from a large part of 
the body politic. 

In view of the status of workmen’s 
compensation and of the tendencies along 
kindred social legislative lines, your com- 
mittee recommends :— 


1. That this committee be discontin- 


ued and its activities transferred to the 
Committee on Insurance; 
2. That a new committee take the 


Place of this one to study welfare and 
employment problems. 


We further recommend that the Com- 
mittee on Insurance be requested by the 
association to make a survey of (a) the 
cost of workmen’s compensation insur- 
ance among our members; (b) under- 
take by conference with the insurance 
rating bureaus the adjustment of all in- 
equalities on a basis similar to what was 
done by our fire insurance committees. 


We also recommend in order to reduce 
rates for compensation insurance that 
the new committee be requested to make 
a survey of (a) the number of employes 
of various kinds in our membership; 
(b) accident frequency, 1. e., number of 
accidents reported, number of days lost 
and cost of compensation or other bene- 
fits; (c) sickness frequency, on basis 
similar to accident frequency; (d) wel- 
fare plans in use, including methods of 
handling vacations, luncheons, relief 
hours, superannuations, etc. 

Of course, it is not expected that these 
analyses or surveys should be completed 
in any one year, but we recommend that 
they be undertaken dat as early a date as 
practicable and the results tabulated and 
made known to all of our members. 


President Moxley:—You have heard the report; what is your pleasure? 
It was moved and seconded that it be passed to the board of control. 


President Moxley :—We will take that 


action unless there is objection. 


The next order of business is the report on local associations, W. E. Greiner. 


Secretary Waterbury:—The report 
th board of control. 


has been received 


and will be referred to 


President Moxley :—With your permission we will read it by title and pass it to the 


board of control. 
The prepared report was as follows :— 


Report of Committee on Local Associations 


When this association was organized 
and in the early meetings the members 
strongly declared in favor of limiting our 
activities to matters pertaining to na- 
tional problems, or those which affect 
the drug trade as a whole. Matters o. 
local interest only were wisely left for 
adjustment by conferences between or 
among the parties directly concerned. As 
a means of fostering good will and bet- 
ter relations among members whose com- 
petitive zeal because of proximity and 
frequent conflict in the same immediate 
commercial territory, it was considered 
desirable for such members to organize 
local associations. Such associations, it 
was thought, should limit their member- 
ship to houses within given competitive 
territory where each and every member 
was more or less influenced in his con- 
duct by the same trade conditions. 

Most of our members have recognized 
the great benefits of such associations, 
and the desirability of frequent meet- 
ings. A large number of our present 
enrollment first caught the spirit of 
larger association work through the 
medium of the local clubs or associa- 
tions in which they held memberships 
long before these individuals joined the 
national organization. 


To those who believe that such local 
organizations are not beneficial, your 
committee can only say that informal] 
conferences with neighboring competitors 
will most certainly result in the spread 
of better feeling, of greater knowledge of 
local trade conditions than it is pos- 
sible to cultivate by a spirit of individual 
aloofness. 


Another feature about local association 
work, not frequently discussed here, but 
well known to all who are members of 
such organizations, is the opportunity to 
intimately discuss ways and means 
whereby individuals can apply in a prac- 
tical way the knowledge gained through 
the national association. 


Your committee strongly urges the in- 
dependence of loca) associations from the 
national body, but recommends that 
whenever loca] associations so desire, they 
invite representatives of the national as- 
sociation to attend meetings. 


Your committee also recommends that 
where local associations now exist, mem- 
bers affiliate with them, and in terri- 
tories where there are no local organiza- 
tions, members take the initiative and 
undertake the formation of suitable clubs 
or associations. 


President Moxley :—Next is the report on trade-marks, William McKinney. 


William McKinney :—May I 


suggest in 


accordance with the usual routine the 


report of the committee on trade-marks be read by title. 


The prepared report follows :— 


Report of Committee on Trade-Marks 


Although the year that has elapsed 
since our last report has not been notable 


for new legislation relating to industrial 
property in the United States, it has wit- 


nessed the going into operation of new 
trade-mark laws in certain other coun- 
tries, notably Brazil and China, and the 
handing down by our Federal courts of 


several decisions 
infringement or 


in cases of trade-mark 
unfair competition of 


mor 
tance 


than ordinary interest and 
to our members. 


impor- 


Domestic Legislation Proposed 


In our last year’s report we summarized 
the provisions of a proposed draft of a 
new trade-mark law, prepared by a spe- 
vial committee of the Committee on Pat- 
ents of the American Bar Association. 
This draft, after going through severa! 
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A partial list of 
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Acetanilide, U. S. P. 

Acetone, Pure 

Albone 

Alcohol, Denatured 

Aldehyde Ammonia 

Alum, Ammonia 

Alum, Chrome, Potash 

Alum, Potash 

Aluminum Sulfate, Iron Free, 
17/18% 

Ammonia, Anhydrous 

Ammonia, Aqua 26° 

Ammonia, Carbonate 

Ammonia, Muriate 

Ammonia Phosphate 

Ammonia, Sal 

Antimony Needle 

Antimony Oxide 

Antimony Salts, @3 to 65% 

Arsenic, Red. Powder 

Arsenic, White, Powder, Tech. 

Barium Carbonat: 

Barium Chloride 

Barium Nitrate 

Barium Sulfocyanide 

Bleaching Powder 

Boron-O 

Caffeine, Alkaloid, U. S. P. 

Calcium Peroxide 

Carbon Tetrachloride 

Ceramic Materials 

Chlorine Liquid 

Chlorine Derivatives 

Chloroform 

Cobalt Oxide 

Copper Carbonate 

Copper Sulfate 

Copper Trisalyt 

Coumarin 

Cyanide 

Cyanegge 

Diphenyl Guanidine 

Epsom Salts 

Ethy! Chloride 

Ethylidine Aniline 

Formaldehyde, Sol. U. S. P. 

Formaldehyde Aniline 

Formaldehyde Paste, 72/75% 

Formic Acid 90% 

Glauber’s Salt 

Gold Trisalyt 


Hexamethylenetetramine, U.S.P. 


Hydrogen Peroxide 
Hydrone 

Tron by Hydrogen 
Iron Chloride 

Lithia Salty, U. S. P. 
Magnesium Chloride 
Magnesium Perborate 
Magnesium Peroxide 


| Manganese Chloride 


Manganese Oxide, Black 
Manganese Sulfate 
Methy! Chloride 
Naphthalene 
Nickel Chloride 
Nickel Salts 
Oxalie Acid 
Oxone 
Paraformaldehyde 
Phosphorie Acid 
Platinum Ware 
Platinum Sheet or Wire 
Platinum Chloride 
Polysulphide 
Potash, Caustie 
Potassium Bicarbonate 
Potassium Bichromate 
Potassium Carbonate 
Potassium Chlorate 
Potassium Metabisulfite 
Potassium Oxalate, Neutr:] 
Potass'um Bi-Oxalate (Sal 
Sorrel) 


Potassium Permanganate, U.S.P. 


Potassium Prussiate, Technival 
Silver Trisalyt 

Soda Ash 

Soda, Caustic 

Sodium Metallic 

Sodium Acetate 

Sodium Benzoate, U. S. P. 
Sodium BPichromate 
Sodium Bisulfite 
Sodium Chlorate 
Sodium Dioxide 

Sodium Fluoride, 95/7 
Sodium Hyposulfite 
Sodium Nitrite, 96/98% 
Sodium Perborate 
Sodium Peroxide 
Sodium Phosphate 
Sodium Prussiate 
Sodium Stannate 
Sodium Sulfide 

Sodium Sulfocyanide 
Solozone 

Strontium Nitrate 
Strontium Peroxide 
Strychnine Alkaloid 
Strychnine Sulphate 
Thiocarbanilid 

Tin Crystals 

Tin Oxide 

Trisalyt 

Tri Sodium Phosphate 
Zine, Dust 

Zine Chloride 

Zine Oxide, B. and S. Brant 


Zine Perborate 

Z. Peroxide 

Zinc Peroxide Soap 
! Sulfate 

Zinc Trisalyt 
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PLATING 
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ACT ALL CONSUMING INDUSTRIES 


REFRIGERATING 
PHARMACEUTICALS 





After satisfying yourself of their unusual 
strength, purity and uniformity, there are 
other features of R & H Chemicals that 
oe will appeal to your purchasing instincts. 


The bugaboo of poor deliveries is elimin- 
CHEMICALS ated, for instance; strategic plants oper- 


AND 


ated with men and equipment of maximum 
SFR] TK Y efficiency are able to meet exceptional re- 
quirements without iowering of quality. 


Each month we issue a partial list of the R & H 
products containing price changes and authoritative 
comment on special market features. It lists many 
industrial chemicals and is used by thousands as a 
guide in the purchasing of materials. Send your 
name for the mailing list. 


709 Sixth Avenue - - New York 
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revisions, was submitted to the annual 
meeting of the association, held last July 
in Philadelphia, Pa. It is probable that 
the bill will be introduced at the coming 
session of Congress, in which event our 
members are urged to obtain a copy and 
study its provisions. 

First in importance of domestic legisla- 


tion proposed during the last year was 
undoubtedly that embodied in a _ bill 
known as H. R. 7539, introduced in Con- 


gress March 4, 1924, by Representative 
Vestal, of Indiana. 
This bill, entitled “An Act to amend 


and consolidate the Acts respecting Copy- 
rights,”’ aims to protect “any design which 


is new and original as embodied in or 
applied to any manufactured product of 


an art or trade, or any new and original 
Surface design which has been so ap- 
plied.” 

This, it will be seen, makes eligible to 
protection under the copyright law two 
devices of great importance in the drug 
trade, which neither the present copyright 
law nor the trade-mark law has ever rec- 
ognized, namely, the ornamental, non- 
functional design of the container and the 
surface used thereon. The former term 
is intended to include “any conception in 
relation to a manufacturea prouuct which 
is new and original in its actual applica- 
tion to or embodiment in such product, 
either as to pattern, shape or form, orna- 


mentation or decoration.”” The phrase 
surface design’ includes “any new and 
original conception applied only to the 


surface of such manufactured 
improve its appearance.” This, however, 
does not include functionat construction 
or arrangement of parts, whicn wvuld, of 
course, be the proper subject of a patent. 

Protection under the act runs for a 
period of two years, which may be ex- 
tended to twenty vears if application is 
made before the expiration of the two- 
year term, and the inventor or owner is 
granted the right of exclusive use 
throughout the United States. 

The act provides the usual remedies 
against copying the design registered 
thereunder, and for procuring or bringing 
suit under a registration obtained through 
fraud. Such remedies may be a fine of 
$500, an injunction issued by the United 
States District Court, or the correspond- 
ing courts in its dependencies, or account- 
ing of profits and damages, which latter 
may be trebled in appropriate cases. How- 


ever, no profits or damages may be recov- 


product to 


ered if the suit is brought more than 
three years after the offense. 


This act, if it becomes law, should ma- 
terially strengthen the prorectson unaer 
the copyright statute and provide a new 
and much needed remedy in certain cases 
of unfair competition. Its obvious appi- 
‘ation to suits growing out of the copying 
and imitation of containers having a dis- 
tinctive pattern, such as those often em- 
ployed for cold cream, perfumeries and 
other pharmaceutical products, makes it 
of especial interest and importance to our 
association. 

The bill was referred to the Committee 
on Patents, by whom it is expected it will 
be recommended for further consideration 
at the next session of Congress. 


Foreign Legislation 


In several countries new laws respecting 
trade-marks have become effective dur- 
ing the past year. On Octower 26, 1923, 
there went into effect in Porto Rico a new 
trade-mark law patterned largely after 
that in foree in the United States. As 
here, registration is prima facie evidence 
of ownership, and carries with it certain 
remedies against imitation and infringe- 
ment. The act also provides for the filine 
in Porto Rico of certified copies of pat- 
ents. prints, labels and copyrights issued 
by the United States Patent Office, in re- 
turn for which the Porto Rico office issues 
corresponding certificates. Although the 
Executive Secretary of Porto Rico, in a 
recent statement, takes the view that the 
section in question includes also copies of 
trade-mark registrations, it is the opinion 
of most authorities that this is erroneous, 
and that it is still necessary to register 
marks under the statute in the regular 
Way in order to obtain valid protection. 

Russia has also put in force a new law 
for the protection of trade-marks, which 
makes the sole right of use dependent or, 
registration. Foreign individuals or firms 
are entitled to register their marks under 





the law, but corporations, in order to do 
this must first obtain special govern- 
mental permission. In view of the pres- 


ent lack of any commercial or other treaty 
‘trveen Russia and the United States, it 
doubtful whether the privilege of reg- 
tration is open to Americans. No provi- 
sion has yet been announced for validat- 
ing registrations made under the old 
regime. 

Brazil, under date of December 19, 1923, 
adopted new patent and trade-mark reg- 
ulations, effective March 1, 1924, which 
do away with the State registrations, the 
cause of much confusion in the past, 
and provide for a single deposit at Rio. 
Pravision is made for publication and for 
a thirty-day period of opposition. Can- 
cellation proceedings may be begun within 
five years of the date of registration. 

While China enacted a trade-mark law 
in May, 1923. not until recently have 
translations of its provisions been avail- 
able to Americans interested. Although 
the first statute ever enacted providing 
for the registration of trade-marks in 
China, and admitting to prorection marks 





so 


of otter nationals, it has thus far failed 
of full indorsement by the treaty powers, 
due chiefly, it is understood, rather to 
the manner of its administration by 
Mhinese officials than to any serious de- 
fect in the law  itse!f. Nevertheless, 
rumerevs foreigners. ineluding several 
American coneerns, are registering their 
marks under it, in order to obtain what- 
ever prateetion it mav give. and to pre- 


of their marks by na— 
said to have become 


vent the pirating 
tives—a practice 








cCulmmon since the passage of the new law. 

Under date of Januory 17, 1924. a trade 
mark lew became effective in Syria and 
Lebanon. one of the Mandatory States 
formed by the Post-War treaties. The 
statute is drawn on liberal lines, the 
principle followed being intermediate be- 
tween ownershin derived from registra- 
tion, and that obtained through use, with 
a registration period of fifteen years. 
Marks registered under the temporary 
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decrees of May 27 and December 5, 1921, 
are given full validity. 

It is expected that a new 
law will go into effect in 
the end of the year. 


mark 
before 


trade 
Siam 


Status of Pan-American Conventions 


In our last report mention was made of 
the revised Pan-American Convention, 
adopted by the Fifth Pan-American Con- 
ference held in Santiago, Chile, in March, 
1923. This convention, according to lat- 
est reports, is still awaiting ratification 
by the requisite two-thirds for the signa- 
tory countries, Brazil being the only 
country thus far to ratify it, and the 
original Buenos Aires Convention of 1910, 
therefore, still remains in force. Of the 
latter convention Guatemala, Honduras, 
Nicaragua and Costa Rica are now no 
longer members, and Salvador has never 
ratified it. 


Important Court Decisions 


First in *s:portance to our members of 








court decisions rendered the past year 
in cases of unfair competition, is un- 
questionably that rendered on June 9%, 
1924, by the United States Supreme 
Court in the case of Wm. R. Warner & 
Co. v. Eli Lilly and Company. 

With the first steps in this litigation 
our members have long been familiar, 
both from trade bulletins and from the 
report of this committee rendered two 
years age. The action, it will be re- 
called, was brought to enjoin Wm. R. 
Warner & Co. from passing off or seek- 





ing to pass off its 
and for the “Coco-Quinine’ 


“Quin-Coco”” remedy as 
’ of the plain- 





t'ff. by the use cf chocolate as a color- 
ing and flavoring ingredient—used with 
priority bv the latter. The District Court 
held that, inasmuch as the flavor of 
chocolate was obtainable from no other 
substance, plaintiff had no right to its 
exclusive use for such purpose. Nor 





could any exclusive right be given to the 
plaintff to the use of the term “Coco- 
Quinine.” as these two substances had 
been used in combination long before 
their use by it. 

This decision, however, was reversed 
by the Circuit Ceurt of Anpeals, which 
said @ customer was entitled to get 


what he calls for and pavs for, and that 
defendant’s “Quin-Coco,” by its close 


simulation of plaintiff's remedy in color 


was calculated to and did deceive the 
purchaser, and worked a fraud on the 
public. By so doing, the defendant had 
forfeited the right, otherwise free to 





use chocolate es a flavoring 
ingredient, and the decision 
court was, accordingly, re- 


everyone, to 
and coloring 
of the lower 
versed. 

The 
Supreme 
doubt already 
our members. Speaking 
Justice Taft. the Court, by implication 
holds defendant guilty of unfair com- 
petition, but materially modifies the in- 
junction of the Court of Appeals. In 
lieu of requiring the defendant to cease 
using chocolate as a coloring and flavor- 
ing ingredient in its remedy, the court 
deemed it sufficient for defendant to 
plainlw differentiate ity labels and to 
state thereon that the product ‘“Quin- 
Coco” was not to be substituted for 
plaintiff’s product, “Coco-Quinine.” 

On the ground that this remedy will not 
give the effective relief to which the 
Court holds Eli Lilly and Company is 
entitled. it is understood that this com- 
pany has petitioned the Supreme Court 
for a rehearing. The petitioner contends 
that the statement on defendant’s labels 
that their prenaration is not to be sub- 


apyealed to the 
decision “s no 
the majoritv of 


through Chief 


case was then 
Court, whose 
known to 





stituted for “Coco-Quinine” will it. .ita- 
bly result in inviting the very sui.stitu- 
tion that it seeks to prevent: and that. 


the only effective relief will be 
enjoining defendant altogether 
use of chocolate as a coloring 
ingredient. The result of 
will be announced in due 


Other Decisions 


Several decisions involving the right 
of manufacturers of certain pharmaceuti- 
cal products to enjoin the rebottling or 
repacking thereof by another—have been 


therefore, 
found in 
from the 
and flavoring 
this petition 
course. 






handed down by the Federal Courts. A 
leading case, decided October 31, 1922, 
but not mentioned in our last report, 
should here be summarized—that of Coty 
v. Prestonettes, Inc The plaintiff here 
was a well-known French maker of per- 
fumes and face powders, which he put 
out under the registered trade-mark: 
“L’Origan.” Defendant also put out un- 
der the same name and trade-mark per- 
fumes and face powders made of the 
original Coty products but rebottled and 
put into new containers, and_ sold is 
“Coty” preparations. From a judgment 
ef the District Court, inting only par- 
tial relief, plaintiff successfully appealed 
to the Circuit Court of Appeals for the 
Second Circuit, which held that, where 


the reputation of the product depended 








largely on the care exercised to mai't- 
tain cleanly and sanitary conditions in 
bottling, or package as in the case at 
issue, defendant should be enjoined from 


rebottling or repacking plaintiff's prod- 
ucts under any label 

In view of the fact 
has been followed the 
eral similar cases of 
marked products, it 
held as well settled that no 
] has a right to fill his 
another's product and sell it 
under another’s trade-mark, when it con 
be shown that the reputation and good- 
will of that other in such product may 
be injured thereby. 

In the case of Pineoleum Co. v_ Baroa, 
decided bv the New York Supreme Court, 
August 16, 1923, the defendant was e:- 
joined from the use of a green coloring 
ingredient ‘n preparing a remedy for 
eatarrh, sold *Baco Pinol Spray,” in 
view of plaintiff's long established use 
of the same coloring ingredient in a com- 


this decision 
year in sev- 
of trade- 
reasonably 
one not a 
own con- 


that 
past 
refilling 
may be 








license 


tainer with 





as 


peting preduct, sold as “Pinoleum.” This 
decision was obviously based on that 
rendered in the Lilly-Warner case re- 


viewed above. 5 
As an interpretation of the purpose and 








meaning of the Trade-Mark Act of 1920, 
two recent decisions are illuminating. In 
the case of U. S. Compression Tube Co. 
v. Climax Rubber Company, decided by 
the Court of Appeals of the District of 
Columbia. it was held that, under the 
act of March 19, 1920. no appeal can be 
taken from the commissioner’s decision 


in a suit for cancellation. It will be re- 
called that cancellation is the only remedy 
provided by this act against wrongful 
registration, no opposition being allowed. 

In the case of Charles Broadway Rouss 


v. The Winchester Company, Ine., in 
which was involved the right to the use 
of the name “Winchester” as a _ trade- 


mark, registered by the plaintiff under the 
act of 1920, the Circuit Ceurt of Appeals 
for the Second Circuit, reversing the 
decision of the DfStrict Court, held that 
plaintiff had secured no title whatsoever 
to the mark by such registration, the 
purpose of the act being merely to en- 
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able American manufacturers to register 
their marks in the United States in or- 
der to later re-register them in those 
foreign countries where home registra- 
tion is a prerequisite. 

This decision goes far toward con- 
firming the opinion held by many as to 
the doubtful value of a registration made 
under this act, 


As in former years, the committee de- 
Sires grutefully to acknowledge the as- 
sistance rendered by Arthur William 
Barber, Secretary of the United States 
Trade-Mark Association, in preparing 
this report. 


President Moxley :—Next is the report by Frank E. Bogert, chairman of the com- 


inittee on the history of the N. W. D. A. 


splendid work. (See page 3.) 


You have already seen the results of his 


Frank E. Bogart:—I supposed the workof material for this book and writing it 


own report and had not 
Yet, I think 


would be its 
thought of making a report. 


it might be of interest to say a little 
about the making of the book. The 
thought continued to grow that in this 
particular anniversary meeting there 


should be published something that would 
sum up the aims and aspirations of this 
association over the past fifty years and 
serve as an inspiration to those who may 
follow on. 

The committee discovered there was a 
great deal of work to be done and we suf- 
fered from the fact that this association 
had never had an accredited statistician 
or historian. There was no body of ma- 
terial to be gotten hold of. It had to be 
gathered from here and there and the ro- 


manca had to be culled from _ letters 
written by the older men of the assSocia- 
tion. They soon found also that there 


was more work to be done than the com- 


mittee could do and it would be neces- 
sary to have someone set aside for that 
work. Frank Holliday was so generous 


as to say he would undertake it and Mr. 
Waterbury gave up, I think, a full three 
months of work to the gathering together 


President Moxley:—I happen to 


know 


largeiy, almost wholly, myself collaborat- 
ing with him, doing some editing and 
cutting away some of the excellent work 


he did and putting in some of ours which 
I don’t think haS improved the history. 
However, it incorporates some of our 
thought. 

If you will read the third page and will 
sense the ideals that are expressed there 
in some epigrams from the early leaders 
and then you will read the book, taking 
it step by step, you will discover that 
there was a high purpose running through 
it and has maintained itself through the 
entire fifty years. 

I cannot believe it 
younger men who read 
tory, but what they will 
selves that they will 
the high standards of this assoc‘ation and 
will never permit it to fall below those 
standards, if they can prevent it. 

The committee can only hope that you 
will get some pleasure out of the reading 
and some profit and that you will com- 
mend the work, as much as you find it 
in your heart to do, after you have gone 
over the history. 


possible, if the 
this sketchy his- 
declare to them- 
continue to uphold 





there is a tremendous amount of work 


attached to gathering the data and preducing this history. and we are deeply indebted 


to Mr. 


Bogart for the superb manner in which he has 
Next we will have the report of the membership committee, Cc. J. 


handled it. 
De Woody. 


Secretary Waterbury read the report of the membership committee as follows:— 


Report of Committee on Membership 


Your Membership Committee, after the 
most careful consideration, recommends 
for election to membership the 
following :— 


Active Members 


Ashland Drug Company, Ashland, Ky. 


J. H. Black & Sons, Terre Haute, Ind. 

Fox-Vliet Drug Company, Oklahoma 
City, Okla. 

Isaac S. Levy, Inc., Tampa, Fla. 


Associate Members 
American White 
Mt. Vernon, N. Y. 
c. P. Chemical & Drug Company, New 
York. 


Cross Laboratories, 





Celluloid Company, New York. 
Clinical Laboratories, Cleveland, Ohio. 
Coty, Inc., New York. 


The Cummer Products Company, Cleve- 
land, Ohio. y 
The Frostilla Company, Elmira, N. Y. 


President Moxley:—This report will 


follow 


Health Products’ Corporation, New 
York. 

R. Hillier’s Son Company, Inc., New 
York. 

Kirby-Clifford Company, Dallas, Texas. 

A. Pagnod & Sons, Brooklyn, N. Y. 

Princess Pat., Ltd., Chicago. 

Carroll Dunham Smith Pharmacal 
Company, New York. 

The Wm. A. Webster Company, Mem- 
phis, Tenn. 

Paul Westphal, New York. 

Wynn Products Company, Sterling, Tl. 

Dunn Pen & Pencil Company, New 
York. 

Stanley H. Knight Company, @hicago, 
Til. 

(Western Drug Importers, Inc., was 
elected separately at late session.) 

Also for transfer from active to asso- 


ciate membership :— 


Keasbey & Mattison Company, Ambler, 
Pa. 


the usual custom, in harmony with 


our constitution, and be posted for twenty-four hours before it can be voted upon. 


We next should have the report of our national 
Taylor. 
I know we will all miss him greatly, but 


Chamber of Commerce, Gen. E. D. 


here. 


the United States 
General Taylor is not 
the hands of our 


councillor in 
Unfortunately, 
his report is in 


secretary and will be read by title and referred to the board of control. 
General Taylor’s prepared report was as follows:- 


Report of National Councillor in the Chamber of 
Commerce, U. S. A. 





I submit my report as National Coun- 
cillor at the meeting of National Coun- 
cillors at the first mid-year meeting of 
the Eastern Division of the Chamber of 
Commerce of the United States in Phila- 
delphia, January 17-18, 1924. We had 
a very good attendance. The meeting 
was of general interest and lasted two 
days. H. H. Robertson and Walter V. 
Smith, alternates, were also present. The 
main object of the meeting of the dif- 
ferent divisions of th chamber is to 


bring the members closer together in 
their territory and to get better acquaint- 
ed. They can never take the place of 
the general meetings and they cannot get 
up the same enthusiasm of the general 
meetings nor the same interest. I am at- 


taching to my report the summary of this 
meeting 











I regret that owing to my not being 
well at the time of the twelfth annual 
meeting of the Chamber of Commerce 
of the United States, held at Cleveland, 
Ohio, May 6-8, 1924, I cannot give you 
as complete a report as I would like to. 
H. H. Robinson, Walter V. Smith and A. 
J. Geer, the alternates, could not attend, 
so I requested Lucien B. Hall, of Cleve- 
land, to take my place as National Coun- 
cillor, and should Mr. Hall be away from 
home that A. H. Van Gorder should rep- 
resent me as National Councillor. Mr. 
Hall being absent, Mr. Van Gorder ac- 
cepted the appointment and discharged 
his duties faithfully He associated with 
him as alternates and had them regis- 
tered, L. I. Metcalf, C. L. Fish and W. 
T. Hankey, and I am deeply grateful to 
him for accepting the position and rep- 
resenting our association so faithfullv 


and would be glad if he will express his 
opinion of the meeting. 
I am filing with the 
mary of the twelfth annual 
the preliminary program. Our members 
are well informed about the work of 
the chamber that it ts difficult to give 
them anv more information than they 
already have, as the literature that is 
being sent out by the chamber very 
interesting. However, I refer you to the 
summary of activities of the Chamber of 
Commerce from July 1, 1923, to July 1, 
1924, and I file this as part of my report 
and only refer to the headline of each:— 
1. The New Building. 
», Railroad and Coal 
3. Merchant Marine. 
4. Transportation Conference. 
5. Railroad Labor—The Howell-Bark- 
y Bill. 
6. Agriculture, 


secretary a sum- 
meéfting and 


so 





Strikers. 


7. The MceNary-Haughen Bill. 


8. Taxation 


9. Conference with President Coolidge. 


10. National Obligations to Veterans. 
11. National Forestry. 

12. The Postal Service. 

13. Business Conduct 

14. The Muscle Shoals Offer and Water 





Power Control. 

15. The International Chamber of Com- 
merce. 

16. International Conference of Custom 
Formailities. 





17. Government Control of Industry. 

18. The Twelfth Annual Meeting. 

19. New Plan of Decentralization of 
the Chamber. 

20. Committees. 

21. National School for Commercial 


Secretaries, 
Membership, 


Organization 
> 


The 





reading, and T 
would suggest that to the members who 
have not read this summary that they 
do so. I thought it best not to take up 
their time by reading it, but file it as 
part of my report. 

I was much gratified «at the 
R. R. Ellis to the Board of 
representing the Department 
tic Distribution. He will 
member and will discharge 
faithfully, and I would 
Mr. Ellis, through our secretary’s office, 
see that our members are supplied with 
some of the publications of the Depart- 
ment oF Domestic Distribution to the 
end that in bringing to our attention 
specific facts and the thoughts of experts 
who have studied the various problems 
applying to the jobbing business we may 
be led to take some definite action in- 
dividually and thus profit by it. 

I recommend that we continue our 
membership in the Chamber of Commerce 
of the United States, for I consider it one 
of the best assets that we have from a 
business standpoint and we should feel it 
our duty to lend the chamber all the as- 
sistance we can. 

I return my thanks to President Mox- 
ley for honoring me with reappointment 
as National Councillor representing our 
association and express My great regret 
that I was unable to attend the Cleve- 
land meeting. This was the twelfth an- 
nual meeting of the chamber, ten of 
which I have attended. The first meet- 
ing being held before we joined the 
chamber. And it was a source of very 
great gratification to me as National 
Councillor to have Mr. Van Gorder and 
his associates represent our association. 


summary 18 worth 


election of 
Directors, 
of Domes- 
make a good 
his duties 
recommend that 








October 1, 1924 OIL, PAINT AND DRUG REPORTER: MARKET AUTHORITY SINCE 1871 


ASH Sas “ee T; aU gS ta gS Ce SZ Was rr SANSA SMA NAS Ase 
Be tiactsac sactea Pate fon oats GPs Pe Oe OO 


ea 











HE HOUSE OF GREEN, PIONEER BUILDERS 
OF SODA FOUNTAINS, NOW ALSO IN ITS 
FIFTIETH YEAR, EXTENDS CONGRATULATIONS 
TO THE NATIONAL WHOLESALE DRUGGISTS 
ASSOCIATION ON ITS GOLDEN ANNIVERSARY. 
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Direct Icing — Iceless — Mechanically Cooled 





\ 

| ISTRIBUTORS territory may be secured for the sale 
of Green Fountains, admitted to be the World’s 
Leading Construction. Desirable fields of operation 
are open for high class wholesale houses, Write or 
wire for information and our special representative 
will call. We will train your salesmen and develop 
them in the successful way of handling our line. 
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 REEN-BUILT MEANS THE LATEST IN MODERN 
SODA FOUNTAINS. BACK OF THIS IS THE GREEN 
WRITTEN GUARANTEE. BACK OF THE GUARANTEE 
IS FINANCIAL STRENGTH AND THE WILL TO SERVE. 
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IN CHEMICALS, DYESTUFFS, DRUGS, PAINTS, OILS, FERTILIZERS 


President Moxley :—There is one matter in connection with this report that I feel 
we should be especially elated over. That is the fine work of our vice-president, 
A. R. Van Gorder, acting for our councillor with his alternate delegates in electing 
Robert R. Ellis to the directorate of the United States Chamber of Commerce, depart- 
ment of distribution. This is our first director in the United States chamber. It is a 
signal honor both to us and to one who is so well qualified to represent our interests 
in distribution. His voice will be heard in their council chambers, and no longer 
will the drug trade be neglected when the leaders of commerce sit. I think that we 
are particularly fortunate in this selection. 

Invitations for our fifty-first convention—Mr. Secretary, have you any on hand? 


Invitations for Next Meeting 


Secretary Waterbury :—The invitations a brief word i. the invitation from Mr. 
are Maeinalia fr aes . sy Taggart for 1926. 
ane principally from hotels and a few That invitation comes not only from 
from chambers of commerce in the fol- wr. Taggart, but it comes from ‘the entire 
lowing cities: wholesale and manufacturing rug trade 
shavilla r vg P ta.: Bilt- of the State. We want you in Indiana in 
cag ae ms Se AGAR, ast = ne 1926, and we are getting in our invitation 
more, N. C.; Buffalo, N. ¥.; Cedar Point, thus early in order that you may not 
Ohio; Chattanooga, Tenn.; Chicago, Ill. ; oe = for oe ~ . e 
Cc rad Springs ’ * Denve 7 3 You al now of the advantages o 
<oane ae prings, Colo. ; Denver, ‘Colo French Lick as a convention place. Mr. 
Flint, Mich.; Houston, Texas; Kansas Taggart has a splendid hotel there. It 
City, Mo.; Lenox, Mass.; Los Angeles, is being very greatly err ate nae 
Calif.; Louisville, Ky.; Memphis, Tenn.; Teferred to the opportunities for golf, 0 
Wilwaukee, Wis.; Montreal, Canada: which so many of you are so very fond. 
New York’ City; Niagara Falls, N. ¥.; There is opportunity for rides on. horse- 
Philade!phia, Pa. : Pittsburgh, Pa.; back and drives, and all that sort of thing. 


I can imagine no place where the mem- 
bers of this association and their friends 
could have a better time, from _a social 
standpoint, than at French Lick, and I 
know of no better place where you could 
keep your members together for your 


Providence, R. I.; Rochester, N. Y.; San 
Francisco, Calif.; Swampscott, Mass. ; 
Washington, D. C.; West Baden, Ind.; 
Winona Lake, Ind.; Detroit, Mich.; Grand 
Rapids, Mich. 


,We have an invitation from French business sessions. The distractions of At- 
Lick, Ind., from Mr. Taggart, a copy of jantic City and places like it are lacking 
which is as follows:— in a place like French Lick. You will be 
Mr. G. Barret Moxley, all together there, and you will have a 


splendid time. 
of you have been kind enough 
to tell us how much you enjoyed your 
last meeting in Indianapolis, especially 
the ladies. I want to say that was only 
a sample of Hoosier hospitality. You will 
get the real thing at French Lick. So 
please keep it in mind and make up your 
mind when you come to the convention 
next year that you are going to vote for 
Indiana and French Lick. 

President Moxley :—I want to say to you 
gentlemen that every drug jobber seconds 
that invitation of Mr. Taggart and Mr. 
Lynn. We will put the frost on_ the 
“punkin” down there in Indiana and we 
will do our best fo make your visit to 
our State a pleasant and happy one. 


Ambassador Hotel, Atlantic City, N. J. 


My dear Barret:—On behalf of the French 
Lick Springs Hotel Company I wish to extend 
an invitation to the National Wholesale Drug- 
gists’ Association to hold their 1926 convention 
at French Lick Springs. 

It will not only be a pleasure but an honor 
if we have the privilege of having them with 
us. 

Regretting that conditions are such that it is 
impossible for me to attend the convention, and 
wishing it every success, with kindest regards, 
beg to remain, sincerely yours, 

T. D. TAGGART. 


Many 


President Moxley :—You have heard the 
invitations. Are there any remarks? 
Charles J. Lynn: I just want to add 


Messages to Former Presidents 


President Moxley:—I have been met with only one disappointment in the final 
preparation for this convention. That was a letter from our president emeritus, 
W. A. Hover, which was received about a week ago, telling me that though he had 
been rounding to in pretty good condition, his physician would not consent to his 
undertaking the strain of a week at this convention. I had hoped to share the 
responsibility of the meeting on this platform with him. No man could be more 
missed than Mr. Hover because no man in our association has ever been more 
respected or more beloved than W. A. Hover, who so thoroughly represents and 
in fact is the personification of the spirit of our association. With your permission 
I am going to appoint a committee to send him a telegram expressing to him our 
regrets at his absence, and our hope for his presence at future meetings. May I 
have your approval? I will take it by consent. ‘ . 

F. E. Bogart:—Would you be willing that on this particular occasion other ex- 
presidents, who through old age or sickness may not be able to be here be included 
in that work? 

President Moxley :—Fine ; 

(The suggestion was seconded.) , F . 

President Moxley :—We will accept in that form, and I will appoint a committee 
consisting of Charles Gibson, F. C. Groover and W. E. Greiner to send telegrams 
not only to Mr. Hover, but to the other ex-presidents who are absent. 

We have some communications, I believe, Mr. Secretary. 


Messages from Absentees 


Secretary Waterbury :—Telegram from Mr. Bartlett of Indianapolis :— ; 

Regret exceedingly unable to attend jubilee meeting N. W. D. A., and honor your presidency. 
Wish you and your association all possible deserved success. 

From ex-President Davis, of Detroit :— 

I wish to acknowledge receipt of your recent letter and as per instructions I have sent Mr. 
Bogart a couple of reminiscences. Regret, however, that it will be impossible for me to attend 
the anniversary convention. Wish you would extend to the association my felicitations. 

From General Taylor :— 


Dear Mr. Moxley:— A ae 
I sincerely hope that you will have good weather for the meeting of our association next 


week and that you will have a large attendance and much constructive work will be done that 
will be of benefit to the wholesale druggists all over the country. 

I regret that I will not be able to be present at this meeting, although I had made my 
reservations and fully expected to attend, but I have not been well for two or three weeks and 
find it best for me to remain at home. However, you will have R. L. Powers, vice-president of 
my firm, to represent our house. 

Please present my kind regards to all my friends that you are thrown with and my extreme 
regret that I cannot be with you and them on this happy occasion. I expect you will have the 
largest attendance that we have ever had from the indications I have seen, and I hope that 
something can be done at this meeting that will be of benefit to all. 

With kind regards and best wishes, I am, yours sincerely, E. D. TAYLOR. 

From ex-President Sale, of Los Angeles :— ; - 

Two reasons why I wanted to be in Atlantic City today are the golden jubilee meeting and 
Barret Moxley, president, but it could not be done. My best wishes to you all for a successful 
meeting and a jolly good time. 


Conference Suggested 

Secretary Waterbury :—A communication from the New York State Pharmaceutical 
Association reads as follows :— / 

As your forthcoming convention will take place on the 22d of September at Atlantic City, 
I am taking the liberty of calling your attention to a matter of great importance to our associa- 
tion. This matter has been debated for some time by us without coming to any definite solu- 
tion of this subject, and I think that your body is the only one that can bring this down to a 
focus. 

The subject which I wish to present to you is plainly this:—We have found a number of whole- 
salers and jobbers in our line have been selling in the past retail at wholesale prices. This not 
alone reduces the profits of the retail businss, but produces a mistrust of the consumer toward 
retail druggists. ; 

This sort of business is not alone unethical, but unfair to the large number of retail drug- 
gists in the State of New York, for whom I am now speaking. 

I imagine this reminder may be important enough to lay before your body at the convention 
at Atlantic City, and haven’t any doubt that the delegates present will find it important enough 
to take some action to remedy this evil. I would suggest to you that a committee from your 
body, if possible, be appointed to confer with a committee from ours regaridng this matter. 
I may assure you if this is done the co-operation of the New York State Pharmaceutical Asso- 
ciation will be there to assist with any information that the committee may need. 

I hope this communication will be carefully considered at the convention, and wishing you 
all an enjoyable and successful convention, I am, very truly yours, Dvorkin. 

Secretary Waterbury also made announcement with reference to the historical 

ooks 
. President Moxley :—What is your pleasure in regard to these communications? Shall 
they take the usual course? 

(It was regularly moved and seconded that they take the usual course.) 

President Moxley:—We will take that by consent. I think. 

Announcements were made by President Moxley with reference to the 
meetings to be held during the convention. 


Convention Committees Named 


auditing the 


indeed I shall! 


various 


President Moxley:—I will appoint on the committee on treasurer’s 
report :—Arthur S. Raymond, Jacob Smith, E. D, Albers. __ F 

Committee on time and place of next meeting:—Charles Gibson, chairman; H. H. 
Robinson, J. T. Doster, J. W. Porterfield, Warren Churchill. 

Committee on nominations:—Frank E. Bogart, J. M. Penland, Carl F. G. Meyer, 
Arthur D. Parker, Frank C. Groover, ’ 

President Moxley :—Is there any new business to come before the convention? 

1 just want to announce one thing that you are all particularly interested in, and 
that is that A. Leo Everett, who has represented us in certain classes of legal work 
for a number of years, will be here tomorrow and will address us at some time 
during the session tomorrow, Wednesday morning at the latest. 

There is another thing on the matter of our meetings:—We are about to get 
through at 12:25. Tomorrow morning we will start at nine o’clock,. The secretary 
and I will be here at least and we will start the meeting. Come early. Let’s get 
through promptly. We can put our program over each day if we can get you men in 


early. So, if you haven't a “Big Ben” with 
you out in ample time. 
Is there any new business to come up? 


no further new business? 

Just before we depart, I want to extend 
that “their drives may clear where the 
may make go down.” 

We will stand adjourned, gentlemen. 

The session was adjourned at 12:25 o’cl 
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get 


leave word at the office to 


Is 


you, please 


Has any one anything to offer? there 


the hope and wish to all of our golfers 


Tuesday, September 23 


Second Session, T 


The meeting convened at nine o’clcck, 
chair, 

President Moxley :—The meeting will co 
is the reading of the minutes of the first 


(Secretary Waterbury presented the minutes of 


President Moxley :—You have heard the 
pleasure? 

(It was moved and seconded that they 

President Moxley :—You 


have heard the 


bunkers frown and every darn putt they 
uesday Forenoon 

With President G. Barret Moxley in the 
me to order, The first order of business 

session, 

the first session.) 
e reading of the minutes; what is you 
be adopted as read.) 
motion, properly seconded. All those 


in favor signify by saying ‘‘aye’’; the “ayes” have it and it is so ordered. 


We will now have the election of mem 


bers. The list was submitted yesterday. 


May we have a motion to approve the list of applicants submitted yesterday? 


N. P. Snow:—lI offer such a motion. 
(The motion was seconded.) 


President Moxley :—All those in favor of the motion as made signify by saying 


“aye,” contrary “no.’ The “ayes’ have 


elected. 


it. The following firms are declared 


(The names of the new members were read as given in the report of the commit- 


tee on membership, page 19.) 

President Moxley :—We will next have t 
contest, L. J. Bertoli. 

Mr. Bertoli presented the prepared repor 
as follows :— 


he report of the committee on prize essay 


t of the committee on prize essay contest 


Report of Committee on Prize Essay Contest 


The contest conducted during the past 
two years under the title “The Essential 
Value of the Wholesale to the Retailer” 
was Officially closed-in July of this year. 
The contest was conducted under rules 
and conditions heretofore announced by 
the committee, in conjunction with four- 
teen drug and pharmaceutical journals 
which expressed their willingness to co- 
operate. 

.Under the plan adopted for the con- 
test there is a sort of double selection, 
for each paper entered in the contest 
must first meet standards which will 
merit publication in the opinion of trained 
and experienced editors. It is then up 
to the judges to choose and rank the 
three best essays from the select group. 

The journals gave liberally of their 
space in publicity about the contest, both 
in editorial and advertising pages, so that 
thousands of retail drug store proprietors, 
clerks, pharmacists, students, salesmen, 
advertising agencies, manufacturers, and 
others learne@® of the contest and of the 
association’s work. Of these a good many, 
no doubt, gave much thought to the sub- 
ject, but felt unable to reduce their 
thought to writing, others attempted to, 
but did not submit papers, while still 
others did write fairly good papers, but 
not of sufficient value to justify the edi- 
tors’ printing them or entering them in 
the contest. This was not to discourage 
the contestants, but in fairness to all con- 
cerned. 

It is with gratification, therefore, that 
we record the fact thirty papers were 
accepted and published. These are from 
well distributed authors, representing all 


President Moxley:—We thank you, Mr 


branches of the trade and all sections of 
the country. They have been submitted 
to a committee of three judges, W. A. 
Capeton, Wm. J. Murray, Jr., and Roy 
M. Johnston, designated by President 
Moxley. The judges will report their 
findings at this meeting. 

Your committee feels that these con- 
tests have aSsumed an importance that 
merits the consideration by members of 
the desirability of making this commit- 
tee a permanent one. Its functions might 
be enlarged and broadened to include a 
general educational scope, reaching the 
retailer, his clerk and the student in a 
variety of ways. The essay contest fea- 
ture should be continued as a part of 
this committee’s activity, to be under- 
taken at such times and in such ways 
as succeeding committees with the ap- 
proval of the Board of Control might 
direct. 

Other activities might well include the 
preparation of a booklet embracing ex- 
tracts from all of the previously pub- 
lished prize winning essays, having such 
book distributed annually to the senior 
class of each college of pharmacy, given 
to every new retail clerk or proprietor, 
and to every salesman. A further ac- 
tivity should be the preparation of a well 
illustrated, practical handbook on retail 
drug store merchandising, including a dis- 
cussion of turnover, store arrangement, 
store Management, hours of labor, edu- 
cation of clerks, advertising, etc. 

It is our thought that the association 
consider this subject and make its de- 
cision as to the future during this con- 
vention. 


. Bertoli. Served a 


These contests have 


splendid purpose in an educational way, but I believe the committee is quite correct in 
their recommendation as to the type of work that should be followed for the next 
few years, and anticipating this recommendation of the chairman, you will note that I 
referred in my report yesterday to recasting this committee under the title of a 


committee on education. 

We should have at this time a report 
winners in this contest. The chairman of 
scem to be present. We will take that up 


of the judges as to who were the prize 
that committee, W. A. Caperton, doesn’t 
just a little bit later. 


There are several pertinent suggestions in Mr. Bertoli’s report that should receive 


eonsideration at this time, or at the hands of the Board of Control. 
Are there any remarks on it? 


pleasure, gentlemen, with the report? 
J. L. Thompson :—I move that it be refe 
(The motion was seconded.) 


What is your 
rred to the Board of Control. 


President Moxley :—All those in favor of the motion as made signify by saying 


“aye,” contrary ‘no’; the “ayes” seem to 


have it and it is so ordered. 


We will now have the report of the committee on paints, oils and glass. Fred M. 


Birks, chairman. 


Secretary Waterbury presented the prepared report of the committee on paints, 


9ils and glass as follows:— 


Report of Committee on Paints, Oil and Glass 


Your committee desires to recommend 
that the report on paints, oils and glass 
be discontinued as a part of the pro- 


ceedings of The National ‘Wholesale 
Druggists’ Association. In making this 
recommendation, the chairman of the 
committee believes that he expresses the 
unanimous sentiment of the committee 
and that it will meet with the approval 
of the entire membership. At the last 
two conventions the reports of this com- 
mittee were not even read in the meet- 
ings, there were no discussions, and it is 
our belief that this subject is no longer 
of interest to a very large majority of 
the members. 

Former committees have sent out ques- 
tionnaires and gathered statistics show- 
ing that the value of the annua! output 
of these products runs into hundreds of 
millions of dollars annually, and data 
showing the conditions existing in various 
parts of the country have been placed 
before this association. It was felt that 
further questionnaires were unwarranted, 
but, from information gathered through 
other channels, we are convinced that 
less than 20 percent of the wholesale 
drug trade is now actively engaged in 
the paint business. This condition has 
been brought about largely through the 


President Moxley :—You have heard the 

L. J. Bertoli:—I move it be referred to 

(The motion was duly seconded. ) 

President Moxley :—lIt is moved and sec 
Poara of Control. 
have it and it is so ordered. 

We would like to hear from W. W. Gil 


All those in favor signify by saying “aye’’; the 


fact that the retail druggist has, in many 
localities, dropped out of the paint busi- 
ness and the drug jobber has not cared 
to follow this buiinesa into its new 
channels, 

The percentage of profit also fails to 
meet the ideas of the drug jobber. Na- 
tionally advertised paint spécialties, sold 
on a proprietary medicine profit, have 
displaced bulk varnishes and other long 
profit items, but in spite of these con- 
ditions some of our members report that 
their sales in these departments are up- 
wards of 20 percent of their gross sales— 
apparently carrying a satisfactory profit 
to them, and it might seem strange that 
such a large volume of business should 
be allowed to slip away from the whole- 
sale druggist when so much energy is ex- 
pended in introducing side lines that do 
not begin to fill the gap. 

The fact remains that only a small 
percentage of the members of the asso- 
ciation are now interested in paints. 

An inquiry was addressed to the eigh- 
teen members of this committee, situated 
in various parts of the country, and the 
replies without exception recommended 
that this committee be discontinued and 
that the time of the convention be given 
over to subjects which are of more vital 
interest to the entire membership. 


report, gentlemen; what is your pleasure? 
the Board of Control. 


to the 
to 


be referred 
seem 


-onded that the report 


‘syes” 


Son. 


Constitutional Amendments Offered 


W. W. Gibson:—Article XIV of our 
Constitution requires that if the constitu- 
tion is to be amended, such amendment 
must be presented at a meeting of the 
association and be posted for twenty-four 
hours. I am therefore going to introduce 
two motions to amend the constitution, 
which are in accordance with your ad- 
dress of yesterday. Please observe that 


= 
{tam doing this as an.individual and hot President, five Vice-Presidents, a Secretary, 


as a representative of my committee, and 
[ am doing that because of the rule that 
the posting must be made twenty-four 
hours before action. 

The motions are as follows :— 

Move that article II be amended to 
read as follows:— 


he officers of this association shali be a 
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a Treasurer, a Board of Control or Trustees, 
who shall hold their offices for one year or 
such other term as hereinafter provided, or 
until their successors are elected, and a Senior 
Council, the members of which shall hoid office 
as long as they are members of the association. 
(All that is old.) There shall also be an 
Executive Committee of four members consist- 
ing of the President ex-officio and three mem- 
bers of the Board of Control, one of whom shal, 
be the chairman thereof. The Board of Con- 
trol shall name its own members of the Execu- 
tive Committee. Meetings of the Executive 
Committee shall be subject to the call of the 
President, or upon petition to him of two mem- 
bers. The Executive Committee shall have 
such duties and authority as the Board of 
Control may delegate to it. 


That, Mr. President, follows out your 
suggestion for an Executive Committee 
of five members from among the mem- 


bership of the Board of Control. 

The second motion is as follows:— 

Move to amend article XV, of the con- 
stitution, to read as follows— 

There shall be standing committees on Ar- 
rangements and Entertainments, Credits and 
Collections, Delivery and Traffic, Drug Market, 


Education, Employment and Welfare, Insur- 
ance, Legislation, Local Associations, Member- 
ship, Memorials of Deceased Members, Pro- 


prietary Goods, Quality of Medicinal Products, 
Rates and Routes for Delegates to Conventions, 


DRUGS, PAINTS, OILS, FERTILIZERS 


Salesmen and Selling Methods, 
Trademarks, which committees 
written reports to the annual 
association. 

The Committee on Membership shall secure 
written applications from persons, firms or cor- 


Special Lines, 
Shall present 
meeting of the 


porations eligible to membership under this 
constitution, and present recommendations for 
election to membership to the association. All 


names proposed shall be posted at the entrance 
of the place of meeting at least twenty-four 
hours before action is taken upon them. 

There shall also be a Committee on Assess- 
ment consisting of the President of the Asso- 
ciation and the Executive Committee, whose 
duty it shall be to levy an assessment upon 
the active members of the association when- 
ever the condition of the treasury requires. 

All standing committees and their chairmen 
shall be appointed by the President as soon 
after his election as possible, except that the 
chairman of the Committee on Arrangements 
and Entertainments shall select his own asso- 
ciates 

There shall also be special Committees on 
Nominations and on Time and Place of the 
Next Meeting, each of which shall consist of 
five members to be appointed by the President 
on the first day of the annual meeting, and 
the reports of such committees may be made 
the subject of special order as the association 
may direct at each meeting. There shall also 
be such other special committees as the an- 
nual conventions may direct. 


President Moxley :—Is there a second to Mr. Gibson’s motion as to the posting of 


the amendments to the constitution? 


(The motion was seconded by N. P. Snow.) 


F. E. Bogart:—May I ask a 
the wording right of Mr. 


of Control are elected for one year? 


question before that motion 
xibson’s first resolution, that the members of the Board 
Is that a change? 


is put? Did I get 


Secretary Waterbury :—Oh, no; one year or such other term as may hereinafter 


be provided. 
be provided. 


They are elected for one year, or such other term as may hereinafter 
In 1921 you had to elect certain people of one year, certain people for 


two vears, and certain people for three years. 
Mr. Bogart:—But that doesn’t read in the by-laws then that they are elected 


for one year? 


Secretary Waterbury :—One year, or the other terms that you do contemplate. 


Mr. Bogart :—-Then you don’t contemplate any change? 

Secretary Waterbury :—No; that is exactly as it is now provided. 

President Moxley :—It is moved and seconded that the amendmen‘s to the consti- 
tution as offered by Mr. Gibson be posted. Under the constitution. these amendments 


may be considered tomorrow. 
contrary “no’’; the “ayes” 


All in favor of their posting signify by saying 
have it and it is so ordered. 


“aye,” 


The next order of business is the report of the committee on credits and collec- 


tions, Lee M. Hutchins, chairman. 


Mr. Hutchins presented the prepared report of the committee on credits and col- 


lections as follows :— 


Report of Committee on Credits and Collections 


Your committee feels very keenly the 
responsibility of even attempting to make 
a report upon credits and collections be- 
fore this annual convention of the N. W. 
D. A. It is a common practice among 
writers and speakers to make more or less 
reference to the World War. We believe 
that we are justified in so doing in this 
report, because the influences put forth 
and the results which followed this great 
war were not as constructive as many 
men and nations prophesied they would 
be. You will recall that from the ros- 
trums of both Church and State, the gos- 
pel of ‘‘the universal salvation of man” 
was quite generally taught and preached. 
The war came to an end, and if anytning 
happened it was an increase in vice, sel- 
fishness and disregard for other people’s 
rights. When the war was at an end, 
human relationships were not only out of 
proper balance, but there had sprung up a 
disposition to disregard each other’s wel- 
fare and to violate contracts in business 
undertakings which heretofore would have 
been held sacred. We may be privileged 
to say, although somewhat foreign to the 
intents of this report, that true regard for 
womanhood, for home life and good fel- 
lowship had fallen to a considerable extent 
among a considerable portion of our cit- 
izenship. The commercial undertakings 
for the preparation for war almost forced 
men to a willingness of taking advantage 
of desperate conditions and those in which 


human life was to be sacrificed for the 
sake of profit. We are quite wel] in- 
formed that if the commercial interests 


of two or three of the foreign countries 
had not really demanded war and been 
quite instrumental in bringing it about, 
that there would have been no war. Coun- 
tries, like our own, in preparing for the 
Same, grasped the opportunity and in- 
dividuals and corporations became 
wealthy over night. When the war was 
finished, it was readily discernible and 
thoroughly realized that credit had been 
shattered, and where it had not been 
shattered it had been strained in many 
instances to the breaking point. We hear 
someone say that this did not affect the 
United States, but permit us to remind 
you that it did affect the United States, 
and the standard of credit, which means 
human relationships, for reasonable prof- 
its had been so shattered that this coun- 
try has never seen a time when credit 
was so uncertain. 

This report is compiled after consider- 
able time has elapsed since the reciting 
of the above, and it is compiled in the 
year 1924, when the second depression 
since the world war is upon us, and we 
can almost say that it is without rhyme 
or reason. There must be, however, an 
explanation for it, because this country, 
with more gold on deposit than it has 
any use for in any way, with unlimited 
funds in money centers, has now a de- 
pression, which under such circumstances 
it would seem ought not to prevail. 

We are very sure that it can be truth- 
fully said that in a large sense it is due 
to over-production along certain lines, and 
this overproduction with us has resulted 
tor the reason that we have not been able 
to consume what we have produced and 
also have not been able to sell in foreign 
markets a sufficient amount of our sur- 
plus. The present depression could prob- 
ably have been avoided if the balance of 
trade between the leading European na- 
tions and our country had been in normal 


condition. d ; 
At the time this report is written the 
allies are about to consummate a final 


understanding with Germany, and, as we 
write, we are unable to say what will be 
the condition of credit as between na- 
tions when this report is presented to 
this annual meeting. 

We realize also that when this report is 
read not all of the above statements may 
be true. It is next to impossible at the 
time of writing to compile an optimistic 
report in every respect. The fact re- 
mains, when all is said and done, that 
through ail of the disturbances of the last 
ten years, the credit of the United States 
has been preserved in a far better con- 


dition than any other country. We have 
been fortunate within the last few years 
in having a Federal reserve system, and 
of late a Secretary of Treasury of whom 
it can be truthfuliy said that he is a 
financier. 

Our credit, we can safety say, has been 
due to the facts that our banking system 
was right and the handling of our debits 
and credits by the Secretary of the Treas- 


ury has been above par. Since compiet- 
ing what might be called the last com- 


pilation of this report, the allies and the 
zermans have signed the protocol. It is 
also expected that the action of the 
French and the Germans will be ratified 
by their legislatures within the next fif- 
teen days. 


Terms and Discounts 


At the present time, and especially dur- 
ing the last three and one-half years, the 
wholesale drug trade has been very much 
disturbed over terms and discounts. One 
of the curses of general mercantile life 
among manufacturers and wholesalers 
during past years has been the extreme 
terms, such as sixty and ninety days, 
given by the jobber in the sale of mer- 
chandise. In the earlier days, and especi- 
ally when some of our Western and Middle 
Western States were new, such terms 
seemed to be necessary, but all over the 
country at the present time we are en- 
joying what may be called rapid transit, 
both as to delivery of merchandise and 
as to banking facilities, and in the drug 
line, especially the retail, the every-day 
transactions should be practically upon a 
cash basis. Therefore the retailer in his 
business should be so organized as to dis- 
count every bill, thus affording the jobber 
with prompt pay, so that he can dis- 
count all his purchases from the manu- 
facturer, and both retailer and jobber in- 


crease their turnovers, and thereby in- 
crease their profits. Credit should never 
be a substitute for capital. There is a 


tendency, however, in many parts of the 
country, and sometimes there is a neces- 
sity for the jobber furnishing a consider- 
able amount of capital for the retailer. 
This, however, substitutes credit for cap- 
ital, and, in the majority of instances, is 
not profitable to anyone of the parties 
concerned 


Many of our members indicated in their 
letters and items of information that their 
present condition as to terms and dis- 
counts can be largely attributed to the 
somewhat unexpected results from Uncle 
Sam's policy under the prohibition act of 
creating fake competition to the legitimate 
wholesale druggists. The ruling of the 
department which allowed the establish- 
ing of a wholesale drug house with a lim- 
ited capital of $25,000 brought a large 
amount of injustice to our business and 
created competition, which practiced de- 
structive methods in order to carry on the 
liquor business contrary to the prohibition 
law. We are waiting patiently for the 
Federal government to eliminate such 
parties so that a legitimate dealer may be 
freed from this unjust competition. Sev- 
eral wholesalers, in answering the ques- 
tionnaire which we put out, stated clearly 
that one of the greatest steps which could 
be taken to free the jobbing drug trade 
from the present destructive terms and 
discounts would be to ask the Fderal gov- 
ernment for amendment to the present 
Federal] prohibition law, by dropping out 
from the law the term ‘‘Druggist’’ as the 
distributor of liquors, and ask the Fed- 
eral government to put the liquor busi- 
ness upon a governmental dispensary 
basis and leaving alcohol to be sold by 
the druggists only for medicinal and me- 
chanical uses. 


Universal Terms 


We personally believe that the wholesale 
drug trade is strong enough to adopt uni- 
form terms and discounts, believing that 
the selling plan, which has been followed 
for so many years fromthe manufacturer to 
the jobber and the jobber to the retailer, 
especially in the drug business, is the most 


economical that can possibly be arranged. 
This is more truthfully so from the fact 
that the jobbing and retail drug busi.ess 
involves so many thousand items that 
conveniences for rapid distribution at the 
lowest possible margin can not be ques- 
tioned. We hear men talk about drug 
merchandise for much less money than 
the regular legitimate wholesale drug 
trade is operating upon, but when that 
person takes the position and assumes 
the responsibility of the jobber, he wii 
also assume the operating cost, and any- 
thing, whether in wholesale or retail, ilat 
violates an operating cost and which ‘e- 
prives the operator or the clerk on the job 
of « fair living and a reasonable saving, 
is not sound or economic. 


Discounts Allowed 


In answer to the questionnaire as to 
whether the different sections of the 
United States were giving the same dis- 
counts as in the year 1923, the answer by 
forty-seven out of fifty-two replying to 
this question stated that they were grant- 
ing the same discounts this year as last. 
Three claimed that they had diminished 
their discounts somewnat, and two had 
increased their discounts. In a _ treat- 
ment of this subject in the domain of the 
oO. K. IL & M. some little time ago, the 
final effect of the special discounts, which 
have been in force in that district since 
May, 1921, resulted in findings which were 
a surprise somewhat to the members 
themselves. In this district the six and 
nine and five and eight, and one or two 
other sets of discounts, the result of 
which are about the same, it was found 
that in the final analysis and when com- 
puted on the total amount of sales of sev- 
era) houses, embracing all departments, 
the discount at the end of the year upon 
the total business average all the way 


from 1 9/10 to 2% percent. This feature 
especially illustrated the fact that those 


who discount under present conditions are 
not so large in proportion to the total 
number as was supposed. It also illus- 
trated another fact, and that is that if a 
jobbing drug house operating upon an ex- 
pense of 13% or 14 percent should give to 
every customer upon its books a uniform 
discount of 2 percent from the bottom of 
each bill, that that jobber would not make 
enough money to pay the smailest kind of 
dividends upon capital stock. The ques- 
tion at once arises as to how some _ job- 
bers can give a discount of 5 percent, but 
that is entirely another matter, and this 
can be explained in one of three or four 
different ways. This loss must either be 
overtaken in open pricing or the business 
must have some kind of a sideline that 
pays an unusual profit. 

Regardless of whether the discounts are 
2 percent or 5 percent or among the list 
of more complicated discounts, such as 
five and eight and also six and nine, we 
are obliged to state im order to be per- 
fectly sincere that as ruinous as the 
greater portion of these discounts are, and 
as necessary as we know it is to treat 
them as cash discounts upon settlement 
every ten or fifteen days, it is commonly 
known that in many instances settlements 
are made for the calendar month on or 
before the tenth of the succeeding month 
with all of the discounts allowed. This 
is practically turning a cash discount into 
a trade discount and substituting credit 
for capital. In the next place, if uni- 
versally followed, would throw the major 
portion of the settlements of a jobbing 
house within the time after the first of 
the month, when statements are made, 
and the 10th or 15th of the month, when 
they should be paid. This disrupts the 
regular system of office work by throw- 
ing the major portion of the work into the 
first half of the month and more than 
that, it deprives the jobber of the use of 
the n oncy for the discounting of his own 
bi's unless in addition to the loss he 
makes by this method to the retailer, he 
is willing to pay 6 percent for money to 
carry his business the last half ot each 
month. It has come to our notice that 
some of our jobbers, on account of such 
conditions, have undertaken to hold re- 
mittances to the manufacturer beyond the 
ten-day limit in order thereby to recuper- 
ate a portion of the loss made in grant- 
ing these terms to the retailer. In many 
instances the manufacturer has resented, 
and we believe rightfully so, because the 
manufacturer holds to the true principle 
of cash discount, and is entitled to do so, 
but if we expect him to travel with us we 
should treat him as the retailer, if he is a 
good business man, ought to expect us to 
treat him. Upon the street this plan of 
credit and payment would come under the 
parlance of ‘‘passing the buck.’ The 
truth is that the jobber should have det-~ 
inite terms in the distribution of his mer- 
chandise and be able regularly to comply 
with the terms of the manufacturer, 


Interest on Overdue Accounts 


This is a faded and threadbare subject. 
Competition is so keen and unusual dis- 
counts are so prevalent, that under gen- 
eral conditions it would not be possible to 
hold a customer and charge interest upon 
past due balances. Itisalegitimate thing to 
do because wherever past due balances 
exist, they simply represent an amount 
borrowed at the bank by the jobber, who 
furnishes the possibility of that past due 
balance. There are some instances where 
the jobber furnishes all of the capital or 
a good share of the capital for a new 
store or a new venture and under such 
circumstances an arrangement can be 
made for carrying what might be callea 
a past due balance and with interest upon 
the same. The truth is that we are al- 
lowing cash discounts upon past due bal- 
ances with no charge for interest to be- 
come competitive, and competition should 
only exist in the price of merchandise and 
in the quality of service. 


Collections 


One of the most difficult features in the 
financial side of the wholesale drug busi- 
ness is the matter of collections. It is 
very creditable to carry a stock of mer- 
chandise from which orders can be filled 
with satisfactory completeness, and it is 
also creditable to be able to sell the mer- 
chandise to such parties as will either dis- 
count or pay promptly when due. The 
majority of sales made »~ members of 
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our association 


: are upon a thirty-day 
basis subject to 


discounts within ten or 
fifteen days. The result of the question- 
naire sent out in regard to how many 
days business appear on the books of 
our members, the answers’ received 
showed a range of from twenty-eighth to 
ninety days, the average being about 
forty-five days. We must naturally give 
jobbing druggists the recommendation of 
being reasonably good financiers, but the 
discounts on anywhere from forty-five to 
ninety-day business upon the books of a 
drug company only proves the fact that 
collections are not well made, and that 
when they are made upon any such length 
of time, they result in being trade dis- 
counts, and the jobber is paying 6 percent 


for money in the bank to allow a dis- 
count that is not applicable. It is the 
opinion of your committee that we lack 


courage in handling this end of our busi- 
ness, and that this condition, especially 
with others, which we will mention, re- 
Sults in the jobber furnishing a good share 
of the capital upon which the retailer 
operates. 


Operating Cost 


We are doing nowadays a large amount 
of speculating as to operating costs. It 
is perfectly right that this feature of the 
drug business should have attention. In 
a very handsome letter received from one 
member of cur committee, when asked to 
contribute something to this report, he 
hits the nail om the head, as usual, and 
the points made by him are practically 
as follows:—‘‘In speaking of the possibil- 
ity of reducing our expense account, you 
are to be reminded that the big increase 
since 1913 is in the labor cost. Between the 
years 1918 and 1920 the average overhead 
increase was 95 percent, and of this 55 
percent represented increased labor costs. 
Taxes in the cities where jobbing houses 
are located have in this period of time 
nearly doubled. We are well aware that 
labor costs cannot be reduced at the pres- 
ent time. It is impossible to reduce taxes 
and keep in the line of progress. It is noc 
possib!e to reduce the cost of the selling 
force unless first-class salesmen will con- 
sent to travel upon a drawing account 
and a certain percentage of net pront. 
This could have been reasonably arranged 





if it had not been for the fact that we 
have taken on such excessive discounts 
to the retailer. Under the present net 
percentage of profit, it would be almost 
impossible to keep first-class travelers 
upon a questionable salary. The one 
thing which might be done is to bring 
about a plan among jobbers to put an 
end to the over-solicitatisn of orders. 
When we survey our own territories, we 
find that we have traveling men who 
cross each other’s territories, and that 


we are calling at certain towns and cities, 
through the work of our travelers, once 
every week when possibly once in two 
weeks would bring us just as much busi- 
ness and less expense. The writer claims 
that the over-solicitation and too fre- 
quent visitation of the retailer is more by 
far than the benefits derived. When we 
get away from taxes, insurance, labor 
costs, freight, cartage, interest and, in 
fact, the greater portion of the expense 
of a jobbing house, there is but a small 
portion of the expense account left upon 
which to speculate and no amount of ex- 
pert work nor anything of that kind can 
save enough in that portion to redeem the 
profits of a jobbing drug house. We, 
however, submit as a codicil to this state- 
ment, that the only real and actual place 
for any particular saving of one or one 
and one-half percent, is the modification 
of our plans of soliciting orders, fre- 
quency of the same and save a part of 
the expense at which this work is done. 


Cash Discount Received 


The Harvard Bureau report that the 
result of its investigation that the aver- 
age figure of discounts received upon 
goods purchased by the jobber is 1 7/10 
percent. It is also stated that in the con- 
sideration of individual companies the 
range is all the way from 8/10 of one 
percent to 2 3/10 percent. The common 
figure and the one most in evidence runs 
from 1% to 1% percent. And again, these 
figures may vary from the fact that not 
all houses treat cash discounts received 
in the same manner and ratio. For in- 
stance. we know of houses which elim- 
inate all discounts offered over and above 
2 percent and treat them as trade dis- 
counts and treat 2 percent and under as 
cash discount. We find that our jobbers 
do not agree upon this, and therefore the 
difficulty of a rule. 


Relation of Receivables to Sales 


This is a very important matter and 
one which the credit man or the financier 
ef every house should give very careful 
consideration. We believe, however, that 
there is no such thing as establishing a 
ratio by which the average selling drug 
house cou!d be governed. We might mod- 
ify this statement by saying that such 
a ratio might be a guide, but in these 
days of varied lines which we handle we 
have many houses whose business is nov 
comparable from the standpoint of re- 
ceivables and sales with other houses. 
For instance, credits which make receiv- 
ables in the Southern States, and espe- 
cially the cotton belts, are entirely a dif- 
ferent proposition than in the New Eng- 
land States, and receivables in the East- 
ern States are different than in the 
Middle West, and especially the extreme 
West. And then again, many of our joo- 
bers have taken on special departments, 
like the sale of soda fountains, furniture 
and fixtures and general equipment upon 
special contract terms, and if these are 
included in the receivables, the ratios 
are very different. 


Quick Assets and Quick Liabilities 


One of the most essential features in 
the Department of Finance, Credits and 
Collections is the relationship of quick 
assets to quick liabilities. To obtain a 
freedom in borrowing funds, the banker's 
rule is that the relationship of quick 
assets to quick liabilities should be in the 
ratio of two for one. If in a going 
business this relationship does not exist, 
certain steps should be taken to readjust 
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such relationships. Sometimes it is found 
that the ownership of real estate or the 
plant in which business is being done is 
too great in proportion to the capital in- 
vested and the operations undertaken and 
accomplished. Sometimes it is found that 
on account of small invested net capital 
that the capital is insufficient for the vol- 
ume of business accomplished, and un- 


. der such circumstances such conditions 


. the 


should be remedied. When business is 
good and money is plenty, such difficulties 
as referred to are easily taken care of, 
but when business shrinks and money 
becomes a scarce commodity, then these 
things which are not in the proper rela- 
tionship manifests themselves very 
Strongly and embarrassment follows. The 
science of capitalizing a business in 
proper proportions to its undertakings and 
accomplishments is a real science and 
should be studied very much more than 
it is studied at the present time. 


Volume of Sales 


As a result of the questionnaire sent 
out by the committee to a limited number 
of jobbers, the answer to the question as 
to the volume of sales for the first six 
months of 1924 as compared with the first 
six months of 1923, the answers were as 
follows:—Normal, 8; increase, 22; de- 
crease, 23. It is fair for the committee to 
combine the normal and the decrease, 
and it would show that practically 60 per- 
cent of the firms reporting diminished and 
suffered a decrease in their sales for the 
first six months of this year. 


Terms of Sale and Discount 


In answer to the question as to the 
terms of sale and discount given to the 
retailer during these comparative periods, 
forty-seven firms reported same terms 
and discounts as in 1923. Three reported 
a decrease in their terms and two an in- 
crease, 


Do Special Terms Increase Business? 


In answer to the question:—Do special 
terms and discounts, which have pre- 
vailed during the !ast three years, have a 
tendency to increase sales? the answers 
were:—Yes, 8; no, 36. 

In answer to the question:—Have spe- 
cial discounts had a tendency to increase 
balances and favor the customer not 
discounting? the answere were:—Yes, 13; 
no, 28. This question, as propounded by 
the chairman, was not understood clearly, 
and it is just possible that the question 
Was not clear. It has been conceded by 
quite a good number of our jobbers that 
the excessive discounts now granted in- 
clined the jobber to favor the customer 
who does not discount, and to be willing, 
if at all necessary, to carry a good-sized 
past due balance and through that process 
accumulate a larger number of doubtful 
accounts.» We are of the opinion that 
this is an intimation that is quite true, 
when a full knowledge of the conditions 
are obtained. We made this statement 
because it is quite a well-estabiished fact 
that the service jobber, such as N. W. 
D. A., operating upon the present average 
cost of doing business, could not obtain 
a profit in his undertakings if he granted 
more than 2 percent with every customer 
on the total amount of business done each 


year. Therefore, the rescue is only in the 
sale of profitable merchandise and the 
possibility of selling merchandise where 


: the extreme discounts are not given. 


Remedies Proposed 
In answer to the question as to whether 
our jobbing friends have a remedy to 
propose for extreme discounts, only a por- 


tion of those receiving the questionnaire 
made answer to this question. Fifteen 
voted yes, seventeen voted no. If time 


and space were permissible, the answers 
this question would be of interest, such 

“Get the manufacturer to recognize 
fhe legitimate distributor either exclus- 
ively or with a differential.” 

And again, ‘‘Get back to straight 2 per- 
cent as highest discount.” 

And again, ‘“‘We are satisfied with pres- 
ent terms.” 

And again, ‘‘All stop it.”’ 

And again, ‘“‘For all jobbers to discon- 
tinue special discounts.” 

And again, “Stop distribution of whisky 
through drug jobbers.” 

And again, ‘“‘Eliminate sale of alcohol 
and whisky from the business, thus put- 
ting the botlegger out of business by 
government legislation.” 

And again, “Unless N. W. D. A. have 
backbone enough to make certain regula- 
tions and stick to them,” 

And again, “Uniform co-operation.’”’ 

And again, ‘“‘F’ush other lines.” 


ps 


How to Overcome Losses 
to 


As to the question, “Do you seek 
overcome losses on proprietaries by the 
sale of more profitable merchandise?” 
Yes, 47. 


Engagement of Travelers 


How do you engage your traveler? An- 
swer, 32 straight salary, 16 houses draw- 
ing account and percentage on sales, four 
houses percentage on profits. 


Commercial Agencies 


It is always with a little hesitancy and 
a feeling of personal risk that this subject 
is approached in a report of this kind. 
The two leading agencies, which have 
survived in this country and are now re- 
garded by the entitre trade as exceedingly 
worthy, are rendering service of such a 
limited nature that we beileve they will 
confess themselves that they are open to 
criticism. When these agencies were 
building up their reputation and their 
assets throughout the United States until 
it could be said that they covered every 
city and hamlet where trade was known, 
there are many of us who can recall the 
splendid service which they gave at that 
time, and it was almost impossible to 
do business as a manufacturer or a 
jobber without their guidance. We regret 
iv say that the service of the local agen- 
cies in the way of furnishing current in- 
formation at almost no cost, has been 
in a great many instances wholly dis- 
continued. For instance, in such a mat- 
ter as chattel mortgages upon personal 


property, only a few years ayo these 
were reported by the agencies making ar- 
rangements with township and city clerks 
for a small fee to send in the information 
to the branch offices, where it was com- 
piled for use and distribution. This has 
been practically and wholly discontinued. 
We regret to say that there is some hesi- 
tancy in relying upon the accuracy of re- 
ports and returns at the present time. 
We question the ability of the personnel 
seeking information throughout the trade 
territory and find that in. many of these 
instances, as well as in the local division 
agencies, that the work is being done 
upon a percentage bas:xs, and, therefore, 
work is done where it is the most profit- 
able and the least arduous. We dislike 
to make such a criticism, but these star- 
tling facts have come to our notice and 
we should have the courage of our con- 
victions, 


Credit Information 


We believe in accumulating all the in- 
formation possible, but there is an intima- 
tion that credit information, and especi- 
ally ledger information, has been in many 
instances so badly abused that its value 
is being discounted. After making the 
above statement we are of the opinion 
that we ought to illustrate our meaning. 
It has been ascertained upon very good 
authority and experience that certain 
members as soon as they have become 
affiliated with the bureaus of information, 
and by that we mean ledger experience, 
have taken advantage of the opportuni- 
ties and use such bureaus for the sole 
purpose of obtaining information in re- 
gard to the accounts of their competitors 
and not for the purpose in many instances 
of adjusting matters so that the creditor 
could be improved in his position as a 
business man. This is a severe thing to 
state, but it has been illustrated a good 
many times, 


Menace to Credit 


In the year 1898 the national bank- 
ruptcy law came into existence. This law 
has been amended from time to time as 
conditions seemed to warrant and require. 
Former bankruptcy laws have been passed 
and remained in existence a short length 
of time, which time was sufficient to re- 
lieve certain debtors from old debts and 
obligations which had accrued in a large 
measure through general public or na- 
tional calamities. The present law has 
been in existence for twenty-six years. 
During the last few years there have 
developed many objectionable features. 
In the realm of merchandising from the 
manufacturer to the consumer, if the law 
is administered honestly as it was in- 
tended it would at all times, have a 
beneficial effect in the large majority of 
cases. Through the work of the National 
Association of Credit Men and the Amer- 
ican Bar Association and others it has 
been made known that several organiza- 
tions have come into existence in this 
country for the sole purpose of produc- 
ing bankruptcy cases. By that we mean 
men are put into business for the sole 
purpose of failing or, more properly 
speaking, the final intent is to go into 
bankruptcy. As soon as this occurs cer- 
tain cheap attorneys flock to such fail- 
ures and the evidence is that they com- 
plete a combination organized for this 
sole purpose. These operations have been 
carried to such an extent that they have 
in many cases brought the bad influences 
into close contact with the ‘department 
of referees and others, and the profits 
have been very enticing. Some one will 
Say that such institutions should not be 
allowed to go into business. The answer 





is that in many instances investments 
of many thousand dollars have been 
made, and when once made and the 


business located additional lines of credit 
to a large amount would be obtained and 
in a short time bankruptcy ensued. This 
has been carried to such an extent that it 
has been a very dangerous factor in the 
credit system, and especially in the East- 
ern States. Several of the commercial 
organizations of the country are prepar- 
ing to wage war on this plan of opera- 
tions and to seek to obtain in the next 
session of Congress such amendments to 
the bankruptcy law as to preclude and 
completely interfere with this class of 
credit operation. 


National Association of Credit Men 


As the above association has for more 
than twenty vears really been the leaders 
in thought, as well as action, in the credit 
field, it is the opinion of your committee 
submitting this report that each and 
every one of the committees appointed 
in this association upon credits and co 
lections should work in harmony and con- 
junction with the National Association of 
Credit Men. This association referred to 
has grown to such an extent that it 
numbers in its membership nearly 40,000, 
and by its work in the United States it 
now has a branch dealing in foreign credit 
and the character of its work has been 
such that its future growth and accom- 
plishments are practically unquestioned. 
Special reference to this association is 
made at this time in order to accentuate 
one particular feature of its work. When 
they hold their annual meeting they con- 


duct what are called zone meetings. At 
sometime during their convention there 
will be zone meetings of druggists, also 


hardware men, clothiers, grocerymen and 
many Other branches of trade. The assoe- 
ciation seeks to make chairman of each 
one of these zones some man who is a 
credit man in the particular line in which 
the zone is interested. Many of the credit 
men of the wholesale drug houses are 
members of the National Association of 
Credit Men, and the officers of the whole- 
sale drug houses should instruct their 
credit men, who attend the annual meet- 
ings of this association, to become affil- 
jated with the zone meetings in which 
they are interested. It is quite well un- 
dersood that the administration of credit 
in different branches is conducted along 
lines which are not entirely similar, and 
when these zones have held their meet- 
ings and report to the parent association, 
they create a composite report of credit 
in general. It is well for us to be audited, 
it is also fitting that reports, like this 
one. should be presented at our annual 
meetings, but we must seek to get the 
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most. comprehensive results by affiliation 
with organizations such as the Nationat 
Association of Credit Men. Our legisla- 
tive committees should join the legisla- 
tive committees of the association referred 
to in the accomplishment of better State 
and Federal laws governing finance and 
credit. We trust that our Board of Con- 
trol will give this the indorsement, which 
we believe should be given. 


Finale 


In presenting this report, it has been 
the aim of your committee to avoid the 
technicalities which appear in the very 
exhaustive paper produced by the Har- 
vard Bureau. As intimated before, these 
are wonderful from the standpoint of pe- 
ing actual guides in every way for fu- 
ture action, and this report, which is 
now brought to a close, is delivered in 
its present form with the expressed pur- 
pose of supplementing all of these fig- 
ures and do so by treating the several 
subjects in as comprehensive a manner 
as possible. 


Mr. Hutchins:—In order to complete 
our report, I sent out only sixty letters 
and may I say in complaint, I received 
fifty-eight replies, as a result of the ques- 
tionnaire sent out by the committee. 

I took the position, I think, in St. Louis, 
if you would examine your ledgers care- 
fully you woul® find that you had an in- 
crease in the number of people not dis- 
counting. You cherish the thought that 
in that class of account you are not 
giving discounts and you are inclined to 
favor such people. 


President Moxley :—That is certainly a 
very learned discourse and one that 
should be carefully read by the credit 


men of every member house. Mr. Sher- 


man will open the discussion. 


Mr. Sherman Favors Backbone 


M. E. Sherman (Des Moines) :—The 
report of the Committee on Credits and 
Collections that has just been presented 
by the chairman to the members of the 
N. W. D. A. leaves little opportunity for 
much if any argument to further portray 
the existing conditions in the field of 
credits and collections, as pertains to the 
drug industry,,as the author of this re- 
port has measured well up to that high 
degree of efficiency for which he is so 
notably fitted; and so favorably consid- 
ered by the members of this association. 
The general tone of the report is con- 
Structive throughout. It portrays condi- 
tions, causes and effects and suggests 
remedies—universal terms are strongly 
recommended—all argument that can be 
proposed in opposition to such a plan 
certainly is subject to the watchful 
Scrutiny of those engaged in the industry 
who desire to see the character and well- 
being of the industry kept void of en- 
tangling influences. 

In credits, as in many activities, where 
the element of human endeavor plays an 
important role, the weak and long suf- 
fering retard the program of the strong 
and faithful. ft is indeed unfortunate 
that sound logic exemplified by all rules 


of good business ethics, can and fre- 
quently are broken down, or seriously 
shattered by a small minorit in any 
given activity, who digress from well 
founded principles, by setting up some 
new codé of ethics that can only and 
always does result in a sérious detriment 
to the industry as a whole. These re- 
marks are made by reason of the ap- 


parent lack of anything like uniformity 
in the processes of determining the true 
relationship of credit terms to the wel- 
fare and successful operation of the 
wholesale drug business. 


Terms’ and Discounts :—Strict ad- 
herence to a prescribed time limit may 
not always be enforced without some 
penalty in the loss of sales; however, the 
principle of keeping well within the 
bounds of reasonable adherence with reg- 
ular terms should be the text book for 
every person having to do with credits. 

Discounts:—Strange it is that there 
should have transpired such a reversal 
of sentiment in our particular line of 
business. Formerly a discount for pay- 
ment within a short period of time, com- 


monly known as a cash discount, was 
based on the theory that the rate of dis- 
count offered should be in proper rela- 


tive proportion to interest rates, and only 
sufficient to compensate the purchaser to 


justify payment within the discount 
period. What is the situation at _ the 
present time? The rates of discount on 


many classes of merchandise that harbor 
under the guise of cash discounts are 
nothing more nor less than a selling 
propaganda and have no relation to the 
proper theory of a cash discount, and in 
the judgment of a considerable number 
of members of this association cannot 
ultimately be treated as a cash discount 
for the simple reason that competition in 
various sections of the country will grad- 


ually digress and the discount will be 
given at time of payment even at full 
or past maturity, as is doubtless now 


being done under cover in some instances. 
Therefore, the admonishment of the com- 
mittee in their report, “that credit should 
never be a_ substitute for capital,” is 
timely and fitting. 

The report refers to various viewpoints 
of members as to the causes of the un- 
improved credit conditions—the advent of 
liquor drug jobber has been prominently 


mentioned and some other causes. But 
are such things really determining fac- 
tors? To my mind someone has come 


near to solving the problem in his reply 
to the committee inquiry under the head- 
ing “Remedies Proposed,” reading ‘For 
N. W. D. A. to have backbone enough 
to make certain regulations and stick to 
them.” The truth is we don’t stand 
hitched. Principles that are sound and 
known to be desirable and needful are 
discussed and approved, but in face of it 
all we haven’t the courage of our convic- 
tions; we go home from these meetings 
with laudable thoughts in mind and a 
determination to correct many evils, but 
there appears to be some magic demon 
that meets us at the entrance of our 
business establishments and we then and 
there lose all of the effect of our previous 
enthusiasm and we go on along the line 
of least resistance. 

Until such a time as the individual in 
any firm who is responsible for the con- 
duct of such business realizes that san- 
ity, safety and greatest prosperity lie in 
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a faithful adherence to sound enconomic 
rules 


reasoning, and in complying with 
of procedure that have been demon- 
strated to stand the test of time, condi- 


tions will not improve, at least not until 
the assets of a sufficient number of firms 
have been wiped out and failure staring 
at Others cause an awakening that will 
restore reasoning and sanity. 

The committee’s reference to working 
in harmony and in conjunction with the 
National Association of Credit Men and 
their recommendation that all future 
committees appointed in this association 
upon credits and collections be instructed 
to work in harmony and in conjunction 
with the National Association of Credit 
Men, should meet with the hearty ap- 
proval of the association. In fact, any 
committee of the N. W. D. A. whose as- 
signment of a subject is interwoven or 
has a direct relation to the purposes of 
the National Association of Credit Men 
should seek and give information and 
both associations work in full harmony. 

To sore of the members of this asso- 
ciation, who have devoted the best years 
of their lives from young manhood until 
the stress of this has caused their hair to 
turn whit2, in the active endeavor to keep 
the wholesate drug business on a high 
plane, worthy of a fair comparison with 
other respected lines of trade, deeply de- 
plore the aspect of the future welfare 
of the industry. Unfortunate as present 
conditions are, it is not too late to find a 
remedy. However, any and all remedies 
must be formulated in conformity with the 
well established basis of reasoning that 
facts and not mere preambles are to be 
dealt with. 

President Moxley:—We would like 
bear from Edward Plaut of New York. 


Collections Interest Mr. Plaut 


Edward Plaut:—In discussing a report 
of this‘sort, one of the things that always 
comes to my mind is what happens to the 
report after it is published. I believe that 
is the greatest evil. A great many sug- 
gestions and possible remedies were made 
by Mr. Hutchins in his report. We all 
seem here to approve and nod our heads. 
We all read them over again, six or seven 
months later, when the booklet is_sent 
cut, but we don’t follow them up. be- 
lieve some steps might be taken in the 
way of having a more permanent com- 
mittee to follow these through and carry 
them on so that in the future we will be 
able to improve upon the present condi- 
tions by acting on the suggestions made 
here. In this connection I believe it would 
be within the proviace of the present com- 
mittee or some future committee to more 
clearly define what a trade discount is, 
what a cash discount is and what special 


discounts are, : 
special discounts, If 


Every firm has ; 
we could go ahead and determine and 
live up to them 


define these and then 
and have the same terms adopted by the 
members of other associations with whom 
we are in close touch, I am sure we could 
go ahead and greatly clarify the situa- 
tion from the present doubt of what a 
cash or a trade discount might be. I 
believe, according to the strict terms of 
the old rates of 10 and 5 that the 5 per- 
cent is supposed to be the cash discount, 
and I think all of us have assumed the 
5 percent is as much a part of the trade 
discount as the 10 percentis. _ 

In connection with the ratio of out- 
standings to the amount of business done, 
I believe that a great deal could be done 
right in ccnnection with the thought made 
by the Harvard Bureau, where they do 
put down the percentage of losses by put- 
ting an extra column there and showing 
what the various ratios might be. It 
might be worth while to go into this in 
great detail ourselves, but I think the 
Harvard Bureau could put that down. In 
our own case we find our ratio in our 
country department is 100 percent. That 
means we are just about a month’s sales 
out in collections. In our city department 
it is up to 160 percent. That means we 
are financing the city druggists more than 
we are the country druggists. In ex- 
change of ideas of that sort and in com- 
parison of our ratio with other people, it 
is just as worthwhile as it is to compare 
the losses we sustain with other people. I 
do not believe it is of such a confidential 
nature that we would not be willing to 
exchange these ideas readily. 

The third point is the question of collec- 
tions. I know little about credits, but I 
have followed collections of late in our 
own concern, The greatest evil (I imagine 
most of the other houses find it to be true 
also) is to depend a great deal upon the 
collection of specially overdue accounts by 
the salesman. If you put yourself in the 
position of the salesman you will see very 
readily that he is not going to go ahead 
and hammer his customer when he is try- 
ing to get sales; secondly, if he is going 
to waste time in collecting, he is going to 
fall short on his sales, Then, too, the 
salesman is on a commission basis :—His 
time is valuable to him and when he spends 
an hour or two hours in trying to get a 
check from an overdue account, he is 
losing money on his own account where 
he could be solociting orders. There is 
an evil we have realized for quite some 
time, but up to the present no suggestion 
has been made on how it can be over- 
come. 

I believe collections will be improved 
and there will be much less complaint, if 
a substitute for the salesman doing col- 


to 


lecting can be found, without going to 
the expense of hiring special men or 
using the men in your own firm to go 
around and make these collections. 


President Moxley :—It is a great pleas- 
ure to have you participate in our delibe- 
rations. It brings to mind to all of our 
members the splendid, constructive work 
contributed by your father, Albert Plaut, 
for many years to this association. 

I would like to hear from J. M. Penland 
of Texas on this subject. Mr. Penland ap- 
pears to be absent. May we hear from 
J. J. McNamara, New Orleans? 


Points by Mr. McNamara 


J. J. McNamara :—I did not receive this 
report until quite late, and there is so 
much truth in it, there is hardly room for 
any discussion. 

Terms and Discount:—That seems to 
be the principal trouble. Right in our own 
midst we have a great deal of trouhle 
with discounts which we hope some day ‘® 
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have rectified. The substituting of credit 
for capital in the majority of instances 
we find to be a bad business. 


The turning of cash discount into trade 
discount as brought out in this report, is 
also absolutely necessary. 

With the interest on overdue accounts, 
we find the greatest trouble is too much 
competition. We find that the drummers 
are getting the best of the proposition and 
the cream of the business. 

Regarding quick assets and quick lia- 
bilities, our ratio is about 2% to 1 per- 
cent. 

Regarding volume of sales, our reports 
are about the same. 

On the engagement of travelrs, we 
heartily agree with Mr. Hutchin’s report. 
There should be a liberal commission al- 
lowed, Regarding commercial agencies, 
reports are sometimes very questionable. 
Credit information, honest and full co- 
operation are essential. 

Menace to credits, we heartily agree 
with Mr. Hutchins on this part of the 
report. The law itself is O. K. The re- 
port on credits and collections is a splen- 
did suggestions. 

Now, .Mr. President, this is something 
that I had to get up on the spur of a 
moment. I don’t know a thing about 
credits and_ collections. Mr. Hutchins’ 
report is such an able one, I haven’t had 
chance to make any comment. I re- 
ceived it too late to put it in proper 


shape. 

President you, Mr. 
McNamara. D. M. Penick, Lynchburg. 
(Mr. Penick was not present). H. D. 
Cowan, Buffalo, our golf champion of 
last year. (Mr. Cowan was not present). 

We have with us our presiding officer 
of a year ago who has been peculiarily 
retiring and modest. We would like a 
little of your wisdom, Mr. Bogart. Won’t 
you give us a word or two? 


Mr. Bogart Asks Decision 


F. E. Bogart:—In listening to so ex- 
haustive a report as that, one can not 
carry in his mind all that is said, yet I 


Moxley :—Thank 


suspect in each one of our minds one 
things registers. I was very much in- 
terested in the admonition made by Mr. 


Hutchins that credits 
substituted for capital and emphasized 
again by Mr. Sherman. That is a very 
important point and one upon which this 
N. W. D. A. will sooner or later have to 
make a definite pronouncement. It is a 
steadily growing thing. It is spreading 
very rapidly over the country. Jobbing 
houses are starting store upon store, 
upon an extended credit basis, seeking 
thereby to secure for themselves busi- 
ness, proferred custom, and other men are 
wondering whether they will not have to 
do the same thing. That has come about, 
I suspect, largely because of the chain 
store and in an endeavor on the part of 
the jobber to hold some of that busi- 
ness, but it is becoming a rather com- 
mon practice on the part of jobbers 
throughout the country to seek a loca- 
tion, equip it and sell it upon contract, 
a mortgage contract, to some likely young 
man. Of course, the jobbing house prac- 
tically owns that store and will own it 
as long as the contract is not completed. 

That is a very important question and 
one we have got to face. Are we going 
to do that sort of thing? Is it going to 
become a policy or is it not? If it per- 
sists, it will be spread and if this N. W. 


should never be 


‘DD, A, thinks it is not a good policy and 


if we propose to frown upon it, it should 
be talked out and we should go home with 
some understanding as _to whether we 
approve it or we do not, Because it comes 
to me from many quarters in talking with 


my friends through this organization, 
that they are_ seriously questioning 
whether they will not have to do that 


very thing. Therefore, I think what Mr. 
Hutchins said was timely. And one of 
the most important points in his report, 
the actual] matter of credits and collec- 


tion, must be discussed by those who 
know that particular point is one of 
policy that every executive must face 


sooner or later. 

I thank you for the opportunity of 
making these few remarks. 

President Moxley:—We are certainly 
glad to have heard from you, Mr. Bogart, 





on this very pertinent point. You will 
recall, gentlemen, I am sure that some 
years ago this association by resolution 


declared for fewer and better drug stores, 
I think at that time there was one drug 
store to about every sixteen hundred 
people in the United States, According 
to the last census record, there was one 
drug store to every two thousand and 
sixty-Seven people. It seems to me this 
is a very important subject and I would 
be glad to have further discussion on this 
particular phase of the placing of our 
financial resources. Is there any one 
here who would Tk* to discuss this sub- 
ject at this time? 

Mr. Gibson, may we hear from you on 
this subject? 


Mr. Gibson on Credit Data 


Charles Gibson:—We used to think 
that we could get by with a drug store 
for every thousand people; afterwards 
we changed our minds and we thought 
we could get by with a drug store for 
every two thousand people. I think it is 
running with us better than that; I think 
it is now one every twenty-five hundred 
people. That is a rather more comfortable 
number and a great deal better for all 
of us. 

This question of substituting capital in 
the way that Mr. Hutchins presented is 
a very startling affair. It would be 
greater if we could switch those people 
into the banks. Can’t you do that, Mr. 
Hutchins? 

Mr. Hutchins:—I 
and I object. 

Mr. (ibson:—It is the thing that ought 
to be done. Let the banks do it; that 
is a great dea] better. We know how 
full the banks are now of money and 
what a hard time we are having in get- 
ting rid of it. Let's do that. Let’s 
switch them in. If a man comes along 
and wants to borrow from us, tell him 
to go to the bank. Let the banker take 
care of him. You can do it in 50 per- 
cent of the cases and get away with it. 
It is all right. Let’s stop it anyway. 
Don’t let it grow. If it is getting the best 
of us, let’s quit. Switch it another way. 
It certainly is a great evil. 

I was greatly impressed with what Mr. 
Hutchins said about mercantile agencies. 


am a banker also, 
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I have been absolutely disgusted with 
them out our way and I supposed it was 
local. I didn’t know it was that way 
everywhere. Certainly it is disgraceful 
the way they treat us. You send in for 
a report and you Will find it is dated a 
year back. Then it is no good for any- 
thing. If it was up-to-date, it wouldn’t 
be good for much. (Laughter). Cer- 
tainly we are paying our money for that 
service and we don’t get it. Have you 
any remedy, Mr. Hutchins? 

Mr. Hutchins:—I have undertaken it 
but all I get is kicks. I think you will 
find in my report this statement :—That 
the local agencies, especially in the 
larger towns of perhaps 155,000 to 160,- 
000, are operating on percentage basis 
of the business they get. That takes 
the vitality out of it. 

Mr. Gibson :—That is very bad. I don’t 
know how serious it is with the rest of 
you. We have got to the place where 
we don’t depend on them at all. We have 
to have our own sources of information. 


President Moxley :—Thank you, 


gentlemen. 


Thirty-four years ago it was our only 
source of information. We depended on 


the mercantile agencies entirely. Now we 
can’t depend on them at all. Something 
really ought to be done about it. 


Mr. Cowan:—lIn reading over this re- 
port, one of the most important points 
to my mind is the statement to get the 


manufacturer to recognize the legitimate 
distributor, either exclusively or with a 
differential. Now that so many manufac- 
turers are beginning to recognize the joh- 
ber as a legitimate source of distribution, 
and giving us all the benefits of their 
advertising, we should do all in our power 
to. give them the best co-operation pos- 
sible, 

In the matter of discounts, while every 
territory has its own local situation, it 
seems that there ought to be some matter 
on which we could all get together and 
establish a certain set of discounts of 
some sort to do away with all these 
various discounts which we are now offer- 
ing. 

Mr. about having 


Gibson’s remarks 


the banks make these loans are very interesting, but out our way our banks are pretty 


hard-nosed when it comes to making capital loans. 


They are willing to loan for 


current business needs, but not for capital needs. 
It seems to me, gentlemen, that we should have this particular feature brought 


before our Board of Control for consideration and restatement. 


If we want to renew 


the old resolution, which I believe is proper, of fewer and better drug stores and a 
cGeclaration of our policy in this matter, which is one of very great interest, not only 
fo us as competitors, but to the retail field, it would be well to refer this back to the 


Board of Control. 
be referred to the Board of Control. 
and it will be so ordered. 


So this report, with your consent, with the remarks thereon, will 
Have I your consent? 


I assume that I have 


_I have several announcements to make, one in regard to the railroad certificates. 
You men who come only from a short distance may figure that it is not of sufficient 


interest to turn in your certificates 


at the registration office, 


but by doing so, 


so that we get a total of two hundred and fifty, you will effect a very large saving to 
your members who come from a distance, and I hope every one of you will turn in 


your railroad certificates by this noon. 


I want to repeat again the notice in regard to the meeting room for our associate 
and manufacturing members, Room 416, that they may meet tonight, if they so desire, 


while we are holding our executive session. 


Remember about the executive meeting 


which will be held in the Japanese tearoom at eight o’clock. The Japanese tearoom is 
on the level of the office floor in the northeast corner of the building overlooking 


the Boardwalk. 
please make it a 


Regardless of what 


d dinner engagements 
point to be on hand at 
important matters that need to be threshed out. 


you have, will you 
eight o’clock? There are several 
And then we have a wonderful 


entertainment for you in the appearance of “Roxy” and his gang, which will start 
at nine; if we can get promptly under way we will get you out in time for most of that 


entertainment. 


There is another matter :—Samuel Moffatt just brought in a few moments ago some 
pictures of our first president, James J. Richardson, with the statement that if there 
are any here who knew Mr. Richardson and who would like to have a picture, he 


would be very glad to supply them. 


He brought a dozen down with him. 


You 


will just apply to the secretary if you wish one of them. 
The official group photograph will be made immediately after this session at the 


Brighton avenue entrance to the hotel. 


A stand is erected for this picture, and we 


weuld like to see everybody there in order to make a good representative group. 


Bring the ladies. 
entrance. 


r Brighton avenue is at the south side of the hotel, right at the 
We ought to get a good picture. 


The next order is a report on our memorials of deceased members, by Harry J. 


Schnell, 


Harry J. Schnell presented the prepared report of the Committee on Memorials of 


Deceased Members as follows :— 


Report of Committee on Memorials of Deceased 


_ Change, as someone has wisely said, our Constitution was so changed as to 
is the only thing that is permanent. provide for a standing Committee on 


Death is something we can be absolutely 
sure of. These two facts have been 
deeply impressed upon the mind of the 
chairman of this committee throughout 
the many years he has been preparing 
his reports. Associated with him on this 
committee, at one time or another dur- 
ing the eighteen years of his chairman- 
ship, have been thirty members, and of 
these he has been called upon to prepare 
memorials for no less than half. Dur- 
ing the period mentioned it has been the 
painful duty of this chairman to bring in 
memorials to a total of nearly four hun- 


dred deceased members, of the slightly 
less than seven hundred whose deaths 


are recorded in our official proceedings. 

In looking over the names of our fel- 
lows who have preceded us hence, the 
chairman has been reminded of the high 
character and constructive ability of the 
individuals who constitute this body’s 
personnel. In a large majority of cases 
those who have been subjects of memo- 
rial sketches reacifed and held com- 
manding positions in their own firms by 
exhibiting a large capacity for manage- 
ment. In Many instances their talent 
for business amounted almost to genius. 
As citizens they were valuable assets of 
the country, and as friends and co-owork- 
ers those of us who knew them best ap- 
preciated them most highly. The mag- 
nificent structure which the founders of 
and the early leaders in our association 
have left to us is a monument to their 
wisdom and to their unselfish labors for 
the common good; and it is at the same 
time a fitting indication of the large and 
important part our trades play in the 
commerce of the country and of the 
world. 

Of the forty-eight men whom we have 
elevated to the highest office in our or- 
ganization and who, in turn, have put 
forth their best efforts for the advance- 
ment of the interests of our trades, thirty 
have completed their earthly labors and 
have been called to their final rewards. 
Every one of these men was an outstand- 
ing figure in the business life of the city 
in which he lived, and most of them took 
leading parts in the civic, educational, 
social, charitable and similar activities 
of their respective communities. On our 
own organization these officials made a 


deep and lasting impression, whether all 
of us now present and carrying on the 


work are constantly mindful of that fact 
or not. Truly it may be said of each of 
them that “he builded better than he 
knew.” Most of these members had at- 
tained at least middle age before their 
elevation to the presidency, which may 
be assumed to account for the high rate 
of mortality among them. As they have 
passed on their mantles have fallen upon 


worthy shoulders, and the good work 
which they so willingly and conscien- 
tiously did is well continued by successors 
who draw inspiration from their ex- 
amples. 

While we, at our fiftieth meeting, are 


looking back over the past, it may not be 
out of place for this committee to put 
on record a few points of a historical 
nature. In the earlier years of our asso- 
ciation there was no standing committee 
on memorials. Back in the eighties the 
president usually appointed from the 
chair a special committee on_ obituaries. 
Later the names of the members of the 
obituary committee were printed in our 
annual proceedings with those of the 
regular standing committees. In 1892 


Memorials of Deceased Members and that 
year the first such committee was ap- 
pointed. During the year preceding not 
only the chairman of the Committee on 
Obituary Notices, Peter W. Bedford, but 
the member who ranked next to him, Dan- 
iel Stewart, had passed away, and the 
duty of preparing the report fell upon 
- third member of the committee, E. H. 
ance, 


From the time of the amendment to our 
constitution providing for a Committee 
on Memorials of Deceased Members until 
1906, the chairmen of this committee 
were, in 1892-93, Thomas Lord; 1893-98, 
William A, Robinson; 1898-99, J. C. Fox; 
1899-1901, A. W. Claflin; 1901-02, C. W. 
Snow; 1902-03, C. F. G. Meyer; 1903-04, 
J. F. Cowee; 1904-05, Charles H. Pettet; 
and 1905-06, Charles W. Whittlesey. 
From 1906 to the present the chairman 
now speaking has held that position. In 
this connection he hopes that he will be 
pardoned for digressing to say, with 
mingled pride in your continued approval 
ot his efforts and thankfulness for hav- 
ing been so long spared to be of use, that 
our records fer the almost half century 
of the existence of this association do 
not show that any other committee chair- 
man ever served for as many as eighteen 
years, or for any number of years even 
approaching eighteen. The fitting prac- 
tice of publishing likenesses of the de- 
cedents as a part of the report began in 
1903, as a result of a motion made by 
that most. affectionately remembered 
member and one-time president, Thomas 
F’. Main. 

In the present report your chairman 
finds it necessary to bring in memorials 
to twenty-eight deceased members, twenty 
of whom were in the active class, includ- 
ing three former presidents, and eight of 
whom were associates. The former presi- 
dents were Charles F. Weller, Theodore 
EF. Meyer and Robert H. Bradley. of 
these Colonel Weller was the oldest. In- 
deed it may be said of him that he was 
one of our pioneers, as he was with the 
house of Richardson when its then head, 
James Richardson, in 1876, assisted in 
establishing our association and became 
its first president. Colonel Weller and the 
association grew and developed together 
and after he had served as its president 


he continued to attend its meetings, take 
an important part in its work, as com- 


mittee chairman and otherwise, and shed 
a mellow good cheer upon all about him. 
Mr. Meyer was next in age and seniority. 
In his active days he was a power in our 
organization, but poor health prevented 
him from taking part in its deliberations 
during the later years of his life. The 
death of Mr. Bradley removed a man who 
was so well beloved by all who gather 
with us, who was so vibrant with life, 
so constant in carrying out the prompt- 
ings of a warm heart and a brilliant mind, 
such an influence for good in our coun- 
cils, and such a genial spirit in and out 
of the meetings, that each one af us feels 
that he has lost a personal friend and 
that the association has been deprived of 
the services of one who took a leading 
part in keeping it what we are all pleased 
to have it be—a live thing with ideals 
rather than a machine to turn out routine 
work, 

During the year one house, the Coffin- 
Redington Company, has been most un- 
usually stricken, having been deprived by 
death of its president, its vice-president, 
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and its assistant manager, while another, 
the Behrens Drug Company, has sustained 
the loss of its president and of its secre- 
tary-treasurer, 

It seems hard to realize that we shall 


never again grasp the warm hands or 
hear the cheerful greetings of our de- 
ceased brethren as we gather in annual 


convention, But yesteryear many of 
them were among us, giving us the bene- 
fit in counsel of their experience and add- 
ing to the pleasure we derive from com- 
mingling in a social way. Today their 
seats are filled by others upon whom de- 
volves the task of keeping our associa- 
tion in step with the progress of the times. 
If our members generally so keenly feel 
the losses we have sustained, how much 
more must those be saddened who came 
into daily business contact with the de- 
ceased, and how bereaved must be their 
families. Both to the former business 
associates of the subjects of these memo- 
rials and to their sorrowing relatives our 
sympathies go out unstintedly. 

Biographical sketches of our deceased 
members, all too brief to do their sub- 
jects justice, are appended :— 


James C. Carter 


Carter’s Ink Company, Cambridge, 
Mass. 
. 1849-1923 


James Richard Carter, treasurer of the 
Carter's Ink Company, Cambridge, Mass., 
died September 13, 1923. He was born at 
Boston, January 4, 1849, so was in his 
seventy-fifth year at the time of his 
demise. During the greater part of his 


long and useful life he was a leading 
figure in the paper trade of his native 
state, and a _ persistent and effective 


worker for the betterment of the port of 
Boston. 

Mr. Carter was the son of Richard B. 
Carter and Lucy Hobart Carter. He 
received a good primary education, al- 
though a physical breakdown prevented 
him from entering Harvard. Travel and 
exercise in Minnesota and in Europe re- 
stored his health, and in 1871 he, with 
Fred Rice, established the paper busi- 
ness which is now conducted by the Car- 
ter, Rice and Company Corporation. Mr. 
Carter’s father had been in the whole- 
sale paper business with Alexander H. 
Rice, subsequently governor of Massa- 
chusetts. After the death of the elder 
man, the subject of this sketch purchased 
and liquidated the business. 

Mr. Carter became treasurer of the 
Carter’s Ink Company on the death of his 
brother, John W. Carter, in 1895. He 
was also treasurer of his own big cor- 
poration; president of the Nashua 
Gummed and Coated Paper Company, of 
Nashua, N. H.; president of the Carso 
Paper Company, of Dansville, N. Y.; and 
president of the Carter, Rice and Carpen- 
ter Paper Companyfi of Denver, Col. In 
January, 1898, he was elected president 
of the Boston Merchants Association, and 
he was president of the Boston Paper 
Trade Association during 1895 and 1896. 

in religious matters Mr. Carter was a 
follower of Swedenborg, and took a most 
prominent and helpful part in the affairs 
of the New Church. He was also a lover 
of outdoor sport and a member of several 
country clubs as well as of civic and com- 
mercial bodies at Boston and at Newton. 
He resided at the latter place. He had 
traveled extensively. 


In 1873 Mr. Carter married Miss Carrie 
Giles, of Philadelphia, who preceded him 
to the grave by a few months. Of the 
seven children born to them there are 
now living Miss Evelyn Carter and 
Hubert L. Carter, both of Newton; and 
Winthrop L. Carter and Eliot A. Carter. 
both of Nashua, N. H. 


John W. Donnell 


White Rabbit Dye Company, St. Louis, 


Mo. 
1847 -1923 
John Walter Donnell, president of the 
White Rabbitt Dye Company, of St. 


Louis, Mo., died September 28, 1923. at his 
home in Webster Groves, Mo., at the age 
of seventy-six years, 

Mr. Donneli was born February 22, 1847, 
at Carrollton, Ohio, the son of James H. 
and Annie Lea Donnell. He received his 
early education in the public schools of 
Ohio. 

When still a young boy, Mr. Donnell 
started clerking in a drug store in Ohio. 
In 1862 he moved, with several of his 
older brothers, to Colorado, where he 
clerked in a general store and did a little 
mining. In 1867 he went to St. Joseph, 
Mo., where he lived one year, and then 
moved to St. Louis, to take a position 
with Vandnates, Loke: & Co., wholesale 
druggists. Two years later Mr. Donnell 
became business manager of the A. A. 
Mellier Drug Company, and served in that 
capacity until 1872, at which time, wre 
his brother-in-law. he established tu 
wholesale drug firm of Donnell, Tilden 
& Co. Three years later this firm con- 
solidated with Wengler, Blow & Co., and 
became the St. Louis Drug Company. At 
the end of a year a disastrous fire put 
that compary out of business. In March, 
1877, Mr. Donnell organized the Donnell 
Manufacturing Company, with himself as 
president, and engaged in the manufac- 
ture of grocers’ sundries and druggists’ 
specialties. 

The White Rabbitt Dye Company was 
organized in 1910, with Mr. Donnell as its 
president, and in this position he re- 
mained until his death, 

At one time Mr. Donnell was a trustee 
of the Church of the Messiah (Unitarian). 
He was a member of the Missouri His- 
torical Society, Ohio Society, a _ thirty- 
second Mason, and a Knight Templar. He 
was a self-made man and a tireless 
worker in every activity he undertook, 
never having been known to take a vaca- 
tion. He was faithful to nis friends, had 
a smile for everybody, was kind hearted 
and charitable, and will be greatly missed 


by all who knew him. 
Mr. Donnel] was twice married. First 
in 1872 to Miss Maria Tilden. Two 


children blessed this union, John T. Don- 
nell and Mrs. Will S. Thompson. In 1886, 
several years after the death of the first 
wife, he married Miss Fanny M. Bartlett, 
at Godfrey, Ill., who survives him with 
two sons, Walter Bartlett Donnell and 
Everett Maleolm Donnell. Another son, 
Harold C. Donnell, died in China in 1915 
while in the United States Navy. 
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John W. Parry 


Merck & Co., New York 

1857 - 1923 
Parry, second vice-president 
and assistant secretary of Merck & Co., 
of New York, died at his home at Mt. 
Vernon, N. Y., October 29, 1923, after an 
illness of several months. 

Entering the employ of Merck & Co., 
as a junior clerk in the early eighties, 
Mr. Parry served in various Capacities, 
always having in mind the best interests 
of his employers. In 1898 he was ap- 
pointed manager of the Chicago branch of 
the firm, and after several years of suc- 
cessful effort in this capacity was re- 
“alled to New York upon the incorporation 


John W. 


of the business and was elected to the 
offices mentioned, which he held to the 
time of his death. 

Mr. Parry was born at Lancashire, 
England, in 1857. Before coming to 
America he studied law in London. His 
life was his business and his home, and 


particularly during recent years he rarely 
came into contact with the outside world. 
He was a man of the strictest integrity 
and always made it a point to consider 
the interests of others. His relations with 


the officers of his company and the em- 
ployes as well were very close. Each 
one of them knew that in Mr. Parry 
he had a friend. 


William C. Orr 


Orr, Brown & Price Company, Colum- 
bus, Ohio 
1844-1923 
William C. Orr, president of The Orr, 
Brown & Price Company of Columbus, 
Ohio, passed away at his residence in that 


923. He was seventy- 


ce ty December 11, 
nine vears of age and had been in the 
drug business for sixty-three years. 

Mr. Orr was born in County Down, 
Treland, but was brought to America at 
the age of six years. He was associated 
for a number of years with the Graham 
Drug Company, of Zanesville, Ohio, be- 
fore going to Columbus. On January 1, 
1880, Mr. Orr, with Joshua PD. Price, who 
had been a fellow-employe of his in the 


Graham store, and W. C. Brown formed a 
partnership to conduct a wholesale drug 
busin at Columbus. Their first store 


was located near High and Spring streets, 


SS 


and they made several moves. before 
going into their present building on the 
southeast corner of Spring and Front 
streets, that city. Tnis structure has 
been occupied for over fourteen years, 
having been completed in April, 1910. 

The company was originally a partner- 
ship but it was incorporated in 1910, at 


which time Mr. Orr became its president, 
Mr 


Mr. Price its vice-president, and 
Brown withdrew. 

Mr. Orr was a thirty-second degree 
Mason, a member of Mt. Vernon Com- 
mandery. He is survived by his wife; 


one son, William B. Orr; a daughter, Mrs. 
Ellsworth Scott, of Cambridge, Ohio: two 
sisters, Misses Sarah and Mary Orr, both 





of Zanesville, Ohio: and two. brothers, 
George T. Orr, of Zanesville, and Samuel 
Orr, of Columbus, the later being asso- 


the 


William F. Reinig 


Wholesale Drug Company, 
Pueblo, Colo. 


1867 - 1924 

William Frederick Reinig, manager of 
the Pueblo Wholesale Drug Company, of 
Pueblo, Colo., died suddenly in his auto- 
mobile January 9, 1924. He had never 
fully recovered from an operation for 
stomach ulcer performed the March pre- 
ceding and his heart was weak. He was 
in his fifty-seventh year, having been 
born at Des Moines, Iowa. September 11, 
1867, of parents who had been brought 
to America from Germany in their child- 
hood. 


ciated witt company. 


Pueblo 





After an elementary education and a 
course at business college, Mr. Reinig 
became a bookkeeper and later, when 
nineteen years of a a drug clerk. In 
the latter capacity he worked for J. C. 
Webster, of Shenandoah, Iowa. Later he 


was in business for himself in Missouri 
until 1901, when he moved to Pueblo and 
there continued in the retail business until 





1906. He then took a position there as a 
bookkeeper with the Taylor Drug Com- 
pany, which concern became the Pueblo 
Wholesale Drug Company, of which he 
was manager at the time of his death. 
In search of health he had for a short 
time worked at Leadville, Colo. Mr. 
Reinig was thorough in his work, believ- 
ing that what was worth doing at all 
was worth doing well, and so gained and 
held the confidence of all with whom he 
was associated. 

In civic and religious circles the de- 
ceased stood high, and was active in 
matters looking to the betterment of con- 
ditions in these circles. He was an of- 
ficer in the Christian Church for twenty 
years. His home and his flowers were 
his hobby. 

Mr. Reinig married Miss Cora M. Ship- 
ley, of Ravama, Md... and to them was 
born a daughter, who died at the age 
of seventeen. Mrs, Reinig survives and 
resides at Louisville, Ky. \ brother, 
Charles E. Reinig, of White Swan, Wash.. 
and two sisters, Mrs. Ida M. Failor, of 
Reno, Nev., and Mrs. William B. Thomas, 
of Los Angeles, Cal., also survive. 

Michael J. Owens 
Owens Bottle Company, Toledo, Ohio 
1859-1923 

When within less than a week of his 
sixty-fifth birthday and while attending 
a meeting of the directors of the Owens 
Bottle Company, Toledo, Ohio, of which 


Michael Joseph 


he was vice-president, 
Although 


Owens died December 27, 1923. 


a man of great wealth, as well as one 
who had been the means of making for- 
tunes for others, Mr. Owens had never 
ceased to work, and so died, as he had 
wished to die, in harness. One of a large 
family of a miner who had come to this 
country from Ireland, and without more 


than a rudimentary school education, Mr. 
Owens by his own ability achieved so 
much that when he died one of the papers 
of his city said editorially that “Toledo 
probably owes more to him in a material 
wav than to any other individual in the 
community.” His partner and one-time 


DRUGS, PAINTS, OILS, FERTILIZERS 


employer, E. D. Libbey, has said of him 
that “he has done more to advance the 
art of glass manufacturing than any other 





person du g the last fifty years.” 

Mr. Owens was born January 1, 1859, 
in Mason County, West Virginia (then 
Virginia). He was a son of John and 


Mary (Chapman) Owens, who were na- 
tives of County Wexford, Ireland. When 
the lad was ten years of age the family 
moved to Wheeling, W. Va., and he se- 
cured work in a glass factory. When he 
was fiiteen years of age he was a full- 
fledged glass-blower. In 1888 he went to 
Toledo to work for E. D. Libbey as a 
glass-blower in the newly established 
plant of The Libbey Glass Company there. 
Three months after his arrival he was 
made superintendent, and at the World’s 
Fair in Chicago he had charge of the 
great display of the Libbey Company. 

In the early nineties Mr. Owens began 
to construct a machine to make bottles. 
Others who had tried and failed said that 
such a machine was impossible. Mr. 
Owens proved them wrong. His first 
patents were for machines to make tum- 
blers and lamp chimneys, and it was not 
il 1903 that the Owens bottle machine 








un 
began to turn out good bottles automati- 
cally. As improved from time to time 
since then, the machine will now blow as 
many as 3,000,000 bottles in twenty-four 
hours. Mr. Owens also made many im- 


provements in the methods of producing 
sheet glass, and was an officer in several 
glass-making companies. 

Among Mr. Owens’ many other 
plishments was an ability to speak 
ently and persuasively in public. He was 
a member of the Toledo Club, the In- 
verness Club, the Cylvania Golf Club, 
the Country Club at Lancaster, Ohio, and 
a number of other social organizations, 
and was also a Knight of Columbus. 


accom- 


flu- 





Mr. Owens was married to Miss Mary 
McKelvey in 1890 and to them was born 
a son, John Raymond Owens, and a 
daughter, Mrs. A. R. Beesch. 


Harry C. Risher 
Behrens Drug Company, Waco, Texas 
1865-1924 


Harry C. Risher, secretary-treasurer of 


the Behrens Drug Company, of Waco, 
Texas, died January 11, 1924. He had 
been a resident of that ci for nearly 





connected with the drug 
for three decades. In 
our third vice-president. 
s born at Austin, Texas, 
March 31, 1865, and went to Waco when 
he was only twenty years of age, having 
been graduated with honors by the Phila- 
delphia College of Pharmacy. 


forty years and 
business there 
1917-18 he was 

Mr. Risher w: 








He founded 





there the Risher Drug Company, later 
known as the Powers-Kelly Drug Com- 
pany, and now conducted by the Hardin- 
Kelly Drug Company. Upon the reor- 


ganization of the Behrens Drug Company 
following the death of Mr. Behrens in 
1905, he became its sécretary-treasurer. 

In his business life Mr. Risher was 
frank, helpful and implicitly trusted by 
all with whom he came into contact. 
Many young men in the drug business 
have been helped by him when their out- 
look did not seem bright. In the socia! 
and civie life of his adopted city he was 
as prominent as he was in business. Dur- 
ing his entire adult life he was a mem- 
ber of the Protestant Episcopal Church, 
part of the time an official. 

Surviving our deceased member are his 
wife, who was Miss Agnes Peel of Mont- 
gomery, when he married her in 180, 
and two daughters, Mrs. C. J. Cartwright 
and Miss Katherine Risher. 


Abraham E. Smith 





as 





Columbia Drug Company, Savannah, 
Ga. 
1850-1924 

Abraham E. Smith, president of the 
Columbia Drug Company, of Savannan, 
Ga., died February 2, 1924, following an 
attack of influenza. He had been ill tor 
about one week. 

As he was born January 12, 1850, at 
Huetenbach, Bavaria, Mr. Smith had just 
passed his seventietii year at the ime of 
his demise. He came to this country in 
1865 immediately after the Civil War. 
Locating at Savannah, he worked as a 


clerk in a dry goods store for three years, 
and then went to Bainbridge, Ga. At the 
latter place he was engaged in business 
for himself as a general merchant for 
fifteen years. In 1883 he disposeu of his 
business at Biinbridge and returned to 
Savannah, where, with two brothers, he 
engaged in the wholesale grocery busi- 
the style of the firm being Smith 
LGrothers. 

In 1900 Smith Brothers liquidated their 
business and the subject of this memorial 
organized the Columbia Drug Company 
to embark in the wholesale drug business. 


ness, 





He became its first president and filled 
that position until his death. He guarded 
the interests of his employes sedulously, 
always advancing them rather tian bring- 
ing employes from the outs‘de to put in 
positions over them; four of the five di- 
rectors of the company began as office 
boys in its employ. 


Despite his age, Mr. Smith was a robust 
man and in excellent physical condition 
until the November before his death, when 
his wife, Flora H. Smith, died. From 
that time his health began to fail. Three 


daughters and one son, Jacob G. Smith, 
survive. The son has been associated 
with the Columbia Drug Company since 
its organization. 
Henry R. Fisher 
Piso Company, Warren, Pa. 
1882-1924 

Henry Ross Fisher, president of the 
Piso Company, of Warren, Pa., and one 
of the best known and most progressive 


of the younger business men of that city, 


died February 10, 1924, following a 
hospital operation. He was only forty- 
two years of age, his birth having oc- 
curred January 21, 1882. He was a son 


of Dr. Henry M. and Mary Talbot Fisher, 
and was born at Akron, Ohio, where he 
attended the public schools. He after- 
ward went to Western Reserve University 
and to Cornell University. - 

Mr. Fisher had been connected in an 
executive capacity with the Piso Com- 
pany for several years. Upon the deatn 
of W. A. Talbot, its secretary and treas- 
urer, in 1918, its president then being 





Mrs. Mary Talbot Fisher, he was chosen 
to direct its affairs. On October 21, 1921, 
a reorganization and recapitalization of 
the business was effected, and Mr. Fisher 
was chosen its president, treasurer ana 
general manager. 





Mr. Fisher was a member of Trinity 
Memorial Episcopal Church, Conewango 
Club, Conewango Hunting and Fishing 


Club, and the Conewango Valley Countrv 
Club, and was a director of the Citizens’ 
National Bank of his city. 

October 1, 1903, Mr. Fisher was united 
marriage to Miss Ethel S. Wood, of 
who, with three sons, Henry, 
and Thomas, survives. He also 
left a brother, Frank T. Fisner, of New 
York, and a sister, Mrs. W. L. Sawyer, 
of Hudson Falls, N. Y. 


Edwin McClellan 
Foster-Milburn Company, Buffalo, N. Y. 
1861-1924 


Edwin McCiellan, vice-president of the 
Foster-Milburn Company, of Buffalo, 
N. Y., died suddenly of heart trouble in 
London, England, January 30, 1924. 

Mr. McClellan was born at Argyle, N. Y., 
April 25, 1861, the son of John A. McClel- 
lan and Mary Jane Gilchrist McClellan. 
His education was obtained in the dis- 
trict schools, in an,academy, and at Yale, 
at which latter institution he was grad- 
uated with the class of '84. At college he 
was a member of Psi Upsilon, Scroll and 
Key, and of glee clubs, and was financial 
editor of the “Yale Courant.” After his 
graduation, Mr. McClellan taught one 
year in a private school at Cincinnati, 
then went into business and for several 
years was connected with the McMillan 
Typesetting and Distributing Company. 
For about seven years he was in charge 


in 
Warren, 
Francis 








of advertising for the W. T. Hanson 
Company, of Schenectady, and in 1898 
became connected with the Foster-Mc- 


Clellan Company. of Buffalo, with head- 
quarters in London. 

Mr. McClellan was a member of the 
Yale Club of New York City, the New 
York University Club, the Adirondack 
League Club, the Mohonk Golf Club, the 
Hoosick Falls Golf Club, the Tourists’ 
Club of Canada, the American Club of 
London, and the Stokes Pogis Club of 
England. 

The charities of the deceased were 
numerous and varied, among them being 
the Mary McClellan Hospital, of Cam- 
bridge, N. Y., built and equipped in honor 
of his mother and considered one of the 
best equipped small hospitals in the 
United States; the Yale Alumni Fund and 
the Yale in China College, for which 
latter he erected a memorial building. 
He was a man of modest and retiring 
disposition and of kindly characteristics 
that endeared him to all who knew him. 

Surviving our departed member are his 
widow, Mrs. Helen Livingston Mvynderse 
McClelian:; his mother, Mrs. Mary McClel- 


lan; two brothers, Robert, of Cambridge, 
N. Y., and Frank W., of Schenectady, 
N. Y.; and two sisters, Mrs. Caroline 


Smith, of Schenectady. and Mrs. Thomas 
Johnsop, of Atlanta, Ga. 


Adam Pfromm 


Adam Pfromm & Co., Philadelphia, Pa, 


1849-1924 

Adam Pfromm, who as boy, partner, 
and sole proprietor had been in the whole- 
sale drug business at 233 North Second 
street, Philadelphia, Pa., for over sixty 
years, died February 18, 1924, in his 
seventy-fifth year. It is understood that 
the business will be continued for the 


sstate under the management of Allen H. 
Smith, who has been connected with it 
for thirty-two years. 

Mr. Pfromm came to this country in 
1856 from Hesse, where he was born July 


7, 1849, the son of George and Barbara 
KE. (Scheer) Pfromm. For the next six 
years he attended the public schools of 


Philadelphia, and on July 12, 1863, being 
then just fourteen years old, he entered 
the employ of Alfred E. Wiltberger. Mr. 
Wiltberger’s business had been established 
at the address first above given Dy 
Thomas Wiltberger, in 1815. In 1848 the 
founder was succeeded by his son, Alfred, 


who was succeeded by his brother, Davida 
S. Wiltberger, in 1872. On the death of 


the latter, in 1897, Mr. Pfromm and Isaiah 
formed 


H. S. Kindig, a fellow-employe, 
the firm of Pfromm & Kindig and con- 


tinued the business. Mr. Kindig died in 
1906 and the following year a sketch of 
his life appeared among our memoriais. 


From that time on the business was con- 


ducted by Mr. Pfromm alone under the 
name of Adam Pfromm & Co. In 1923, 


in bt 








at the end of his sixtieth year : 
ness, Mr. Pfromm’s friends staged a lit- 
tle celebration for him. He was the old- 
est wholesale druggist at Philadelphia, 
and greatly respected for his upright 
business principles. 7 
Our departed member was closely af- 
filiated with Zion’s Reformed Church of 


Philadelphia. He entered its Sunday 
school sixty-seven years ago was its sec- 
retary for fifty years and superintendent 
for twenty years. For fifty-seven years 
he was a member of the consistory. He 
was also a member of the Philadelphia 
Drug Exchange, and at one time its presi- 
vice-president of 





dent. Ffe was_ second 

our association In 1919-20. He was also 
one of the founders of the Protestant 
Home for the Aged, at Lawndale, Phila- 


the 
and 


Philadelphia 


delphia, a member of / 
the Philadel- 


Chamber of Commerce 


phia Board of Trade. 

Mr. Pfromm and Matilda E. Semmel- 
roth were married in 1874. She died in 
1906. Of the four children born to them 
a son, David A., and a daughter, Elda 
E., survive. There are also two brothers 


living. 


John J. Powers 


Behrens Drug Company, Waco, Texas 
1867 - 1924 
John J. Powers, president and general 


manager of the Behréns Drug Company, 
of Waco, Texas, died there February 18, 
1924, after an illness of a year. 

Mr. Powers was born in Mississippi 
December 19, 1867, and when a young 
went to Athens, Texas, and entered 


man 
the drug business. He moved to Waco in 
1906, and there with Clarence Kelly 


formed the Powers-Kelly Drug Company, 
the business now conducted by the Har- 
din-Kelly Drug Company. About six 


October 1, 1924 


29 


years ago he entered the Behrens Drug 
Company and soon was elected its presi- 
dent and general manager. 

_Mr. Powers was active and liberal in 
all matters connected with the advance- 
ment of his adopted city. He was a di- 
rector and member of the executive com- 
mittee of its Chamber of Commerce, di- 
rector of the Cotton Palace, member of 


the School Board, a Mason and an officer 


of the Waco Building and Savings As- 
sociation, of the Waco Twine Mills, and 
of other institutions. He was a member 
of the Methodist Church and a regular 
attendant as long as his heaith would 
permit. 

The deceased is survived by his wife; 
two sons, J. V. and F. W. Powers, of 
Waco, and a stepson, D. R. Coleman, of 


Dallas, 


William H. Kuebler 


Roeber & Kuebler Company, Newark, 


N, ds 
1887 - 1924 
_ William H. Kuebler, only son of Wil- 
liam O. Kuebler, president of the Roeber 


& Kuebler Company, of Newark, N. J., 
and himself a vice-president of that cor- 
poration, died February 22, 1924. He 
was born Jury 7, 1887, so was only thirty- 
six years old. 

_ From high school the young man went 
into his father’s office, and from the posi- 
tion of office boy worked his way up by 
degrees to the receiving and billing de- 
partment. He then became a traveling 
salesman. After ten years of road sales- 
manship, in which he was very success- 


ful, he was, in 1922, made a buyer, and 
admitted into the firm and elected sec- 
ond vice-president, the position he held 
at the time of his death. 

Mr. Kuebler belonged to several busi- 
ness and social organizations, including 
the New Jersey Traveling Men’s Asso- 
ciation, and the Travelers’ Auxiliary of 


the New Jersey Phramaceutical Associa- 
tion. His wife survives, with a son and 
daughter. 


Edgar L. Patch 
E. L. Patch Company, Stoneham, Mass. 
1851-1924 





When Edgar Leonard Patch died at 
his home at Stoneham, Mass., February 
27, 1924, the long and useful ¢areer of 
one who as manufacturing pharmacist, 
as chemist, as teacher, as citizen, as 
church worker and as family man, had 
measured up to high ideals, came to a 
close. Mr. atch was in his seventy- 
second year at the time of his e, 





having been born December 2, 1851. He 
was a native of Spencer, Mass., but spent 
} early years at Worcester and at 
Clinton. The death of his father placed 
upon his shoulders when he was a mere 
jad the responsibility of caring for his 
mother and younger brothers and sisters 
and compelled him to leave school, but 
by private study and extensive reading 
he became a man of learning and culture. 











After doing various kinds of work as a 
boy he became clerk in a Clinton drug 
store. At the age of eighteen years he 
went to Boston, and in less than two 
years was junior partner in the firm of 
Canning & Patch, Green and Chambers 
streets, that city. It was here that the 
manufacturing business gradually de- 
veloped until in 1889 the E. L. Patch 


Company was incorporated to carry it 
on and began its operations at Stoneham, 








to which place Mr. Patch had moved. 

_At the age of twenty-one years, Mr. 
Patch was graduated by the Massa- 
chusetts College of Pharmacy with high 
honors, and later gave that institution 
long service as trustee, as treasurer, and 
as professor of the theory and practice 


of pharmacy. He is credited with having 
taken the leading part in the movement 
which resulted in the erection of the new 
college building in 1885, and in so inter- 
esting George R. White that he gave 
the magnificent edifice that now houses 
the college. 

Mr. Patch was 
ganizations. He 


active in druggists’ or- 
was a life member of 


the American Pharmaceutical Associa- 
tion, which he joined in 1872. After 
having served that organization in many 





other capacities, he was elected its presi- 


dent at the World’s Fair meeting at 
Chicago in 1893, The papers he con- 


tributed to the association form a 
nent addition to pharmaceutical 
edge In 1917 he was president 
Boston Druggists’ Association. 


perma- 
know!l- 
of the 








In addition to his professional activi- 
ties. Mr. Patch took an active interest 
in local affairs He served for sixteen 
years on his town’s finance committee, 
and the carrying on of the work of the 
Young Men’s Christian Association at 
Stoneham was largely the result of his 
efforts. He was fifty years treasurer 
and thirty years deacon of the First 
Baptist Church of Stoneham. He was 
also president and a trustee of a local 
Old People’s Home, 

His wife, who was Miss Matilda 


Ferguson, of Amherst, N. S., preceded him 
in death by about a year. Six children, 
James A., Claude E., Arthur L., Ralph 
t., Ernest L., and Miss Esther M. Patch, 


survive. talph R. succeeds his father as 
president and treasurer of the company 
and James A. becomes the vice-president 


in charge of manufacturing. 


Thomas Kreuzer 


Will & Baumer Candle Company, Inc., 
Syracuse, N. Y. 
1869 - 1924 
For the third time in less than two 
years the Will & Baumer Candle Com- 


pany, Inc., of Syracuse, N. Y., has been 
robbed by death of an officer high in its 


councils, each of them a comparatively 
young man. Thomas Kreuzer, treasurer 
of the company, fifty-five years of age, 


died March 11, 1924, after an illness of 
but two days. His son had been killed 
in an automobile accident some three or 
four months previously, and the father, of 
course, had been much depressed by this 
sad event. Edward Baumer, vice-presi- 
dent of the company, died in May, 1922, 
at the age of forty-one, and Anthony Will, 
its president, in September of the same 
year, aged fifty-eight years. 

Thomas Kreuzer was born at Baltimore, 
Md., January 26, 1869, the son of Chris- 
topher and Barbara Kreuzer. He was 
educated in the Baltimore grammar 
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schools and in St. Vincent’s College, at 
Beatty, Pa., an institution conducted by 
the Benedictine Order. After completing 


his college course, he went to Syracuse, 
where, in 1893, he married Clementine 
Baumer, daughter of the late Francis 
Baumer, one of the founders of the can- 
dle-making industry there. When Mr. 
Baumer died in 1897, Mr. Kreuzer suc- 
ceeded him as an officer of the concern, 
and had since been its treasurer and one 
of its directors. 

_Among the religious, fraternal, and so- 
cial organizations with which Mr. Kreuzer 
was connected, are the Church of the As- 
sumption, the Knights of Columbus, the 
Elks, the Bellevue Country Club, the Holy 
Name Society, St. Bonifacius Society, and 
the Knights of the Cross. In 1916, he was 
nominated for lieutenant-governor of New 
York on the ticket headed by Samuel Sea- 
bury, which was defeated. 

Surviving relatives include the widow; 
two daughters, Sister Maria, of Wilmet, 
Ill., and Anne Babette Kreuzer, a student 
in St. Anne’s Convent at Wilkes-Barre, 
Pa.; one son, Frederick Krezuer, of Bal- 
timore ; his mother, Mrs. Barbara Kreuzer, 
of Baltimore; and one sister, Sister Ruth, 
of Wilkes-Barre, Pa. 


Lewis M. Smith 


C. D. Smith Drug Company, St. 
; Joseph, Mo. 
Smith-Faus Drug Company, Salt Lake 


City, Utah 
1870-1924 


Lewis M. Smith, president of the C. D. 
Smith Drug Company, of St. Joseph, Mo., 
and of the Smith-Faus Drug Company, of 
Salt Lake City, Utah, died suddenly April 
10, 1924, after having come to his office 
as usual, apparently in good health, that 
morning. He was the second son of the 
late C. D. Smith, a pioneer wholesale mer- 
chant and founder of the C. D, Smith 
Drug Company, and was born July 10, 
” at St. Joseph, where he spent his 
ite, 

Mr. Smith, after going through the 
schools at St. Joseph, attended Yale Uni- 
versity. Upon his return to St. Joseph 
he became identified with the company es- 
tablished by his father, of which he was 
elected president in January, 1904. With 
his brother, Edward C. Smith, he estab- 
lished the Smith-Faus Drug Company at 
Salt Lake City, Utah, of which he was 
elected president upon the death of his 
brother, four years ago. He was also 
vice-president of the Smith-McCord-Town- 
send Dry Goods Company, of Kansas 
City, Mo. 

Mr. Smith is survived by his wife, who 
was Miss Sarah Townsend, and five chil- 
dren, his mother and a sister, 


Christian W. Smith 
Coffin-Redington Company, San Fran- 
cisco, Cal. 

1847-1924 

By the passing of Christian W. Smith 


at San Francisco, Cal., April 12, 1924, 
the Coffin-Redington Company of that 
city lost its beloved president and asso- 


ciate director, its employes an unfailing 
friend, and the community in which he 
had lived a valuable citfZen. 


For more than half a century Mr. Smith 
had labored incessantly for the up-build- 
ing and advancement of the institution 
with which he had started as a youth, and 
which, without him, will never seem quite 
the same to his former associates. He 
was seventy-seven years of age. 

Mr. Smith was born at Lancaster, Pa., 
March 29, 1847, the son of George W. 
Smith, himself a native of Lancaster. The 
father was a member of the firm of Hos- 
tetter & Smith, who manufactured the 
bitters which are still well known under 
the name of the senior member of that 
combination. Mr. Hostetter had traveled 
in California at the time of the gold rush. 

At the age of eighteen the subject of 
the present sketch left Lancaster for the 
Golden State by way of the Isthmus of 
Panama, and reached San Francisco in 
1865. Shortly thereafter he became as- 
sociated with Redington & Co., wholesale 
druggists, in a clerical capacity. From 
this position he gradually advanced until 
he became a member of the firm. The 
business was conducted as a partnership 
until 1907, when the firm of Redington & 
Co. was dissolved to be succeeded by the 
corporation of Coffin-Redington Company, 
of which Mr. Smith became president and 
so remained until his death, 

Gifted with a magnetic personality, the 
charm of which will never fade from the 
memory of those who knew him. Mr. 
Smith made and kept countless friends, 
the finest testimony of a man’s real worth. 
He discharged the duties and obligations 
of life with rare fidelity and courage. His 
wife, Mrs. Bessie B. Smith, survives, as 
does a sister, Mrs. Ellen Bayne, of Wash- 
ington, D. C, 


Charles F. Weller 


Richardson Drug Company, Omaha, 
Neb. 
1844-1924 
Col. Charles F. Weller, president and 


general manager of the Richardson Drug 
Company, Omaha, Neb., died in the Metho- 
dist Hospital, that city, May 6, 1924, fif- 
teen days after a fall in a suddenly 
stopped street car which had hurt him 
severely. He would have been eighty 
years old had he lived to May 16. No 
man in the wholesale drug business had 
a wider circle of friends than he, and he 
remained active at the head of his con- 
cern up to the time of his accident. 

Colonel Weller was born at New Alex- 
andria, Ohio, May 16, 1844. His father 
was Rev. Z. S. Weller, a pioneer Methodist 
minister of the West. He received his 
education in the Jefferson City (Missouri) 
University and Duff’s Commercial School 
at Pittsburgh. At the age of seventeen 
he enlisted in the Fifteenth Pennsylvania 
Cavalry and served throughout the Civil 
War in the Army of the Cumberland and 
went with Sherman on his famous march 
to the sea. 

At the close of the war, Colonel Weller 
became a traveling salesman for the 
wholesale drug house of Flachs & Co., of 
Quincy, Ill. This firm was afterward 
succeeded by Montgomery & Co., and 
later by Sommer, Lynds & Co., and is 
now known as the Aldo Sommer Drug 


Company. In 1869 he accepted a posi- 
tion as traveling salesman for Richard- 
son & Cc., wholesale druggists, of St. 
Louis. Three years later he returned to 


Quincy and became a partner in the firm 
of Sommer, Lynds & Co., but at the end 
of two years be sold his interest in this 
firm and returned to St. Louis and Rich- 
ardson & Co. For that firm he traveled 


with great success through twenty-seven 
Western States. 
In 1884, Colonel Weller was elected a 


director of the Richardson Drug Com- 
pany, and in the fall of 1886, when that 
company opened a branch at Omaha, he 
became its vice-president and _ general 
manager. With the abandonment of the 
St. Louis house and following the death 
of J. Clifford Richardson in 1889, Colonel 
Weller became president and general 
manager of the Richardson Drug Com- 
pany, which offices he occupied up to the 
time of his death. 

Colonel Weller had been actively con- 
nected with our association since the 
meeting held at Minneapolis in 1885, and 
rarely missed a meeting. He was look- 
ing forward with pleasure to attending 
this, our jubilee convention. For four 
years he served as chairman of our 
board of control and at different times 
was chairman of variolis other commit- 
tees. He was elected president of the 
association at the convention held at 
Richmond in 1897, and presided over the 
meeting held at St. Louis a year later. 

Colonel Weller served as president of 
the Omaha Chamber of Commerce for 
two terms and as president of the Union 
and Omaha clubs for one term. He was 
a member of various clubs in Omaha and 
other cities. 

Surviving our deceased ex-president are 
his widow; three sons, Harry S. Weller, 
vice-president; Charles K. Weller, travel- 
ing representative, and Clifford R. Weller, 
department manager, all of the Richard- 
son Drug Company; Mrs. J. W. Fisher 
and Mrs. F. W. Clarke, both of Omaha; 
Mrs. C. B. Walker, of Syracuse, N. Y., 
and Mrs. R. E. Crandell and Mrs. H. B. 
Thomas, both of Denver. 


Isaac Sherwood Coffin 
Coffin-Redington Company, San Fran- 
cisco, Cal. 

1842-1924 


Isaac Sherwood Coffin, chairman of the 
board of directors of the Coffin-Reding- 
ton Company, of San Francisco and New 
York, died May 7, 1924, at his home in 
Brooklyn, N. Y., at the age of eighty- 
two years. 

Mr. Coffin was the son of Andrew G. 
Coftin, who arrived in California in 1852 
from New York and established a drug 
business at Marysville. The son_was there 
employed by his father from 1857 to 1859. 

A partnership was formed by _ the 
father and John H. Redington, of Red- 
ington & Co., San Francisco, in 1859, at 
which time the Messrs Coffin, father and 
son, returned to New York where they 
opened an office under the name of Cof- 
fin-Redington & Co. Through this office 
all the buying and the financing of the 
San Francisco house was done for over 
fifty years. Before his father’s death 
Mr. Coffin had become a partner in the 
firm, and in 1907, when the partnership 
was. dissolved and the corporation of 
Coffin-Redington Company formed, he be- 
came its vice-president. This position he 
held until shortly before his death, when 
he was made chairman of the board, and 
his son, Sherwood Coffin, of San Fran- 
cisco, was elevated to the vice-presidency. 

Mr. Coffin always took the keenest in- 
terest in the San Francisco business, and 
had been on a visit to California only two 
months before his death to see the house 
in its splendidly equipped new home. 

He was active at our meetings and was 
for several years a member of our com- 
goods. In the 


mittee on proprietary ¢ 1 
business and financial circles of New 
York he was well known and held in 


high esteem. He was a member of the 
Brooklyn Chamber of Commerce, the 
Hamilton Club, Downtown Club, Twen- 
tieth Century Club, Heights Casino, the 
American Museym of Natural History, 
the 3rooklyn Institute of Arts and 
Sciences, and the Chamber of Commerce 
of the United States. 

Mr. Coffin left his wife; three sons, 
Fred L. and Willets, of New York, and 
Sherwood, of San Francisco, and a daugh- 
ter, Miss Helm, of Brooklyn. 


Theodore F. Meyer 


Brothers Drug Company, 
Louis, Mo. 


1857 - 1924 


Theodore Frederick Meyer, president of 
this association in 1911-12, and president 
of the Meyer Brothers Drug Company, 
of St. Louis, Mo., from 1905 to 1916, died 
at his home in Atascadero, Cal., June 17, 
1924. He was sixty-seven years of age, 
having been born June 4, 1857, at Fort 
Wayne, Ind. His father, Christian F. 
G. Meyer, was one of the founders of the 
old Western Wholesale Druggists’ Asso- 
ciation, and in 1884 was elected presi- 
dent of its successor, our present body. 
It was at his death that the subject of 
the present sketch became the head of 
the company, founded as a retail drug 
business at Fort Wayne in 1852 on a 
capital of $1,000. 

In 1865, just at the close of the Civil 
War, the St. Louis branch of the Fort 
Wayne business was established as a 
wholesale concern, and the father and 
son moved to the larger city. The son, 
however, went back to Fort. Wayne to 
attend Concordia College, and also took 
a course in pharmacy at the University 
of Michigan. In the mean time he gained 
practical knowledge of the retail busi- 
ness in the Fort Wayne store for two 
years. He then returned to St. Louis 
and clerked in different stores until his 
grasp of the needs of retail druggists 
was complete. The St. Louis branch of 
the Fort Wayne business had thriven 
immensely and by this time become a 
large establishment. 

When his father’s company opened a 
branch at Kansas City in 1879, Mr. Meyer 
was sent to take charge of its financial 
end. Eight years later the Dallas branch 
was opened, and the young man became 
its general manager. Later the branch 
houses were discontinued and Mr. Meyer 
returned to St. Louis as vice-president 
and general manager of the business con- 
centrated there. Followed then the death 


Meyer St. 


IN CHEMICALS, DYESTUFFS, DRUGS, PAINTS, OILS, FERTILIZERS 


of his father and his own promotion to 
the presidency of the house. 

In 1916 Mr. Meyer severed his connec- 
tion with the business which he had 
done so much to build up, and went to 
live at Atascadero, in Southern Cali- 
fornia, and there remained until his 
death, He is survived by hiS wife, who 
resides at San Antonio, Texas, and two 
children, Mrs. John Musebach, of San 
Antonio, and Theodore F. Meyer, Jr., of 
St. Louis. His mother, still Active at 
the age of ninety, also survives. 


J. S. Plowden 
Valdosta Drug Company, Valdosta, Ga, 


1871-1924 


J. S&S. Plowden, president of the Val- 
dosta Drug Company. Valdosta, Ga., died 
at Atlanta July 9, 1924, aged fifty-three 
years. Although a comparatively young 
man, he had been at the head of his com- 
pany for nearly two decades. 

Mr. Plowden was born at Dickey, Ga., 
August 24, 1871, the son of Edgar and 
Tilla Stewart Plowden. He received his 
early education at his native town, and 
after farming for a while became a travel- 
ing salesman. Such a good salesman was 
he and sc fond of the work that even 
after his accession to the presidency of 
his company he continued to call on the 
trade for many years. 

In addition to his principal business, the 
deceased was a director in two local banks 
and in a cotton mill, and was a member of 
several civic and educational organiza- 
tions, a Shriner, and a deacon in the Pres- 
byterian church. One who had known 
him well, referring to his short and use- 
ful life, said that he was a man of un- 
assailable honor and never shrank from 
any duty, no matter how distasteful it 
might have been; a man of good habits, 
prompt, energetic, genuine, with a horror 
of show and pretence; noble and apprecia- 
tive, generous and optimistic; ambitious 
and -reverent; a man admired and re- 
spected by all who knew him, whose every 
acquaintance was a friend. 


Mr. Plowden and Miss Ossie Burrus, 
Carnesville, Ga., were married in 1910. 
She survives him, with three children, 
Hytie Burrus, Lucy Maltida and Jemmie 
Russell Plowden. A sister, Mrs. Lula 
Alston, of Cuthbert, Ga., and three broth- 
ers, E. W. of Shellman, Ga., J. E. of 
Dickey, Gai, and R. E. Gable, S. C., also 
survive. 


Charles A. Vanderbos 


Coffin-Redington Company, San Fran- 
eisco, Cal. 
1876-1924 


Charles A. Varderbos, 
a director of the Coffin-Redington 
pany, of San Francisco, Cal.. since 
incorporation in 1907, died August 
1924, at the age of forty-eight years. 

Mr. Vanderbos was a native of Belgium 
and was born October 15, 1876. When he 
was a baby of two years his parents took 
hira to Philadelphia, from which city 
they later moved to California. His father 
engaged in business at South San Fran- 
cisco, and there the lad received a public 
school education. His business career be- 
gan when, as a boy of sixteen, he secured 
a position with the old house of Reding- 
ton & Co. High character, tremendous 
energy, and remarkable kindness of dis- 
position aided him to rise from one posi- 
tion to another in the house with which 
he had cast his lot, until he became 
buyer in 1906 and later, as mentioned, 
a director. He enjoyed in an _  espe- 
cial manner the confidence and esteem of 
all with whom he had business dealings. 

In 1900 Mr. Vanderbos married Miss 
Phoebe DeMara who, with two small chil- 
dren, a daughter and a son, survives. 


John McKesson, Jr. 


McKesson & Robbins, Inc., New York 
1840-1924 

John McKesson, Jr., president of Mc- 

Kesson & Robbins, Inc., New York, died 

September 5, 1924, at his apartment in 


who had been 
Com- 
its 
29, 


President Moxley :—We thank you, Mr. Schnell, for this very gracious report. 


October /, 


1924 31 


the Hotel Nssex, that city. He was eighty- 
four years of age, having been born April 
21, 1840, the son of John MoKesson, Sr.. 
one of the founders of the firm bearing his 
name, 


The history of the firm dates back to 
1835, when Charles M. Olcott joined with 
John McKesson, Sr., to form the whole- 
sale drug business of Olcott & McKes- 
son, at 145 Maiden Lane, New York. In 
1835 when the business of William N. 
Clark & Co. was purchased by Olcott & 
McKesson, Philip Schieffelin was taken 
into the partnership, whereupon the firm 
style was changed to Olcott, McKesson 
& Co. In January, 1841, Mr. Schieffelin 
withdrew from the company, which con- 
tinued under the same name until 1850. 
That year, Daniel C. Robbins, after a brief 
apprenticeship, was made a partner, and 
the firm name was changed to Olcott, Mc- 
Kesson & Robbins. Mr. Olcott’s death oc- 
curred April 15, 1853, following which 
event the name of the house became Mc- 
Kesson & Robbins. 

The business was moved to 91 Fulton 
Street, its present location, in 1857. In 
1865 John McKesson, Jr., at the age of 
twenty-five and after a thorough training 
in the affairs of the house, was admit- 
ted to partnership. In 1870, William Hull 
Wickham became a member of the firm, 
and in 1886 George Clinton McKesson and 
William Vennard were admitted. In 1885 
the elder McKesson retired from the busi- 
ness at the age of seventy-eight years, and 
the son assumed the responsibilities laid 
down by the father. Three years later 
Mr. Robbins died. The partnership con- 
tinued until 1917, when the business was 
incorporated with John McKesson, Jr., as 
its president, and office he continued to 
fill until his death. 


It is said that John McKesson, Jr., was 
the first to introduce packaged goods into 
Central and South America under Span- 
ish labels. So successful was this venture 
that he introduced a similar line into 
China and Japan under labels in the lan- 
guages of those countr.es. Then followed 
similarly successful work in South Africa, 
Australia and New Zealand. 


Mr. McKesson was always in touch with 
primary sources of druy and chemical sup- 
plies abroad. He made frequent trips to 
Europe, where he met the leading mer- 
chants of the continent. His knowledge 
of raw materials was exceptional, and he 
was considered an international author- 
ity on many lines, especially opium and 
cinchona. 

The sterling qualities and rugged char- 
acter of Mr. McKesson were his natural 
heritage. He was of Scotch descent. His 
great-great-grandfather, Alexander Mc- 
Kesson, came to America and settled in 
York (now Adams) county, Pennsyl- 
vania. The grandson of this pioneer set- 
tler, who was the father of John Mc- 
Kkesson, Sr., went to New York to practice 
law in 1800 or thereabout. 

Our deceased member was affiliated 
with many other associations and socie- 
ties, among them being the American 
Pharmaceutical Association, New York 
Board of Trade and Transportation, the 
Chamber of Commerce of New York, the 
Society of the Cincinuati (for membership 
in which he was eligible through descent 
from Gen. William Hull, his great-grand- 
father), the Society of Chemical Industry 
and the New York Historical Society. He 
resigned from the Union League Club a 
short time before his death. 

His wife, Lelia 5. Forbes McKesson, and 
two sons, Irving and Donald McKesson, 
survive. ‘se 


Your committee recommends that me- 
morial page be set apart in the report of 
the proceedings of this convention on 
which the names of our departed mem- 
bers shall be inscribed, and that when this 
report is printed in the proceedings a pic- 
ture of each deceased member accompany 
the same. We also recommend that a full 
page be set apart for the reproduction 
of the portrait of each of its ex-presidents 
who have died since our last meeting, 
namely, Charles F. Weller, Theodore F, 
Meyer and R. H, Bradley. 


The 


renort is before you, gentlemen; are there any remarks? 


George A. Chandler :—I should like to add to that report. 


E. C. Frisbie, one of your 


past presidents (I believe about twenty years ago), had made all arrangements to 
come down here, but unfortunately last Thursday night was stricken with apoplexy 


and was buried last Saturday at Hardford. 


President Moxley:—A telegram, with your consent, will be sent to Mr. Frisbie’s 


family from the Convention. 


It is moved and seconded that we adopt this report by a rising vote, and I will 
ask you to stand for one minute in silent tribute to those who have gone. 
(The motion was carried and the Convention arose and stood in silence for one 


tmainute. ) 


President Moxley :—We have two very important reports to come before us, and I 
hope every member has so arranged his plans that he can stay with us until one 


o’clock today. 


We have a lot of grist to grind. 


We have many importast matters 


to discuss, but a thing that is equally as important as our reports is that we all get 
better acquainted. The entertainment of last night was designed for that purpose. I 
think it was pretty successful with all who participated, but following a suggestion 
that was made to me—that we might in this session follow a custom of the Rotary 
Club—I am going to ask any man here who has not attended any one of the last 


three meetings to stand up and state his name clearly, his firm, and his city. 


will begin with the front row. 


We 


(At this point each member who had not attended any of the three preceding con- 
ventions of the association arose and announced his name and the firm he represents, ) 





President Moxley :—Now, gentlemen, 


you have not been coming for three years 


and who are not so well acquainted, and you, our good friends from across the 
boundry, we just want you to know that you are welcome; you are members of our 


club; you need wait for no introductions, 
it that you are to know every one. 
the floor to every visiting member. 


If you are here and registered, we will take 
We want, further, to extend the privileges of 
Please do not hesitate to speak up if you have 


any thought to give us on any subject that is before us. 
Charles E. Mathews:—May I make an announcement? 


President Moxley:—yYou bet, Mr. 


trensportation. 


Mathews 


is our very capable chairman on 


Mr. Mathews:—We are nearing the point where we want your assistance in the 


matter of these railroad certificates. 
and turn them over to the secretary. 


If you have any in your pockets, dig them out 
We are shy only about thirty-four and in the 


event that we get two hundred and fifty, the minimum number, we are going to 


send you home at the half-rate fare 


Thank you, 


President Moxley :—Charley, I knew when you took that chairmanship you would 


get them here with their certificates, 


There is one other announcement before we get into two very extended discourses, 
and that is that Frank Bogart wants a meeting of the Nominating Committee 


immediately after this meeting. 


The next subject to be brought before us is the report of the Committee on Sales- 
men and Selling Methods, of which George B. Evans is chairman. 
Before we take up that report, Mr. Schnell has an additional announcement to 


mike. 


Entertainment Announcements 


Harry J. Schnell:—May I call your at- 
tention to the banquet arrangement for 
Thursday night? If you haven’t turned 
in your preference as to banquet seat- 
ing, won’t you please do so? Special 


cards have been printed and there is a 
registration desk. It is most important 
that the Seating Committee know by 
either tonight, or certainly not later than 
tomorrow morning, just how you would 
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TRADE MARK 


The above brand on STICK LICORICE identifies the brand 
originally introduced in 1870 and made uninterruptedly since 
then by the NATIONAL LICORICE COMPANY and its 
antecedents. No better quality procurable. A delicious remedial 
agent for inflamed throat-membranes. Sold only in individual 
cartons. 


Y &S and M&R LICORICE WAFERS 


PUT UP IN 10c VARI-COLORED BAGS. 


The above made solely by 


NATIONAL LICORICE COMPANY 


Headquarters for Everything in Licorice 


Moline, III. BROOKLYN, N.Y. Montreal, Canada 


Main Office and Works 








COAL TAR DISINFECTANTS 


(Coefficients 1 to 20) 


CRESYLIC ACID 
LIQUOR CRESOLIS COMPOSITUS, U.S.P. 
CRESOL COMPOUND, Technical 
LIQUID INSECTICIDES 
CRUDE CARBOLIC ACID 


Shipment in cans, barrels, drums and tank cars 


PRICES AND SAMPLES UPON REQUEST 


BAIRD & McGUIRE, Inc. 


MANUFACTURING CHEMISTS 
South Street, HOLBROOK, MASS. 1200 Switzer Avenue, ST. LOUIS, MISSOURI 
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like to be placed. If by noon tomorrow 


they have not been advised as to your 
preference, they will proceed to assign 
you to the best of their ability. So you 
will help the committee very much in- 
deed if you will let them know with 
whom you would like to sit. 

The entertainment this evening in the 


Renaissance Room will start at 9 o’clock. 
Please be sure and bring your tickets, as 
I understand all of Atlantic City wants to 
get into the Renaissance Room at 9 
o'clock. We really have a wonderful 
entertainment planned. ‘‘Roxy’”’ and his 
“pang” are arriving at 1 o’clock. They 
will be met by a brass band, the Kiwanis 
Club, and the mayor, and all the dig- 
nitaries of Atlantic City, and they are 
going to put on an unusual entertain- 
ment for us tonight. Be here early, 
please, and don’t forget your ticket from 
the coupon book. 

The garden party takes place tomorrow 
night. Yesterday, in speaking of the 
entertainment features, I asked and urged 
that every one attend this party in cos- 
tume. Won’t you please do so? If you 
haven’t arranged for your costume, won't 
you, at the adjournment of this session, 
go down to the floor below and do so? 
Van Horn has a room there with hun- 
dreds of costumes of various kinds, at 
varying prices, and we would like to put 
this garden party across a hundred per- 
cent. Just put un your costume, please. 


If you didn’t bring one with you, hire 
one, and come down there and help us 


to make this thing go the way the com- 
mittee intends it shall go and the way you 
want it to go--right. 

Don’t forget the million-dollar fashion 
show at 3 o'clock this afternoon, those of 
you who are not on the Board of Control. 
We are building a stage down the center 
of that room and thirty-five manikins 
are going to parade down that stage for 
over an hour in costumes of various kinds. 
I see Mr. Morrisson shaking his head. I 
don’t know why Mr. Morrissen shakes 
his head, but really, Mr. Morrisson, you 
will enjoy this show. As a former presi- 
dent, I know it will have your approval. 

This fashion show is—I don’t like to use 
too many adjectives, Mr. President—but 
it is going to be quite worth while from 
every point of view, and every seat will 
be a front seat. I will promise you that. 

That is all. Let’s get into the spirit 
of this week. Last night we put over an 
entertainment that I think every one en- 
joyed. We started it Monday night, so as 
to get the thing going with a bang, and 
we intend to keep it up, and the only 
way we can keep it up is by having 100 
percent co-operation. Will you co-operate 
100 percent and help us to do what we 
have been working for a year to do: to 
give the members of this association a 
bully good time. 


President Moxley :—And you are doing it, Mr. Schnell. 


J just want to add one word about that 


thirty-five, just slightly over it. think that a costume ball is difficult. 


Some of us who are past 


costume party. 
It isn’t difficult. 


Go down to Van Horn’s; he will give you some simple get-up and set you back a few 
cart-wheels, so that you can get into this party Wednesday night and renew your 


youth. 


If you are dressed like a young fe 


llow, you may feel like one. And I don’t 


quite see the justice of discriminating against the Board of Control this afternoon. 


I think somehow Clarence Kline, and a few 


there, 
Mr. Evans, I hope you will pardon the 


the reports of the Committee on Salesmen and Selling Methods. 


of these old boys, ought to be able to get 


We will now proceed with 


interruption. 
George B, Evans! 


«William J. Schieffelin, Jr., third vice-president took the chair.) ¥ 
George B. Evans:—I would just like to make one or two statements before I start 


to read the report. 


Over on the left here is a small table from which you men can get a wonderful lot 


of information if you are interesied 


in getting 


it. There is a display there of a 


large number of catalogs that jobbers have been good enough to send us for your 


inspection, and you can get a great deal of valuable information from them. 


After 


these are used here, they are going to be sent to the New York office for their files. 
Also, on your seats you will find, if you haven't already found them, enough additional 


coppies so that you can all get them. 

The charts which have been 
represent replies from one hundred and ten 
eight salesmen. I might say that after 


prepared really tell their own story. 


These charts 
firms, representing twelve hundred, ninety- 
we started to make up the consolidated 


report, twenty-five additional charts came in, but you can appreciate, I think, that 
we had to stop somewhere and get ready for this convention, so that those twenty-five 


are not included in this report. We hada 
to our questionnaire. 
I might say also before I start to read 


out today to our entire sales organization, 


total of one hundred and thirty-five replies 


this report, a copy of this report is going 
so that you can appreciate if we seem in- 


consistent here that we are going to get caught up. 


Mr. Evans then presented the prepared 
Selling Methods as follows :— 


report of the Committee on Salesmen and 


Report of Committee on Salesmen and Selling 
Methods 


When a position has been filled with 
such conspicuous abijity as has the chair- 
manship of this committee for the last 
few years, it is no easy task to carry on 
the work, with the thought of developing 
new ideas of seliing. Therefore when your 
chairman was asked by President Moxley, 
last year at Cleveland, to take the chair- 
manship, it was accepted with much re- 
luctance because of the realization of some 
of the responsibilities im connection with 


Ne 


NO. 





opTT 


SELLING 





8 use budget 


system 









28 do not. } 
' 


a 10 maintain 
|_1 spends 25% 


advertising 
department | 


Seca 


8 maintain 


exploitation | 
department 

48 have heads 
of other 


departments do 
this work 


















eo ae 
{12 conduct 

| anniversary 
| Stimulating 
| sales. 








10 have buyers 
week each year 





the work, if the association as a whole 
was to get on a higher plane of selling 
during this year, 

There never has been a better founda- 
tion laid for real constructive selling 
methods than the one started in the last 
few years. It has been our aim this 


year to take up the work and carry on 
a campaign of education, driving home 
more forcibly to the people in each or- 
vanization responsible for sales, the im- 
portance of following out suggestions in 
previous reports. 

We realized that the large majority of 
people attending this convention are ex- 
*ecutives and that there are a great num- 
her of sales managers who do not attend. 
Even though all sales managers might 
have heard the report last year, there 





Advertising 


were so Many other things coming up at 
the convention, no one could poss.bly take 





away the full benefit of the ideas ex- 
pressed and the information given by 
simply hearing the reading. 

The repert this year will show conclu- 
sively that the convention acted wisely 
when it ordered the printing and m: 


ing to all houses the report of last year. 
Our plan has been to get in direct touch 
with the men responsible for sales in 
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each individual organization, emphasizing 
regularly different points of selling and 
the oblgation of the jobber through the 
sales force. 

While it was trve last year, the need of 
better selling methods was never more 
acute than at that time, it is equally true 
this year, and will continue to increase 
in importance as time goes on. There is a 
very marked conviction on the part of 
business men as a whole of the abso- 
lute importance of a complete tie-up from 
manufacturer through the wholesaler and 
retailer to the consumer. More and more 
full realization is felt on the part of each 
class of the necessity of the other three. 

The four factors of distribution—man- 
ufacture, wholesaler, retailer and con- 
sumer—have not and never will change 


because while in some instances distribu- 
tion can be and is secured through other 


channels, : 
plan is the most economical ever used up 


to 


During the year there has been sent to 
every wholesale druggist, who is a mem- 


ber 


bu 


ing, 


ou 
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1—Follow-up on to have done. We are pleased, however, 
to report we have learned from corre- 
2—Cosmopolitan spondence and conferences with all 
branches of the trade, including manufac- 
3—Inventory of turers, wholesalers and retailers, that 
there is a strong realization on the part 
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Manufacturer 


The manufacturer is dependent on some 
method f distribution to get his mer- 


chandise in the hands of the consumer and 
—— a 


realizes the only possible way to get com- 

plete distribution is through the jobber. 

The successful ones are more concerned 

today than ever in the past in regard to 

the proper merchandising of their products 

and the necessity of seeing to it that 

everyone handling their merchandise is 

properly compensated and protected, if 

they are to build a business on an eco- 

nomically sound basis, Some have learned : 

this from a very sad experience, and the c Ooperate 
report this year will show that a great with them at 
many jobbers and retailers have ceased to convent ion 
be on the defensive and are using just tide 
ordinary common sense by putting their i, 
efforts behind and compensating their f a 
salesmen and clerks proportionately for J only in 
selling merchandise from the sale of | limited we 
which they can make a legitimate profit. ee 
Instead of wasting time as they have =k 

in the past on advertising and trying to 

sell merchandise on which they take a net 

loss, the statistical part of our report will 

clearly indicate the attitude of the whole- 

saler and retailer toward merchandise 

which is profitable and also that which is 

not profitable. A large proportion of 

correspondence during the year has proven 

very definitely the trend of sentiment to- 

ward making an incentive for the sale 

of merchandise on which manufacturer al- 

lows everyone handling it a legitimate 

prtfit and then protects that profit. 


Guarding Every 
Ounce 


Our responsibility—the name Fougera 
on the carton—is a guarantee to our 
customers of the merit of the contents. 
Fougera Products meet the highest 
standard of quality. 


Amidopyrine Bromides 
Antipyrine Camphor 
Cacodylates Salicylates 
Zinc Oxide _ Zinc Stearate 


E.Foucera & Co. 


INCORPORATE 


90-92 Beekman Street, N. Y. 
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Wholesaler 


The report this year in comparison with 

ICIFATING AT RETAILERS CONVENTIONS. the one made last year indicates a real- 
—— ization on the part of the wholesaler that 

he is obligated to perform a service in 
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| 


22 think it 
better to not 
interfere 





FOUGERA 





proportion to the compensation received, 

without being compelled to give away his 

profit in order to hold his business. He 

also realizes the importance of training 

salesmen to co-operate and devote their 

time along the same lines, by means of 

a campaign of education and com- 

pensating them for efforts put forth in 

, proportion to the amount of profit re- 

74 believe 30 make ceived and the results each salesman se- 
jobber would exhibit — We — that a aca a very 
esti : short time when most wholesalers wiil 

_ prestige at their have organized their business on such 
by putting on convention a basis, instead of one-third or one-half 
an educational of the total volume being compelled to 
program make sufficient profit to make up for 

in regard to losses on the other two-thirds or one-half, 
each department will carry its fair share. 


| Sales and We will then have arrived at a point of 


Business on which heither thie salesman or whole- 

Methods saler make a profit. When the time does 

come that all salesmen of wholesale drug- 

gists in this country have lost interest in 

any particular product for any cause, no 

; matter what it may be, it does not take 

-l thinks much of a prophet to prophesy what will 

this too happen to that product, at least as far 

as the wholesale drug business is con- 
cerned. 


Better 10 did not educating salesmen where they will refuse 
i | answer to have anything to do with merchandise 


expensive 
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Largest Producers of Castor Oil in the United States 
ESTABLISHED 1857 NEW YORK 
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Retailer 


The problems of the retailer are identical 
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mate profit for their merchandise. This 
one policy has done more to create the 
impression in the minds of the consumer 






















with those of the wholesaler. While we that the drug trade has been making 
must have retailers before the whole- enormous profits, whereas they do not 
saler can live, it is equally true that the consider that in order to stay in busi- 
retailer cannot possibly exist without a ness, if any dealer loses money on one 
Chart No. 5 
[srmiarinc sates 
1298 salesmen 
2 mail orderg business stimulation Sales contest 
18 conduct business 
22 have mail stimulating sales conduct 
order sales 
departments 92 do not. contest 
82 do not 60 do not 
haye a 
department cA award 
prizes on 
17 are under quota basis 
the direction 
12 on total 
volume 
| 
14 have no 
regular plan 
mail orders 
average 21% 
77 have 
no records 
wholesaler. Can you imagine every re- item he must of necessity charge enough 


tailer purchasing direct from the manu- 
facturer every item which he carries in 
stock, and the size of thaf stock, if he 
were compelled to purchase manufactur- 
er’s quantity direct? Therefore the same 
problems apply to the retailer and his 
clerk as apply to the wholesaler. At the 
present time in territories where whole- 
salers’ salesmen are being properly com- 
pensated and trained, there is a very 
marked degree of change in the senti- 
ment of retailers and their clerks in the 
matter of better merchandising methods. 
It has recently been said that the loss 
of a retailer’s account amounted to as 
much as his total business for one year. 
It is as much the duty of tke whole- 
saler through his salesman to help make 
the retailer a better business man, there- 
by enabling him to make a profit and 
pay his obligations, as it is his duty to 
sell him merchandise. No man can pay 
his obligations who does not have the 
money to do so and by rendering a serv- 
ice such as this, the concern that has the 
foresight to follow this policy is not only 
in a position to better collect their ac- 
count but to make a friend of the re- 


























more on another to make up for it and 
that in the end the consumer pays a le- 
gitimate profit for what he purchases. 
The consumer is coming to realize also 
that it is cheaper for him to have a man 
stay in business and make a legitimate 
profit on each item he sells, than it is 
for the retailer to lose money, go out of 
business with the necessity of his either 
going some other place to make his pur- 
chases or a new man starting up in the 
same location who has enough sense to 
do business on a sound basis. 

The bulletins sent out this year have 
not been wriftén with any thought that 
your committee was in a position to tell 
a single house how they should run their 
business, but rather with the hope that 
we might bé& able to give some sugges- 
tions which would interest everyone suf- 
ficiently to have them r€alize that selling 
is of real importance in the wholesale 
drug business, and apply thought to their 
own individual business and work out 
for themselves problems which every man 
in this association is capable of doing 
when he realizes their importance. 

The increased interest shown by mem- 











































tailer to whom they render this service, bers during the first six months of this 
Ve D 
FUTURE DATING AND DISCOUNTS 
1298 salesmen 
8 30 make 88 allow 
give future concession to discount on 
datings equalize full package 
freigit 
nearly all ond express 1l of above 
only in only in 
limited way limited way. 
or on hs have recerd | 
seasonable of cost to | 
goods them. 
Average from allow full 
package 
[ aa te discount 
om a 
aoe 
10 allow 
salesmen to 
give datings 
36 only with | 30 allow it | 
permission as a trade 
from house disc oun 
No uniform schedule of cash or trade discounts 2 allow a 
in forcs. Almost every jobber having different discount 
_pilan and discounts a either for 
cash or as a 
trade discount 
Very few have a record of amount given away 
either a cash or trade discount. 
From reports received average cost is 
_5.5% of total sales. 
that no one on earth can take away fiscal year encouraged us to believe that 
from them, and have his goodwill and the time was opportune and that the 
gratitude indefinitely. membership would welcome in our meet- 
ings more discussion pertaining to the 
Consumer important subject of selling. After con- 


Unfortunately, though a policy on the 
part of the manufacturer, wholesaler and 
retailer of selling merchandise at less 
than cost, the consumer has been edu- 
cated to believe that he is being robbed 
when each gets a fair return for the 
service rendered and charge a legiti- 


sulting with some members of the com- 
mittee and others, it was decided to de- 
vote some time of an informal meeting 
of wholesale druggists at St. Louis in 
April to this discussion. We considered 
ourselves especially fortunate in being 
able to secure Dr. Paul Ivey, professor 
of marketing, University of Nebraska, for 


an address at one session. At that meet- 
ing the manufacturer's representatives 
and everyone in attendance were invited 
to listen to Dr. Ivey. 

Because of the enthusiastic 
address was received and the exception- 
ally favorite reaction from so many as 
a result of this session, your committee 
feel justified in making the assertion that 
this talk was at least one of the out- 
standing features of the April meeting. 
Everyone who heard Dr. Ivey received 
many helpful suggestions. We recom- 
mend at all future meetings of this as- 
sociation some time be set aside for edu- 
eational study of this character and that 
at these meetings representatives of all 


way the 


lines of the trade be invited tv attend. 
This is one other and very important 
method of educational work in better 
selling and cannot fail to be productive 
of enormous benéfits in creating construc- 
tive thought, which means _ increased 
efficiency. 
Business Ethics 
As stated in last year’s report, the 


wholesale drug business has enjoyed a 
greater prestige than any other wholesale 
business in the country. Recently there 
has been some reflection cast vpon it. Be- 
cause of our standing, we are subject to 
more criticism and must always be careful 
to maintain our high position. We do not 
agree that the wholesale drug trade should 
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sisted he saving of their time, not by 
any arbitrary methods, but by a _ sales 
manager, or whoever may be in charge, 
sitting down with them, going over their 
route in detail, showing them where they 
may be wasting time and paying out un- 
necessary expense money. 

It has also been found in a great many 
cases tl salesmen are overlapping each 
other's ritory, which is also a waste of 
time and expense. In the bulletins sent 
out, it w suggested that each salesman 
be furnished with a route list, agreed on 
by him and the sales manager as to just 
how he should cover his territory and 
listed on that route list every possible 
customer in each town he covers. Some 


men get in the habit of having favorites 
in certain towns and missing s»me very 
good prospects, 

Where this plan has been followed, it 
has been discovered that in a great many 
cases considerable additional business 
could be and was secured by a thorough, 
systematic canvass. It was also suggested 
that regularly or at least once in two 
weeks, the salesmen should be required to 
report on the sale of some specific item in 
order that the list might be checked up to 
find out just which customers they were 
really selling merchandise to, ard also the 
ones from whom they were mereiy taking 
orders. 

Some houses who have adopted this 
plan have informed us they have not only 
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any longer have imposed upon it the 
burden of the liquor problem. It is gen- 
erally conceded that never before was our 
business so demoralized, or our member- 
ship had the reputation of being such 
poor business men as since the govern- 
ment imposed the liquor problem upon 
us, There have been more so-called whole- 
sale druggists trying to get in busines for 
the last few years, not to elevate the drug 
profession, but for the sole purpose of 
securing a license to sell liquor, by selling 
merchandise at cost, which the wholesaler 
usually handles ‘This condiiion has not 
only brought in a very serious oulside 
influence, but has done more to create dis- 
trust among our own membership than 
any condition thrust upon us in many 
years. We predict that the sooner we 
persuade the government i9 relieve us 
of this responsibility, just so muvh quicker 
the trade as a whole will be back on the 
same high plane it was before this was 
in:posed upon us. 


Conservation of Salesman’s Time 


During the year there has been thought 
and study given to the important subject 
of how each salesman utilizes his time 
when on the road. Those firms who have 
made a close analysis have discovered 
what’ possibilities there are for a large 
portion of a salesman’s time being wasted. 
From correspondence your committee has 
had, it has been found after complete 
analysis that salesmen are really only 
about 50 percent efficient because of the 
fact that they were allowed to do so many 
other things besides the job of selling, 
which they were sent out for. 

We believe we are safe in saying that 
of 1,298 salesmen, represented in reports 
received from the questionnaires there is 
probably 331-3 percent loss of efficiency 
because of lack of proper supervision. 
Bulletin No. 3 sent out in January rec- 
ommended that each house analyze the 
actual amount of time wasted by each 
salesman in the way they cover their ter- 
ritory. Most salesmen, unless they are 
properly guided, work along the lines of 
least resistance and can be greatly as- 


found some startling conditions but con- 
siderable additional business which 
neither they or the salesmen realized was 
in the territory. 

We again urge every member to ana- 
lyze their salesmen’s time very carefully 
and check them up closely. 


Settlements and Collections 


As stated in Bulletin No. 4 sent out in 
February these two words have in the 
past and are still considered by many 
houses in the same class, when, as a mat- 
ter of fact, they are entirely different. Re- 
ports this year indicate practically every 
member house of this association has been 
allowing their sales force not only to 
waste valuable time, but to cause an un- 
limited amount of trouble for the house 
by doing work which is not in any way a 
salesman’s duty. 

Charts also show the sentiment of an 
overwhelming majority of members as to 
what action should be taken and just as 
clearly show practically the same ma- 
jority have been lax in putting into effect 
rules which would eliminate a tremendous 
waste of time. Several houses have made 
analyses of time consumed by salesmen 
in making settlements and everyone is 
convinced that making settlements is no 
part of a salesman’s job. Wherever the 
practice is permitted, it takes at least half 
of the time spent with each customer with 
whom he is making the settlement. It is 
also almost universally conceded that 
more fiction is caused by settlements 
made in this way than by those made 
direct with the house. In making settle- 
ments even with a conscientious sales- 
man, there is no question but that he must 
decide in favor of the customer for fear 
of losing an order. A less conscientious 
salesman who is afraid he may not get 
an order will allow everything that a cus- 
tomer asks for, which must be turned 
down when the remittance is received by 
the house. 

This one practice causes more trouble 
between the jobber and customer than any 
other policy permitted. The majority of 
the questionnaires indicate that prac- 
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tically none of our members feel safe in 
trusting this work to any but the most 
experienced salesmen and the majority 
believe that it should be discontinued. 
Your committee urge that every mem- 
é t this association has nerve enough 
to put into effect a rule which common 
sense tells you will be better for your 


If the report did not so clearly 


Hus ness. 


ndicate the absolute belief that this 
would be good practice, there might be 
some iestion. It would seem to your 

Chart lo. 








21 pay 
Straicht sola 


October 1, 1924 


OIL, PAINT AND DRUG REPORTER: MARKET AUTHORITY SINCE 1871 


consider the man who is already itn busi- 
ness. We have just as much or more of 
an obligation to him because he undoubt- 





edly never had the benefit of a commer- 
cial training when in Colleg as it is 
only within a very short period that any 
colleges have had this cours« Therefore 
it is part of the duty of th jobber to 
give as much instruction as possible. 

~ This can be accomplished in many 
ways: by proper instruction through the 


by correspondence_from heads 


salesmen ; 









12 


straight commission 


12 pay drawing account on a quota depending on location and 
population of territory with straight commission on sales over 
quota of each line based on profit made on that line 





4 pay each salesman a drawing account and bonus based on 


woportion of net profi 


made 


4 pay in three ways: straight salary 
salary and commission 
straight commission 





67 allow salesmen to accept 
cash bonus from manufacturer 


44 thr ough the aan 
| 23 direct from manufacturer 


committee that this is just common sense. 
If we can feel at the end of this y 
that we have persuaded a large majority 
of the membership of this association to 
do what they admit is common we 
will be satisfied that we have accom- 
plished something of real constructive 
value, 





sense, 


Collections 


just and we 


of a 


Sentiment is 
believe rightly so. 
salesman’s duty to 


as strong, 
that it is part 
assist in every way 
in making collections for past due ac- 
counts. He is on the territory. knows. 
the customer more intimately, and thus 


would be in a position to know whether 
he is properly conducting his business to 
show a profit; thereby enabling him to 
pay his bills, or if he is not attending 
to business which means eventually some 
one will not be able to make collections. 

For that reason we believe it is im- 


portart that the salesman should be kept 


informed, in fact, should receive _ ef pies 
of all letters from the house to his cus- 
tomers in regard to their account, con- 


cerning either purchases or collections. 
By the salesman having information as 
to the conditions of each customer’s ac- 
count, he is very often able to adviss 
a man as to help get him back on his feet 
make money for himself, and pay his bills 
Whereas, if he did not have the informa- 
tion it might be assumed that customer 
was in good financial standing and 
would fail to give the advice which would 
save him from bankruptcy and destroy 


so 





he 


his chances for success, making a loss 
for the jobber. 

There is a very wide distinction be- 
tween settlements and collections. Un- 
fortunately, until very recently both have 
been considered in the same class. Un- 
less we are Mistaken in the 





expressed in the questionnaires, 


jority of our memebrs inside of the next 
twelve months are gofng to properly dif- 
ferentiate between settlements and col- 


lections. 


Co-operation With the Retailer 





The place to start co-operating with 
the retailer is at the bottom, or with 
the retail clerk who is the future pro- 
prietor of a store. If every clerk leaving 
the College of Pharmacy can do so with 
the feeling that the jobber has been re- 
sponsible even in a small way for his 
securing information which will make 
him a better business man, the chances 
are very largely in favor of his being 


a better friend of the jobber. 

For that reason, we urged in the 
March bulletin that every jobber interest 
himself in any College of Pharmacy which 


might be in his territory and see to it 
that where they do not already have a 
course in Commercial Pharmacy one is 
started at once, It is encouraging to 


find that there are a number of jobbers 
who have since taken this subject up 
with the colleges. We have several let- 
ters from deans of colleges, thanking us 
for bringing the matter to their atten- 
tion with every assurance that they are 
in happy accord with the suggestion. A 
great many, where they have not yet 
started a commercial course, have signi- 
tied their intention of acting at once. 
Those who have already done so state 
they will strengthen it along the lines 
uggested in our bulletin The charts 
i show that this nportant work has 

ready gotten wel inder way 
This takes care of only the clerk who 
be a future druggist and doe 10t 











55 quota each salesmn in 
lines where profits are 
protected. 







38 arrive at quota on basis 
of populat ion and buying 










8 base quota on population 
of each snlosean'a territory | 


different 
keeping which 
on the part of 


book- 
lected 


of departments teaching 
has been much n 
the retail druggist and 
very important that he should know; by 
close co-operation on‘the part of adver- 
ising or exploitation department; or by 
by someone in charge of the merchan- 
dising program. A surprisingly large 
amount of good will is built up by this 
kind of co-operation. 











Compensating Salesmen 


We want to go on record with the 
emphatic statement that the only pos- 
sible way to put satisfactory selling 


to demand and secure proper co-opera- 
tion, and when this policy is followed it 
is quite surprising how much more 
anxious men are to learn and in turn 
teach the retailer, realizing as they do 
that the more good merchants they call 
on the more money each will make. 


It is encouraging that such an increas- 
ing number of jobbers realize the impor- 
tance of just ordinary common 
methods in selling, and we are convinced 
that the future of the jobber depends en- 
tirely on our attitude toward the selling 
end of our business. 

The report representing 110 
salers with a combined selling force of 
1 8 men would indicate that had we 
secured reports from 250 wholesalers 


ail ce 
there would probably be about 2,300 


sense 


whole- 








Chairman Schieffelin :—Gentlemen, you have heard this valuable report. 





salesmen in the wholesale drug business. 
When our membership as a whole ap- 
preciates first our entire obligation and 


second the actual possibilities through an 


organization of this size properly com- 
pensated, and trained, the figures pre- 


sented at this conve,’ion in the past for 





total sales will be insignficant in com- 
parison with the future. 

We are greatly indebted and want to 
thank all who have taken the time to 
fill out the questionnaire and give fig- 
ures that are usually considered confi- 
dential, and to all who have so gener- 
ously helped in the work of the commit- 


tee during this year. It has been gratify- 
ing to know there is such a large num- 
ber interested in the most important work 
of this association, 


If there is 


no objection it will be referred to the Board of Control, as usual. 


Mr. Ochse, will you please comment on this important report? 
As most of you know, Mr. Ochse was chairman 


Mr. Ochse is with 


of this committee last year and presented a very exhaustive and clear report. 


the San Antonio Drug Compary. 
Mr. Ochse Advocates Bureau 
William Ochse:—The report that you 
have just heard read I think needs very 
little discussion. The clarity of the 
thoughts expressed by the chairman of 
that committee if carefully 1 think will 
Strike home to you. 
The most important thing I can see 
in connection with the work that has 
been done by that committee (and I 


think they deserve a good deal of credit) 
is the follow-up work that they did dur- 


ing last year. If you followed their 
monthly bulletins, they brought to your 
attention important subjects that we are 
all interested in, in selling, and as sell- 
ing is, to my mind, the greatest factor 
in the success of the wholesale drug 
business, those points that were covered 


in thoSe bulletins I think were very, v 
valuable. 


ry 






In discussing this report, I am going 
to touch some of the high spots as they 
have come to me and as I have studied 
this report, because I hardly believe that 
it is necessary to go into any long dis- 
cussion. But there is one thing that I 
would like to see done in the wholesale 
drug business, and that is to bring about 
a Standardization of these reports, that 














they may be of comparative value in the 
future. 

We all know what the Harvard Bureau 
has done for the wholesale drug busi- 
ness in teaching us the value of com- 
parison, and I think that we should in 
adopting these reports adopt them with 
the idea of standardizing them, and then 
have yearly comparisons to see_ what 
progress we are making in the develop- 
ment of sales and the selling factors that 
are represented in the wholesale drug 
line. 

I think that we should have a sales 
bureau, in which the sales managers of 
the organizations can meet and discuss 
these questions. You will notice, if you 
have gone through these charts that 
there are sixty-two sales managers, and 
those sales managers do not all have 
the opportunity to attend these meet- 
ings. And I know how it is when I at- 
tend a meeting. When I go back, I do 
not give our sales Managers those im- 
portant things I have learned at the con- 


vention, because it is pretty hard to pass 


it down the line. 

Therefore, I feel that a sales man- 
agers’ bureau should and. could easily 
be incorporated in this work, by which 
the sales manager would be more and 
better posted on the subject of selling 
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| salesman. i 
methods into effect is by just plain hon- Co-operation with the Manufacturer 
esty in treating salesmen the same as I wonder if any of you had the same ex- 
we would expect were we in their place. perience we had in our business, where 
There is not a jobber who would not and the manufacturers supply a great deal 
does not work harder and more intelli- of the advertising matter, window dis- 
gently with the hope of better profits, plays, and other matter that comes in 
than if we know that no matter how through the receiving departments, which 


much or how little we do the profit would 


be the same. Salesmen are the same 
kind of human beings, and if we are to 
expect the best results they must be 
treated as such. 

When salesmen are paid on a basis of 
results secured they are not only much 
more inclined to follow instructions, but 

i@ jobber is in a much better position 


are put away in the various departments, 


either hidden away on a shelf, or some- 
where else where it is not accessible, and 
then forgotten about. I wonder if you 
realize how much money the manufac- 
turer has spent to prepare that adver- 
tising and the thought that is wrapped 
up in that advertising matter which is 


just preparing for the benefit of the job- 


ber an avenue for creating sales. I would 
advise that an inventory be kept of all 
adverising matter sent by manufacturers, 





that a department be created by which 
that advertising matter can be sent out 
to the retail trade, giving them an op- 
portunity to get the benefit of all that 
advertising. I think you will find, if 
you will put some one in charge of the 


advertising matter and hold him responsi- 


bel for seeing to it that that is sent out, 
that you will get splendid results from 
the little time and effort involved. 
There is one thing in that report that 
I was particularly impressed with and 
that is where the chairman brings out 


so strongly that the jobber is a necessity 








in the drug business so far as serving 
the retailer is concerned. I think that 
in the past the jobber has never realized 
his potency in relation to the retailer, 
and I want to tell you that that is one 
strong factor that this report brings to 
your attention: that the retailer cannot 
possibly exist without the wholesaler. 





That applies more strongly in the whole- 





sale drug business: than it does in any 
other jobbing line, and Lywant to see the 
day come when the jovobder realizes his 
potency and exerts his influence in the 
right way. I feel that that, gentlemen, 
s an apology for the wholesaler being 
in business, because at no time and in no 
business is the jobber as necessary as 
he is to the retail drug trade, and with- 
out the wholesale druggist, the jobber 


cannot exist, just as your chairman has 
brought out to you so splendidly in this 
report. 

On the matter of clerks’ education—if 
you will excuse the phraseology—I am a 
“nut” about that. I feel that that is one 
of the things that has been neglected and 
the retailer today is a reflection of the 
inactivity of the jobber in teaching him 
the proper methods and the right kind 
of retail merchandising. As your chair- 
man has told you, the place to start is 
at the bottom—and that is with the clerks. 
He has pointed out to you, however, that 
the proprietor today in business has not 
had the benefit of that training he should 
have gotten long years ago from the 
wholesale druggist, if the wholesale drug- 





gist had given his attention to that par- 
ticular department of sales exploitation 
and sales development. That iq cre- 
ative selling. I hope that more work 
will be don 

I just want to leave this one thought 
with you:—Thére are twenty-five hun- 


dred wholesale druggists’ salesmen travel- 
this entire country, and what a strong 





and what an element of influence 
they could wield if they were all joined 
into an organization of wholesale drug- 


league of wholesale 


selling one idea, just 
could get them banded 
together to sell the idea that the whole- 
sale druggist is a necessity, gentlemen, 
that influence would be the largest sales 
organization that you could ever 
to have I would like to the 
when our salesmen in the wholesale 
business are all one unit, 
wholesale drug business, and educated to 
do that work. 
I think that you 
‘sting records in 
will but study them. I 
association will follow this work up, and 
I would like to ask, Mr. Chairman, that 
seriously considered by the Board 


salesmen. a 
druggists’ salesmen 
one idea! If you 


gists 








hope 
time 
drug 


selling the 


see 


will find some 
these charts if 


hope that 


very 
you 
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ot Control:—That they, do standardize 
hese reports, and that they submit them 
n comparative records each year, so 
that we will know whether we are mak- 
I progress or whether we are slipping. 
I thank you. 

Chairman Schieffelin:—Mr. Ochse, to 
make your recommendation coniplete, do 
l understand that you suggest this as 
the form, and that in future years it be 
compiled in this form, with the two years’ 
reports side by side? 

Mr. Ochse :—Mr. Chairman, my sugges- 

on was that we leave that to the Board 
of Co 1 as to the form and as to the 
standardization of the form, but that th 
‘comparative record be made each year 
when that form is standardized, in ac- 
ordance with their judgment. 


Chairman Schieffelin:—That will be 


brought before the board. 

Is Mr. Garrett, of the Harle-Haas Com- 
pany, present to comment on the report? 
(No response ) 

J. B. Bindley, of E. H. Bindley & Co.? 


(No response). 
KE. S. Albers, of Sanford, 
& Albers Company? 


Mr. Albers on Collections 


E. S. Albers:—I hate to talk after a 
speech like Mr. Ochse made, he has cov- 


Chamberlain 


ered the ground so thoroughly, and made 
such a wonderful talk. To begin with, 
I can’t make a speech, but I did take 
the time to jot down just a few ineimo- 


randa on just two points of the report, 


because jit is so large it would be im- 
possible for me to give our experience 
with of them, 





I picked out as a subject that would be 


interesting to everybody, the matter of 
settlements and collections. The report 
read by Mr. Evans on Salesmen and 
Selling Methods is very comprehensive, 


covering as it does all phases of selling. 





It contains much food for thought, with 
many valuable ideas which I hope we 
can all carry out. 

In discussing the report, however, it 
would be foolish for me to attempt to 
touch on all points brought out, but it 
occurred to me that I might be able to 





IN CHEMICALS, DYESTUFFS, 


bring out more discussion if £ should give 
our own experience in handling settle- 
ments and collections, so I shali confine 
what few remarks I have to make to that 
subject. 

Settlements:—The majority of our own 
retail drug customers are now discount- 
ing their bills with us. Our statements 
are mailed at the end of each month, 
showing total of all discounts. Sales- 
men are not furnished copies or amounts 
of these discount statements and have 
no instructions to look after getting 
checks. However, all our salesmen ac- 
cept checks when tendered by discount- 


ing customers and as there are occa- 
sionalty items to be returned for credit, 
it is our policy to have salesmen attend 


to this in the interest of getting the 
transaction quickly and properly closed. 

As settlements of this character are 
made only once a month by statement 
which customer has almost invariably 
checked with his invoices prior to the 
salesman’s visit, I feel that the few min- 
utes’ time spent by the salesmen in ac- 
cepting check and making the memo- 
randum of discount, and so forth, could 
not be put to better advantage. 

The question of allowances will be 
peculiarly inseparable from. settlements, 
in the meaning used in the report, as 
long as human nature is a factor in the 
retail drug business, and our company 
handles this by limiting the authority 
of our salesmen to the making of al- 
lowances only for goods returned for 
cause from recent shipments, and for 
overcharges clearly in error. Our sales- 
men have no authority for making al- 
lowances to meet competitive prices, and 
do so at the risk of having the amount 
charged to them pérsonally. Any ques- 
tion which does not come under the heads 
referred to, or which might become the 
basis of a controversy between the cus- 
tomer and the house must be referred to 
our office for adjustment. 

_ Collections :—Our ‘salesmen are kept 
informed of the status of accounts which 
have passed the stage of the first routine 
notice or two of the maturity of the bills, 
and particularly the accounts approach- 
ing the condition where collection of all 


or part of the past due amount must be 
made before further orders can be 
shipped. Statements are furnished sales- 
men in these cases with instructions, 
“Collect or don’t sell.” 

It is not our policy to make collec- 
tors of our salesmen, except in those 


cases where he can function no further as 
a salesman until a collection is made. 
After making due allowance for the 
natural aversion of a salesman to push 
collections, and the personal capabilities 
of the different salesmen, we do not feel 


we could go much further without inter- 
fering With the salesman’s influence or 
conflicting with the responsibility and 


authority which must rest with the credit 
department. Our own experience has 
tended to show that if there is a golden 
“mean” between no collections by sales- 
men and the other éxtreme of continually 
bombarding them with copies of routine 
Statements and collection letters, which 
should not require their time and atten- 
tion, our policy, we think, works out to 
the best practical advantage. 
I thank you. 


(President Moxley resumed the chair.) 

President Moxley:—~We are very much 
pleased to have heard from you, Mr. Al- 
bers, on this subject: the point of col- 
lections. I believe that there is a great 
waste of time on the part of cur sales- 
men in Making these settlements and I 
am very happy indeed to have had you 
address yourself to that subject. 

My friends, I have a junior partner 
who is as modest as a violet, but he has 
a merchandising instinct. He will prob- 
ably use a niblick on me when he gets 
home fcr cailing him out, but I am going 


to call him out on the floor and ask him 
to talk to us on this subject. I want 
you to see him and\know him—A. Kiefer 
Mayer. 


Mr. Mayer on Collections 





A. Kiefer Mayer:—Gentlemen, if any 
of you want any free publicity, I would 
suggest that you start laboring with the 


Nominating Committee for the president 
of your organization to be President of 
the N. W. D. A. I worked fcr a good 


many years, and spent a gocd many dol- 
lars with the Nominating Committee to 
have Mr. Moxley elected President( laugh- 


ter) and [I am now being rewarded by 
having the pleasure of standing here be- 
fore you to comment upcn one of the 


most instructive reports that I have ever 
had the pleasure of listening to. 

The subject is so broad, there 
many thoughts that are food for discus- 
sion, that it is foolish for me to attempt 
to enter into any detailed discussion on 
any one of them. I would like to leave 
a thought, though, on the subject of col- 
lection by salesmen; possibly it will as- 
sist some of you gentlemen in taking 
this subject up with your own salesmen. 

One of the most interesting sales meet- 
ings we ever had in our organization was 
several years ago, at which time we dis- 


are so 


cussed the matter of collection by sales- 
men and the conservation of salesmen’s 
time. It was a very touchy subject, in- 
asmuch aS a great many of our men 
felt that the time they spent with their 
retailer (with our customer) in the set- 
tling of his bills brought them into inti- 


mate touch with the retailer and that they 
had an advantage over the other sales- 
men because of the time spent in this 
way, when the customer would have his 
checkbock out and be showing iim bal- 
ances, and so forth, 

We finally adopted this policy: we 
asked our salesmen to submit a list to 
our financial department of all their cus- 
tomers who they thought would be will- 
ing to settle w.th the office direct. We 
found that about 90 percent of our cus- 
tomers were listed, and gradually we 
have eliminated a great many of the 
other 10 percent. 

The salesmen now ares 
thusiastic over the subject and we have 
their whole-hearted support in collecting 
as many accounts as possible by the of- 
fice. 

In regard to the conservation of sales- 
men’s time. I am reminded of an article 
that I read a few days ago in one of 
the magazines by miy old friend, Hugh 
Fullerton, in which he remarked ‘that 
Babe Ruth had just twelve minutes in 
1923 to make his record of home runs; 
that is, gentlemen, the balls that were 
Babe Ruth traveled from the 


all most en- 


pitched to 
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pitcher’s hand to the catcher’s mitt 
twelve minutes in the year 1923, And 
I think if you will all confer with your 
salesmen, you will find that during the 
day there are not many more minutes 
they spend in actually selling their re- 
ta.1 customers. I do not consider taking 
items off the “want” book as selling; I 
consider it sellmg those items that they 
convince the retailer he should have, with 
a selling method. to resell to the consumer. 

That subject was_ very splendidly 
touched upon by the chairman in his re- 
port this morning. I think it deserves a 
great deal of attention. Il personally 
love the wholesale drug business because 
there are so many things in it that you 
can never get to the end of, and then you 
can always work and work and never 
make any profit. 

I think the chairman 
brought in one word that really covers 
the essentials in handling our salesmen 
and that is common sense. I have 
noticed with a great deal of pleasure in 
our Own organization that when our dif- 
ferent department managers present dif- 
ferent items to our salesmen, they in- 
variably will ask, ‘Well, Oscar, what do 
you make on that, 20 percent or 15 and 2, 
or 10 and 5?” And we find that the 
salesmen who are really making the 
money for us are the ones that go out 
and sell the items that produce the margin 
of profit. I don’t mean to give you the 


in this report 


impression that it takes 20 percent to 
make the profit, because we lave a lot 
of 20 percent items in our houses that 


produce a loss. 

Another item I would like to touch on 
for a moment is one that was mentioned 
by Mr. Evans: the tratning of salesmen 
to sell profitable merchandise. We have 
been working on that subject in our own 
organization for a great many years. 
We aren’t one hundred percent perfect 
along that line yet. We know that we 
have a great field to cover. But I be- 
lieve there is nu better way that we can 
increase our net profits than by instruct- 
ing our salesmen to sell merchandise that 
produces an actual profit, and we must 
be sure we know that merchandise is 
producing a profit both by turnover and 
gross profit. Thank you, gentlemen. 

President Moxley:—Gentlemen, you can 
see where I gain my inspiration in the 
wholesale drug business—from Kiefer and 
my associates. 


Mr. Kiger Says Sell Right 


Cc. J. Kiger:—lI feel like I imagine a 
surgeon would feel if he was ready to 
operate before a clinic without a patient, 
as I am used to operating with the mer- 
chandise in my hand. 

I am supposed to discuss the wonder- 
ful report delivered by our chairman, but 
instead of a discussion, it should read 
“endorsement.” 


_ The main reason any of us are here 
is to find out how to run our business 
to better advantage, which means more 


profitably, and profit is the only reason 
any of you have for being in business. 
Profit is only the result of sales, and there 
is no profit without sales, even if the 
goods cost you nothing. 

Therefore, what every one of you are 
mainly interested in is sales. Your en- 
tire business is figured on sales. Your 
report from Harvard Bureau is based 
on sales. All the percentages of every 
expense is based on sales. The sales de- 
partment can overcome the mistakes of 
the buying department, credit department 
and the operating department; but how 
could any of the other departments over- 
come the mistakes of the sales depart- 
ment? 

Therefore, the most important thing in 
your business is to give fullest attention 
and support to the sales department and 
other departments will become a matter 
of detail which as a rule are intelligently 
directed. The only trouble with a great 
many is that they give the major portion 
of their executive consideration to other 
departments. Some wholesalers consider 
the sales department as only a necessary 
adjunct to the buying, credit and operat- 


ing departments, instead of just the re- 
verse, which is the real fact in the case. 


The sales department is the head of your 
family and you know what happens when 
the head of the family gets sick. 

If your sales department is sick, the 
chairman of this committee is the doctor 
who has diagnosed your case in the most 
thorough manner ever attempted before, 
and has prescribed the best treatment, 
but he can’t be expected to make the 
patient take the medicine. That is up 
to you, 

If this association had given the same 
amount of time and effort to selling in the 
last fifty years that they have to all other 
subjects, you would not have buying 
clubs and mutuals to contend with as the 
proposition would have been handled in 
the beginning as a sales proposition in- 
stead of a buying proposition. 

Think of the time and effort given 
trying to buy merchandise at a _ better 
discount instead of trying to sell more 
profitable goods and show the manufac- 
turers that you have a Sales service to 
offer, in addition to handling service! 
The manufacturers do not pay for sell- 
ing their goods, if you are only handling 


in 


their goods. The discounts allowed you 
by manufacturers barely cover yuur 
handling charges, and you can’t expect 
to remedy that situation until you dem- 
onstrate your sales ability. Where that 
ability has been demonstrated you have 
found the manufacturer ready to co- 


operate in every way by additional profits 
and protection. 

Show the manufacturers what you can 
do by doing it through your sales de- 
partment. The function of the whole- 
saler is to distribute, and if the whole- 
saler will stick to his job, the manu- 
facturer will be only too giad to do the 
same, The great menace to the whole- 
saler is the manufacturer selling direct 
to the retailer and breaking down al) 
the natural toll-gates on the highway of 
complete distribution. 

This menace can be overcome to a 
great extent and the manufacturers per- 
suaded to pay toll through the regular 
channels instead of making the more ex- 
pensive detour. They realize that the 
fundamentally sound and economic 
method of distribution is through the 
wholesaler. 

The jobber’s salesman should be 
trained to consider the direct selling 
salesman as his real competitor rather 
than the competing jobber’s salesman. 

The wholesaler should consider it his 


job to sell everything handled in a re- 
tail arug store, 

Dia you ever consider what propor- 
tion of the retail druggist’s purchases 
go to the wnouieSaier* ine Harvard 
bureau teils us that oV percent oniy go 


to tne wnoiesaie aruggisis. If you get 
what could be consiuered your share 
of business from each aruggist in your 


territory, you would still omy be getting 
about one-nfteenthn or his purenases. 
lounk What it would mean it you got 
one-nalt of his purchases! Aliso con- 
siaer the tact that the merchandise you 
are seiing tne retailer Consists Mainly 
ot his short profit merchandise, and soid 
at snort and inadequaie pronmts to you. 
Snort pront merchandise pers.sts all the 
way through. 

«et into the iong profit game by fea- 
turing long profit goods, goods that pay 
tne retailers a long profit, tnat aiso pay 
tne distributor a long proirit. 

And, while we are on the subject of 
pront, it 1s well to mention that goods 
priced with too big a promt are as dan- 
gerous as goods priced with too small 
a protit. The ideal Situation is to arrive 
at a fair margin of profit, and hold it. 
Vurnovers at a fair margin are better 
than left-overs at too wide a margin. 
‘tne buying and selling departments must 
absolutely co-operate 100 percent in or- 
aer to make it possible for the sales 
aepartment to function 100 percent. 

Four years ago here at Atiantic City 
I pleaded with you to put in a sales 
manager and to give him a clear title, 
to give him full authority on sales, and 
to nold him responsible for results. At 
tnat time you could count the jobbers’ 
saies managers on one hand. Just think 
or it! Ana in the report submitted by 
your chairman of this committee it shows 
that 50 percent of the wholesale drug- 
gists now have sales Managers, and each 
year you will find more sales managers 
instalied in wholesale drug houses. They 
will soon be considered most indispen- 
Sable and far more important than any 
olner manager in any other part of your 
business. 

The average losses from bad debts are 
three-tenths of one percent; the average 
difference in price paid for merchandise 
is about 2 percent; the average differ- 
ence in sales of profitable goods is about 
5U0 percent. 

Tne statement that goods well bought 
are half sold applies only to selection of 
merchandise and not to price. 

I only want to call your attention to 
several of the most important po.nts 
brougnt out by your chairman; that is, 
the marked conviction on the part of 
business men as a whole of the abso- 
lute importance of a complete tie-up 
from manufacturer to wholesaler to re- 
tailer, and the necessity of ample com- 
pensation and protection; the importance 
of the wholesaler training h.s salesmen 
how to sell profitable goods on which he 
has protection. 

Conservation of salesmen’s time: You 
will find that the salesman will take care 
of this situation if you make it to his 
interest to sell profitable goods and give 
him the necessary information on the 
goods. He then stated that what this 
gentleman needs is more sales informa- 
tion and less sales managing. 

As your chairman has stated, it is 
encouraging that such an increasing num- 
ber of jobbers real.ze the importance of 
just ordinary common sense methods in 


President Moxley:—tThis is a subject 
but time will not permit. What is your p 

(The report on 
the Board of Control.) 

At the request of President Moxley, W 


piatform. 
Cattell Urges O 


E. J. Cattell:—I am not generally a 
Mr. “Butter-insky,”’ but I had such de- 
lightful memories of the last time I was 
with you that, although I talked last night 
at about one o’clock and have talked 
twice today already, 1 walked down here 
just Tor the sake of getting in, hoping 
I would get an opportunity to bid you 
Godspeed and tell you how hopeful I am 
about the future. 


You know, I think I told you before, 
where I got my first lesson in optimism. 
When I was in the city hall in Phila- 
delphia one day a dear little chap fell 
down a long fight of stairs. I rushed 
out, picked him up, brushed him off and 
asked if he was hurt. “No,” he said, 
“I was coming down anyway.” 

That is the feeling to have, and that 
is what we all want to get. If we can’t 
get what we like, like what we got. It 
is a good rule, eYen for married people. 
It saves a whole lot of trouble, if we 
will just get in the joy of the game and 
get out of a grouch. 

Years ago I heard a conversation be- 
tween two little girls who had been act- 
ing in one of.our theatres; they were 
talking about their experiences in Phila- 
delphia. One of them was telling about 
how everything had been wrong, the thea- 
tre Manager wouldn’t give her a chance, 
the calcium light never turned on, the 
boarding house was indescribable, the but- 
ter, salt,andthe beds hard. She kicked 
all the way from Philadelphia to Tren- 
ton, Then her little companion got her 
first chance to. speak and she said some- 
thing I have never forgotten. She said, 
“Kitty, quit chewing the rag, you'll get 
lint on your lungs.” 

That is slangy, but it means exactly 
what the experts tell you when there is 


a physical condition; that is, it means 
reflection of a mental attitude. 


We have got to think in terms of hope. 
We have got to think in terms of ex- 
pectation. We have got to think in con- 
tinents rather than counties. 

I figured out the other day and a kindly 
friend who is a critic checked me up 
(he thought he had caught me in a mis- 
take, but found I was right) that every 
time the clock ticks, night or day, Sun- 
days, holidays, every day of the week, 
one thousand dollars of new buying power 
comes into being in this country. In my 
conscious life the wealth of America has 
grown from seven billion to three hun- 
dred twenty billion, and in that period 
that wealth has grown ten times as fas-v 
as the number of people that divide it. 

The signs of extravagance which 
frighten the pessimist—and a pessimist 
is nothing more than a blind man in w# 
dark room looking for a black hat that 
ain’t there (laughter)—are the inevitable 
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selling and that the future of the jobber 
depends entirely on our attitude toward 
the selling end of our business. Never 
in the history of the drug business has 
it been as necessary to give your un- 
divided attention to this leading feature 
of your business. Remember tnat when 


the common sense methods are applied, it 
is uncommon sense. 

When soliciting business from your cus- 
tomers please do not lay too much stress 
on your justification as a wholesale drug- 
gist, but rather the exploitation through 
constructive sales effort and co-operation 
with the retailer. 


Endorsement by Mr. Bertoli 


L. J. Bertoli: Mr. Evans gives great 
credit to the men who for the past few 
years have given us these remarkable re- 
ports, and last year, after Mr. Ochse’s 
report, I began to sympathize with the 
chairman of the committee for the ensu- 
ing year, realizing they had a hard task 


before them. But the report is a most 
wonderful one, full of constructive 
thoughts and is worthy of study and 
application. 

We should be willing to work with 


manufacturers who are eager to co- 
operate with the service jobber and give 
them the support of our selling organ.za- 
tion. 

I don't believe our salesmen should be 
allowed to become disinterested in any 
product that pays a profit and affords a 
fair volume. 

I heartily endorse the recommendation 
of inspirational and educational talks as 
was presented by Professor Ivey at the 
St. Louis meeting. 

Conservation of salesmen’s time is a 
very important point; it means increased 
business and a saving in expense. 

I agree that settlements are a matter 
for the house to adjust, but collections 
are different. Salesmen can and should 
aid the credit department and also assist 
the retailer. Poor credits mean the loss 
of business to the house and salesman. 

Co-operation with retailer:—This part 
of the report is a most important one. It 
means much to the future of the service 
jobber, and if you are not in touch with 
the school of pharmacy of your c.ty_ or 
State, get in touch with it. You will find 
a very cordial reception. They realize 
they have knowledge and equipment so 
necessary to ethical education, but they 
are totally ignorant of merchandising 
problems, and they will welcome any as- 
sistance you can give them. We _ have 
arranged several talks for them, and they 
are eager for more; in fact, the Illinois 
School of Pharmacy is willing we should 
conduct a merchandising class. i 

Retailers, too, are beginning to realize 
their lack of merchandising ability, and 
meetings with retailers should be encour- 
aged. Next month in Chicago with C. RK. 
S. A. we expect to put on a series of 
four meetings and the retailers themselves 
suggested it after we held meetings in 
two of the neighborhood centers. , 

Compensating salesmen :—We believe as 
does Mr. Evans that the proper method 
of keeping salesmen happy and securias 
results is to pay them for accomplish- 
ment. 


I have just briefly endorsed Mr. Evans’ 
report; it is full of sound wisdom. What 
we get out of it depends upon whether 
or not we apply it. 
ve could discuss profitably much longer, 
leasure with the report? 


was in due order referred to 


alter V. Smith escorted E. J. Cattell to the 


ptimistic Outlook 


physical expressions of a wealth that has 
multiplied ten times as fast as the num- 
ber of people that divide it. 

I figured that over again the other day. 
That is what has happened during my 
conscious life, and that has never hap- 
pened before in the history of the world. 
The wealth has come not by robbing 
others, but by taking cottonseed which 
was garbage when I was a young man 
(and which they paid money to destroy) 
and utilizing it, and by taking territory 
that I crossed fifty-five years ago where 
nothing came from (called the American 
desert) and cultivating it. Last year 
one thousand millions were taken out of 
that territory, because we found out how 
to change arid land into arable, by cut- 
tings down hills that impeded progress 
and hindered the farmers, and taking that 
rock that was in there away and grind- 
ing it up and making cement of it, mak- 
ing a thousand miles of road that lessened 
the cost for 10,000 farmers in moving 
things. We are making even the wrath 
cf man to please God in our wonderful 
development all over the land on all lines, 
but let’s do it pleasantly. 


I have a friend who does you a favor 
in a way that makes you think he has 
refused it. He knows more than any- 
body else, and never asks questions. I 
went motoring with him one day and got 
lost four times between eight o’clock and 
eleven, because he knew all the roads and 
said all the maps were wrong. You know 
that kind of man. At eleven o’clock we 
pulled up in front of a country store. 
Three rubes were standing there. He 
said, “Tell me the road to Cohoes.” 


One of them said, “Don’t know.” 

“Well,” said my friend, ‘tell me the 
road to Albany.” 

“Don’t know that neither,” said the 
fellow. 

“You must know the road to New 
York.” 

“No, I “don’t.” 


“You don’t seem to know anything.” 

“Maybe I don’t, but I ain't lost.” 

That is what we want, my friends. 
For God’s sake, lets us get our feet on 
the ground. We have taken the discount 
off of everything. That is the mistake. 
I was up in New Haven not long ago 
and a dear old farmer friend there told 
me something that had happened to him. 
He is awfully strong on horses, but weak 
on mathematics. He went into New 
Haven one time and met a horse training 
friend. His friend said, “What brings you 
in, Jim?” 

“Cume in to sell my .ittle Mary-Jenny,” 
said my friend. 

“I'll buy her,” said the other fellow. 
“What do you want for her?” 

“Five hundred dollars.” 
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off 10 percent for 

Well, my friend wasn’t up on _ per- 
He didn’t know how much he 
was going to lose with 10 percent off, burt 
he didn’t want to show his ignorance by 
asking questions. He went back to the 
Taft Hotel and sat there wondering what 
he would \s he was sitting there 
he noticed the public stenographer and 
he said, “She Ik like a high school 
gir] ll ask her the question.” 

He went to the girl and 
re to offer you $500 less 10 

would you take off?” 

rything except my ear-rings.”’ 

didn’t get any information. 

know then what 10 percent 
more than before. 

Let's be honest. When we don’t un 
derstand a situation, let’s face the facts, 
and then we will get the results. 

Yesterday morning I got up at halt 
past six because I had promised to speak 
in a school named after my dearest friend, 
George E. Thomas, who was associated in 
the old days with Jay Cook, before he 
failed in that big, constructive firm that 
helped to develop the great West and 
Northwest. George E. Thomas was my 
dearest friend. Afterward he was a part- 
ner of Drexel-Morgan. He gave a great 
deal to charity during his life, and after 
his death his wife carried on the same 
work. They named a big public high 
school after him, and I went down there 
yesterday morning to talk to 2,000 peo- 
ple. in the southern part of our city. 

I stood before 1,500 young boys and 
girls, coming from twenty different na- 
tionalities, well-dressed, clean of face, 
bright of eyes. I told them of the man 
that I had known and loved, after whom 
their school was named. I told them of 
the fourteen years which I had lived in 
the countries from which their parents 
came (I spent fourteen years of my 
life in Europe) and then I told them about 
one thing that happened in the city of 
Philadelphia that illustrated the splendor 
of our rules of the game 

I told them how a friend came to me 
one morning and said: “Good bye, Cat- 
tell. we may never meet here, but we will 
meet in God's land. The doctor tells me 
I only have five chances out of a hun- 
dred to live, but I am going to make 
a fight for my chance.” 

We made a little purse for him and 
sent him out West. He went out West 
and stayed there for some time. Ina 
few years he came back to Philadelphia, 
borrowed a little money, bought a litt!e 
shop in which he made some hats, and he 
took those hats out on the street and 
sold them. That happened right there 
in Philadelphia, I told those young peo- 
ple. Finally that friend died and last 
Christmas I went to the factory that 
he had established and I saw them give 
away $80,000 in Christmas presents to 
the employes in that establishment 
founded by that man who had only five 
chances out of a hundred to live. 

I said to these children: ‘My friends, 
that is what happens under the rules of 
the game as they are today. and it will 
happen again in this splendid country. 
Let's take courage.” 

Oh, they took it splendidly. My friends, 
they are coming into the spirit of Amer- 
ica, and we are on the edge, my friends, 
of the greatest period of prosperity that 
the world has ever experienced. I lived 
for fourteen years abroad, and I know 
that the confidence that is coming to Eu- 
rope since the Dawes agreement is go.nz 
to release their old spending habits; the 
expenditurs of Europe will increase 500 
percent in the next three years, while its 
home production won’t increase more than 
100 percent. We are not going to have 
a flood of foreign goods to paralyze us 
here; on the other hand, we are goinz 
to have a duplication of what happened 
last August, when the exports of wheat 
alone were 10 percent greater than a 
year ago, and the price 35 percent higher. 

Big times are coming. I have just 
finished a 5,000-mile trip through the 
West, which completes nearly 80.000 miles 
of travel in the last twelve months. The 
country only wants courage. That is a!) 
we want, the unreasoning courage shown 
by those forebears in the old days. the 
Puritan fathers, who had half their num- 
bers dead, enemies without, and disease 
fighting them within. What did they do? 
Did they have a day of fasting and 
prayer? No, they had a day of thanksgiv- 


ing. 

A little flea was going up a plank 
ahead of a big elephant and he turned 
around and said to the elephant: “Who 
the hell are you shoving!” ‘That is what 
we want, the unreasoning courage of the 
real man on the street. 

Let’s play the game, men. 
got all the cards Let's play 
and play it straight. 

I am not going 
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President Moxley :—The next business 


bring us a composite picture of our oper 
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Accounting Committee” by S. D. Andrews w 
ating costs. 


Ol 


want ¢ » into the 
luncheon, but I d vant to tell 
It is ng I pick d 
up in Memphis, Tennessee, about a year 
ago. It is just a littk that hap- 
pened out in that section, it J to 
tell abou i; it teaches me a /iesson 

They had a baseball club down : 
I am an old ballplayer. Down in Baiti- 
more, Maryland, last year I played in a 
game. I got a home run, but I want to 
tell you when I got home my breath was 
going around the second time and my 
heart the third. 

The whole strength of that team 
there in Memphis was the pitcher, a tall 
chap from an lowa farm He had at- 
tracted a good deal of attention. There 
had been a lot in the newspapers about 
him, The Chicago Club had challenged 
him. It was going to be an awful match. 
They expected 10,000 people there. Two 
weeks before the match came off their 
pitcher was called home to the old Iowa 
farm to say good-bye to his father, who 
was dying. His father had been blinded 
in a railway accident some ten years be- 
fore. The boy really idolized this father. 
Whenever he got any notice in the papers 
he would clip it out and send it to his 
mother, who would read it to the blind 
father and give him a little new light in 
his soul, because he loved his boy. 

As I say, two weeks before the 
he had to go home. He saw his father 
put in his grave and he came back to 
Memphis. When the day of the game 
came he went into the box. There were 
10,000 people there. There was quite a 
furore because in the first inning the 
pitcher of the Memphis team seemed to 
have entirely lost his skill. The visiting 
team made four runs in the first inning 
But when he went into the box for the 
second inning he was a new man. He 
pitched as he had never pitched before. 
The other team never got a run, and the 
home team got five and won the game. 

As they were walking over the field the 
captain of the team said to the pitcher: 
“You had us crazy in that awful first in- 
ning. What happened to you? You 
seemed to have lost all your power.” 

The other replied: “‘You ought to know 
what I have been playing for: to get no- 
tices in the press that I could send to 
mother for her to read to my father, who 
loved me as he loved life. I've just 
been home to see dad put in the little 
churchyard. My heart was gone and my 
inspiration wiped out; I couldn’t do a 
thing.”’ 

“But what happened to you in the sec- 
ond inning?” 


“Well,”’ said he, ‘as I walked into the 
box and crossed the field it just seemed 
as if God had given me a vision. The 
thought came to me that the old dad that 
I loved so much, in the new home to 
which God had called him had found his 
sight; he was blind no longer. This was 
the first time he had ever seen his boy 
pitch, and I pitched.” 


Men, when the burden 
heavy and days seem to draw near a 
crisis I like to think that my old mater, 
who went home to God forty years ago, 
is watching me pitching. There isn’t a 
man or woman living that every hour of 
the day hasn’t somebody watching his 
pitching. We have got to play the game, 
men. God help us to be true to our bet- 
ter selves and to those who watch and 
wait and hope. 

President Moxley (holding Mr. Cattell’s 
hand):—My dear Mr. Cattell, IT have held 
you for this moment to express to you 
what our members have just expressed, 
what is in the heart of every man who 
has heard you: our deep appreciation for 
your coming and giving to us this won- 
derfully inspiring message of optimism. 
I was not one of the fortunate men who 
heard you at our convention here in At- 
lantic City three years ago, but ever 
since that evening, wherever any group 
of wholesale druggists have been together 
and discussed that conventien, they have 
referred to the remarLable and inspiring 
message delivered ym that occasion. 
Somehow I had gathered the impression 
that vou were an old man, but your words 
belie that fact, for your message is cer- 
tainly one that can spring only from a 
youthful heart 

Let me say to you that if ever you find 
yourself within a hundred miles of a 
group of druggists in the future you will 
not have to walk to our meeting, as you 
have indicated today, but if we have the 
good fortune of knowing it we will send 
a committee in a Pierce-Arrow to fetch 
you. It is a great pleasure to have heard 
you and 1 thank you for it. I know that 
I express the thought of every man here 
in thanking you from the bottom of our 
hearts. 
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our program is ‘‘Report of the Uniform 
ho has been working for so many years to 


Mr Andrews! 


S. D. Andrews :—If it pleases the chair I would like to make my report following the 


report of the Harvard Bureau of Research. 
President Moxley :—Then we wil! 


Harvard bureau is being discussed. 
Gentlemen, I present Mr. Lenihan, 
Bureau! 
Mr. Lenihan 
following 


presented the report of the 


conclusions were set forth: 


Harvard Bureau 


1923 was 
With- 


In the 
a year 


wholesale drug trade, 
of distinct improvement. 
out any increase in the average percent- 
age of gross margin, the total expense 
ratio was decreased, and the average net 
profit increased. A typical wholesale drug 
firm, representative of the 117 firms on 
whose reports this bulletin is based, had 
net sales of $1,100,000, a gross margin of 
17 percent of this amount, total expense 
of 15.6 percent, and a net profit of 1.4 
percent. This typical firm turned its stock 
it the rate of 3.9 times during the year. 
These averages are based on profit and 
itements submitted to the bureau 
1923 by 117 wholesale druggists. In 
r t received, represent- 
of $195,050.000, 
re so incomplete 
1 tabula- 
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Harvard Research Bureau, in which the 


’s Cost Analysis 


situated in 388 States of the Union. Of 
these firms, 35 were situated in cities with 
population less than 56,090; 24 in cities 
with population between 50,000 and 99,- 
000; 33 in cities with population between 
100,000 and 399,000; and 25 in cities with 
population of 400,000 and over, 

A direct comparison between the years 
1$ and 1923 in the wholesale drug busi- 
ness is afforded by the reports of 85 iden- 
tical firnus that sent in complete profit and 
loss statements for both years. The ag 
gregate vclume of sales for these firms 
was 9.3 percent higher in 1928 than in 
1922; their average gross margin was 
practically the same in both years, 
percent in 1922 and 17.1 percent in 
but the common figure for total expense 
for these 85 identical firms decreased from 
16.4 percent in 1922 to 15.7 percent in 
1923 The result was a typical net profit 
figure of 1.4 percent of net sales for these 
firr 1923 as compared with a common 


The aver- 
slight 
these 
3.8 
in- 
the 


1922. 
exhibited a 
times a year for 
as compared with 
times in 1922. This brief summary is 
dicative of the progress made by 
wholesale drug trade in 1923. 


Net Sales 


The aggregate net volume of the 
117 firms on whose reports this bulletin 
is based was $194,650,000 in 1923. The 
lowest sales volume figure for an indi- 
vidual firm included in this total was ap- 
proximately $200,000, and the figures from 
individual firms ranged from this to 
high as $8,000,000, The table below shows 
the grouping ot wholesale druggists re- 
porting for 1923 according to their sales 
volume. There were 45 firms in group 
A, with sales less than $750,000, as com- 
pared with 37 firms in group BL, with 
sales between $750,000 and 499,000, and 
45 firms in group C, with sales of $1,500,- 
000 and over. 


Volume of Sales in 1923 
All 
firms re- 


port 


figure of 0.8 percent for 
age rate of stcck-turn 
increase, being 4 
85 firms in 1923 


Saies 


Firms 
reporting 


Group. Net sales. 

A Less than $750,000 

B $750, 000-$1, 499,000 

Cc $1,500,000 and over.... 


Total number of firms.. 


Common Figures 


The followiag table shows operating 
penses, gross margin, net profit, 
stockturn in 1923 for all wholesale 
firms reporting and for firms 
cording to volume Sales 


ex- 
and 
drug 
froups ac- 
of 


Net sal 


All firms ] 
reporting 


Total salesforce expense 
Advertising and catalog 
Other selling....... 


Packing cases and wré 

Outward freight, expr 

Outward truckage.. 

Executive salaries, office salari 
bonuses ...+-..... ° 

Office supplies, postage, and st: tionery...... 

Telephone and Telegraph............. 

Other buying, management, and olfice 

Rent o* 

Heat, light, power 

TaxeS ...c.+- 

Insurance .. 

Repairs of equipment... 

Depreciation of equipment... 

Total interest — 

Miscellaneous expense.. 

Losses from bad debts.. 


wages, and 


Total expense....... 
Gross margin........-- 
Net profit... 
Stock-turn (times a year)... 


Twenty-five firms reported a net loss 
(averaging 0.7 percent); forty-seven had 
a net profit above the 1.4 percent average, 
their margins averaging 2.6 percent. 


Conclusion 


On the basis of the facts brought out 
by this survey of the cost of doing busi- 
ness among wholesale druggists in 1928, 
there appear to exist no _ substantial 
grounds for apprehension as to what the 
future holds in store for this trade. To 
be sure, there is evidence of keen compe- 
tition in many quarters with resulting 
low gross margins. Yet these conditions 
apparently have served as a spur to 


President Moxley :—I 


the report of the commitiee and 


will now put it to the 
discuss ’ 
time wher we can take it up again and give it thorough discussion. I 
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hasten the achievement of economies in 
operating expenses. 

In this bulletin, common figures have 
been shown for the expenses and profits 
of wholesale drug firms classified accord- 
ing to sales volume, according to geo- 
graphic location, according to size of 
cities, and according to rate of stockturn ; 
but for no one group in any one of these 

sifications was there shown an aver- 
age net loss for 1923. No group of whole- 
sale druggists, therefore, appears to be 
suffering under any handicap that cannot 
be overcome by good management. 

The results for the year 1923 exhibited 
a distinct improvement as compared with 
those for 1922. This improvement was 
accomplished primarily through a reduc- 
tion in the average ratio of total expense. 
Furthermore, the firms that secured a 
higher rate of net profit for 1923 than 
the average for all firms reporting were 
principally those whose total expense ratio 
was below the average. It indicated, 
therefore, that under present day condi- 
tions wholesale druggists must depend for 
a favorable net profit showing primarily 
on the achievement of economies in ope- 
rating expenses rather than on extensions 
of gross margin, 

A wholesale drug merchant can judge 
how closely his results for 1923 compare 
with the average ratios by placing the 
percentages shown on the report for his 
own firm alongside the common figures 
given in this bulletin. He, furthermore, 
ean obtain a direct comparison in dollars 
and cents by applying the common per- 
centage figures directly to his own net 
sales figure. For example, if a whole- 
sale druggist with sales of $1,000,000 had 
total salesforce expense of $40,000 in 192: 
he can apply the common figure of 
percent for this expense shown in 


is 


1006; 


————_————__-———-Groups— 
A B 

Net sales 

ss than 
$750,000. 
35 
3.8 § 
0.06 


Cc 
$750,000- $1,500,000 
$1,499,000. and over. 
37 45 
3.7 % 3.5 % 
0.15 0.18 
0.1 0.08 
2.8 2.8 
0.26 6.3 
0.11 0.19 
0.3 O.4 


117 
3.6 % 
0.15 
0.09 


7/0 


3.5 3.4 
0. 

a. 

0. 
0. 
0.14 
0. 
0.2 
0.07 
0.1 
1.9 
0.3 
0.3 
15.4 
16.8 
1.4 
3.8 


table, directly to his net sales figure of 
$1,000,000. Multiplying $1,000,000 by 3.7 
percent gives a result of $37,000; thus 
this wholesale druggist can that his 
total salesforce expense was $3,000 higher 
than the average for firms with similar 
sales volume. He then can take steps to 
find out exactly why this item of expense 
was out of line and what methods should 
be used to reduce the ratio. Similar com- 
parisons may be made of all the other 
items of expense; and when any one is 
found to be higher than the aver: ratio 
for all firms reporting, a point is indicated 
where efforts should be applied for the 
purpose of effecting economies in opera- 
tion. 
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that those who discuss the report are hurried or that there wouldn’t be sufficient op- 


portunity and time given for everybody to 
the idea. 
All who 
aye > 
now open for discussion, 


Ss. D. Andrews:—I will 


favor continuing the 


try and make 


discussion 
Those opposed will signify by saying “no.” The 


be heard. Let’s have a motion here to get 


saying 


is 


by 
and it 


signify 
have it, 


of this subject now, 
“ayes” 


my report somewhat brief. Some of the 


matters are for record purposes and I will pass over them in order that we can get 
opportunity to ask questions and have the report of the Harvard bureau more in- 


formally discussed. 


Mr. Andrews read the repurt of the Committee on Uniform Accounting as follows :— 


Report of Committee on Uniform Accounting 


of 
Expenses 


The report the Harvard Bureau on 
Operating in the Wholesale 
Drug Business for the year 1923, which 
you have just heard read, is a contribu- 
tion to our trade of such value and im- 
portance that your Committee on Uni- 
form Accounting feel it should, in the re- 
port thereon at this time, lay some spe- 
cial emphasis on certain features thereof. 
There is so much of importance in the 
report by way of detailed analysis of the 
various important operating expense 
items, together with the charts and vari- 
ous tables of comparison, that we fear 
members will find themselves quite at sea 
in attempting, without study, to engage 
at this time in any open discussion of its 
many features, excepting only possibly a 
few of its most outstanding important 
points and the general question as 
value to individual members, and to 
association as a whole; the question 
continuing the arrangement with Harvard 
for another year, and the question as to 
the effect published reports 

kind on allied branches of 
dustry. 

The value of this 
only be fully appreciated 
and careful study, but all who have 
tened to its reading must be im 
with the fact that our association 
be congratulated in now possessing 
we have long been seeking: i. ¢ 
rate, exhaustive and reliable stat 
covering the principal cost 


its 
the 


ot 


to 


this 


ot 


our 


of 
the in- 
wonderful report ec 
after thorough 


in 


res 
what 
Lecu- 
items of 
a wholesale service drug business 
Your committee at this time wishes 
thank the members the N. W. D. A. 
who have so willingly co-operated in mak- 
ing this study through their vol- 
untary contribution the fund raised 
to finance the work which th burenu 
has so successfully ted, and who 
furnished statements of such character 
that our association has come in for spe- 
cial praise from Harvard, for 
exhibiting rare t oughness and car 


hor 
preparatio of the s t 


of 


possible 


to 


con 


not 


ments rut 
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for the high percentage of co-operators-— 
more than is usually found in trade 
associations engaged in similar work 
Your committee refers to this point 
with some considerable pride, inasmuch 
as the bureau was kind enough, both last 
year and this, to comment on the excel- 
lent showing of our asspciation, and to 
give credit to the preliminary ground 
work of the past few years which aroused 
the interest of the individual wholesale 
druggists in work of this characer. The 
willingness shown by the members of this 
association to follow the committee so 
faithfully in the early stages of this work, 
when the idea of obtaining the adoption 
of any uniformity in accounting methods 
was thought by many impracticable and 
visionary, has been a source of inspira- 
tion and encouragement. For their pa- 
tience, confidence and support, your com- 
mittee wishes to have placed n 
record sincere thanks and hearty 
It now apparent that 
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IN CHEMICALS, DYESTUFFS, 


with the standard form. Members not 
reporting are missing this valuable free 
service. 


Comparable Data 
Table No. 11 is very illuminating. The 


25 firms in the net loss class can see 
each and every item of their expense de- 


tailed, not only in comparison with the 
common average figure of all firms re- 
porting, but in comparison with the 47 
firms who show a profit of 1.4 or over. 
With such a compass to steer by, it 
would seem that not only the 25 losing 
firms, but all the members of our asso- 


ciation can, and probably will, profit by 
undertaking adjustments of certain ex- 
penses and effecting certain economies in 
their operating accounts. "We believe the 
problem of earning profits in the whole- 
sale drug business in the future is to be 
solved only by watching the expense ac- 
count, and through greater efficiency in 
every department of the business. 

There appears to be a quite fixed fac- 
tor disclosed both in the 1922 and 1923 
bureau’s report, in respect to our gross 
margin figures. We believe the opinion 
of those who have given the _ subject 
thought is that a figure around 17 per- 
cent will probably not be materially 
changed for the better for some time to 
come, and that our future calculations 
should proceed with this fixed factor in 
mind. To work out the equation and find 
the value of the elusive “X,” which stands 
for net profit, we must take into serious 
account each and every item in the ex- 
pense schedule from top to bottom. While 
it is gratifying to hear from the report 
that there is no substantial grounds for 
apprehension as to what the future holds 
in store for our trade, and that 1923 ex- 
hibits a distinct improvement compared 
with 1922, yet it must be apparent to a 
considerable number of our members that 
the wholesale drug business no longer 
offers the attractive possibilities of former 
years, and that beyond a comparatively 
small return on capital invested, there 
is but little additional in sight, and that 
only where the most careful and pains- 
taking economies are practiced, and oper- 
ating costs brought into proper control. 
Some considerable success along the lines 
of economies has been noted in recent 
years through progress made by certain 
firms through the application of new and 
efficient methods in the physical opera- 
tion of plants, resulting in considerable 
savings. 

Whether member firms can make a 
thorough enough study of some of these 
problems alone, or whether the associa- 
tion, through committees, or a member 
of their paid staff can better do the work 
is a question which will later come before 
this body for discussion in connection 
with one of the points raised by Presi- 
dent Moxley at the St. Louis meeting last 
April, and recently referred by question- 
naire to the entire membership of this 
association. An important question has 
been raised—one worthy of the most 
serious consideration of the firms here 
represented. We believe the gathering of 
information on methods of operation, or 
on any specific problem in connection with 
our various activities, such as _ better 
methods of packing, study of labor rates 
and performance, assembling of merchan- 
dise, and machine operations—would in 
time establish some standardization of 
methods for our industry which, if easily 
available, would be of great benefit to 
our members. Many other expense items 
in the schedule in addition to those con- 
sidered under the head of “Operating 
Expenses” are open to special study and 
attack on the part of owners and execu- 
tives who are aiming to bring about im- 
provements. As to what obligations, if 
such as ours owes 


any, an_ association g y 
its members to collect and furnish in- 
formation which may be vital to their 


prosperity, you will later be given an op- 
portunity to express an opinion. 

It is clearly observed that generally 
firms who take the most accurate interest 
in association endeavors, looking to better 
and saner methods of control for the con- 
duct of affairs, are the ones who benefit 
most—giving quite definite indication that 
activity and unselfish participation in 
work of an association like ours will gen- 
erally result in material benefits. Suffice 
to say now that, while enlightenment 
may come te a few through individual 
study of specific problems, that research 
work such as is being undertaken by 
committees of this association will make 
more certain a better standard for our 
business, and relatively more successful 
and efficient individual units. If in- 
dividual firms would enter on their booxs 
the amount or amounts made or saved 
for them through the efforts of certain 
committees of this association, an obliga- 
tion would be created which would run 
into very large figures. This statement 
is not made with the idea that members 
are not generally appreciative of the value 
to them of certain branches of association 
work, nor is it made to draw attention 
to any special benefit which members 
may have received through any work of 
this committee, but it is offered only in 
an effort to bring into the picture some 
features which at these busy meetings 
are apt to be overlooked or forgotten. 
It is hoped it may also infiuence us in 
the consideration of the continuance of 
this work and other important projects 
coming before this meeting for considera- 
tion. 

It is regretted 
ports come so 


that these Harvard re- 
late in the year. The 
Bulletin on 1922 business was furnished 
members in October, 1923. Yt rs hardly to 
be supposed that many firms could make 
much practical use of the same in help- 
ing to adjust expenses for the two re- 
maining months, although the bureau in- 
timates that a distinct improvement was 
accomplished primarily through reduc- 
tion in the average ratio of total expenses, 
The value of the 1922 report will doubtless 
be seen in adjustments effected com- 
mencing January, 1924, and with the ad- 
ditional help afforded us in this new re- 
port, which may be found serviceable to 
many during the last quarter of the 
present year, it is quite probable a 
marked improvement in 1924 expense ac- 
counts will be seen. ; 


Better Support Warranted 


If more of our members would support 
this work and al! be more prompt in 
submitting statements, it would be pos- 
sible to have issued annually, by the first 
of July at the latest, a review of the 


previous year’s business. 


DRUGS, PAINTS, OILS, FERTILIZERS 


The issuance of an earlier bulletin in 
the future might be of great assistance 
to several of our committee chairmen who 
would be able to obtain valuanre informa- 
tion for their reports and probably find it 
unnecessary in many instances to senu 
out for themselves the numerous ques- 
tionnaires which members so frequently 
complain of. We believe that with a 
broadening of the bureau's service, which 
can doubtless be arranged for (if it is the 
later decision of this body to authorize 
your committee to make the necessary ar- 
rangements for another year), that some 
additional features can be added to the 
Harvard statement which will develop 
more valuable and accurate statistics 
than can be secured direct by any com- 
mittee chairmen. There seems to be a 
greater willingness on the part of mem- 
bers to divulge important statistics re- 
garding their business to an agency like 
the bureau than to an {individual chair- 
man of a committee. 


Your Committees on 
lections, and Salesmen and Selling 
Methods, will find some invaluable data 
in this year’s report. A closer working 
arrangement between these committees 
and the Committee on Uniform Account- 
ing would, we believe, result in securing 
more easily and accurately much of the 
needed material required for the annual 
reports. Your committee recommends 
that every firm provide itself with an 
extra copy of Bulletin No. 46 for the use 
of its credit manager; first, because we 
have a good ally for better accounting 
practices in the credit man. We generally 
find him the one closest in touch with the 
accounting policy of his firm. He should 
be asked to more directly co-operate with 
us, and we, in turn, should give better 
encouragement to him by supporting the 
activities being carried on by our credit 
men in their group meetings held under 
the auspices of the National Association 
of Credit Men; and secondly, the credit 
man needs these Bulletins, for the valu- 
able data and information it contains on 
credit matters; such as, the amount of 
receivables to sales, average number of 
daily sales outstanding, amount of cash 
discount taken by customers, etc. 


There still appears to be some confusion 
in the minds of many as to the items 
of interest on invested capital. Perhaps 
it should be emphasized further that the 
figure for total interest given by the 
bureau includes a charge for both interest 
on capital owned and invested in the busi- 
ness as well as the amount actually pald 
out by a firm as interest on borrowed 
money. As the Harvard Bureau says, it 
would be impossible to compare the ex- 
pense figures of a firm doing business 
on its own capital with those of a firm 
that has to borrow much of its money 
from the bank, unless interest is com- 
puted on the total amount used by the 
business regardless of whether it was 
borrowed or owned by the proprietor or 
partners. 


On August 21, the Harvard Bureau 
mailed to those firms who supplied state- 
ments copies of the operating expense 
table contained in the Bulletin just read, 
giving each firm, in addition to the com- 
mon figures of expense for all firms re- 
porting, the gross margin, net profit or 
loss, and rate of stock-turn. In a parallel 
column each firm’s own percentages were 
set up. In order that its co-operators 
might reconcile their own figures with 
the bureau’s adjustment, Harvard sup- 
plied for each individual firm the figures 
for total net gain or loss in addition to 
the net profit or loss. 


If you did not make a charge for in- 
terest on owned capital invested in the 
business on your report, the bureau _com- 
puted a figure for this item, the inclusion 
of which among your expenses did not 
alter your figure for total net gain. For 
example—if your net profit was 1.85 per- 
cent of net sales and you did not have 
any “other income” so that your total 
net gain remained 1.85 percent and you 
had included in your total expense figure 
only an interest charge of .5 percent of 
net sales on money actually borrowed, 
the bureau added a charge for interest 
on your owned capital which, let us say, 
amounted to .75 percent of your net sales. 
This charge of .75 percent for interest on 
owned capital reduced your net profit 
figure of 1.85 percent to 1.1 percent, but 
since this amount was credited back to 
the business through interest and rentals 
earned in the net gain statement, your 
original figure of 1.85 percent for total 
net gain remained unchanged. 


Therefore, the net profit figure as shown 
on the Harvard report is not the total 
net gain of the business or the net tax- 
able income and should not be confused 
with such, inasmuch as the total net gain 
figure includes the interest on owned 
capital charged as an expense and then 
credited back to the business. It is the 
net profit figure, however, that furnishes 
the measure of real profitability of the 
business, since this represents what the 
management of the business has earned 


Credits and Col- 


over and above al! expenses including 
rent of owned buildings, interest on 
owned capital, and a fair salary for 


proprietor or partners. 

The net profit figure given by the bu- 
reau does not include any return on in- 
vestment. This is in accordance with 
the bureau’s principle that interest on 
capital used in the business is a real 
expense that must be taken into account 
irrespective of whether the capital be- 
longs to the firm or is borrowed. It 
follows from this principle that a _ busi- 
ness venture should yield to its owners 
something over and above the interest on 


the capital they have invested. Such 
an additional return constitutes the real 
net profit of the business. The disad- 


ventage of not recognizing the distinction 
between profit and interest is illustrated 
by a profit and loss statement received 
by the bureau from a co-operator. A 
profit of 1.57 percent of net sales was 
shown on the original statement and no 
interest on the average net investment 
charged. When investment was com- 
puted it was found to be 1.84 percent or 
.27 percent greater than his apparent net 
profit. Had the co-operator charged in- 
terest, his statement would have shown 
a loss of this amount and told him at a 
glance that he was doing business at a 
loss rather than at a profit—that the 
capital invested in the business probably 
was not earning as much as could be 
earned by investing it elsewhere and that 
no compensation was being received for 


showing the initiative 
risks of engaging in 
account, 


and assuming 
business on his 


the 
own 


Market Opportunities 


The statement in the report of the bu. 
reau that 90 percent of the total net sales 
were made to unit drug stores will bring 
to the minds of many the remarks made 
at the Colorado Springs meeting in 1922 
by W. A. Hover on this subject. He 
stated that in his opinion “the back bone 
of the wholesale drug business is the 
average daily requirements of the small 
retail druggist and not those of the larger 
retailers located in our principal munici- 
pal centers, whose business cannot be 
secured without considerable sacrifice.” 
If the Harvard report is true, it cer- 
tainly indicates the direction in which 
the wholesaler should most exploit his 
service, and we may find herein a val- 
uable suggestion to help us in the dis- 
cussion of some of the other questions 
submitted at the St. Louis meeting last 
April in respect to work which might be 
profitably undertaken by the association, 
looking for a betterment of the channels 
through which we distribute the most of 
our merchandise. 

The question as to the effect of this 
report on the manufacturers, the retail- 
ers and the public at large has frequently 
been asked. It cannot be denied that the 
N. W. D. A. has had more free advertis- 
ing from the 1922 Harvard Bulletin than 
from any report or proceeding ever issued 
from our association. Trade papers in 
both wholesale and retail lines have pub- 
lished our figures and commented edi- 
torially on the drug business. Colleges 
of pharmacy and trade asscociation lec- 
turers have bared us to'the bone. Busi- 
ness bureaus and government agencies 
have studied our report and frequently 
commented thereon. Probably there are 
many people now outside of the whole- 
sale drug line who now know far more 
about our business than we do ourselves. 
Is this harmful or beneficial? If it is 
true that the wholesale drug business, 
especially in the eyes of the public, and 
perhaps in the minds of manufacturers 


President Moxley :—This is certainly a very splendid report. 


not commend Mr. Andrews too heartily 
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and government agencies, has been in a 
false position, then the dissemination of 
the true information contained in this 
report may be justified. If our necessary 





expenses are heavy, and our profits small, 
due to the free service we are rendering, 
where is the harm in telling the recipients 
of this service about the costs thereof? 
that many members here 

testify to the helpful uses 
made of last year’s report in 
their trade, and some of the 





sure 
present can 

they have 
contacting 


manufacturers from whom they purchase 
merchandise. Truth has never hurt any- 
one, This report will certainly not tend 
to attract competition to the field now 
occupied by the service jobber. If the 
117 reporting firms are enjoying a busi- 


ness of $195,000,000, it is safe to say that 
a somewhat larger amount of business is 
secured by the balance of our non- 
reporting members, numbering some 150, 
and that the probable total sales of all 
our members is well over the $400,0006,000 
mark. If in succeeding years it is proven 
by these surveys that the business con- 
ducted by the service jobber is becoming 
unprofitable, it will not be long, we sur- 
mise, before distribution of drug mer- 
chandise will seek other channels, or ad- 
justments be made by Manufacturers 
which will properly compensate the serv- 


ice jobber for the service rendered and 
make the continuance of the business 
profitable. These are questions perhaps 


as vital to, and as necessary to solve by, 
the manufacturer as the jobber. We are 
only his paid agents after all, and he is 
as entitled to the same knowledge and 
information as we are as to what the 
service we are rendering him and to his 
ultimate distributor, the retailer, actually 
costs. The retailer through this report 
can have positive proof that the supposed 
large profits enjoyed by the wholesaler 
are not in fact enjoyed. 

The bringing of these cold facts from 
an authoritative source like Harvard Uni- 
versity to the attention of the allied 
branches of our trade can, we fee), have 
no detrimental effect, but will in time, 
we believe, result greatly to our ad- 
vantage. 


f feel that we can 


work will grow in appreciation as the years go on. 


I will ask Saunders Norvell to discuss 


Mr. Norvell Considers Par 


Mr. Norvell:—Yesterday when 1 came 
back from locating the eighteen holes, 
I sat at a table in the club and a 
gentleman at the table turned to me and 
said, “This is a kindergarten course.” I 
didn’t agree with him, after the strenu- 
ous work I had in trying to get around. 

Now, in listening to this valuable re- 
port, I can’t help but think of the goif 
game. It is so similar to golf. I can’t 
help but think of the people playing golf 
in Holland and Scotland two hundred 
years ago; what kinds of clubs they 
had; leather-covered feather balls; no 
course laid out; no distances; the green 
Was very rough. And still, those men 
played and I often wondered what kind 
of scores they made. I was just thinking 
if some of those old golf players were 
brought down today, to one of our great 
golf clubs when they are holding cham- 
pionship games, 4nd had to see the links 
they play on with everything laid out, 
distances figured, they woula have to 
study the players and how they play 
today. Then they would be handed a 
card and on that card they would have 
par. Par is supposed to be perfect golf. 
When I look at this chart, I think that 
is “par” of the druggists. Everybody 
playing the drug game is trying to get 
under the first column. 

Then I studied those figures and I 
couldn’t help but think of the hardware 
business, because last fall I was invited 
to a hardware convention. When I got 
to that convention, I found myself talk- 
ing about how good the drug trade 
worked things out and how much they 
could learn from the druggists. I was 
almost run out of town. I want to say 
with all seriousness in the drug traae, 
as compared with the hardware trade, 
when it comes to hard work, intelligence 
in the handling of business, thoughtful- 
ness and loyalty to your association, I 
don’t believe there is a line of business 
in the country that will compare with 
the wholesale drug trade. What is the 
conclusion? Everything is lovely except 
the profits. They are intelligent men in 
business—wonderful business that it is, 
interesting, with the respect of your fel- 
low-citizens—but at the end of the year 
what about your profits? You woulan’t 
advise a man with a million dollars to 


invest to go into the wholesale drug 
business, would you? I know I wouldn’t. 
My study of the drug business has 


proved it is a hard game to play, not 
because you are oor merchants, not be- 
cause you have poor Salesmen, but be- 
cause the fundamental conditions under 
which you are working, the links on which 
you are trying to play golf, are very 
hard. 

I look at the cost of selling and I mul- 
tiply that by fifty. I could talk along this 
line but the time is short. At Colorado 
Springs I don’t think I was very en- 
thusiastic about the Harvard Bureau of 
Research, but since I have seen their re- 
ports and read this one, I am absolutely 
convinced it is a splendid report. It 
makes all of us stop to think, and if we 
would get the figures of our business and 
put them in fed along this par and see 
how we play the game, whether we are 
under par or over par, I think it would 
help us to become better players because 
we have hard links to play on and it is 


going to take pretty good golf-playing 
to make much of a record. 


Now,’ Mr. Chairman, I wish to heartily 
commend this work and also to commend 
the work of Mr. Andrews. He is en- 
titled to the thanks of the association. 

President Moxley:—-We want to hear 
from Frank Bogart next. 


Expert Aid, Says Mr. Bogart 


Frank Bogart:—I am not competent 
to discuss this report as an accountant 
because I am not an accountant. While 
Mr. Lenihan was talking there ran into 
my mind a thought that might illustrate 
what I want to say. 

Only a little while ago, no more than 
twenty years, those who had sufficient 
capital were driving a one-lung car and 
when you wenc fifteen miles an hour you 


for his continued effort in this line. His 
this. 
were going dangerously fast. If the 


owners and manufacturers of automobiles 
had been solely responsible, you would 
still be driving a one-lung car, but the 
thing that made possible the smooth-run- 
ning Packard and Cadillac was the minds 
of the engineers, not the owners of the 
plant, and it has been clear to me for a 
long time that what our business needed 
Was expert engineering. And that, the 
Harvard Bureau has supplied us. I have 
sat down with the men who have made 
figures live, and these charts have caused 
us to do a great deal of thinking. While 
we didn’t start out with the belief we 
were going to become uniform in our ac- 
counting, we are rapidly becoming so. 
It caused us to study now we should pro- 
ceed to put our house in order, and that 
we are trying to do. We are so well 
satisfied with the value of this work which 
has been done, that cheerfully we are 
going to endorse the work of the com- 
mittee and follow the recommendation 
they bring us for the future. 

President Moxley :-—We would like to 
hear from Wm. Jay Schieffelin. 


Mr. Schieffelin’s Views 


Wm. Jay Schieffelin:—I am as hungry 
as most of you and hungrier than some, 
but I am going to assume that half an 
hour ago those still in the room are here 
for work. There are two points I wou.d 
like to make in discussing this report. 
and I would like to ask for up to fifteen 
minutes in which to make them. 

I will never forget an old Army Cap- 
tain standing at the Army training schcol 
in front of a line of second Jientenants, 
whom he was trying to train to lead men. 
His first words were, as he stuck out his 
jaw, “Men, there is no substitute for 
knowledge.”” This report contains niore 
knowledge about the wholesale drug busi- 
ness than I think has ever been so com- 
piled before. Did you notice that most 
of the preceding speakers this morning 
referred in one way or another tu some 


of the statistics in this report? To me 
it is a sad commentary on tne lack of 
co-operation in most lines that tne Har- 


vard Bureau can compliment us so highly 
on having less than half of our menber- 
ship report. It seems to me that of the 
more than half who have not jvined in 
this, those of them who are here today 
hearing Mr. Lenihan must feel their fig- 
ures will be safe. If their statemenis 
are in such a form that they cannot with- 
out difficulty make up at least a protit 
and loss account and a simple alance 
sheet requested by the service, then their 
own keeping of figures is far from tmod- 
ern and efficient and I think it is those 
very houses that ought to look into their 
figures with great care. 

Now, of the many points in this report 
(I read it three times with care, and want 
to ask those of you who just got it not 
to draw any conclusions until you read 
through the four comparisons), I want to 
touch on only two. If you will turn to 
page 9, I want to point out these two 
as evidence that we in our business have 
concretely tried to use some of these fig- 


ures. Two percent of our gross sales are 
returns or allowances. In the larger con- 
cerns it is 2.9 percent or practically 3 


There we have only 97 percent 
of our sales as real sales. The remain- 
ing 3 percent are worse than if they 
had not existed because we have tliese re- 
turns to handle, at an expense to our- 
selves. As far as I can see that is one 
of the places of pure loss in our busi 
ness. It is interesting from one of the 
tables ta note from what. I have said 
here that the larger houses have a per- 
centage which is considerably worse than 
the smaller houses, which may mean the 
smaller houses, or rather, the executives 
of the smaller houses, pay more xtten- 
tion to that and look into that nice little 
habit that some of the retailers have of 
returning goods to you that you never 
saw. 

In addition to watching that, there are 
other ways of improving that figure. We 
have made a small start in that dir*c- 
tion ourselves. It is a pretty big item, 
and I think it well deserves our study. Om 


percent. 








October 1, 1924 


With a great deal of thought and care, 
we decided before May lst tuo remedy that 
situation. Our competition, as all of_it 
has been, was worse than last year. We 
sent out preliminary notices to our cus 
ur turnover seems to be pretty tomers, carefully written letters stating 
Anyway, it is better than it was. on and after such-and-such date we 
are not out of line. Our would give them 10 percent on dozens 
to me, seems to be the as heretofore, but no discount _ what- 
y percent of our business we ever on less than dozens. We are 

yrofit on, and most of us a loss. now in the sixth month of operatir 
that very interesting history and we have our figures to date for Sep- 
N. W. D. A. I was struck yes- tember; therefore, I feel we can really 
with the remarks of President speak for six months. I mention this as 
Lord in 1879. There was a statement a concrete example of using the figures 
of merchandise policy in there where he I want you to know the results in spite 
“Is it right to sell merchandise at of increased competition have been almost 
so small a mark-up that it does not up to our hopes, and far greater than 
cover the cost of handling the merchan- our expectations. In fact, in five of those 
dise?” That was in 1879. months, our increase in actual volume 
Now, on page 35. in table I woulda over the same month of the preceding 
compare region 1 with region 4. Year was material; in August, our slow- 


like to j 
We Easterners are in region 1. We have ¢St month, there was only just an in- 
, crease. If we had not had our business 


by far the best stock-turn of the coun- . 2 

trv. terion 4 has the worst. Tha: Gepartmentalized, we would have been 
doesn’t mean that we are so very much badly worried in some cases. We lost 
more efficient than our Western friends. V®&'yY few customers, but we analyzed those 
Most of that is due to the fact that by @ccounts and found in every case to our 
geographical location we happen to be considerable interest those were customers 
nearer the source of supply. Just the buying over 70 percent patents, in some 
same, that figure is one that our Western Cases up to 93 percent. ; 
friends can afford to study. Our “total As far as patents go, we have them de- 
expense,” 14.8 percent, in column 1, is 2.1 Partmentalized. We know practically our 
percent less than the expense of our sales at list, five off and ten off, and it 


Western friends. Again it would look as has_ been of great interest to us to see 
if we were wonderfully more efficient. that our customers have bought in each 


“ » of these six months more from us at 

In next to the last line, our —net profit list than they previously bought at list 

is one-half of 1 percent, while region 4 and five off. ‘The ten off column has also 

is 1.1 percent. With all these remark- somewhat increased. The whole volume 

able, apparent efficiencies of us Eastern of business has been a little larger, but 

fellows, our net profit is one-half of 1 as far as we can realize that difference 
percent, or half of yours. 


has cut away the major part of the 
Turn to the map on page 36. I think loss with which we knew we were oper- 
the dots there hardly explain that. Here ating that department. : 
we are in the East, sitt-ng on each other's I feel that I can’t give any more perti- 
doorsteps, and the only remaining factor nent comment than that as to the value 
that makes that apparent incongruity pos- of using these figures. In closing. iet 
sible is that our gross margin is far worse me say that it would be inconceivable 
than the Western. A year ago we got to me, in view of the use already made 
our figures from that first incomplete Har- of these very meager figures, that Mr. 
vard report and saw that our expense Lenihan admits we only have to date 
was considerably less than the average to see this Association stop this work 
Our turnover was considerably better now. With the intelligent use of these 
than the averoge. Our gross margin figures, I believe we can improve our 
was considerably less than the average. service and our net profit. 


says that only nine firms re- 
ss margin in excess of 20 per- 
e.r net sales, while at the other 
he range eleven firms had gross 
ess than 14 percent. From these 


terday 


says, 


= 
‘, 


President Moxley :—Gentlemen, I know we have exceeded our adjournment hour 
by forty minutes. We have several more gentlemen to discuss this subject :—Mr. 
Whittiesey, Mr. Griener, Mr. Meyer, Mr. Gilmer and Mr. Gibson. I note, though, 
that some of you are growing a little nervous, and if I may have a motion to refer 
this report to the Board of Control, leaving cpen the cenclusion of the debate until 
tomorrow morning, I would be glad to entertain same. 

(A motion to this effect was made and seconded.) 

President Moxley :—All those in favor will signify by saying ‘“aye’’; contrary, 
The ‘ayes’ seem to have it, and it is so ordered. 

There are many members who have not signed up at the registration office and 
secured coupon books. We want you to get the coupon books becauses you will 
need the coupons in attending the party. Another reason is, we need the $10. 

We still need twenty railroad certificates. Please get started on this. 

There is a feature here of a call for new business. I rather imagine we can defer 
that unless somebody has some new business. Otherwise, we will stand adjourned 
until nine o’clock tomorrow morning. 

The session was adjourned at 2 o’clock. 


“no. 


Wednesday, September 24 


Third Session, Wednesday Forenoon 


The with President G. Barret Moxley in the 
chair. 

President Moxley :—Gentlemen, the meeting will come to order. 
the program is the reading of the minutes of the second session. 

Secretary Waterbury read the minutes of the second session and they were duly 
spproved. 

President Moxley :—The next order is a report of our Committee on Fire Insurance, 
by Carl Meyer. 

Car! F. G, Meyer presented the prepared report of the Committee on Fire Insurance 
as follows :— 


Report of Committee on Fire Insurance 


to make the weekly fire inspection in con- 
junction with their accident prevention 


work. 
Values 


not economical to cover 
values of merchandise throughout 
the year and it is unsafe to cover the 
minimum values only ; consequently, 
some method must be adopted to keep 
a reasonably accurate record of the 
shifting values of stock, machinery and 
fixtures, making due allowance at regu- 
lar intervals for depreciation of ma- 
chinery and fixtures. In our opinion, a 
fair estimate on stock values should be 
obtainable at least monthly and insur- 


meeting convened at 9:15 o’clock, 


The first thing on 


leave 

mer- 

prin- 

own 

be- 

this It is 
mum 


The details of merchandising 
little time to the wholesale drug 
chant for close study of insurance 
ciples and practices affecting his 
property interests, yet insurance may 
come the most important detail of 
entire business and financial future. 

Fire insurance is not a commodity to 
be bought and placed on the shelf; it is 
a contract which includes continuing 
service on the part of the agent, and a 
possible future contingent payment in 
case of disaster. The buyer of this con- 
tract should exercise the same care in 
selecting his insurance representative that 
he would exercise in choosing his attor- 
ney. Do not under-estimate the value 
of the services of an experienced insur- ance adjusted accordingly. The impor- 
ance broke r in preparing forms of cCon- tance of adequate insurance is twofold :— 
tract, selecting the best arrangement for 1. To furnish coverage in case of a 
packedtion, as well as pointing out pos- total loss. — = . 
sible reductions in insurance’ costs 2 T mish full coverage i 
through removal of hazards and increased ag ca eee it ie nee to 
fire protection, and the permanent im- ¢arry sufficient insurance to comply with 
provements of your premises by better the “percentage co-insurance clause at- 
construction. The distribution of insur- tached to policies in order to fully cover 
ance contracts among numerous agents 4 partial loss. If you have a stock val- 
and brokers has the effect of destroying yeq at $100,000 and insured with a "90 
any feel'ng of responsibility on the part percent clause for $100,000 you will ‘in 
of the individual agent and at the same ¢ase of loss, collect the whole amount of 
time minimizing his compensation for the whether large or amati If in- 
services rendered. To hand out insur- sured for only $90,000, in case of a total 
ance contracts as charity to struggling joss, you will collect $90 000 and lose 
solicitors indicates a lack of apprecia- $19,000, and in any loss less than $90,000 
tion of the real function of insurance. It you will collect the full amount of it. If 
is recommended that insurance accounts however, you are insuring eet S20 000 
be concentrated as closely as possible in yoy will collect. in case af o otal loss. 
the hands of one competent agent or 380.000 and lose $20,000, and in a $10,006 
broker; let him be your adviser on insur- joss you will collect only 8/9th of $10,000 
ance problems and let him feel the full or ‘'g8.888.88, thereby losing $1.Tll.12 
responsibility for this service. You will, Under every’ circumstance, it is to your 
~ turn, compensate him and secure the jnterest to carry at least ‘the mount of 
meet 7 Bae to give for the protection of insurance required by your co-insurance 
gun an often } As a matter of 
ate oanee & Se bution of insurance, it is undesirable to 
sotihtn. five A have a large number of different policies 

ne mee Se S. c . expiring at scattered dates throughout the 
origin there is a fair chance of extin- year. It involves additional records, fre- 
guishing promptly with small damage. quent payment of premiums and similar 

Automatic sprinkler Systems operate adjustments Without additional 
both as watchmen and as extinguishers, your agent can adjust all of your li- 
and I strongly recommend them for pro- (ies to expire eee say. Jar oe 
tection and ultimate economy. Condi- 45th April 15th aon Txt ana October 
tions which Jead to fires can to a large 45th’: thereby distributing your premium 
degree be avoided by frequent inspec- payments, and in case of a material de 
tions. Too much stress cannot be placed Grease in the value of your stock, per 
upon the importance of maintaining @ mitting you to drop policies ata quarter 
+ cigaaye pl em gg — a ly date without short rate cancellation. 
ra Ss Inspection must depend upon your We LTC continued vigilance on the 

litions. In a general way a part of Gur members :— 

spection by each floor foreman 1. For 

veekly general superintendent’s fire, and 

mis desirable; or as an alterna- 2. For the ultimate minimum insurance 
satety committee may be required 


the maxi- 


case of 


loss, 


been said that the first 
vital time in the life 
words, if discovered 
from the time of its 


accounting and distri- 


their own safety in case of 


cost, 


OIL, PAINT AND DRUG REPORTER: MARKET AUTHORITY SINCE 1871 


know, every pre- 
gainst devasta- 
of modern 


sometimes, as we all 

caution fails to protect 
tion, though fires, because 
construction and greater care, are rela- 
tively scarce in the drug industry. Be- 
cause of the inflammable nature of many 
of the materials, fire in a drug house is 
likely to be very disastrous. 

Attached hereto and made a part of 
this report is a tabulation of the paid 
fire losses in 1922 as reported by the 
Actuarial Bureau of the National Board 
of Fire Underwriters on retail and whole- 
sale drug stores as graded by the under- 
writers and on medicine and toilet goods 
manufacturing plants for 1922 and 1921. 
A careful study of these figures will in- 
dicate the types of hazard most preva- 
lent in the trade. We acknowledge with 
thanks the aid of the national board in 
preparing and compiling these figures ex- 
pressly for us. 


What applies to our wholesale industry 
applies as well to the retail drug trade 
and we would suggest that “he impor- 
tant subject of fire insurance should be 
emphasized and visualized to the retail 
drug trade so that they may De im- 
pressed with the importance of proper 
protection against possible disaster result- 
ting from fire or other agencies that may 
= ruination unless properly provided 
or. 

It seems to your committee that it is 
the responsibility of the jobber to urge 
upon his friends to survey their proper- 
ties, to cover them with dependable in- 
Surance and thus safeguard the future 
as far as it is humanly possible. 

As stated, fire insurance, in case of an 
eventuality. is the most important pro- 
tection, guaranteeing a continuance of 
the business, which is not appreciated 
until the damage has been done, and 

UNITED STATES 

Class 124. 

Mercantile 

retail drugs 

Whole 


loss. 


Class 372. Class 372 
Manufacturing Manufacturing 
chemists. chemists. 

Whole Whole 


loss. loss 


Mercantile 
wholesale drugs. 
Whole 
Cause Claims. Claims. loss. Claims. Claims. 
Overheated or defective chim- 
neys, flues, 
Conflagration 
Electricit: 
iron and 
vices 
Explosions 
Exposure 
Fireworks, 
loons, 
Friction, 
by running 
Gas—natural and 
Hot ashes and 
fires, fireplace 
Ignition of hot 
tar. etc 
Hot irons (including electrical 
devices) 
. Incendiarism 
3.2 L.gbhtning, 
.§ rodded 
Méetches, smoking 
Miscellaneous 
Open WMBWtG.ccccccsccocececs 
Petroleum and its products 
tubbish and litter 
Sparks arising for combustion 
Sparks cn roofs............. 
Spontaneous combustion 
Steam and hot water pipes.. 
Stoves, furnaces, boilers and 
their pipes.........+«-- 
Unknown 


Oa PgR 


etc... ons 


similar small de- 


firecr: 


machine 


16,670 


2,989 Tr 
62,066 29 343,701 23 


$214,184 84 $494,891 64 


President Moxley :—Thank you, Mr. Meyer. That is a report that should be read 
carefully, it seems to me, by the executives in each of our organizations who are 
charged with the responsibility of looking after our insurance. This is the second 
splendid paper that Mr. Meyer has given us on the subject. I notice that journeys 
abroad never affect his ability to produce on any assignment that is given him. 

Are there any remarks on this paper? Is there any contribution that any one can 
make from their experience in insurance in the past year? Perhaps some of our re- 
markers are not yet up, and we will entertain a motion to refer the paper to the 
Board of Control. 

Frank E. Bogart :—I so move. 

(The motion was seconded.) 

President Moxley:—You have heard 
course. All those in favor signify by 
have it and it is so ordered. ; 7 

We will next have the report of the judges on the prize essay contest, Woods A. 


Caperton. 


usual 
“ayes” 


paper take the 
“eo.” The 


the motion that the 
saying “aye’’; contrary, 


Awards in Prize Essay Contest 


Woods A. Caperton:—Your committee after spending many hours on the splendid 
papers that were sumitted entitled “The Essential Value of the Wholesale Druggist 
to the Retailer’? have had much difficulty in making our selection. 

All told, there are twenty-eight papers submitted. After much discussion and long 
deliberation by this committee we have decided that the three prize winning papers 
are those of the following named gentlemen :— , 
First prize, $100 for a-paper by D. Charles O’Connor, who covers the value of 
“he wholesale druggist to the retail druggist in the most thorough manner, published 
in The Druggists Circular. (I might add that they are the prize winners, as well 
as the gentlemen who wrote the paper.) - ; F 

Second prize, $50 for a paper by Abe Caruthers, a splendidly written paper. That 
is published in the N. A. R. D. Journal. ey i 

Third prize, $25 for a paper by W. E. Wrightman. He has a splendid outline. 
He doesn’t go into quite as much detail as the others, but he has a splendid outline. 
That is published in the National Druggist of St. Louis. 

President Moxley :—You will recall that the further plans for educational work 
of this committee are contemplated. not in prize paper contests, but through a general 
plan outlined by the chairman of the committee on this subject for a special com- 
mittee on education. I think that in past years we have succeeded through the 
medium of these prize essays in getting over the jobber message in a pretty thorough 
way. I saw some estimates some time ago that the drug trade journals of the coun- 
try had carried the past six or seven years about three hundred and twenty articles, 
2nd while they were probably not necessary for the older druggist and for members 
of our own association, they undoubtedly have some effect in an educational way on 
the young men who are entering the business and who hear so constantly from 
direct selling agencies about the elimination of the jobber. 

We probably at this time should return to a discussion of the Harvard Research 

3ureau report, but I see neither Mr, Lenihan nor Mr. Andrews in the room, and 
perhaps we can defer that discussion for a little bit, and hear from Henry D, Faxon, 
chairman of the Committee on Proprietary Goods. 

Henry D. Faxon:—-The Proprietary Committee 
doesn’t propose to read, but it has an introduction 
want to bring before you. 

Mr. Faxon then presented in summary 
Proprietary Goods, which follows :— 


report which it 
which it does 


very long 
summary 


has a 
and a 
Committee on 


the prepared report cf the 


on Proprietary Goods 


have been instrumental in 
building up an enormous surplusage of 
traders who do not in any way increase 
consumption, but in the long run add to 
the cost of distribution by encouraging 
over-solicitation, duplication of orders, 
splitting of orders for the same article 
among many, and at the same time ren- 
der the distributing of these goods un- 
profitable to the complete service whole- 
saler by continued dealing with limited 
line traders who operate at low overhead 
by restricting their operations to dealing 
only in a relatively small number of quick 
turnover items and distributing to a rela- 
tively small number of retail dealers. This 
is an old subject, yet its importance does 
not wane with the passing years, and to- 
day we find the trade confronted with con- 
ditions in many respects not unlike those 
surrounding it when the Western Whole- 
sale Drug Association was formed about 
fifty years ago. May we not hope for a 
resurrection of the determined spirit of 
those pioneers. 

Your committee has 
neglect a consideration 
ing that you have had presented during 
previous years many complete surveys 
and a sufficient volume of statistics upon 
which to base action, if only proper ac- 
tion may be determined. 

Our obvious duty, at this time, is to de- 
velop, from the arduous and _ painstak- 
ing labors of many former committees, a 
method of procedure which will utilize, 
for the benefit of the entire trade, the 
knewledge they have gathered. 

The report of the special committee to 


Report of Committee 


Many functions of the proprietary com- 
mittee of by-gone days have been taken 
over by others. Time was when the pro- 
prietary committee was the very heart 
of the association, and its office the scene 
of the association’s greatest activities 
and accomplishments. The Indianapolis 
decree, the Federal Trade Commission, the 
development of the New York office have 
changed the character of the work, Its 
importance has not diminished, nor the 
necessity of its activities. 

The committee on credits and collec- 
tions now furnishes information formerly 
compiled by this committee, as does the 
committee on selling and selling meth- 
ods. The committee on price maintenance 
has been allotted duties which otherwise 
would have fallen upon us. The Presi- 
aent’s address is devoted in part to a con- 
sideration of the state of the nation and of 
business, ‘matters which formerly were 
discussed at length by this committee. 
We have, in this report, confined ourselves 
strictly to a consideration of the proprie- 
tary problems without going into statis- 
tics or following far the many ramifica- 
tions into which investigation leads. 

A rather superficial survey of the con- 
ditions existing at the present time rela- 
tive to the distribution of proprietaries in- 
dicates that there is no great change from 
the conditions existing a year ago, al- 
taough the tendencies are not encourag- 
ing. ‘The proprietor, in general, appears 
to have less regard for the welfare of his 
distributors than formerly. Many of them 
readily disregard the economics ef whole- 


saling, and 


deemed it wise to 
of details, believ- 








consider problems of distribution, which 
was read at_the Baltimore meeting in 
1916 by Mr. Morrison, is a model in its 
logic and argumentation and stands, to- 
day, the clearest and most complete analy- 
sis of the proprietary distribution problem 
ever made in the trade. Anyone taking 
it and, combining it with Mr. Moxley’s 
report, made at Cleveland in 1923, will 
have a complete an definite picture of the 
wholesale drug trade in its present rela- 
tion to the distribution of proprietaries. 
F requent reviews, and a wide distribution 
of these reports will undoubtedly result 
beneficially, as it will spread greater 
knowledge of complex marketing prob- 
lems. Many admirable reports have been 
given to us during the last twenty-five 
years; we single out these two because, 
together, they furnish those interested, 
whether they be proprietors, or buyers, or 
heads of drug corporations, a solid basis 
the next step, and we are kept mov- 
1g. 


Problems in Proprietaries 


From the present membership of the 
proprietary _committee, seven insistent 
ideas are being forced upon its chairman, 
3riefly, they are as follows :— 

(1) The need of impressing upon the 
makers of proprietaries the advantage to 
them of the service jobber, as contrasted 
with the cut-rate, short-line dealer. 

(2) The need of educating the proprie- 
tor to a recognition of the difference be- 
tween his selling or advertising problem, 
and his distributing problem. 

(3) The necessity of price maintenance 
legislation as advocated by your commit- 
tee on that subject. 

(4) A recognition of the theory that 
proprietaries should be sold at lower prices 
in original cases and in self-packages, 
than in_ broken lots. i 

(5) The need of a plan of action for all 
who desire to see the business of distrib- 
uting proprietaries from manufacturers to 
consumers done with a reasonable margin 
ot profit for the wholesaler and retailer. 

(6) The value, to all, of impressing the 
proprietor with the danger, to him, of the 
present chaotic condition in the drug 
world, and our recognition of the fact, 
hampered as we all are by laws, that he, 
certainly more than the representative of 
any other branch, is responsible for these 
deplorable conditions, 

(7) The need of a bold statement that 
the patience shown by service wholesalers, 
during many years of hard work, small 
profits, a constant attitude of supplica- 
tion, the use of courteous diplomacy, gen- 
tle, fair arguments based on carefully 
compiled statistics, have failed to obtain 
for us the protection to which we believe 
we are justly entitled—a fearless an- 
nouncement, that we are reaching the turn 
in the road. 

The truth is breaking upon us, we are 
at last recognizing the self-evident eco- 
nomic fact that we are handling proprie- 
taries, not through manufacturers’ gen- 
erosity, but because we are the only exist- 
ing agencies, through which he can ob- 
tain complete distribution economically. 

It is our high resolve to obtain, by any 
and all lawful and proper means, a quid 
pro quo, If we are to handle all the un- 
profitable small lot proprietary business, 
manufacturers must join us in finding a 
way by which we may profitably also 
handle the larger volume and help us 
in our efforts to make the small lot busi- 
ness pay us a margin. 

The method of procedure, we do not 
today recommend—many compexities con- 
front us—but we reiterate the problem, 
our faith and our purpose, believing, that 
in our association, in the Proprietary 
Association and among our retail friends, 


are the brains, and energy, the honesty 
and the courage that will find the solu- 
tion. I quote as applicable at this time, 
from a speech by A. Lincoln :— 

The dogmas of the quiet past are inadequate 
to the stormy present The occasion is piled 
high with difficulty, and we must rise with 
the occasion, As our case is new, so we must 
think anew and act anew. 

Let us consider some of these ideas 
more in detail. We believe that there is 


no necessity of further argument relative 
to the need of impressing proprietors with 
the advantage of the service jobber as 
contrasted with the cut-rate, short-line 
dealer. Previous committee have given 
facts and figures that should be con- 
clusive. There is need, however, of much 
work by individuals, for this association 
cannot attack the terms of manufactur- 
ers The individual wholesaler can at- 
tack these arrangements, not because he 
is a member of the association or has a 
type of business that is different from 
other types, but because such action 
means advantage to the wholesaler hav- 
ing his money in the business. Constantly 
must each of us keep before the pro- 
prietors with whom we do business the 
advantages we offer. We need offer no 
apology for saying that the wholesale 
service jobbers are the agencies the pro- 
prietor needs in upbuilding and main- 
taining his trade and his reputation. 
There is a court decision which has 
helped a great deal. It has helped the 
manufacturer more than he realizes. We 
refer to the recent decision of the United 





States Court of Appe: in the National 
siscuit case which di ctly and plainly 
tells him that he can sell to his own 
customers and choose them as he likes 


and he can give a discount to one and a 
discount to another which are not the 
same and he can classify his distribu- 
tors as wholesalers, as retailers, as mu- 
tuals, as buying clubs and treat them 
all differently as to discounts and sales. 
The court distinctly stated that he was 
not bound in law to allow the same dis- 
counts to pools and to others. We earn- 
estly urge proprietors to take advantage 
of this recent interpretation. 


Educating the Proprietor 


With due deference to the knowledge 
of those proprietors who do recognize 
the difference between their advertising 


departments and their distributing de- 
partments, we believe that, speaking gen- 
erally. proprietors have given very little 
consideration to the distribution part of 
their business. We are inclined to think 
that they have centered their attention 
solely on their advertising part and have 
eared little as to how their goods came 
into the hands of consumers. Our ideas 
are, that the manufacturers’ business, 
into 

be 


outside of manufacturing, is divided 
problems, 


both of which should 


two 


given consideration; one is the adver- 
tising expense of creating a demand for 
his products and the other is his distribu- 


tion expense which is to insure the mer- 
chandise being available to take care of 
the demand created by his advertising. 


30th departments must function to insure 
proper returns, 


Price Maintenance Legislation 


We shall add nothing to the report 
made by the special committee on Price 
Maintenance Legislation, except to record 
that some of the members of our com- 
mittee, think that there is no question 
that can come before The National 
Wholesale Druggists’ Association which 
equals it in importance. They believe 
that price maintenance legislation offers 
the means that will relieve the members 
of the necessity of selling one-half their 
annual turnover practically at cost, and 
that in resale price legislation alone is 
the solution of our problems. Your com- 
mittee asks leave to print for permanent 
record certain portions of an article by 
Chas. Wesley Dunn, entitled “The Case 
for Federal Legislation—Permitting the 
Standard Resale Price Practice,” which 
article was distributed by the N. W. D. A. 


and which should be kept constantly be- 
fore us who must be interested in solv- 


ing the proprietary problem. 


Pricing of Quantities of Proprietaries 


It appears that the discount propo- 
sition is going to be with us for a long 
time and it should be developed along 
scientific lines and on a common basis. 
If discounts are to be given, there are 
arguments for the unit discount. As a 
matter of fact, it applies in the pricing 
in our crude drug and chemical depart- 
ments, where we have *!ways made a 
differential between the ou..ce and pound, 
and the pound, five and _ ten-pound 
quantities. 

W. T. Harper writes :— 

I am fully convinced that there are two prin- 
ciples upon which we might build our entire 
structure of discounts on proprietaries, and these 
to be given out the same as the ‘‘fourteen 
points’’ were given out, and they are just as 
sound and may receive the same turndown, but 
we will work toward them, and eventually they 
will be recognized as the fundamentals in the 
distribution of proprietary articles. In handling 
merchandise in years past it consisted largely 
of staple commodities and the manufacturer in 
disposing of this merchandlse gave major, if 
not entire, consideration in making a price to 
the quantity bought, and did not give much, if 
any, consideration to distribution. In handling 
proprietary articles the manufacturer must give 
much consideration to the question of distribu- 
tion, as the sale of proprietary articles today 
largely depends upon the demand created; and, 
once the demand is made, he must have the 
article easily obtainable. The proprietary man- 
ufacturer, therefore, must study his distribution 
efforts very carefully. The proprietary manu- 
facturers must realize that demand creating 
and distribution are two separate problems and 
both problems must be worked out. If he 
creates the demand, the distribution wil] be 
there. The service wholesale druggist has the 
machinery, for it is already in working order, 
and he will get results from it. In other words, 
as soon as the proprietor’s demand-creating 
department is producing results, then it auto- 
matically starts the machinery of distribution. 

However, the reverse is not true. That is, as 
soon as his distribution department is produc- 
ing results, it does not automatically or other- 
wise start his demand-creating machinery, as 
he has none unless his demand-creating depart- 
ment is functioning. Again, the proprietary 
manufacturer should in his survey of his prob- 
lems take care of the cost of distributing and 
aim to pay for the service rendered. This 
means that the retailer is allowed a remunera- 
tion for the service he renders and the whole- 
saler is allowed a remuneration for the service 
he renders, but no remuneration should be 
allowed for a service not rendered 
This would eliminate from the manufacturers’ 
distributing expense any allowance to the re- 
tailer of the wholesaler’s remuneration for the 
service he rendered as a retailer does not in- 
clude wholesaler service. At the same time the 
retailer may render a special service to the 
manufacturer which may justify an additional 
remuneration. This should be allowed, based 
upon service rendered and not particularly for 
quantity purchase. 
Another point: If manufacturer assumes 
the right, in making his schedule prices and 
discounts, to say what profits the wholesaler 
should make on his preparations, he should also 
assume the obligations that go with those 
rights, namely, that the wholesa‘er should be 
assured of ving profits. No one should assume 
or take any rights unless he is willing to as- 
sume or take all the obligations that go with 
those rights. ‘The business of distributing pro- 
prietary medicines ig different from the old 
method of merchandising, and consequently 
cannot be handled according to those economic 
rules, but must be based upon cetrain funda- 
mentals different from the fundamentals of 
general merchandising. 


Need of a Plan 


of a plan in 
connection with the distribution of pro- 
prietaries. We believe that every mem- 
ber of the association will agree on this 
need—a plan for distributing proprietaries 
at a profit for wholesalers and retailers. 
What is wanted, it is quite apparent, is 
an Aristotle. We might learn much from 
this great thinker who 2,300 years ago set 
out to systematize knowledge and reduce 
human chaos to a semblance of order, 
Aristotle failed, and we may, but we be- 
lieve that he failed because he worked in 


the 


There is an urgent need 


the dawn of human intelligence. “He 
failed,” to quote Raymond Fosdick in a 
plea for the spirit of organization, “be- 


cause he built his work on unknown fac- 
tors which made havoc of his plans, and 
many of those factors remained unknown 
for centuries after his death.” But man 
has, in a measure, conquered the world. 
Already he can out-fly the eagle on his 
self-made wings. He can out-run the deer 
in his automobile. In his submarine he 
can out-swim the whale. While his watch 
is ticking off a few seconds he sends his 
voice around the world. He has torn from 
the skies the secret of electricity and 
he uses it as a giant slave to do his work. 
What is the value of all our physical con- 
quests if we do not know how to use 
them wisely? The curse of man _ has 
been his aimlessness, his paucity of idea 
his disbelief in his own power to face 
the future in the world in which he lives. 
Let us determine where we want to go 
and the best method of advance. May we 
not hope that the ideas advanced last 
spring in St. Louis may be the begin- 
ning of a plan of action that will solve 


> 


our perplexing questions? 





IN CHEMICALS, DYESTUFFS, DRUGS, PAINTS, OILS, FERTILIZERS 


Conditions of the Market 


The market on proprietary medicines is 


deranged and irregular, disorderly and 
demoralized. It can best be described as 
chaotic. All over the North discounts 


on nationally advertised goods range from 
10 percent in dozen lots to 10 percent in 
any quantities. In one section 12% per- 
cent discount is given in any quantity of 
imported toilets and perfumes. In the 
South, conditions are more stable, due to 
the steadfastness of the wholesalers in 
that section. 

The volume of business on many prepa- 
rations has been very materially affected 
by a lack of proper discrimination in 
the proprietors’ selection of distributors. 
This deplorable situation is reflected in 
the retail business. Goods being offered 
at retail by curaters at manufacturers’ 
prices to jobbers. It is not to be ex- 
pected, therefore, that wholesalers will 
be very keen in taking up various propo- 
sitions offered to them by manufacturers, 
such as carrying extra stock, doing spe- 
cial work, distributing advertising mat- 
ter and urging their salesmen to push. 
Under operating conditions which per- 
mitted the maximum of distribution at 
manufaceurers’ full prices, manufacturers 
would have little cause for complaint that 
they were not getting full and complete co- 
operation. Under existing conditions, in- 
difference to the welfare of the manufac- 
turers must continue to be evident. We 
think we know that the interest of the 
manufacturer is not conserved by a policy 
of unrestricted distribution, for when the 
handling of any article become undesir- 
able by reason of an absence of profit, it 
becomes Only a question of time when the 
resistance offered by jobbers and retailers 
becomes so great, that the effect of adver- 
tising and advertising expenditures is, 
in a large measure, wasted. In other 
words, the manufacturer who fails to rec- 
ognize the interest of his distributor is 
building on a very insecure foundation 
The committee has tried in previous years 
to make themselves clear on this point. 
Jobbers have always evidenced a desire 
to co-operate with the manufacturers, and, 
many instances may be cited where deals 
were pushed without profit through the 
desire of the distributors to serve his 
friends, the manufacturers. What doth it 
avail? 

In an address on National Advertising 
by Saunders Norvell given before whole- 
sale hardware dealers, in which he cau- 
tions the hardware men against the dan- 
gers of fostering nationally advertised 
goods and compares their liberal profits 
with the meager returns of the wholesale 
drug men. Mr. Norvell said :— 

The Harvard Bureau of Research further 
stated in its analysis that the principal reason 
why the profits of the drug trade were so small 
was because fifty-three percent of their sales 
consisted of proprietary medicines and proprie- 
tary articles. Now, as we all know, the 
major portion of such goods is sold by national 
advertising. One would naturally ask:—‘Why 
is the profit on such goods to the jobbers so 
small?"’ 


Is This Unfair Competition > 


The answer is simple. The majority 
of the manufacturers of proprietary medi- 
cines and proprietary articles, hiding be- 
hind the Sherman law, have taken no 
steps whatever to protect the wholesale 
druggist and the retail druggist on their 
profits, The majority of such manufac- 
turers have sold mutual buying clubs 
(composed of retailers) and chain retail 
stores at exactly the same price as they 
have sold the jobbing trade. They have 
sold cut-rate, short-service wholesalers and 
brokers only carrying a few of the best 
selling items at exactly the same prices 
as they have sold the wholesale houses. 
As a result of these conditions, the mu- 
tual buying clubs and the chain stores, 
buying at the jobber’s costs, have been in 
a position all over the country to under- 
sell the independent retail drug store on 
these items. The wholesale jobbers giving 
a complete service with traveling sales- 
men have been compelled to meet the 
competition of mutual buying clubs and 
other wholesalers selling goods without 
salesmen with price lists and as a result 
of the keenness of this competition prices 
have been cut to a basis on which the 
goods are sold by complete service job- 
bers with salesmen in almost every part 
of the country at less than the cost of 
doing business. Not only has the situa- 
tion become intolerable on these nationally 
advertised goods from the standpoint of 
price, but it also has become very unsat- 
isfactory to the jobbing and retail drug 
trade, because many manufacturers have 
not used the slightest effort to control the 
channels of distribution. Drug items are 
not only sold by drug stores but by book 
stores, cigar stores, grocery stores and in 
fact, anybody in any line who has the 
money to pay for them, and when these 
goods are bought in lots of a few gross 
they are sold by the manufacturers of 
the goods to all this class of dealers at 
exactly the same price as paid by the 
wholesale drug house. Such are the con- 
ditions that exist today in the whole- 
sale drug trade on nationally advertised 
items. 

Exactly the same thing is true of the 
retail drug trade. By reason of competi- 
tion of department stores, chain drug 
stores, cigar stores, grocery stores, etc., 
the profit on nationally advertised items 
has been cut to pieces. Price cutters have 
selected the most widely advertised items 
as their leaders,” 

Present conditions can not permanently 
continue without seriously impairing pres- 
ent methods of distribution. Wither the 
proprietor must support and protect the 
service jobber or capital will be diverted 
from proprietaries into more profitable 
channels and then the proprietor will be 
compelled to set up and protect other 
agencies; nor can he continue to compete 
with the proprietor in his direct sales to 
the retailer or groups of retailers, 

There is another bad practice that needs 
remedying—the sales to retailers and 
chain stores of excessive quantities at 
low prices, which merely means the re- 
distribution of merchandise through other 
and irregular channels at all kinds of de- 
moralizing prices; a general habit of self- 
hypnosis quite inconceivable in intelligent 
proprietors—when will they awaken? 





Competition 


During the past year there has been 
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in outside competi- 


increased distribution 


increase 


no marked 








or t epting an 
sducts through wholesale grocers. 
lue in part to the fact that many 
wilolesalers are discounting 
taries liberally with a consequent 
m their profit and the cut is re- 
flected in retail prices which proprietors 
will do well to note, 

From New York comes the note that 
chain stores and aggressive cutters are 
affecting retailers, but that undue appre- 
hension unwarranted. “Druggists 
learned long ago that competition of de- 
partment stores was not of the impor- 
tance given it when first observed.” 


The Cost of Small Lot Distribution 


There is one survey that might well be 


made and which we recommend to the 
committe which succeeds us—we should 
have from a number of houses a@ care- 
ful study, by certain people who know 


how to figure, of just what the operating 


costs are in the distribution of proprie- 
taries, One member of a committee 
writes :— 

Recently we ran a test to determine, if pos- 
sible, our warehouse cost of handling these 
items, We arrived at the total number of 
items picked for a month in each classifica- 
tion, and then taking our entire overhead and 


dividing by the total number of items picked, 
which gave us the warehouse cost of handling 
each item of classification. The result showed 
us that our averaged sale on proprietary medi- 
cines that went out under the 1 percent dis- 
count figured $1.27. Figuring a 16 percent 
profit on a $ sale showed us a gross profit 
of 20 cents per item. On the other hand, we 
find that our warehouse cost per item is 19 
cents plus the sale cost of 4 cents per item on 
this classification of proprietary, showing a total 
cost of 25 cents. In other words, showing a 
loss on the sale of these small units of pro- 
prietaries of 3 cents per item, 

On the other hand, our 5 percent classifica- 
tion on account of it being a larger scale, that 
is, $2.95 per item, figuring the same gross 
profit, the same warehouse cost but increasing 
the sales cost to 10 cents, showed us quite a 
larger margin of profit on this department and 
also a larger margin on the 9 percent goods 
We give this to back up our contention that 
we would not be in favor of going back to the 
straight list on original packages, and that we 
feel that a large unit of sale can be handled 
with a profit at a discount, and it is the small 
unit sales that are keeping up our overhead. 


Free Goods 


One member of our committee says 
that the proprietary committee should 
stress chiefly the matter of free goods. I 
quote— 

Some universal way of handling free goods 
has become almost essential. As a matter of 
fact, we have almost discontinued sending out 
free goods deals to our salesmen where the deal 
is temporary There are, by actual count, 
fourteen different ways of handling manufac- 
turers’ free goods deals in our State at the 
present time. In the rush of pricing goods on 
a busy day, we really believe that 10 to 15 
percent of these free goods which should be 
charged back to the manufacturer are over- 
looked. Several times a week free goods which 
should go direct are unfortunately sent from 
our stock, and free goods which should go from 
our stock are ordered direct. This is the great- 
est nuisance we have to contend with. 

Free goods should be allowed to the 
wholesaler in the exact proportion of 
the retail deal. It is most economically 
accomplished by listing free deals only 
inclusive in shipping cases. By this, the 
manufacturer as suggested in last year’s 
report, pack 1-12th free goods making 
it 11-12 dozen with 1-12 dozen free, all 
included in one dozen case, and furnish 
the jobber with complete stock on this 
basis. This plan would properly com- 
pensate wholesalers for their expense in 
distributing small lots. 


Parcel Post 


The delivery of merchandise including 
proprietaries by parcel post is growing 
constantly, adding to the expense of dis- 
tribution—a fact which makers of pro- 
prietaries should reeognize. 


Work With Advertising Agencies 


Your committee is under the impression 
that many new items are marketed by 
proprietors unfamiliar with the customs 
and the necessities of the trade, and are 
advised as to distributing methods by 
their advertising agent and we might add, 
frequently badly advised. The advertising 
man seldom studies distribution and fre- 
quently urges the proprietors to sell the 
consumer and let the merchandise flow 
through any channel, regular or irregular. 
Your committee, has, therefore, written 
to the larger advertising agencies, sending 











them Mr. Moxley’s report on ‘“Manufac- 
turers and Buyers Rights,”’ and also call- 
ing their attention to the discounts to 


which distributing service jobbers are en- 
titled. 


A Recommendation 


We recommend that individual whole- 
sale druggists take into account their 
increased operating expensés when buying 
new goods particularly. A distinction 
should be drawn in view of the fact 
that additional fixed expense is incurred 
by adding new lines of a proprietary char- 
acter as they tend to slow up the sale of 
other items without in any way displacing 
them. A discount of not less than 16% 
and 2 percent delivered to jobber’s city, on 
consignment; in the case of 5, 10 and 15c 
goods because of the very small dollar 
values, discounts should be not less than 
20 percent and the cash discount. These 
larger discounts should apply to dispens- 
ing specialties not advertised to the pub- 
lic. Such items generally having a much 
slower turnover, and requiring as a rule a 
larger investment per unit. 


One is almost inclined to despair of ever 
securing a sound understanding on the 
part of some proprietary advertisers and 
promoters of the complications that sur- 
round the stocking of new goods by the 
wholesale dealer. ‘When a new trade- 
marked specialty, competitive with long- 
established articles on the market, is of- 
fered, there seems to prevail in the minds 
of some manufacturers’ representatives, 
either sales promotion managers or adver- 
tising men, that the wholesaler should 
take on the new goods on the same terms 
as those offered by well-established lines 
of the same character. The fallacious ar- 
gument is advanced that jobbers sell their 
service to certain manufacturers at a dis- 
count lower than they are willing to sell 
to competing lines. hen follows a long 
story about the demand creating force of 
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pulling ad 
ume 


vertising, rapid turnover, vol- 
etc. Now, all wholesale 
druggists probably have, within the past 
two or three years, been approached with 
these arguments at one time or another, 
n this form or that, and in a goodly num- 
ber of cases, the opinion is ventured, the 
new items have already fallen into pop- 
ular disfavor, and either are no longer 
called for at all or so seldom sought as 
to be relegated to the class of very slow- 
moving ‘shelf warmers.” Still others 
have failed to develop because the adver- 
tising so glowingly boasted of has stopped 
and with a preliminary profit showing the 
promoters have sold out with advantage to 
themselves, leaving the unsophisticated 
purchaser and the wholesale and retail 
dealers holding the bag. 


How and Where Drug Merchandise Is 
Distributed 


In order to strengthen the buyer of pro- 
prietaries and to educate the manufac- 
turer, your committee begs leave to print 
certain valuable information gleaned by 
Mr. C. H. Waterbury and delivered by 
him at the New York College of Phar- 
macy, May 14, 1923, in an address entitled 
“How and Where Drug Merchandise Is 
Distributed.” 


Vi Saies, 


Packing Cases 


Manufacturers should pack their goods 
in uniform cases and as far as possible, 
one kind and size of item to a case. Cases 
should be properly stenciled showing the 
nature of the item and the quantity in the 
case. Mannufacturers generally show a 
disposition to respond to requests of this 
nature if only a sufficient number write 
them. We ask that you bring the matter 
to the attention of your buyers, 


Subsidized Advertising 


The trade practice styled subsidized ad- 
vertising seriously handicaps legitimate 
distributors of merchandise—breaks down 
previous methods of honest, successful 
merchandising. This unfair and discrimi- 
nating practice should be condemned and 
manufacturers urged to refrain from aid- 
ing cut-rate advertising by granting re- 
bates and subsidies. : 


Hidden Demonstrators 


The Federal Trade Commission has in- 
dicated that it considered the use of hid- 
den demonstrators as a form of com- 
mercial bribery. We believe that the 
practice of hidden demonstrators, P. M. 
and “spiffs’’ is detrimental to the trade 
—that it is a method of cutting regular 
prices—and that our influence should be 
freely given to discourage this practice. 


Drugless Drug Stores 


Public health and safety demand the 
most effective control over establishments 
where drugs and medicines are dis- 
pensed. In many states the laws relat- 
ing to pharmacy fail to fully define the 
title—pharmacy, drug stores, etc., thereby 
permitting the operation of stores under 
misleading titles. We urge our members 
to work for appropriate legislation to pro- 
tect the legitimate pharmacy. 


Raymond Bros.-Clark Case 


The Federal Trade Commission vs. the 
taymond Bros.-Clark Case has been dis- 
cussed in the bulletins of the associa- 
tion. Since our last report the decision of 
the lower court has been upheld in its 
entirety by the U. S. Supreme Court. 
The matter is in the same status as the 
Mennen Case. 


Change in Discounts 


Our thanks are due to the 
_ Chas. H. Phillips Co. for their increase 
in discounts to 15 and 2 percent. 

To the Mahdeen Co. for a restoration of 
their former liberal discount. 

To the Lyon Manufacturng Co. for the 
restoration of their discount. 

To the Walter Janvier Company for 
the policy in distributing through service 
wholesalers, 

To the Worlds Dispensary Medical As- 
sociation for their efforts in behalf of 
service wholesalers. 
; To the Squibb Company for their policy 
in the distribution of their Liquid Petro- 
latum, 

To the Ben Levy Company for their in- 
crease in wholesalers’ margin. 

To the Nestle Food Company for their 
recent increase in disccunt from 5 and 
10 percent to 15 and 2 percent. 

To the Hessig Ellis Drug Company for 
their new policy announced September 12. 


President Moxley:—It seems fitting that 
a Faxon should be serving as Chairman 
of our Proprietary Committee. ‘Those of 
you who attended our meetings of some 
years ago, and others who read our rec- 
ords, will well remember the wonderful 
service of his great father on the Pro- 
prietary Committee, and the constructive 
policies voiced and inaugurated by him. 

So it seems quite in line that Henry 
should hold the beacon light on proprie- 
taries, by which we might chart our 
course and sail into a safe harbor of har- 
monious and profitable co-operation with 
our proprietary friends. 

May we have some 
report? 


discussion on the 


Prices on Broken Lots 


Edward Plaut:—May I ask a question? 


Does the price maintenance interfere in 
any way with the suggestion of higher 
prices for broken dozen lots than for full 
dozen lots? 

Mr. Faxon:—Well, we have no _ such 
thing as price maintenance. I don’t see 
how I can answer the question. There 
has been no legislation on it. 

Mr. Plaut:-—But if it would go through 
with this association in back of it and 
other associations back of it—and there 
seems to be a fair chance—would that 
still be possible? 

Mr. Faxon:—I suppose Mr. Everett 
ould answer that question better than I. 
d certainiv say that we could have 

} maintenance and still make a range 
of discounts. It simply puts it in the 
hands of the manufacturer to name his 
own prices and quantity terms. 

Mr. Plaut:—I thought that the basis of 


price 
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price maintenance was the same treat- 
ment of all. I just asked this as a matter 
of information. 

Secretary Waterbury:—May I answer 
Mr. Plaut’s question? The Williams bill 
authorizes a separate deal on the part of 
the manufacturer with every dealer, the 
point being that the price named be- 
tween that manufacturer and that dealer 
shall be maintained. You see, the situa- 
tion is now that no manufacturer can fix 
the price at which you shall sell goods 
you buy. The object of the Williams bill 
is to enable the manufacturer to name 
the price at the time he enters into a 
contract of sale with any dealer, and it 
need not be the same price for any dealer. 
That is, a wholesale price can be named 
with one class of dealers and a retail 
price may be named. That will make it 
possible for the manufacturer to enter 
into a contract with a department store. 
The cost price has nothing to do with it. 
The sales price is the only thing involved, 
and the department store may buy at 
wholesale price or anything else. It is 
merely on the unit resoid to the consumer, 

Mr. Plaut:—Can the manufacturer 
make a contract with you to sell in dozen 
lots at such-and-such a price and _ half- 
dozen lots at another price? That is the 
question. 

Secretary Waterbury:—I think that 
would be possible. It would depend on 
the terms of the individual contract. 


Points for Manufacturers 


W. E. Griener:—-Mr. Faxon didn’t leave 
much to be said. He covered his subject 
matter thoroughly, and the only thing 
that I can see to be brought to you in 
the way of a message would be this: 
That when this booklet is published and 
gets into the hands of your buyer and 
yourselves yeu can point out to the man- 
ufacturer of proprietaries what legal au- 
thority has said they can do. I think it 
is up to each and every one of us to 
follow this right along, not in a weak 
way, but strong and to the point, as Mr. 
Faxon’s report states. The proprietors 
are losing interest in the distribution. 
If that be the fact we will have to try 
to educate them that there is a way, and 
we can show them that we are the real 
nation-wide distributors. Of course, on 
the slow-selling items they will all agree 
we are the natural distributors. The fast 
turnovers are the ones they seem to 
think any one can handle. At the pres- 
ent time a good many of them are. 

This report is a valuable one, and our 
President,, Mr. Moxley, states 40 percent 
of our business in my pam of the United 
States is proprietary. It is a good deal 
more than that. It will run better than 
fifty, although we are not disturbed as 
much as some other parts of the country 
The evil is creeping in, and, no doubt, in 
the near future we are liable to have 
just what you gentlemen are now going 
through. I believe from the legal reports 
we have now that we have something to 
work on and by education get back what 
really belongs to us. 

President Moxley:—I would like to hear 
from Warren Churchill on this subject. 

Mr. Churchill:—It hardly seems neces- 
sary to bring out a repetition of the cha- 
otic conditions now existing. It should 
be apparent to our friends, the manufac- 
turers, as brought up in other remarks 
of the past few years, the need for legal 
clarification, which makes it possible for 
the manufacturers to control resale price 
of commodities. ™'* has been brought 
cut by the attitude some manufacturers 
have already taken. My thought is sim- 
ply this: If those manufacturers whose 
commodities are in this demoralized con- 
dition have an eye to the future, we urge 
them ytrong!y to give this matter of dis- 
tribution their urgent consideration. This 
present condition cannot last indefinitely, 
and We urge those manufacturers to look 
carefully into their legal rights. 

President Moxley:—We will next hear 
from Mr. Schieffelin. 


Schieffelin Raises Point 


William Jay Schieffelin:—Mr. 
man, 1 wasn't expecting to be 
to comment on this report, but 
one point I would like to speak 
promptu, 

My high regard for Mr. Faxon makes 
me dislike to differ from him in any de- 
tail, but his paragraph six, as I heard it 
I wondered if in relation to the Eastern 
situation it exactly expressed our situa- 
tion. He really passes the entire buck 
in that paragraph for our chaotic situa- 
tion to the manufacturer. 

I am not familiar with the competition 
of mutuals, because we are not so badly 
troubled with it, but it seems to me as 
far as the East is concerned that situa- 
tion is slightly overstated. In other 
words, we ourselves, I feel, have not used 
the right amount of courage in handling 
the situation ourselves and definitely tak- 
ing a stand, and in spite of the possibility 
of locating a little business temporarily, 
refusing to sell goods at a loss. 

With reference to Mr. Faxon’'s 
mendation for the printing of these two 
old reports, I didn’t gather if it is going 
to come to the Board of Control that his 
report should be included with that. 

President Moxley:—Yes, it will. 

Mr. Schieftelin:—That is fine. That is 
the modern summary of those two reports 
and focuses our mind on the present situ- 
ation. 

One last thing: It occurred to me with 
reference to Mr. Plaut’s question and Mr. 
Waterbury’s answer that that is a very 
important part of this entire discussion. 
I understood Mr. Waterbury to say that 
if this long-wished-for price maintenance 
legislation goes through, every manufac- 
turer will be able to make two hundred 

‘d fifty different contracts with all of 
our members. If that occurs it seems to 
me that the situation won’t be a bit bet- 
ter; it may be worse than the present 
one. If there seems to be real hope of 
that legis!ation going through before our 
next meeting I should hope that time 
could be found in our afternoon session 
to take up, if we can come to some sug- 
vested agreement, an agreement which, 
in that case, will then be legal; it would 
be very well worth while, and we could 
decide as to whether we feel that dozens 


Chair- 
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recom- 


should carry an extra discount on original 
saipping packages, for we all know there 
is a real economic reason as to why we 
can correctly afford to sell a shipping 
package off the shelf at considerably les: 
than we can broken lots. I think that 
question of Mr. Plaut’s and the possible 
answer to it are very pertinent to this 
subject before us. 
President Moxley:—We 
hear from Roblin 
Mountain district. 


Mr. Davis Wants Action 


Roblin Davis:—I think there is a quaint 
custom which IT have observed in the As- 
sociat'on whereby the chairman of « com- 
mittee is appointed, who makes a long 
and splendid report and reads the first 
page. The chairman calls on selected 
memopers to discuss it. The question is 
discussed pro and con in a casual way 
and then dropped. 

It seems to me it is time that we got 
away from the formality of that kind of 
ecut-and-dried procedure. I have no com- 
inents to make on the report. 

With your permission I would like to 
read the fifth point which Mr. Faxon read 
to you: 

The need of a plan of action for all who de- 
sire to see the business of distributing propri- 
etaries from manufacturers to consumers done 
with reasonable margin of profit for the whole- 
saler and retailer. 

That net only embodies the entire re- 
port of the Proprietary Committee, but it 
sets forth our problem and it points the 
way to what is needed. It seems to me, 
Mr. Cuairman, it would be very desiraple 
if some time before we adjourn we might 
in a full and frank way consider para- 
graph 5 and see, recognizing there is need 
for a plan of action, whether we cannot 
arrive at such a plan. 

President Moxley: ; Andrew Geer in 
the room? It’s too early for Mr. Geer, I 
guess. 

We 
New 


would like to 
Davis of the Rocky 


will next hear from E. B. Briggs, 


Orleans. 


Mr. Briggs Gives Figures 


E. B. Briggs:—-Mr. Faxon’s report has 
covered his subject so comprehensively 
and with such clarity that to attempt to 
comment on it almost seems akin to 
vainting the lily. 

I gathered from our statistical ledger 
a few facts on the sale of proprietaries, 
and with the permission of the President 
I think they would prove interesting. 

We carry proprietaries—that is, medici- 
nal proprietaries, not patent sundries—as 
a separate unit on the statistical ledger. 
They represent 32.48 percent of our gruss 
sales. Last year we had a turnover of 
5.35 times, which is pretty fair, consider- 
ing our geogrephical !ccation and the fact 
that we have to buy in larger quantities. 
On that turnover ot 5.55 times we showed 
zross profit of 10.24 percent, which is not 
very encouraging. We find charged di- 
rectly against that are the salaries and 
expenses of men whose sole duties are 
handling these proprietaries, and who, if 
we did not have the proprietaries, we 
would not need. We have a balance of 
2.94 percent to cover the entire admin- 
istrative, operative and selling expenses 
of the business. We have less than 3 
percent to take care of this other. The 
result is inevitable; it just can’t be done. 

I believe this service jobber plan to get 
extra discount for the jobber is a ray of 
light coming over the horizon, and I hope 
we will be successful in passing that 
through. 

Mr. Faxon:—May I have another mo- 
ment? 

My high regard tor any one that comes 
from the Schieffelin Company makes me 
feel honored that he would take issue 
with me, but I would like to read that 
paragraph once more; I think I am still 
right. I see Blair is in the room; perhaps 
he would like to hear this: 

The value to all of impressing the proprietor 
with the danger to him of the present chaotic 
conditions in the drug world and our recogni- 
tion of the fact, hampered as we all are by law 
(so that, as one member of the Committee 
wrote me, ‘‘we can’t do perfectly innocent 
things legally’’); that he, the proprietor, cer- 
tainly more (there is the idea of comparison) 
than the representatives of other branches, is 
responsible for the deplorable conditions. 

That doesn’t say we are not culpable, 
but it does say the proprietor who has 
legal right to look after his own is more 
responsible than any of the rest of us. 

President Moxley:—We thank you, Mr. 
Faxon, for that further elucidation and 
for clearing our friend, Mr. Schieffelin. 

Gentiemen, this is a tremendously im- 
portant topic, and I hope some power, 
some way, will evolve out of this session 
so that in the very near future we can 
get somewhere. We have been striving 
for nearly four years and getting no- 
where. There will have to be some defi- 
nite declaration of policy on the part of 
our proprietary friends and on the part 
of our membership. We must somehow 
take steps to better handle and control 
this branch of our business. 

Correcting a statement of a little bit 
ago that I made to Mr. Griener that 
nearly 40 percent of our business was in 
proprietaries, I was referring to that dis- 
trict north of the Mason-Dixon line. Re- 
ports of the last survey that I recall, 
showed that 55 percent of the business 
of the country was in proprietaries, and 
over 70 percent in trade-marked items, 
and we are rapidly going up in trade- 
mark items. The same thing which we 
speak of in proprietaries, the same rules, 
the same laws, the same regulations appiy 
to all trade-marked items. You know, 
I am quite conscious of the fact that the 
condition is not one that is sought or 
desired any more by the proprietors, the 
thinking, intelligent proprietor, than it 
is by us. It is just a combination of con- 
ditions that has come about through mis- 
interpretation and erroneous rumor of the 
laws governing distribution. Sometimes 
we, too, have been a little weak perhaps 
in handling the problems in the way that 
we might have after we did get clari- 
fying interpretation. 

We are fortunate in 
this morning the 
he is the most 


having with us 
man who admits that 
popular, the most cried 
for man in America. Frank Blair ad- 
mits all the babies cry for him. We 
all have a lot of confidence in Frank and 


a wholesome respect for his judgment. 
Mr. Blair, we would like to hear from 
you. 


Mr. Blair Has No Solution 


Frank Blair :—I must first apologize for 
a discourtesy. I should have been here 
yesterday, but had to attend the conven- 
tion in Washington, and felt I should. 
This morning 1 was delayed in coming. I 
wanted to hear Faxon’s report, but busi- 
ness matters came up in New York which 
made it necessary for me to stay, so I 
couldn't be here in time. 

I am glad in one way that I got here 
in time to hear what has been said, be- 
eause Mr. Moxley has just made my 
speech, I was thinking over what I could 
say to you gentlemen, and lo and behold! 
Barret, with his usual kenness, gets up 
and makes the very speech I would like 
to make. I will just add to it this:—I 
will emphasize each thing you say, apply 
it then to us and put us in the first per- 
son, where you put ourselves. Like the 
people married for twenty-five years, if 
we had to do it over again we wouldn't 
do it. I know if we got into it and faced 
the situation again with the knowledge 
we have on either side, or if we knew 
what we know now, this condition against 
which we are all using our best effort to 
find a remedy would never exist. We 
didn’t realize where we were drifting to. 
We are in this whirlpool; now how do 
we get out? Notwithstanding the restric- 
tions put around us by law. I know that 
if we were back again at the beginning 
and starting over again, we should be 
able to keep out of the whirlpool. I am 
eonfident we would, and I think you are. 
oo. 

: The situation my friend from New Or- 

leans found reminds me, we have a biack- 

faced team working in New York. and 
they work under the name of Moran and 

Mack. Mack—a long, thin. black indi- 

vidual—simply has the stuff fed up to 

him by Moran. Moran said to him, “What 
you doing these days?” 

“ Mack answered, “Running a farm.” 
“What do you do with the farm?” 
“Well, mostly, we raise pigs, hogs.” 
Moran said, “What do you do, fatten 

them?” 

“Yes. we buy 
them all winter, 
Spring.” 

‘What do 
Fall?” 

“Seventy-five dollars. 

‘What do you get for them 

“Seventy-five dollars.” 

“Well.” said Mack, “I don’t think there 
is any money in that.” 

Mack said, “We 
(Laughter). 

After the laughter had died down, Mack 
said, “But we had the use of the hogs 
all winter.” (Laughter). 

I think my friend from New Orleans 
very well proved that they found out in 
the Spring that there wasn’t any money 
in that T hope it is not quite so bad as 
it is painted, and I do say for our As- 
sociation and for us as individuals that 
we have spent just as much, and I think 
more time than you have on this propo- 
sition. and I think we have made to your- 
selves and to us, because you have made 
some to us now and then. But I am 
frank to say I am not any nearer the 
place where I am ready to recommend a 
solution than I was when I talked to 
you last. 

I don’t know how. We spent a whole 
Cay on it last week. I called our Executive 
Committee together, definitely for the pur- 
pose of trying to see what kind of a mes- 
sage I could bring to this meeting, and 
IT came away with exactly the same mes- 
sage I come away with every time. I 
know eventually there must come one, 
whether we find it, whether you find it, 
or whether it is forced on us. Eventually 
there must come one. I don’t think it 
is so bad. Only by superior accounting 
methods have we found out it is worse 
than it was. I think the trade relations 
are vastly improved all down the line. I 
believe that. I think we understand each 
other better than ever before. I think 
we understand the problems better than 
we ever have in the history of the indus- 
try. 

I don't like to stand before you gentle- 
men. facing this thing which means so 
much to you—to you it is incidental to 
your business, but to us it is our entire 
business—and say I have not a recom- 
mendation to make on it, but I must. 

President Moxley:—It is certainly a 
great pleasure to have you with us, and 
we hardly expected you would be able 
to come and tell us you had a complete 
solution. 

You know, we sometimes have people 
in our circle who think major surgery is 
the necessary and only cure for the situa- 
tion. Others think that we need apply 
more gentle methods. I just want to 
Say one thing There is no one in the 
wholesale drug field who doesn’t under- 
stand that this is a complex proposition 
for the proprietor, and when they protest 
as an individual to a proprietor on the 
conditions existing at the time (and they 
may show a little feeling in it) they are 
merely stating the conditions that have 
been brought to them by their salesmen 
and that are reflected in their balance 
sheets. Capital will not long continue 
employment in unprofitable pursuits, and 
it certainly is not profitably employed in 
the proprietary business in certain dis- 
tricts today. We don’t lay the whole 
blame on our proprietary friends, but we 
do think that a remedy is coming, and 
can be applied, and as the opportunity 
presents itself, we hope we are going to 
find our proprietary friends just as en- 
terprising and just as ready to go for- 
ward and to apply that remedy as we are. 

I might just add there, since it hasn’t 
been covered, the feature of selling serv- 
ice. We have always considered it rather 
important to the proprietor, and under 
present conditions in certain territories 
salesmen are having to be deprived of 
any compensation in the sale of pro- 
prietaries. It brings about an unhappy 
state of mind, an unhappy feeling on his 
part, but I have faith that somehow and 
very shortly we can begin to advance to 
a firmer, sounder ground. 

James Morrisson:—I just wanted to 
make one suggestion, probably unneces- 
sary. The report of the Proprietary Com- 
mittee proposes publication of a report 
I wrote in 1916. That was eight years 


in the Fall, 
sell them in 


them 
and 
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for them in the 
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found that out.” 








ago and the report was then written 
without legal advice. It seems it might 
be well worth while for the committee 
to have that report edited and scrutinized 
by our counsel before it is republished. 
it might not have been a true statement 
of the law at that time and the inter- 
pretation of the law that is changed since 


that time. I, as proud author of that 
report, want the committee free to tear 
it to pieces and use it all or none, as they 


see fit. 

_. President Moxley :—I think we can take 
it by consent that that procedure will 
be followed. I know Mr. Morrisson is 
tremendously proud of his work. So 
are we, 

I would like to hear from Frank Bogart, 
who has given a lot of thought to pro- 
prietaries, and has served this association 
at one time as chairman of that coni- 
mittee, 


Mr. Bogart Favors Firmness 


Frank Bogart:—I haven’t read the re- 
port and have no knowledge of it except 
the few remarks that Faxon has given 
us; yet, 1 have some opinions on it. 

I think in considering the future con- 
templating poss*ble laws, we should be 
clear as to what a law will do for us 
at any time. 1 have .cau the proposed 
price maintenance laws as presented in 
Washington, and I gathered from these, 
just one thing, that the sp:rit of that law 





is this:—Proprietary right does follow 
a trade-marked article from manufac- 
turer to the final consumer, and it gives 
certain rights to that manufacturer. Now 
what he will do with those rights, of 
course, the law does not lay down. We 
would hardly expect him to go as far 
as Mr. Waterbury suggested he might 
go, but the law itself will not lay down 
those lines for any man. I think when 
we discuss the proprietary method of 
business, we ought always to look back a 
little. There are men here who won’t 
have to look beyond their own experience 
to recall that many of the leading pro- 
prietary medicines are being sold in this 
country as leaders that & few years ago 
started in a surprisingly small way. It 
was in its early days a peddling propo- 
sition, and I ni#an that literally, sold from 
door to door, and sold by wagon in many 
cases. The proposition grew by natural 
growth. It just “growed up” and has 


never been scientifically mastered, I sus- 
pect, any more than our own business 
has been scientifically mastered. 

Now it is not to be wondered at that 
those men as the thing has grown have 
fount themselves with many problems 
which they themselves did not clearly 
foresee nor have they been able to learn 
by the history, because they are only 
today beginning to build trade history that 


marks out specific lines of endeavor. 

Then, there is a very great weakness in 
° 

our own DusSMess which we might as 





well face and acknowledge, as to lay the 


blame at some other man’s door. One 
very great weakness is this:—That the 
proprietary business is cnly part of our 
business, and we have been too prone 
to believe we have been driven into a 
corner that we might perchance give 
away portion of the _ protit. We ought 
to hold and still make the other lines 


carry some profit. That is a weak point. 
It is there and we have always faced it. 
There isn’t a man sitting here, I believe, 


who, when sitting at his own desk, has 
not said, ““‘We will do that, but after all 
so-and-so will carry a profit.” 


That has led us into a very great error, 
and if we can find a way to convince our- 
selves that we should change that atti- 
tude of mind, we will have made one 
step towards a correction of the thing 
that bothers us so now. A few years 
ago we were at the point where we were 
disturbed within our little association and 
we were rather on ticklish terms with our 
proprietary friends. For three years, Mr. 
Moxley and myself with others, worked 
upon the Proprietary Committee and en- 
deavored to have a good will between this 
association and the manufacturers. We 
were seeking to build up to a point where 


we could go to those men upon a basis 
of actual friendship and talk over with 


them the situation, not asking for favors 
—the Lord spare me from ever going to 
those men and asking for favors—nor do 


I think they expected us to do that, but 
we wanted to discuss with them on a 
friendly ground the necessities of the 
situation. The time has come and I 
think today is reasonably strong. It may 
be that the soft and pleasant way will 


not get us anywhere, It is entirely within 
the bounds of reason that our messages 
to them may make them feel we are not 
strong in our own rights and that they 
will take advantage of that. I am not 


prepared to say that is so, but it might 


be so. I like the ring of Mr. Faxon’s mes- 
sage. I have always rather liked that 
ring. I have never stood to surrender 
before the manufacturers the rights of 
this association, and if our leaders now 


led by Mr. Faxon can give us a straight 
out-and-out program, we can follow, I 
am under his banner 100 percent and will 


go with him, but I think we can do the 
things we have to do possibly without 
greatly disturbing the relations now 
existing. 

Mr. Blair comes to us in his friendly 
way, but he leaves us as he has done 


before without a dis®nct message or any 
great hope. I have had a feeling (and 
so have some of my associates) we would 
tell Mr. Blair and his association some 
things they mig do, and that I think 
they will do sooner or later, if not at our 
suggestion. I think, however, there are 
things clearing up that will make them 
want to do some of these things one of 
these days. Other men are beginning 
to do it. It is just a question of having 
courage enough to step over and do the 
things they haven’t done, taking a chance, 
going from a safe position to one that 
possibly may make them assume a little 
risk. Yet, I firmly believe it ought to 
be done and I hope Mr. Faxon if he is 
continued as chairman of that committee 
and his associates may be able to bring 
it about. ; 

Mr. Blair:—May I ask Mr. Bogart a 
question :—Where he refers to the danger, 
does he mean legal danger? 

Mr. Bogart:—If a man blindfolds me, 
I may be afraid to step over. 

Mr. Blair:—I do not believe our foot- 
ing is solid. I am not satisfied with it. 
I don’t think it is solid. I don’t see any 
danger in distribution. 


Mr. Bogart:—I mean if a man felt 


himsel? in perfect, safe condition, he hes- 
itated to move out of that position. 


Mr. Crounse Explains Bill 


Ww. L. Crounse:—As a very ardent be- 
liever in the necessity of national legis- 
lation to meet the present chaotic s.tuation 
with respect to price, I should be very 
sorry to have this organization gather any 
false impression from anything that has 
been said as to the plans in Congress 
for this legislation. 

Mr. Waterbury made a statement a few 
minutes ago that I think was misin- 
terpreted by some of our members. [ 
know he understands the situation and he 
did not intend to make a statement that 
is not in strict accordance with the facts. 
There is no legislation that has been care- 
fully formulated now pending in Con- 
gress, but there are four separate bills, 
all differing in certain particulars. 

No one of those bills has been reported 
by any Congressional committee. No one 
of those bills has had any very careful 
consideration at the hands of any Con- 
gressional committee. The matter now is 
entirely in a state of flux, and it may be 
that this organization, through a spetial 
committee (that I think should go to 
Washington at the psychological moment 
in this fight) may have a great deal to 
do with giving the proper form to that 
legislation. 

Mr. Schieffelin remarked a few minutes 
ago that he thought it would be question- 
able whether we would not be jumping 
from the frying pan into the fire, if we 
went from our present legal status to 
one suggested by the Williams bill or by 
the Williams bill as somewhat hastily 
described by Mr. Waterbury. 

I think some of you got the impression 
that the Williams bill would authorize the 
making of 250 different kinds of contracts, 
or contracts involving different retail 
prices with 250 service jobbers. Nothing 
could be further from the fact than that, 
and I am satisfied that if any such meas- 
ure were brought forward it couldn't 
command ten votes in the House of Rep- 
resentatives. 

I have seen at least a dozen polls upon 
these separate bills, and other polls upon 
various basic principles, more or less in- 
volved in certain of these bills, and the 
one principle that seems to be accepted 


you very 
pleasure, 


President Moxley :—Thank 
the subject? What is your 
to the Board of Control? 

EF. E. 


much. 
gentlemen? 


IN CHEMICALS, DYESTUFFS, DRUGS, PAINTS, OILS, FERTILIZERS 


by them all is this: that a bill should be 
passed under which a re-sale contract 
would be legalized, but no suggestion any- 
where that such re-sale contracts would 
be in any sense discriminatory. There 
might be, for example, the legalization of 
a contract with the service jobber. There 
might be another set of prices allowed 
for chain stores, another for department 
the 


stores, but the conditions must be 
same, and the element of discrimination 
would never be recognized in any such 
legislation. 


President Moxley :—Are there any fur- 
ther remarks on this subject? I would 
like to hear from E. J. Auerbach. 


E. J. Auerbach :—Through the kindness 
of your committee, a few of the associate 
members met last night. We had a kind 
of get-together meeting. I believe it was 
the first of the kind this Association 
has ever had. 

We feel that the proprietors and manu- 


facturers and the associate members of 
this organization could get together at 
every meeting and exchange views, and 


perhaps learn a lot from each other, and 
in this way perhaps crystallize some of 
our ideas into something concrete. 

I believe it was the consensus of opin- 
ion last night that something permanent 
should come out of this, that a permanent 
meeting room should be set aside at every 
convention of this Association for asso- 
ciate members, where we can informally 
swap ideas. 

I trust your Association will take this 
into consideration and perhaps meet our 
views. 

President Mr. 
Auerbach. 

Are there any further remarks on the 
Proprietary Committee report? 

George Watts:—I am from Montreal. 
I have listened with a great deal of in- 
terest to the side of both the manufac- 
turer and the wholesale druggist. 

In Europe they had a great deal of 
trouble and the Americans went over 
there and got all the countries together 
and the result was the Dawes Agree- 
ment. I don't think that your differ- 
ences should be any more than those of 
the European countries. Why don’t you 
get together? Why don’t you have com- 
mittees from both Associations talk it 
over? Surely in that way you ought to 
be able to straighten it out. 


Moxley :—Thank you, 


remarks on 


any further 
to refer 


I have a motion 


there 
May 


Are 


Bogart :—Mr. Chairman, would it be out of order, or is it a reasonable sug- 


gestion that we follow the thought of Robin Davis, that some features be set aside 


as a special order for this afternoon’s session? 
President Moxley :—I think we might take that by consent. It c ’ 
important topics before us, and unless there is objection that rule will prevail. 


Tt has been moved and seconded that 


Control. 


All those in favor signify by saying “aye, 


is one of the most 


to the Board of 


this report be referred 
The “ayes” have 


” contrary “no,” 


it and it is so ordered, 
Discussion of Cost Statistics 
President Moxley :—We had ‘a matter left over from yesterday: the discussion of the 
very interesting Harvard Research Bureau report, and I would like to ask that 


Charles W. Whittlesey open the 


Mr. Whittlesey on Costs 


Charles W. Whittlesey :—If Mr. Briggs 
thought this job was something like paint- 
ing a lily, I think that my job in at- 
tempting to discuss this wonderful report 
is something like trying to gild the 
sunset. 

I have had a great respect for Harvard 
all my life, although I claim Yale as my 


Alma Mater. However, it may have been 
this year, there have been many years 
when we had to respect Harvard, and it 
has been driven into us with ball bats 
and long-sweeping oars. 

I want to say also that I have other 


reasons to respect Harvard. In the busy 
years from 1917 on, my daughter with a 
multitude of other young women went 
into doing something, and after spending 
two or three years on the Yale war rec- 


ords she went up and stayed with the 
Harvard War Records Bureau until the 
book was finished. So if I never had 
any other reason to respect Harvard, I 
would certainly now have it after hear- 
ing tWat report from Mr. Lenihan the 
other day. 

Gentlemen, I want to say just a few 
words as they have impressed me in 
regard to this report. One of the most 
interesting books I have ever read is 
this little pamphlet, but it is not one 
that will be likely to run into the class 
enitled “best sellers.” The study of this 
report will make some of us feel happy 


and some of us sad, and I might say that 


all of us who are just about the aver- 
age or below will feel that we ought to 
do much better. 

In the ancient and honorable game 


which has been mentioned by my prede- 
ecessors in discussing this report, you 
must play below par to get into the ringer 
contest, but in the big game of business 
you must play not only above the average, 
but above the best to show super-effi- 
ciency. 

Il am not going to apologize if I do re- 
peat some things that have been said by 
Mr. Lenihan, for 1 want to mention in 
a few minutes such points as I can which 
have impressed me upon my first study of 


this destined-to-be and already famous 
report. P 
I am more than ever impressed that 


we should all as soon as possible adjust 


our books to schedule fully outlined by 
the bureau on pages 62 to 72 inclusive. 
Thus and only thus shall we have uni- 


form accounting and fully appreciate the 


advantages of following the trail that 
Mr. Andrews has blazed. 

Perhaps you may have a bookkeeper 
that has rather fixed habits. Mine is a 


Scotchman, and as good a man as I ever 
knew in character and reliability, but 
like all Scotch Presbyterians, his ideas 
are founded upon a rock. He told me 
an awfully good story about his own coun- 
try the other day, not applicable to 
the situation, but I want to tell it to you 
anyway. 

He said a friend of => went to Glas- 
gow as he went out to take a walk on 
the main street and through the public 
parks of the town. He didn’t find any- 
body on the streets at all. The streets 


were absolutely without people. Finally, 
he did find a lone policeman and he 
said to him, “Well, what’s the matter, 


there doesn’t sagem to be anvbody on the 
streets?” 


discussion 


this morning on the subject. 

“Ah, man,” said the policeman, “didn’t 
you ken the day? This is tag day.” 

So we have to get our bookkeeping 
changes through by moral suasion. But 
get them through, we must, and I know 
that as soon as 1 get our bookkeeper 
persuaded he will be a loval booster. 

The fact that the trade as a whole 
has shown improvement, in fact improved 
its net gain percentage by one and thre: 
quarters, over 1922 is well wwuthy of 
notice. This was not due to any improve- 
ment in gross Margin, but on the con- 
trary to a reduction in total expense, 
for the gross margin was actually one- 
tenth of one percent less than in 1922. 
A whole flock of minor items should 

carefully studied, for instance, the 
percentage of return items of merchan- 
dise, percentage of cash discount to 
sales, items of merchandise sold, type of 
retailers sold, relation of receivables to 
sales, average number of days outstand- 
ing on customers’ accounts, percentage of 
net sales per salesman, stock turn, and 
so forth, but our individual figures item 
by item should be carefully compared with 
the type figures arrived at by the bureau 
in representing the trade as a_ whole. 
Especially should these matters be sub- 
ject to the searchlight if our net profit 
figure is below the typical figure. All 
comparison of the various items of ex- 
pense are with total net sales as 100 per- 
cent. The average net sales of the one 
hundred and seventeen firms whose fig- 
ures were analyzed and compared were 
$1,100,000, and the net profit one and 
four-tenths percent of this amount as 
compared with eight-tenths for 1922. 

I had thought this was nine-tenths of 
one percent, but it seems in this report it 
gives it as eight-tenths of one percent. 
You will remember the letter that Mr. 
Ellis sent out to us all reprimanding us 
for not doing better. It was a very good 
letter to receive, and all needed it. 

This net profit figure is exclusive of 
dividends or sharings among partners, 
or withdrawals, or any savings that your 
firm may have made through ownersnip 
of real estate. It is based strictly on op- 
erations, Your firrn’s private comparison 
will show savings in dividends under 
total net gain or loss. Interest on owned 
capital is involved in the calculation, and 
rent on owned buildings also, on the 
ground that the business must earn more 
than mere interest and rent in order to 
be profitable. 

The figures 
with your own books in detail, because 
shifts have been made to have al] con- 
form to the uniform accounting system 
used by the Bureau. 

Of great significance is the fact that 
by the application of the same yardstick 
to three other prominent distributing cun- 
cerns our ranks next to the highest in 
net profits and is a very close second, 
with the others trailing far behind. That 
is one of the most encouraging points in 
the whole report. 

Wholesale automotive equipment stands 
at 1.5 percent, with 128 firms reporting; 
eurs at 1.4 percent, with 117 firms report- 
ing; Southern Wholesale Dry Goods, 1 
percent, with 71 firms reporting; Whole- 
sale Grocers, seven-tenths of one percent, 
with 501 firms reporting. 

In comparison as to gross profits, we 
stand third (and that isn’t ‘he thing— 
the gross profit; we have got to have a 


be 


may not match exactly 
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net. The gross profit of the automotive 
equipment is 24.9 percent: Southern dry 
goods, 17.6 percent; ours, 17 percent, gro- 
ceries 11.3 percent. 

In comparison as to volume, those with 
the greater volume had a higher rate of 
stock-turn, likewise a higher gross 
net profit. Those houses between $ 
and $1,000,000 a slightly less expense ratio 
than those over $1,500,000, but a less gross 
margin, and those less than $750,000 
showed a greater expense ratio than those 
of medium volume. 

Inventories did not increase in propor- 
tion to sales, inventories being 3.7 percent 
higher while sales were 9.3 percent higher, 
which is an encouraging feature. 

When it comes to comparison of regions 
there will be something of a shock to 
those in regions 1 and 4. The regions 
were explained to you yesterday by Mr. 








Lenihan. Region 1 showed only a half of 
one percent; region 2, 1.8 percent (lucky 
dogs!), and region 38, 1.6 percent, and 


region 4, 1.1 percent. 

For region 1 it is a pretty bad showing, 
and as the writer has means of know- 
ing of at least some in that region were 
above the average for the whole, some- 
body must have heen in doldrums. 

3ut it will show you fortunate individ- 
uals in regions 2 and 3 what we are up 
against in the Metropolitan District, and 
just outside of it. It simply shows that 
we have made little impression thus far 
upon our manufacturing friends with the 
argument that the 291 service wholesalers 
in the United States can give them 100 
percent distribution to every city, village 
and hamlet in the United States, and that 
they do not need the scalper and the non- 
service jobber for a distributor, for it is 
in this region that the scalper abounds. 
There are about seventy houses in New 
York trying to job drug store supplies, 
and probably not over five that are really 
service jobbers. 

There were 25 out of the 117 that 
showed an average loss of seven-tenths 
of one percent. This is the sad part of 
the tale. Forty-seven showed a net of 
over one and four-tenths of the average, 
and these forty-seven, taken by them- 
selves, average two and six-tenths per- 
cent. The other forty-five must have 
ranked between zero and one and four- 
tenths percent. 

One item would be of interest which 
does not appear and that is a comparison 
of figures between those concerns who 
featured so-called medicinal liquor and 
those who did not. 

Finally, my own personal opinion is that 
this kind of study and comparison is 
worth all it costs and that we should try 
and make our bookkeeping conform to the 
schedule fully outlined by the bureau in 
pages 62 to 72 inclusive. 

President Moxley:—Mr. Morrisson is 
with us this morning, and we would like 
to hear from him on this subject. 


Mr. Morrisson on Trends 


J. W. Morrisson:—-I really have very 
little to say today. Yesterday I made a 
few rather stumbling remarks about one 
phase of this report and that was the 
phase that concerns a comparison of our 
records for a 


individual records with the ; 
common figure, and so _ forth. But it 
seems to me, Mr. President, that there 


is another phase of this report that per- 
haps we haven’t considered as much as 
we might and that has at least equal 
value. Certainly, we as wholesale drug- 
gists have two interests in our business: 
In the first place, an interest in our pres- 
ent record, as compared to a_ possible 
record that we might make, and, in the 
second place, having large investments in 
our business, we certainly have an inter- 
est in the general status and the possible 
future development of distributive condi- 
tions and of the business as a whole. 
And it is on that phase of the report that 
I thought I might say just a few words, 
ir five minutes is not too long. In doing 
they will be very fragmentary re- 
marks, because I have simply turned 
down a few pages as I went along and [ 
have made some notes which I now find 
I can’t read, ; : 

Somebody said yesterday (I think it 
was Mr. Lenihan) that the fact that the 
total expense account in percentage had 
decreased was an indication of improved 
operating efficiency. I think I heard that 
statement. At any rate, I don’t agree 
with it. I think we all know that a rea- 
sonable increase or decrease in sales (say 
a 10 percent increase or decrease) does 
not materially affect the dollar expense 
account; that is, that you don't lay off 
anybody if you have a 10 percent decrease 
and you don’t add anybody if you have 
a 10 percent serene. 

report does show 
RB of 9.3 percent for the houses 
reporting. If you will take the same dol- 
lar expense account as applied to 1922 and 
call that 100 percent of sales, and divide 
it by 193, representing the 1923 sales, you 
will find, if my mathematics are correct, 
that the expense account should have 
been 15 percent. So that instead of an 
increase in operating efficiency, we have 
simply had a reduction in percentage, 
due to a perhaps fortuitous increase In 
sales. 

So that I don’t think we ought to delude 
ourselves into thinking that we deserve 
the credit through increased operating 
efficiency for the slight decrease In oper- 
ating expense shown on the chart. It was 
simply due to the improved business con- 
ditions that gave us the additional 9.0 
percent of sales. , : 

Then, I don’t want to be impertinent, 
but I would like to make a suggestion to 
the Accounting Committee and to the 
Harvard Bureau. We have on page 8 
a table showing volume of sales in 1923 
in the wholesale drug trade, with classi- 
fications of those doing $750,000 and less, 
and so on up. It seems to me that it 
might be very interesting and perhaps 
valuable in a study of the trade by our 
various committees if, instead of know- 
ing how many houses there were doing 
$750,000 and less, and the various other 
classifications, the Harvard Bureau might 
give us in the report the total volume 
of sales done by houses doing each or 
these classified amounts, in order that 
we might have some notion of where 
distribution really lies in the wholesale 
drug trade. 


so, 


, as I remember it, 
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there is an attempt 
proprietaries and 
The report itself 
i some question as to 

se classifications are correct, 

uncertainty as to just what 

n each classification. That is 

we have always had in dis- 
ussing oprietary distribution, either 
rom the standpoint of profits or in any 
other way, and it certainly is an absolute 
essential of clear thinking on any sub- 
have a definition. You can’t dis- 
subject intelligently uniess you 
all that you are talking about the 
same thing, and it seems to me that it 
might be well worth while for some com- 
mittee association to attempt to 
up of a definition of what 
is and what is not a proprietary article, 
that when these returns are made for 

Harvard Bureau we will all be mak- 
ing returns of the same sort of articles 
and the percentages will really mean 
something. 

In attempting to 
ber of days outstanding of receivables, 
the unit used is thirty days. I simply 
raise the question as to whether that is 
really the proper unit to use. Perhaps 
your collection departments are better 
than ours, but we frequently find that 
sales which antedate thirty days appear 
in the receivables at any particular date, 
and in our own business, the unit I am 
using is to take two months’ sales and 
divide it by the number of business days 
in the two preceding months, and arrive 
at an average day’s. sale by that 
method. I think a thirty days’ sale, in 
our district at least, in case there were 
violent fluctuations of sales from one 
month to another, would be entirely mis- 
representative. 

These notes were made at five o’clock 
this morning—and that was after I went 
to bed, yes. 


Under inventories, page 14, the method 
used is to take the total of the inventory 
at the beginning of the year and at the 
end of the year. That is all right for 
comparisons Ih our own trade, and per- 
haps the only possible one with a very 
large number of the houses. It is possi- 
ble by a comparatively simple means to 
arrive at an estimated inventory for 
every month of the year, and a number 
of houses are dolng it now. If we ac 
tempt to compare turnover with other 
lines of trade who are using an esti- 
mated monthly inventory, our turnover 
figure might not be a comparable one, 
because we all know that most buyers 
attempt to reduce stocks about the first 
of the year, and the chances are that the 
two January first inventories do not rep- 
resent a true figure for an average in- 
ventory throughout the year. 

There is one other suggestion I should 
like to make, and this not so much for 
a comparison of an individual house with 
the common figure, but as an aid to vari- 
out committees who in the future should 
use this report as a perfect mine of in- 
formation, and as a substitute in part for 
some of the elaborate, even though in- 
teresting, questionnaires that we all have 
to try to answer, and that is:—We have 
in these reports a figure for mee pause 
in percentage to sales. We also have a 
figure for stock-turn times per year. If 
it were possible, I should like to see a 
figure in there also for the number of 
times total net assets were turned per 
year. 

The reason 


10, 
the 


nes. 


I is 


ject to 
cuss 


aegere 


of this 


set some sort 
so 


the 


determine the num- 


for that is simply this:— 


That if you know what your net profit 
in percentage to net sales is per year, 
and if you know what the net assets are, 
it is quite a simple matter to figure out 
what actual profits throughout the trade 
were during that particular year; and I 
think that, while it should not, this re- 
port may be somewhat misleading. I 
think that some of us, when we first look 
at it, may assume that because in one 
district the percentage of net profit 1s 
considerably lower than it is in other dis- 
tricts, that necessarily the district with 
the low net profit must have made less 
money and done a poorer business than 
those with the higher net profit. The 
fact of the matter is, of course, as you 
all know, that it is the net profit times 
the turnover of the net investment that de- 
termines how well or how badly you have 
done on your invested capital, and it 1s 
quite possible to have a low net margin 
of profit and such a high turnover of total 
net assets that you will do extremely 
well, 

If 


was 


illustration, I 
friend of mine, 
business we do, 
turnover of net 
of net assets is 
double the net 
sales in order 


I may use a persona] 
comparing with a 
who does about half the 
the relation between his 
assets and our turnover 
such that he must get 
margin of profit on his 
to make @8 much money on his invested 
capital net as we do. If you just saw 
the net margin of profit, and saw that he 
made six and we made three, you might 
think that we were doing very poorly. 
As a matter of fact, we are doing just as 
well as he is. So that to any one care- 
lessly reading this report, net margin of 
profit alone may be misleading. 

Mr. President, there material in 
report for a talk that would last from 
now until the next convention and a little 
bit longer, and it is perfectly impossible 
to exhaust it. I have only read it two o1 
three times now. I expect to go home and 
read it over and over and over again with 
a pencilin my hand. I am not competent 
to give advice to anybody in this room, 
but do hope that our membership will 
take the time and will put the study on 
that thing that it really deserves. It is 
the most marvelous thing I have ever 
seen. 

The Accounting 


that 


is 


Committee and the 
Harvard Bureau, I feel, have done for us 
one of the things that is going to save 
the wholesale drug trade, if it needs sav- 
ing (perhaps it doesn't), and personally 
I want to express my very deep gratitude 
to Mr. Andrews and the other gentlemen 
who served on that committee and to tell 
them how much we appreciate the work 
they have done for us, 

President Moxley:—I knew it would 
worth while to get Mr. Morrisson out. His 
‘ ; certainly very pertinent for 

i il study of this report 
every executive 
in this 
know every featur ot 


be 


k Home 
every \ i dri } 


ould ; 


as- 

sociation 

that report 
| would like to hear from 


W. W. Gibson 
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\TI 
UItl 


Gibson Warns of Costs 


VW Gibson :—-Mr President, you 
seem to be calling on Yale men to discuss 
this Harvard report. 

That such a good thing 
of Harvard is, of course, a surprise to 
most However, we have had such 
excellent reports, thi being the second 
from this Harvard Bureau that any fur- 
ther comment aside from the report itself 
would be almost superfluous 

One very general statement seems to me 
to be pertinent. I know of only three 
Ways to increase profits. One to in- 
crease sales, the second is to increase 
gross margin, the third is to decrease ex- 
penses We talk a great deal in this con- 
vention about increasing gross margin. 
We are all of us working all the time to 
increase gross sales, but the report of the 
Harvard Gureau hammers home to every 
one of us the necessity of decreasing our 
expenses, 

If we are going to survive, gentlemen 
(and, of course, we are) that is what we 
have got to do. The wholesale drug trade 
being a necessity to the public of this 
country has got to survive, and it has to 
survive through our eftorts. 

Am I intimating here that we are in 
danger of not s "rviving? Not as a trade, 
ng; but as individuals, yes. 

Nineteen hundred and twenty-ctinree was 
a particularly prosperous year for gur 
trade. That there are such a large num- 
ber of firms out of the comparatively 
small number reporting who on just year’s 
records show a loss in red figures is, to 
me, an alarming symptom, and I take it 
from the report that those red figures 
vere si.own, net because of lack of gross 
sales or because of small gross mar 
(ecause, all things considered, our g 
margin is adequnute), but those red figures 
were snown hecavse of high exj-enses, be- 
cause of poor inside managemei't. 

Now, gentlemen, we all stand together 
This association, with all its members, 
a thing that is going to survive. If there 
should be a series of failures (and red fig- 
ures point to failures) in the wholesale 
drug trade, 1t would affect every last one 
of us. It therefore makes no difference 
whether our particular individual figures 
snow ved or black, as far as our attitude 
toward the entire trade goes. Those of 
us who are weak must be pulled up, 
otherwise the entire membership of the 
association will feel the loss. We must 
stand together. We stand or fall, not as 
individuals. but as a crowd. 

We like to talk of ourselves as the big 
brother of the retailer. Gentlemen, let 
me tell you the wholesaler needs a big 
brother, too. Our big brother is the Har- 
vard Bureau. 

President Moxley:—Mr. Gibson seems 
to feel that I am unduly partial to Yale. 
IT am now going to call on a young man 
who showed no favorites but played all 
of the Presbyterian colleges—my _ col- 
‘eague, A. K. Mayer. Mr. Mayer! 


Mr. Mayer Urges Study 


A. K. Mayer:—I enjoyed al! the talk 
this morning, and I enjoyed particularly 
Mr. Morrisson’s, because any man that 
can work at five o’clock in the morning 1 
think deserves congratulations. 

I want to take issue with Mr. Morris- 
son. He took the liberty yesterday of dis- 
cussing these figures as golf. He doesn’t 
know anything about golf. He is a ten- 
nis player. If you ever noticed him 
handle a cane, you know he always 
swinging it over his head like is bat- 
ting a ball. 

I have given just a little thought, not 
nearly aS much as you have, to these fig- 
ures that you see here. All the holes are 
played pretty close to par. I am willing 
to accept par on those figures. 

As I studied those figures, I was par- 
ticularly struck with the figure for execu- 
tive salaries, because [I thougnt that migh 
affect myself, so I passed over that, and 
I went down to stock turnover. I believe, 
if you will notice the figures in all the 
different columns, you will find that there 
very little difference between A, B and 
C, until you come to net profits and 
stock-turns, and I believe you will find 
that the secret of the net profit the 
stock turnovers that we get in our busi- 
ness. 

l am not one 
maximum discounts that are 
liberally by our proprietary 
always the best | believe 
make the same intelligent 
business that Mr. Morrisson 
his business (and he has had problems 
there, geutle-nen, that I believe are more 
difficult than nearly any of ours), and if 
we spend time on the intelligent tvaining 
of our salesmen to sell profitable items 
(for there is no law, I believe, Mr. Ever- 
ett, in this land that requires us to 
items, Whether they produce for us a 
profit or not), I believe that Mr. Faxon 
and the future proprietary committees 
will be able to give Mr. Morrisson a few 
instructions in golf 

President Moxley 
hear from Edward 


Mr. 
WwW 


‘ 
ould come out 


of us. 


1s 


is 


is 


he 


is 
is 


the 


so 


that 
offered 
friends 
that if we 
study of our 
has made of 


who believes 


are 
will 


sell 


We 
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Mr. Plaut on Buying 


As one of the less 
in the drug 


would like to 


Kdward Plaut 
perienced men here 
and certainly less experienced 
of you in meetings of the of 
D. A., I am going to rush in 
of you would fear io tread 

Yesterday, I was at a disadvantage by 
being called upon to discuss the report of 
the Committee on Credit and Collections 
I later told Mr. Moxley that that was 
the one part of our business that I paid 
no attention to. 

I have not had this report in my hands 
long enough to go through it thoroughly, 
but there are a few things that we have 
done, and are doing today, that I think 
would be worth while calling to your at- 
tention. 

One of the speakers yesterday spoke 
about the importance of selling. One of 
the things that I learned from my father 
(and I did not have the benefit of his 
advice when I entered business because 
he died before I was ready to go there) 
was the importance of buying. It was not 
in original concept of his. but was some 
thing that had been passed along, and 


ex 
business, 
than mest 
the N. W. 
where most 


that had been 
necessity in a 

When the 
to train 
put him 


to 
many 

H. 

the 


be of greatest 
organizations 
Harriman wanted 
railroad game, he 
in the buying depart- 
ment, and I believe that correct buying 
would help considerably in improving 
these conditions. 

I am not pointing 
the paragon of all 
have been extremely 
many of our other 
taken personal 


shown 
great 
late EK. 
his son to 
originally 


& Fink as 
because we 
careless in a great 
expenses, but I have 
supervision of the buying 
and I believe that has helped us in a 
great Many ways. 

In the first place, let me say that our 
classification under the heading “Pro- 
prietaries’” includes all those items that 
are included by many people as sundries. 
I mean by that perfumes and other arti- 
cles of that sort; in fact, everything that 
is sold under another man’s name or 
trade-mark is classified by us as a patent 
medicine. 

I wiil admit that we are located nearer 
the primary markets than most other 
houses. But when I go over our report 
and compare it with the report here, there 
is such a tremendous difference that I 
believe what I tell you may help you. 

In the first place, our stock-turn has 
been, for both 1922 and 1923 reports, ap- 
proximately nine. That is almost twice 
the average of the best firms as shown 
here. In those articles that we call 
proprietary items, our stock-turn is six- 
teen to seventeen. We constantly have 
merchandise rolling into our place and 
going out again. 

When we moved into our new build- 
ing, there came up a question of fully oc- 
cupying a building that was then much 
too large for us. One of the things we 
needed was volume, and we needed vol- 
ume in our patent medicine department 
just as well as we needed it in our other 
departments. 

We are doing today a business that is 
twice as large as the business we did 
three years ago on proprietary articles. 
And in looking over here, we find that 
rent and all those figures down here, 
have not increased in dollars and cents; 
we find that wages have gone up; pack- 
ages, casings and wrappings have gone 
up, with increased volume of business. 
But most of the other things have kept 
their own positions. And. today, I am 
glad to say, we are making a profit on 
patent medicine handled by us in spite 
of the fact that we are giving certain 
discounts, and in spite of the fact that 
we are extremely extravagant in other 
ways. 

The comparison in 
East and West figures. 
tion to yesterday by Mr. Schieffelin, are 
very peculiar when they are finally 
analyzed. Tne expense in the East is ma- 
terially less than the expense in the West. 
The gross margin is materially smaller. 
Hence, the net profit is smaller. I be- 
lieve that with proper buying the gross 
margin could be materially increased, and 
that means the proper buying of all arti- 
cles that we handle. 

The question of stock-turn comes up. 
The one point that Mr. Lenihan made 
yesterday that made a big hit with me, 
because I have repeated it a number of 
times at home, is that statistics don’t mean 
a thing unless they are properly inter- 
preted, and it is an extremely easy thing 
to go ahead and ministerpret statistics. 

I do not believe that I am violating a 
confidence when I state that I went to 
another wholesale drug house about a 
year ago and was discussing with them 
various problems. They asked me whether 
I wouldn’t like to go through their build- 
ing. I went through and I happened to 
find in the so-called Sundries Department 
an article called Crown Bathadora, and 
there were somewhere between five and 
six dozen on the shelf. I was greatly 
surpriser to see this because we our- 
selves do not carry anywhere near that 
amount. In fact, when I got back I 
found we had two packages left. Lehn 
& Fink is the agent and the manufac- 
turer for the Crown Perfumery Com- 
pany for this article. We discontinued 
the sale of this somewhere around 1915 
or 1916, before I came to the firm. Still 
this house had on its shelf that article. 

No matter how frequently they .turn 
over their stocks of the more popular 
patent medicines, as long as they have an 
article on their shelf that has been there 
for six or seven years. they are not get- 
ting the proper turnover, and regardless 
of how their own figures compare with 
these figures of the MHarvard 3ureau 
(their figures of the average), they are 
still very lax in the question of turnover. 

This record card has been compared 
with the game of golf. and many people 
have taken this first column par. I 
must disagree with that interpretation. I 
do not believe that this first figure, show- 
ng the average of the houses today, 
is anywhere near as good as we ought 
to be able to get. I certainly believe 
we ought to be able to cut our expenses 
down, and we ought to be able to in- 
crease the gross margin of profit and 
have a par that is far above that. I 
would be very glad indeed to see a com- 
parison of the average of our firm’s re- 
port with that of the very best firm re- 
porting That might perhaps be par It 
certainly would be nearer par than this 
first column of figures here. And until 
we know what we ought to be able to 
do. and what the best of us here are do 
ing. we are not going to come anywhere 
near the par figures that we ought to ar- 
rive at. 

In summing 
careful 


to Lehn 
houses 


this book of the 
as called atten- 


as 


up, I believe that a more 
investigation of our stocks on 
hand, and investigation of the time it 
takes to eget delivery ordering such 
quantity that we are never out of it, but 
never carry an excess stock, would ma- 
terially help all of us here in improving 
these conditions, and mean an _ invest- 
ment materially smaller than the invest- 
ment carried today in products that are 
standardized. 

President Moxley :—Mr. Plaut has well 
ind‘cated that the Metropolitan area, or 
New York city itself, is a rule unto itself 
They face conditions that are different 
from what we have in many sections of 
the country. 

Mr. Andrews 
from you. 

Ss. D. Andrews 
very little more 


we would like to heat 


there 


or tT 


Mr. Chairman 
that IT can say 
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report It certainly is very gratifying to 
the committee to learn of the appreciation 
the members have for this report, and 
the to which they feel that they can 
apply it. We have a very strong feeling 
that with this new bulletin in the hands 
of the members, so that they will have 
an opportunity to study it carefully, the 
whole work will be very much improved 
from now on. 

Mr. Lenihan has 


use 


he 
par 
we 


just told me that 
possibly can throw some light on the 
score, and I think before we close 
should give him another opportunity to 
say a few words and probably sum up 
some of the questions that have been 
asked. 

President Moxley:—Mr. Lenihan, 
would like to hear from you now. 

Mr. Lenihan:—There is one thing that [ 
want to bring up, Mr. President, and it is 
this: If the remarks that I have listened 
to this morning are a true indication of 
what your members are going to do with 
this work, I want to congratulate you, be- 
cause then I think the purpose of the 
work has been accomplished, namely: You 
started your members to think, and if you 
have started your members to think, the 
amount of money that was expended last 
year, I believe, was worth while. 

The next point is to get back to the 
golf game. I think, provided we use com- 
mon sense in Cambridge, that it will be 
possible to set up what has been discussed 
here—a par score. But in the setting up 
of a par score, we have got to be very 
eareful to take into consideration opera- 
tions in large cities, in different volumes 
of cities, and in different locations. I 
want to be perfectly frank and tell you 
that setting up a par score doesn’t mean 
taking the best figures for one item out 
of 117 or 130 reports. That would be one 
of the most misleading things we could 
do in Cambridge; we would be putting out 
to you the type of statistics that Dr. 
Copeland absolutely refuses to publish. 
But I do think that if it isn’t possible 
immediately, we can discuss this with 
your Accounting Committee and set up 
at least a temporary idea of what should 
be the mark for your members to shoot at. 
3ut I don’t want to leave the impression 
that a par score is to be set up over night. 
You must give a great deal of considera- 
tion to it, because you can do a great 
deal of damage by putting out statistics 
for statistics’ sake. 

I don’t know whether this work is going 
to be continued or not, but if you do con- 
tinue it, IT want to ask for co-operation 
from every man here and every member 
of the trade, and I want you to look at 
this work from our viewpoint. We are, 
very frankly, seeking knowledge for teach- 
ing. There is no corner, that I know of, 
on the brains market. You can give us 
probably a great deal more than we can 
give you, and what Mr. Morrisson said 
this morning, in my mind, more than pays 
for my staying over as long as I have to 
be with you. He has given me some sug- 
gestions that are certainly worth while. 
and suggestions that I am going to take 
back to Cambridge and see if we can't 
-apitalize on what he did at five o’clock 
this morning. 

I would like to have every member of 
the association take the same attitude. 
You are not doing the statistical work, but 
you are handling the practical side of 
merchandising from a wholesale view- 
point, and if in doing that it occurs to 
you that you can make a suggestion to 
us, irrespective of whether you think it is 
workable or not, let us try it out and see 
whether it is workable, so that we can 
turn around and give your Cost Commit- 
tee the value of the complete interchange 
of ideas. 

That is all I want to say, Mr. President, 
except that the Bureau of Business Re- 
search is not an uplift organization. We 
don't want to be. We are never going to 
be. We are exactly in the same position 
as the members of this association: we 
are trying to find out what has happened, 
what the facts are, and we more than 
welcome co-operation. 

As president of the association, I would 
like to congratulate you, Mr. Moxley, upon 
the more than worthwhile points that 
have been brought out in your discussion 
of these figures. I think it is truly re- 
markable for the first year’s work. 

President Moxley:—Thank you, Mr 
Lenihan. We admit that we are a very 
intelligent group. 

F. E. Bogart:—Mr. President, would it 
not be well for you, as an expert golfet 
and the president of the club, to call to 
the attention of Mr. Plaut and Mr. Mor- 
risson, men engaged in business in large 
metropolitan centers, that in discussing 
this par line, when a professionel lays out 
a golf course and creates the par, it is 
not upon a lineage basis, nor upon lineal 
feet, but it is upon lineal feet plus bunkers 
and traps, and that is what we must re- 
member in business: We are all situated 
a little bit differently; we have a dog-leg 
turn here and a lake there, and your par 
is governed by that. 

President Moxley:—That is very 

Edward Plaut:—May I say Mr. 
is not a golfer. He is thinking of 
not of golf. 

President Moxley:—Are 
remarks on report? 


we 


apt. 
Bogart 
bogey, 
other 


there any 


this 


Sales Suggestions Helpful 


Bi. S35 
a word, I 
wholesale 


like to say 
have been connected with the 
drug business for only about 
three years. For about seven years | was 
connected with a concern which does 
many million dollars’ worth of business 
competing with each one of you gentle- 
men, and selling no merchandise whic! 
pays them less than 25 percent. They are 
getting lots of your profitable business 
and I know they are going to get lots 
more. 

Gentlemen, there is just one classifica- 
tion on that chart that brought this point 
up in my mind. I notice for advertising 
and catalogues you show an astonishingly 
small figure as compared with what this 
other firm spent. The total spent, accord- 
ing to that chart, is fifteen one-hundredths 
of one percent. The concerns doing less 
than $750,000, you will notice, spent one 
six one-hundredths of one percent. Those 
concerns that are doing over $1,500,000 
spent eighteen one-hundredths of one 


Hammond:—I would 
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percent. They spent three times as much 
and they are doing many times as much 
business, 

Gentlemen, this other concern that I 
have reference to sells direct to retailers, 
and in that connection I might speak of 
one thing which has struck me since I 
have been associated in the wholesale 
drug business: there are some organiza- 
tions which do not sell through jobbers 
even though they might get better results, 
because the jobbers themselves seem to 
eut prices that the manufacturers do not 
wish them to cut. 


_ This concern that I have reference to, 
in going to the retailer, said that they 
would not give their agencies to any re- 
tailer who would not spend two per cent. 
for advertising and real merchandising. 
Having been in thé drug business for 
only three years, I do not know whether 
those figures are excessive for the whole- 
saler to spend, or not, but it seems to me 
that a great deal could be done if more 
money were intelligently expended to 
push your own specialties, or to push 
that merchandise which really does pay 
25 per cent., of which there is a certain 
amount, and the sales of which I think 
could be tripled or quadrupled. 


Gentlemen, I do not think it would be 
unethical if some message were to go out 
of this convention, whereby some _ sales 
resistance could be put out against the 
selling of that merchandise which is un- 
profitable, because I do not think it is fair 
to any man who has capital invested in 
his business to have to make an effort to 
continue the sale of such merchandise and 
feature it more than he does the profit- 
able business. 


There are just two points in connection 
with that. One thing that impressed it- 
self upon me is this: that whereas this 
other organization made every effort to 
co-operate with the retailers, around New 
York I do not believe the average whole- 
salers visit the pharmaceutical meetings. 
And, gentlemen, you should educate the 
retailers to the fact that they are in a 
worse condition than the wholesalers, that 


President Moxley :—Thank you very.much, Mr. Schieffelin. 
Are there any further remarks on this subject? 
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they are losing more money than you 
are. I don’t believe in going to them and 
telling them they are losing money, but 
I believe you can help them increase 
their profits materially, and by doing 
that they will in turn help you _ tre- 
mendously to increase your profits. 


If it is at all possible (you may already 
have a committee appointed along this 
line) we ought to have a committee to 
act as a sort of clearing house for prac- 
tical sales suggestions which come in from 
you gentlemen, to further the sales of this 
profitable merchandise, If we could com- 
municate with such a committee and ob- 
tain suggestions and ideas that would help 
us increase the sale of profitable mer- 
chandise, and increase the advertising 
amount which is spent there, I believe we 
would be casting bread upon the waters 
which would bring back results un- 
dreamed of. , 

President Moxley :—We thank you very 
much, Mr. Hammond. We are very happy 
to hear from a man who talks about and 
knows a way to produce a larger gross 
profit. 

Wm. Jay Schieffelin:—Mr. President, it 
is my great loss that in early youth I 
did not learn to play golf and have not 
yet learred it, but as par has been talked 
about so much, and Mr. Lenihan is go- 
ing back with suggestions to the Harvard 
Bureau, I do feel that an important point 
has not been mentioned. 


When we got our own figures, I com- 
pared them with the general average. 
Then when we got the report, I compared 
them with the columns “Concerns Whose 
Sales Are More Than $1,500.000” and the 
comparison was entirely different. If we 
are going to make up a par, it may be 
adding too much complexity to this, but 
it seems to me to get anywhere near the 
right figure there really should be three 
pars, because the conditions in the larger 
houses seem to be quite different in the 
way of percentage from those in the 
smaller houses. I do feel that that ques- 
tion should be very carefully considered, 
to get us a really valuable par figure. 


If not, do I hear a motion that 


it should be referred to the Board of Control? é 
(It was moved and seconded that the matter be referred to the Board of Control.) 


President Moxley :—All those in favor signify by saying “aye,” contrary “no. 
The ‘‘ayes” have it and it is so ordered. : . 
President Moxley :—Gentlemen, we are going to be here for quite a little time. We 


hsve the report on legislation, the Special Committee on Prohibition and on the ques- 


tionnaire, and one or two other subjects. 
time for five minutes. 


(The 


I think we might fittingly recess at this 


Convention recessed for five minutes.) 


Messages of Felicitation 


President Moxley :—Our secretary has gone out for a minute, therefore I will read 
a few communications which he has received. s. 
We have a message of felicitation and good wishes from our dear old friend Bill 


Harper, Ottumwa, Iowa; a letter from Mr. 
is a telegram :— 


Falls, South Dakota, and here 


Peck, of the Brown Drug Company, Sioux 


Greetings with best wishes for a successful meeting and will full confidence that by your 


action you will make it possible at this, the 


allegiance to the aims, objects and ideals of our founders, 
Sincerely yours, 


time of our golden anniversary, 


by renewing our 
to establish the beginning of another 
W. A. Hover. 


October 7, 1924 45 

H. King Drug Company, Raleigh, N. C. C. H. W rbury, secretary, and the Title 

For members of Board of Control :— Guarant & Trust Company of New 

Roblin H. Davis, Tif? Davis Bros. Drug Y°?! urer, 
Company, Denver, Colo. Respectfully submitted, 

H. J. Bowerfind, Fort Wayne Drug Bs GROOVER, 
Company, Fort Wayne, Ind. Ay. Ie PARKER, 

Cc. W. Whittlesey, The Charlies W., J. M. PENLAND, 


Whittlesey Company, New Haven, Conn. CARL F. G. MEYER, 


J. G. Smith, Columbia Drug Company, BF, E. BOGART, 
Savannah, Ga. Chairman. 

To fill unexpired term of Sewall D. May I say that Mr. Meyer accepted 
Andrews:—Carl F. G. Meyer, Meyer that nomination with great reluctance. 
Brothers Drug Company, St. Louis, Mo. He was a member of the committee and 

The President with the approval of the he felt the amenities of good manners 
Board of Control has, in accordance with would not permit him to accept but the 
the provisions of our bylaws, appointed other members of the committee would 
F. E. Holliday, General Representative, not accept his interpretation. 

President Moxley :—Gentlemen, I did not call up the other members that you 
might witness their blushes, but I served notice that they must be here tomorrow 
for installation. 

Mr. Groover :—I move a suspension of the rules that these gentlemen be elected by 
acclamation. 


(The motion was seconded.) 

President Moxley :—You have heard Mr. Groover’s motion, 
for the nominating list to lay over, but I can see where Mr. Grcover, being a Con- 
servative, wants to save the nominees labor and expense in the conduct of their 
campaign. It has been moved and seconded that we suspend the by-laws and declare 
the nominees elected by acclamation. 

All those in favor signify by saying “aye.” 
clared, 

Now, my friends, we come to a very important report by a worthy son of a great 
sire who served this association in a tremendously constructive legislative work in 
the years gone by, C. Mahlon Kline! 

C. Mahlon Kline :—It is partly for the purpose of contradicting that rumor Moxley 
just gave you that I had myself called on first. I did not’ write one word of that 
report. All the work was done in Washington; every bit of it has been done by 
Mr. Crounse. I have aeted almost entirely as a rubber stamp, except on one or two 
ceeasions he has allowed me to prepare some matter that had to come from the 
trade, On the average, he has done it all. I have to admit I haven't rea@ the report 
as yet, although I am going to later. You just called Mr. Schnell the “sleepless 
wonder.” There is another “sleepless wonder,” Mr. Crounse, only in his case, he stays 
awake in the daytime whereas Schnell stays awake at night. 

For the purpose of emphasizing this phase of the situation, you have no idea of 
the amount of work Crounse has to do in Washington and the amount of thought 
he has to put on his job. He is menaced at every turn. He not only has to meet 
the situation, but anticipate it and so shape his course so he can guard against 
iegislation that would cost us thousands of dollars, if not so seriously hamper us as 
to nearly put us out of business. I don’t know whether you realize that. That 
is the one message I want to bring to you this morning. Sometimes the bulletins 
go out and are not read by members. There are three instances where members have 
written to Crounse after they have gotten into some trouble and on investigation he 
has found that they actually have not read those bulletins. They should be just as 
important to you_as your profit and loss account. Mr. Crounse can’t do it all. 
He needs help. He needs help from you. He is carrying a terrific burden. I think 
sometimes it is hurting his disposition a little—he gets aggravated occasionally— 
wken he thinks you at home are resting easy, depending on him to take care of your 
interests. Don’t forget you have to do something, too. I don’t mean that in the 
nature of a reprimand of any kind, because every time we have asked for help we 
have gotten it, but please bear in mind these matters are of utmost importance to your 


The Constitution calls 


There are no “noes.” It is so de- 


tusiness and be ready to back up Mr. Crounse every day, every year, all year 
around, 

President Moxley :—We will now have the report of Mr. Crounse. 

W. L. Crounse :—I come from a city that is not noted for its modest men. I want 


to say C, M. Kline is the most modest man I have ever met. Seriously, I feel under 
ihe deepest obligations not only to Mr. Kline for the confidence that he has shown 
in me throughout the past year and the year before, but for the prompt and ready 
assistance that he has always rendered. When he Says the work in Washington 
has been done by the Washington representative, that is not true. I have had his 
ready assistance. He has responded promptly to calls by letters, telephone or 
telegram, and even in person. I deeply appreciate the work he himself has done 
in helping along the Washington men during the past year. 

¥ ht Crounse presented the prepared report on National Legislative Problems, as 
follows :— 


Report of Committee on Legislation 
Section ] : National Legislation been necessary for us to combat on many 


occasions proposed regulations and inno- 


period of fifty years of constructive service. ; . . 
I am sure there is no one who could be more missed in this meeting than Mr. 
Hover. His counsel has been of inestimable value to us in years past, anda ropest 
such as this Harvard Research Bureau, as you all know, he would just eat up. e 
knows figures. “: 
Here is another message from a dearly beloved member of our Association :-— 


Hope great things for the future. 


i yishes heartily riprocated. 
Good wishes heartily recip 7 Casey Daler. 


Sincere thanks. 


Here is another message :— 
; > ance. Congratulations for success of meeting. 

Many thanks for remembrance yngré , ee oO. tebanaior. 

And another message :— ; aes able . 

y ivi a the fz ly o y time president, iliam J. 

s son and only surviving member of the family of your some He 4 m J 

Walker may I sincerely congratulate your organization for its fifty years of use ful es 

and successful work in the field of legislation, business ethics, co-operation, and aes p? 
May this meeting be unusually pleasant. William J. Walker 


Here is another from Hoosier-land :— ; 
i atte y i c y you will have a very inter- 
now that I will not be able to attend convention. Know y " a e 
aay tee and regret cannot be there. Permit me a 1 on splendid service 
c s iati i als -me 2 i al the ‘‘scouts. 
to our association, and also remember me kindly to all o initins' & aise. 
until Sunday morning. A combination of 


‘0 up. 
Mr. Maenay had expected to come ap responsibility on his shoulders 


illness in his firm, however, threw the entire executive 
and he wasn’t able to tear away. ; ss ; hae 
i i y > vé rses, as you know, 

friend, Marion Ward, too (one of the old warho you | V 

f the go ms M.) had hoped to come, but he unfortunately overtaxed himself in 
an automobile tour recently, and found that his physician would not approve of his 
i 3 ‘his y “very > of you. 

: » down, but he sent his love to every one of 3} : . 
RVs also have received a communication from our good friend John W. 

ri es — s ‘ 2 t 
. oes I cannot be with you during your splendid Leeiatetanen. 

i . May you wind up a glorious administration. aes 
nr Faxon has a special item he wishes to bring to your attention, 

H 'D Faxon :—I would like to move that we send a telegram to 
Association of the Retail Druggists now assembled at Washington. 
AS a 

i yas seconded. ) 2 , sien quae . 
cataeet iontey -—You have heard the motion, which has been properly seconded. 


All those in favor signify by saying “aye”; contrary, “no.” It is so ordered, and the 
telegram will be sen... 


Durr, who 


Many pressing duties are 


the National 


Before proceeding to the legislative report, I would like to have the report of 

the Nominating Committee, Frank E. Bogart, chairman. 
. . { d 
Nominations for Officers Are Made 

*hairmée y ficient warning so he won’t be caught 

Mr. 3ogart:—Mr. Chairman, your ae y 80 J D ht 

. short, without giving due thought to the 

Nominating Committee begs to offer the things he would like to say. However, I 

following nominees :— must say I am _ deeply appreciative of 

For sxresident:—Sewall D. Andrews, this honor and, the confidence you have 

i ae Slis Drug Company, Minneapolis, shown in me, I certainly will attempt in 

Minneapolis , every way I can to maintain the splendid 

ainn. P lauded traditions of this association which we 

(The members arose and applauded). atta Saad ant GRA aAne ad bile Canine 


vention and to step off into the new half 
century we are just entering, guided by 
those principles. I hope we will be given 
the wisdom and knowledge to carry on as 
successfully as our predecessors. 


President Moxley :—You know, my 
friends, I have been impressed in the past 
few years with the tremendous energy ot 
the men of the North. I have leaned 
heavily on Sewall D. Andrews in the past 
and I have found that he seemed I 


year thank you, Mr. President. (Ap- 
to know no summer and no rest. He was plause), 

always there, always right back of me President Moxley :—My dear President- 
with constructive thought and there was elect, I merely called upon you so that 
no limit ba the work be was ee 0 Ma the members might see your blushes. 
dertake for thfs assoc‘ation, We are mos Mr. Bogart:—The Nominating om- 
fortunate indeed. I eee: Se selec- mittee apparently have chosen well. I 
tion of our Nominating 3 ae will continue with the report :— 

Mr. Andrews:—I am sure this isn’t the First vice-president:—W. O. Kuebler, 
time ‘to make my inaugural address. I Roeber & Kuebler Co., Newark, N. J. 
was greatly surprised to hear this had Second vies pretiaen: cia Dress PO haste 
Palle ‘i ¥ , rs it yes- Vlee T Jieet, Mansfield Drug Com- 
fallen to me. I heard rumors of it yes Vieet, Van Vleet, Mi g 
terday, but when Holliday told me that I pany, Memphis, Tenn. 
was nominated for President I was very, Third vice-president:—W. F. Geary, 


very much surprised and hoped the honor 
might fall to someone else this year in- 
stead of to me. In all of the work of bet- 


Kirk, Geary Drug Company, Sacramento, 
Calif, 


: . : eae ah Fourth vice-president:—Geo. H. Huff, 
teri 2 e siencv is Organization a : 2 J 
a me een af he Se “we over. Kauffman, Lattimer Company, Columbus, 
am sure 2re is or g ; 
looked: that is, some means whereby the Ohio, ; ¥ a a s 
newly elected President can be given suf- Fifth vice-president:—B. F. Page, W. 


While the past twelve months have been 
marked by almost unprecedented activity 
on the part of your Legislative Commit- 
tee and cur Washington representative 
and have been signalized by a series of 
unusually important accomplishments, the 
most significant development of the year 
has been reactionary in character and we 
are today facing a serious menace that 
threatens to deprive us of the chief bene- 
fits of the painstaking work undertaken 
to protect our own and allied industries 
against unnecessary and drastic restric- 
tions sought to be imposed in connection 
with the enforcement of the prohibition 
laws. The introduction and passage by 
the house under extraordinary circum- 
stances of the so-called Cramton bill easily 
over-shadows all other events of the year, 
revolutionizing as it proposes to the en- 
tire system under which legitimate users 
of alcohol are supervised and depriving 
them of the chief safeguards heretofore 
secured as the result of the energetic and 
intelligent cooperation of all the asso- 
ciated industries. 


Other events of the year of a more en- 
couraging character have been the com- 
prehensive revision of Regulations 60 
along lines far more satisfactory to the 
alcohol users than those of the original 
draft; the elimination of the require- 
ment for the annual renewal of the basic 
permits of manufacturers using alcohol; 
the satisfactory adjustment of the re- 
quirement of the prohibition unit respect- 
ing the filing of inventories; the sweeping 
modification of a proposed drastic rezula- 
tion relating to the inspection of the 
premises of concerns using or handling 
alcohol; the abandonment by the Internal 
Revenue Bureau at the instance of the 
alcohol using industries of a project for 
the revision of Regulations 61 embodying 
many highly objectionable features; the 
successful resistance by the united trades 
of an attempt on the part of the wprohi- 
bition unit to place the permits of manu- 
facturers in jeopardy by requiring them 
to give guarantees not contemplated in the 
law or regulations respecting the con- 
duct of their customers and the continued 
highly efficient functioning of the Alevhol 
Trades Advisory Committee in ifs rela- 
tions with the Internal Revenue Bureau. 

Important changes in the narcotic laws 
and regulations have become effective dur- 
ing the past year without injurious effect 
upon the drug trade while with the single 
exception of the Cramton bill no legisla- 
tion menacing our industry has made sub- 
stantial progress. No headway was made 
in Congress during the year in the move- 
ment for price protection legislation, but 
the present outlook for speedy action at 
the coming session is decidedly encourag- 


ing. 
Cramton Bill 


was certainly a reasonable expecta- 
when the Volstead Act was passed 
that in a year or two the Internal Reve- 
nue Bureau would have evolved a ra- 
tional policy for the supervision of the 
legitimate industries which employ alcohol 
as a chemical raw material and that 
trades like our own would be permitted to 
carry on business without drastic restric- 
tions or vexatious interference. This ex- 
pectation has not been realized. It has 


It 
tion 


vations in practice that would have im- 
posed intolerable burdens on alcohol users 
and but for the right of appeal from the 
officials of the prohibition unit to the 
Commissioner of Internal Revenue it is 
difficult to conceive how practicable 
working conditions could have been main- 
tained 

In our last annual report we described 
the defeat in the closing hours of the 
Sixty-seventh Congress of the so-called 
Ernst-Wood bill, which proposed to take 
the prohibition unit out of the Treasury 
Department, to give it the status of an in- 
dependent bureau and to make the prohi- 
bition commissioner responsible solely to 
the President of the United States. “The 
defeat of this bill was brought about 
through the united opposition of all the 
alcohol using trades, the refusal of the 
Commissioner of Internal Revenue and the 
Secretary of the Treasury to give the 
measure their approval and the pecu- 
liar parliamentary situation which at the 
end of a Congress makes it difficult for 
any interest however powerful to force 
through legislation to which there is any 
substantial opposition, 

With the convening of the new Con- 
gress which met last December the so- 
called dry leaders of the House of Rep- 
resentatives, with the co-operations of the 
prohibition commissioner and the lobby 
of the Anti-Saloon League, decided to 
substitute a new measure for the Ernst- 
Wood bill and accordingly Representative 
Cramton of Michigan, the chief aspirant 
in the House for the mantle of the au- 
thor of the Volstead act, brought forward 
a_ legislative project for the amendment 
of the prohibition laws in the most dras- 
tic and revolutionary manner. This bill 
in brief retains the most obnoxious fea- 
tures of the Ernst-Wood measure, em- 
bodies new provisions highly objectionable 
to the alcohol using trades and repeals 
many important sections of the general 
internal revenue statutes. While the bill 
does not remove the prohibition unit from 


the Treasury Department it does de- 
tach it from the supervision of 
the Commissioner of Internal Rev- 


enue, gives it the full status of a bureau 
and subjects the prohibition commissioner 
solely to the authority of the Secretary 
of the Treasury whose manifold duties 
preclude the possibility of his giving to 
appeals from rulings and regulations of 
the prohibition unit a tithe of the atten- 
tion accorded them in the past by the 
Commissioner of Internal Revenue with- 
out which the most serious consequences 
would have resulted. After the most care- 
ful study of the provisions of this meas- 
ure your committee is constrained to pres- 
sent the following conservative state- 
ment of its views :— 

1. The passage of the Cramton bill 
would deprive legitimate alcohol users and 
dealers of the right of appeal to the Com- 
missioner of Internal Revenue from dras- 
tic unnecessary rulings and regulations 
promulgated by the prohibition commis- 
sioner. Our members know full well from 
experience the value of the internal reve- 
nue commissioner’s knowledge of the law 
and his familiarity with the technical 
problems of the manufacturing chemical 
and drug trades using alcohol. These 
on many 
interests 


qualifications have enabled him 
protect 


oceasions to legitimate 





46 October 1, 1924 


in crises when the trade was threatened 
with an abuse of power on the part of the 
prohibition commissioner. , 

2. The enactment of the Cramton bill 
would place all the operations of legit- 
imate industry, and especially the use of 
denatured alcohol, under the immediate 
supervision of prohibition directors and 
their field agents instead of the experi- 
enced coll of internal revenue and 
their deputies, as at present. Such a 
change would substitute for experienced 
law administrators a corps of policemen, 
in many cases lacking in experience often 
tinged with fanaticism, and all too fre- 
quently proven to be dishonest, — 

° The enactment of this bill would 
give a hand to officials whose chiet 
concern is the pursuit of the law violator 
and who, as de monstrated by experience, 
give very consideration to the needs 
of manufacturers who employ alcohol as 
an essential chemical raw material and 
dealers w! obliged tuo handle it. 

The legislative history of the € ramton 
bill at the recent session of Congress was 
most extraordinary and foreshadows what 
may expect should the measure be- 
come a law. Early in the campaign the 
author of the bill succeeded in obtaining 
a perfunctory indorsement of the meas- 
ure from the Secretary of the Treasury. 
The exact circumstances of this trans- 
action may never be known. Secretary 
Mellon, in the presence of a delegation 
representing the aleohol-using trades, in- 
formed your Washington representative 
that he was not familiar with the details 
of the Cramton bill, that he had been told 
it was satisfactory to all interested par- 
ties, and that upon these assurances he 
had signed a letter prepared by counse! 
for the Prohibition Commissioner indors- 
ing the bill and suggesting its speed, 
passage. 

In view of these facts ; 
mind the malicious attacks which 
been made upon the Commissioner I 
ternal tevenue because of the action 
taken by him from time to time in 
amending or revoking regulations of the 
Prohibition Commissioner that would 
have worked great injury to the alcohol- 
using trades, it is perhaps not surprising 
that Mr. Blair, who was frankly opposed 
to the Ernst-Wood bill, should have 
acquiesced in the project to detach the 
prohibition unit from the Internal Rev- 
enue Bureau. This result of tne passage 
of the Cramton bill cannot, however, be 
regarded as anything short of a calamity, 
sweeping away, as it would, all the safe- 
euards we have so painstakingly built 
up, and legislating out of existence the 
Alcohol Trades Advisory Committee, 
which has become a strong bulwark to 
protect us from oppress ion. 

Armed with the pseudo-indorsement of 
the Secretary of the Treasury the author 
of the Cramton bill caused it to be taken 
up by the House Judiciary Committee and 
on very short notice set for formal hear- 
ings. in urging the hill upon the atten- 
tion of the committee Mr. Cramton grossly 
misrepresented the position of the Cham- 
ber of Commerce of the United States 
which he described as advocating the 
removal of the prohibition unit from the 
Internal Revenue Bureau. This action 
the chamber sharply resented and for- 
warded to Chairman Graham a categor- 
ieal denial of Mr. Cramton’s statement, 
which was incorporated in the record of 
the hearings. 

The evidence submitted to the House 
Judiciary Committee in opposition to the 
bill included the testimony and protests 
of the representatives of every national 
association in the alcohol-using industries 
with the single exception of the American 
Drug Manufacturers’ Association which, 
for reasons of its own, assumed a strictly 
neutral position. As a constructive sug- 
gestion to the committee the protestants 
against the Cramton bill urged that the 
supervision of the legitimate users and 
handlers of alcohol be retained as a sep- 
arate division in the Internal Revenue Bu- 
reau while the policing organization of the 
Prohibition Commissioner should be trans- 
ferred to the jurisdiction of the Secre- 
tary of the Treasury or the Attorney- 
General as Congr in its wisdom might 
decide. 

Although the 
Judiciary Committee 
dry the champions of the Cramton bill 
found it necessary to make an important 
concession to prevent the submission to 
the House of a strong minority report 
against the measure. An amendment was 
accordingly written into the bill expand- 
ing the functions of the Industrial Alcohol 
Chemical Division of the Prohibition 
Unit placing at its head a_ graduate 
chemist familiar with industrial opera- 
tions at a salary of $7,500 a year, and pro- 
viding for the appointment of this official 
by the Secretary of the Treasury. The 
bill thus amended was reported and placed 
on the House calendar whereupon its 
author at onee undertook to obtain an 
order from the Committee on Rules for 
its early consideration. The Rules Com- 
mittee, however, after careful investiga- 
tion, decided that the bill was not entitled 
to over many other pending 
measures, refused to grant the spe- 
cial order. 
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this attempt to force the 
bill through the House in the closing days 
of the session Representative Cramton 
sought the passage of the measure under 
suspension of the rules, at the same 
time presenting an amendment striking 
out the provision inserted in the House 
committee authorizing the chief of the 
Industrial Alcoho!] and Chemical Division 
to be appointed by the Secretary of the 
Treasury and providing for his selection 
by the Prohibition Commissioner. The 
urging of this amendment was so palpably 
an act of bad faith in view of the agree- 
ment in the Judiciary Committee upon 
which the bill was sent to the House 
without an adverse minority report that 
strenuous protests against Mr. Cramton’s 
action were made on the floor, including 
a strong objection by a member of the 
House Judiciary Committee who had 
served throughout the episode as the chief 
spokesman of the drys and the avowed 
champion of the author of the bill. Mr. 
Cramton sought to evade the issue by 
aring that he was not a member of 
House Judiciary Committee and 
did not consider himself bound 
understanding reached in com- 
mittee. The bill was then passed by a 
ubstantial majority, obviously made up 
of many members who were not interest- 
ed in the measure but who hoped to 
cure the support of the dry leaders 
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legislation then being urged for 
before adjournment. 

the Cramton opiil_ passed the 
House on ‘Thursday, June 5, but forty- 
eight hours of the session remained, a 
resolution having been adopted to end the 
session at 7 p. m. on Saturday, June 7. 
As the bill must run the gauntlet of the 
Senate Judiciary Committee before which 
the opponents of the measure had every 
right to be heard, there seemed to be 
no prospect whatever that further action 
would be taken before adjournment. The 
friends of the bill, however, resorted to 
the most unprecedented as well as unfair 
tactics in the hope of jamming it through 
the Senate in the closing hours of the 
session. The Senate Judiciary Committee 
having adjourned sine die Senator Ster!- 
ing at the instance of Mr. Cramton in- 
duced the chairman of the committee to 
consent to the taking of a poll on the 
bill without meeting or hearing. What 
arguments or statements were employed 
in support of this astonishing request can 
only be imagined in view of the history 
of the bill in the House. It is a fact, 
however, that although several of the 
members of the committee appealed tu 
refused to consent to the procedure a 
majority agreed to a favorabte report on 
the bill. 

The Washington representatives of the 
alcohol-using industries were following 
developmentS closely and had marshaled 
the opponents of the measure in a solid 
phalanx against its consideration. When 
Senator Sterling undertook to call the 
bill up on Friday, June 6, it was met with 
an objection by Senator Bayard, of Dela- 
ware, which under the rules of the Senate 
carried the measure over until Saturday, 
the closing day of the session. This day 
was marked by filibustering on a number 
of measures, and when the strength of the 
opposition to the Cramton measure Dbe- 
came apparent to Senator Sterling he 
abandoned further efforts to secure its 
consideration. 

The Cramton bill is now on the Senate 
calendar by virtue of a vote of the ma- 
jority of the Senate Judiciary Commit- 
tee not a member of which, with the pos- 
sible exception of Senator Sterling, is at 
all familiar with its provisions. The al- 
cohol using industries of the country are 
entitled to a hearing before this commit- 
tee and justice to these great trades de- 
mands that Chairman Brandegee, when 
Congress reconvenes, shall withdraw the 
bill from the Senate calendar and ac- 
cord the desired hearings. To pass a 
measure of such vital consequence to im- 
portant industries of the country by the 
employment of such questionable tactics 
and without granting parties in interest 
the courtesy of a hearing would involve 
total disregard of the rules of fair play 
and would severely reflect upon the dig- 
nity of the United States Senate. 

Your Legislative Committee is in close 
touch with the representatives of the al- 
lied alcohol using industries and we do 
not hesitate to pledge your hearty co- 
operation in the plans now being formu- 
lated to further opposé the enactment of 
the Cramton bill. 


Revision of Regulations 60 


major accomplishments of 
has been the comptfehen- 

Regulations 60, the gen- 
which the _ operations 
using or handling al- 
cohol are supervised. The original draft 
of these regulations was promulgated 
more than five years ago and because of 
numerous amendments through the 
medium of Treasury Decisions,  pro- 
mineographs, pro-circulars and office 
rules had become a patchwork quite un- 
intelligible to permit holders. It there- 
fore became necessary to codify all the 
changes made in the original code, a task 
that consumed the greater part of two 
years and that was finally accomplished 
to the very general satisfaction of the 
alcohol using industries as the result of 
the activity of the Alcohol Trades Ad- 
visory Committee and its subcommittee 
of experts which include the Washing- 
ton representatives of the leading na- 
tional associations in the drug and 
lied trades, 

In many respects 
distinct improvement 
while many of the 
thereto from time 
hibition law became 
comprehensively revised, 
drastic and brought more 
line with up-to-date trade 

The new code recognizes 
tion, if not in definite terms, the vested 
rights of permit holders and makes it 
clear that the procurement and holding 
of permits can no longer regarded as 
privileges to be granted, withheld or 
withdrawn by the Prohibition Commis- 
sioner in his own discretion. This is in 
line with decisions already rendered by 
the courts in cases arising under the 
Volstead Act and is in strict accordance 
with the intent of Congress and the rights 
of citizens under the Federal Constitu- 
tion. 
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numerous instances the 
been modified that technical 
lations instead of being out 
rounds for revocation of permit” 
ww specified merely as “grounds 
citation to show cause why permit should 
not be revoked” which is quite a differ- 
ent proposition. In other words, it s 
made clear that there can be no auto 
matie revocation of a pée*’mit for any 
cause but that in every instance the per- 
mit holder is entitled to due notice, hear- 
ing and court review before he can 
deprived of his right to do business. 

As a result Of the insistence of the 
cohol! Trades Advisory Committee 
new code of regulations makes it 
that the operations of a permit 
cannot be suspended by the mere service 
upon him of a notice to show cause 
why his permit should not be revoked. 
The bureau officials were disposed to con- 
tend that a mere citation should operate 
to shut down a manufacturer’s plant 
regardless of the fact that irreparable 
damage might thereby result to a reput- 
able citizen who might be completely ex- 
onerated of any wrong-doing in subse- 
quent proceedings. As revised the regu- 
lations allow a permit holder upon whom 
a citation has been served to continue 
his operations pending the court review of 
his case unless, after due notice and hear- 
ing, it shall be determined that the in- 
terests of the government will suffer if 
permitted to proceed with his op- 
This is in line with the ac- 
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principle of American jurispru- 
that a citizen is at ail times deemed 
to be innocent until proven guilty. 

Manufacturers and dealers who have 
been subjected to embarrassment result- 
ing from the careless manner in which 
stocks of alcohulic preparations have 
been sampled by inexnerienced prohibi- 
tion officials and anaiyzed by over-worked 
laboratory assistants will be glad to learn 
that the revised regulations contemplat 
a sweeping reform in this direction. — It 
has been the experience of reputable 
houses that samples taken by prohibition 
agenis have been procured from dead 
stocks which would never have been sold 
while in other instances standard prod- 
ucts have been reported as substandard 
as the result of hasty single analysis of 
single samples. The issuance by prohi- 
bition directors of recommendations for 
citations to show cause why permits 
should not be revoked have made it neces- 
sary for manufacturers to employ coun- 
sel, to have made costly analyses of their 
products and have caused much humilia- 
tion and embarrassment. 

Section 2225 of the 
tions prescribes that “care 
ercised by the officers to 
ples are taken from current stock and 
are fully representative of the manufac- 
tured product’; that “in ascertaining 
whether samples being secured are fair 
samples the permitee of some responsible 
employe should be consulted’; that “du- 
plicate samples should be taken and 
wherever practicable additional samples 
should be-secured on premises other than 
those of the manufacturer, that is on 
the premises of a jobber or retailer’’; 
that “samples should be carefully identi- 
fied by the officer taking the same and 
should be forwarded under seal to the 
laboratory”; and that “if the manufac- 
turer or person from whom samples are 
being taken desires a duplicate set for 
his own information the inspecting offi- 
eers should identify the manufacturer's 
samples, provided the manufacturer will 
likewi identify the samples being taken 
for official analysis.” It is believed these 
precautions wil} effect a most important 
reform and will prevent the recurrence 
of exceedingly disagreeable experiences 
suffered by prominent members of this 
association during recent years. 

Another marked advance in procedure 
embodied in the new regulations is a 
specification of the records to be kept by 
permit holders and a definite statement 
that no other records will be required. 
Permit holders who recall the controversy 
over Pro-Mim 282, which prescribed the 
keeping of voluminous records and the 
rendering of numerous reports will be 
glad to know that under the new regu- 
lations additional reports can only re re- 
quired as the result of promulgation in 
due form of a Treasury Decision modify- 
ing the regulations which decision would 
be submitted to the Alcohol Trades Ad- 
visory Committee for criticism and sug- 
gestion before receiving the approval of 
the Commissioner of Internal Revenue 
and the Secretary of the Treasury. 
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innovations of 
the revised code is a provision relieving 
manufacturers of the necessity of secur- 
iiig annually the renewal of their “H” per- 
mits. The importance of this concession 
ean hardly be exaggerated. Heretofore 
every manufacturer was oblized before 
the end of each calendar year to apply for 
the renewal of his permit and owing to 
congestion in the prohibition unit the issu- 
ance of such renewals was sometimes de- 
layed for a year or more, aud in thou- 
sands of cases for many months. While 
the regulations permitted manufacturers 
to continue operations under their old per- 
mits until their renewal applications were 
acted upon the failure of the bureau to 
issue renewals promptly was a constant 
source of anxiety to permit holders and 
freyuently caused the circulation of trade 
reports affecting the standing and finan- 
cial credit of the permit holder in ques- 
tion. Hereafter “H” permits will not be 
required to be renewed and those issued 
for the calendar year 1924 will remain 
in foree indefinitely. Holders of these 
permits ar in mind, however, 
that every permit is required to be 
ported by a ptoper bond and should, there 
fore, take the necessary to have 
their bonds effective at all 

The indefinite extension 
mits is counted upon to work a genuine 
revolution in the office precedure of the 
prohibition unit. It is estimated that 
the saving in labor will amount to 
nearly 50 percent of the clerical work of 
the permit division. As this division has 
charge not only of all applications for 
permits, but of supplemental ap- 
plies covering new products, permits 
to purchase alcohol and the thousand and 
one minor controversies constantly aris- 
ing betwee: permic holders and prohibi 
tion directors, it is reasonable to look for 
a wonderful improvement in the way of 
the prompt and intelligent handling of 
the current business of this important di- 
vision. 

Jobbers should understand clearly that 
the extension of permits by the new regu- 
lations applies only to manufacturers and 
to wholesale druggists for their job- 
bing business Jobbers who hold both 
“H” and “B” permits will be required 
apply for the extension of the latter 
only 

By advancing the period within which 
applications for the renewal of all except 
“HH” permits must be filed the work of the 
bureau in issuing renewals was greatly 
expedited during the past year and all but 
a comparatively small number of renewals 
were issued before the end or January 
of the current calendar year. The regula- 
tions now require applications for renew- 
als to be made between July 1 and Au- 
gust 31 and the percentage of compliances 
with this requirement has been so large 
during the current year that practically 
all renewals will be in the hands of the 
permit holders by January 1 next. 

Holders of “‘B” permits should bear in 
mind that under the terms of Section 264 
of Regulations 69, revised, every per- 
mitee who has not on or before January 
1 received either the renewal of his per- 
mit or an acknowledgment of the filing 
of his application tor a renewal is required 
to notify the prohibition commissioner by 
registered letter mailed between January 
1 and 15 that such application was filed 
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(giving the facts) and that no acknowl- 
edgement has been received. <A copy of 
this notice must also be sent to the local 
prohibition director. The permit holder 
who has complied with this requirement 
may continue to operate under his old per- 
mit until the new one is issued. 


Attempted Revision of Regulations 61 


Following the revision of Regulations 60 
the alcohol-using trades learned with sur- 
prise that the prohibition unit contem- 
plated the cumprehensive amendment of 
tegulations 61, framed for the super- 
vision of manufacturers and users of com- 
pletely and specially denatured alcohol. 
Regulations 61 were based primarily upon 
the original free alcohol law of 1406 as 
amended by subsequent enactments in- 
cluding the comprehensive modifications 
embodied in Title III of the Volstead act. 
The provisions of these regulations were 
drafted by a joint committee of Internal 
Revenue officials and trade experts of high 
standing and in practical operation they 
have given very little cause for criticism. 
On this account the trades were at a loss 
to know why it was proposed to rewrite 
a code that had proven so satisfactory to 
all interests. ; 

When. however, the proposed revision 
of Regulations 61 was taken up for con- 
sideration at a joint conference composed 
of officials of the prohibition unit and a 
subcommittee of traue representatives se- 
lected by the Alcohol Trades Advisory 
Committee the fact was speedily disclosed 
that the only important change proposed 
in this code was a revolutionary proposi- 
tion to deprive collectors of internal rev- 
enue of their jurisdiction over producers 
and users of denatured alcohol by super- 
imposing the authority of prohikition di- 
rectors and their field assistants. In other 
words, the plan of the bureau was to put 
immediately into force by regulation one 
of the most objectionable features of the 
Cramton bill against which the alecohol- 
using industires were Strenuously pro‘est- 
ing. 

Under the terms of Regulations 61 as 
originally drafted applications to use de- 
natured alcohol or to obtain authority 
for inzreased withdrawals or to establish 
branch plants or to manufacture new 
products were investigated and reported 
upon by collectors of internal revenue 
who, together with their field and office 
assistants through long experience, have 
become familiar with traue practices and 
have rendered efficient service to industry 
while fully protecting the interests of the 
government. Under the proposed revision 
of Regulations 61 the reports of collectors 
of internal revenue upon applications re- 
lating to the use of denatured alcohol 
whether favorable or unfavorable, were 
required to be referred to prohibition di- 
rectors for further investigation and report 
with every prospect of indefinite delay and 
of results to be expected from submitting 
such applications to a force of employes 
who consider it to be the policy of the 
prohibition unit to restrict the use of 
alcohol in every way possible. 

Experience had already demonstrated 
the serious danger to legitimate industry 
involved in requiring applications relating 
to denatured alcohol to pass through the 
hands of prohibition directors ond their 
assistants. A tentative office rule to 
this effect not embodied in the official 
regulations was put into force more than 
\ year ago in the New York district 
With the result that many appliestions 
of reputable concerns were held up in- 
definitely by careless or over-zealous field 
agents attached to the prohibition direc 
tor’s office. In one instance one of the 
be st known houses in the United States 
l:aving its headquarters in St. Louis wa; 
compelled to wait for five months to ob- 
tain authority to establish a small braneb 
laboratory in New York City. The papers 
'u this case were transmitted by the di- 
rector to one of his agents wh») keni them 
in his possession for several months, and 
only surrendered them upon being trans- 
ferred to another jurisdiction shortly after 
which he resigned from the service. 

The representatives of the Alcohol 
Trades Committee being unwilling to give 

the proposed superimposi- 
authority of directors over 
collectors of internal revenue the 
was referred the full committee 
proceeded to take it up with the 
commissioner of internal revenue. The 
ssue remained deadlocked for some time. 
but Mr. Blair finally cut the Gordian 
knot by issuing an order indefinitely post- 
poning the further revision of Regula 
tions 61. 

It is much to regretted, however, 
that Commissioner Blair’s action has been 
nullified to a very important extent 
through the institution of an office rule, 
now in force, under which applications 
with reference to denatured alcohol made 
by concerns to do business in New York 
or Pennsylvania are referred to the local 
prohibition director after action by the 
of internal revenue or his depu- 
ties. The results have been indefinite 
delay in many eases in securing action on 
applications, and the situation has _ re- 
cently been rendered still more acute be- 
cause of the granting to supervising 
agents in certain districts of what appears 
to be supreme authority over the entire 
staff of local field agents who would ap- 
pear to be acting independently of both 
collectors of internal revenue and prohibi- 
adirectors 

Under present conditions 
tion of a manufacturer to 
crease in his denatured alcohol 
the purpose of increasing his 
must first be made to the local 
of Internal Revenue who makes an 
investigation and reports the results to 
the prohibition director who in turn trans- 
fers the case to the supervising agent 
who, if the members of his staff are not 
all occupied in the pursuit of rum rwuu- 
ners, bootleggers, etc., is supposed to de- 
tail a man to make a further investiga- 
tion and report. When ail the investiga- 
tions and reports have been completed 
the papers are transmitted to Washing- 
ton for final action. 

A recent innovation in the organization 
of the Prohibition Unit has still further 
complicated the routine through which 
applications with references to denatured 
alcohol must pass. Without formality 
of a Treasury decision or other pub- 
lished order, a so-called Central Com- 
mittee has been organized, composed of 
heads of the principal divisions of the 
Prohibition Unit, and this committee 
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are now referred for approval or dis- 
approval a very large percentage of cur- 
rent applications. The committee thus 
exercises the discretion which heretofore 
has been exercised by division chiefs 
who in many cases are now limited in 
their action to recommendations for the 


approval of the Central Committee. 
Naturally there is much delay, as the 
Central Committee is charged with the 


responsibility for a large amount of work 
heretofore expedited by division chiefs. 

It is hardly surprising that under such 
a system the manufacturing operations of 
reputable concerns have been brought to 
a standstill with great embarrassment 
and substantial financial loss to permit 
holders whose basic licenses to do busi- 
ness were issued only after painstaking 
investigations followed by favorable re- 
ports approved by the Washington au- 
thorities. 


Extraordinary Permit Stipulation 


Manufacturers and jobbers of alcoholic 
medicinal and toilet preparations, flavor- 
ing extracts and allied products have been 
obliged during the pase eighteen months 
to meet considerable illegitimate com- 
petition from concerns advertising stand- 
ard articles, like Jamaica ginger, tincture 
of sweet orange peel, witch hazel, rubving 
alcohol, lemon extract, ete., at prices be- 
low the cost of production in legitimate 
well-equipped manufacturing establisn- 
ments. The wholesale drug trade in »~ar- 
ticular has been flooded with circulars ad- 
vertising these goods and emphasizing the 
low prices quoted on barrel lots. Your 
Legislative Committee durimg the past 
year collected from members of the asso- 
ciation large numbers of these circulars 
and presented them to the Prohibition 
Unit with the suggestion that the source 
of the alcohol supply of these concerns 
be inquired into, the surface indications 
suggesting that no tax could have been 
paid on the spirits employed in the pre 
duction of these goods. 

Contemporaneously with the attempts 
to market these products at cut prices 
there has been evidence of the bootlegging 
of substantial quantities of alcohol waich 
has been offered to both the wholesale 
and retail drug trades at prices substan- 
tially less than the tax thereon. 

Officials of the Industrial Alcohol and 
Chemical Division of the Prohibition Unit 
instituted careful investigation to ascer- 
tain the methods employed by the con- 
cerns referred to, and while many ob- 
stacles were encountered considerable 
progress was made, evidence being ‘se- 
cured in several cases upon which indict- 
The results of 


ments were obtained. 
these investigations tended strongly to 
show that certain concerns armed with 


permits obtained while doing a small but 
apparently legitimate business subse- 
quently expanded their operations, pre- 
aid of 


sumably in some cases with the 
large supplies of aleohol procured from 
Genaturing bonded warehousemen whose 


records were falsified so as to enable pure 
alcohol to be sold at cut prices instead 
of being denatured. 

The illegitimate manufacturers referred 
to being permit holders ana therefore sub- 
ject to the supervision and control of the 
Prohibition Unit found it impracticable to 
dispose of their products without an inter- 
mediary and in a number of instances 
they are understood to have organized 
selling agencies as -independent jobbing 
eonecerns which under the prohibition laws 
to secure permits and 


are not required 5 

therefore are not obliged to submit to 
inspection or to make reports of their 
transactions. These jobbing houses, 
which in numerous instances have acted 
merely as ‘covers’ for unscrupulous 


manufacturers have been exceedingly 
active in circularizing the wholesale drug 
trade and have also devoted considerable 


attention to some of the larger units in 
the retail trade. : k 
Although the investigation of these 


concerns by the bureau was progressing 
satisfactorily though somewhat slowly, 
because of inherent difficulties In the situ- 
ation, certain officials of the Law Division 
conceived the idea of expediting the work 
by applying the drastic device of re- 
quiring all manufacturers to police their 
distributors through the medium of a 
stipulation or requireme nt to be added to 
all outstanding permits of producers of 
aleoholic preparations This project_hav- 
ing been approved by the Prohibition 
Commissioner, collectors of internal rev- 
enue were instructed to advise manu- 
facturers using specially denatured alco- 
hol that they must consider their out- 
standing permits as modified by the ad- 











dition of the following proviso:— 

Permit is given on Form 1481 upon the con- 
dition. and with the understanding, that where 
the articles the manufacture of which it au- 
thorizes are sold to a jobber or to a whole- 
saler, such jobber or wholesaler must at all 
times be required by the manufacturer to hold 
such articles subject to the inspection of any 
Inter Revenue or Prohibition officer, as pro 
Vv by section 34 of the National Prohibition 
Act, and such jobbers or wholesalers shall at 
all times, when required, submit a_ report to 
the commissioner of the quantity of such ar- 
ticles received, and the amount on hand, and 
the manner of disposition, and any failure by 
such jobber or wholesaler to permit such in- 
spection, or to submit such report, will be 
deemed ground for citation for revocation of 
your permit, and you will, therefore, exact 
these requirements from all persons to whom 
the articles are sold in the manner indicated. 

Our Washington representative having 


received a copy of this stipulation brought 
it to the attention of his associates and 
the matter was taken up at a conference 
held on June 20 with the Assistant Prohi- 
bition Commissioner, the chief counsel of 
the unit, and a number of officials of 
the Industrial Alcohol and Chemical Divi- 
sion, the Permit Division and the Law 
Tivision. While emphatically assuring 
the bureau officials of their desire to co- 
operate in the efforts being made to put 
an end to the illegitimate traffic in alcohol 
and alcoholic preparations it was the 
unanimous contention of the trade rep- 
resentatives that the proposed regulation 
would not accomplish its purpose but 
would seriously jeopardize legitimate 
manufacturers in the conduct of their 
business. The grounds of opposition to 
the proposed stipulation were specifically 
formulated and presented to the bureau 
as follows:— 


1. Because it is contrary to the plain 
terms of section 4 of the Volstead act, 
which provides that alcoholic preparations 
conforming to the official standards and 
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held to be unfit for beverage purposes 
are no longer subject to the provisions 
of the statute after being placed on tne 
market, and because it is not supported 
by any provision of regulations 60 or 61. 
2. Because the proposed regulation 
constitutes an important amendment to 
regulations 61, which, under the Volstead 


act, can only be promulgated by the 
Commissioner of Internal Revenue with 
the approval of the Secretary of the 
Treasury. 

3. Because the new regulation has 


been issued in violation of the agreement 
of the Commissioner of Internal Revenue 
to refer proposed amendments to the reg- 
ulations to the Alcohol Trades Advisory 
Committee before promulgation. 

4. Because the regulation violates the 
principle many times enunciated by the 
United States Supreme Court in the price 
maintenance cases denying to the manu- 
facturer any control whatever over the 
jobber or retailer to whom he sells his 
goods. 

5. Because the proposed regulation im- 
poses upon the permit holder the respon- 
sibility for the acts of his customer whicn 
he cannot possibly control and jeopard- 
izes his permits, notwithstanding the fact 
that he may have personally observed 
with the utmost care all the provisions of 
the law and regulations. 

in an attempt at justifying the 
posed stipulation, ch:ef counsel to 
Prohibition Commissioner declared 
the Alcohol Trades Advisory Committee 
had given its assent in November, 1923, 
to a practically identical regulation ap- 
plicable to permit holders using pure 
non-beverage alcohol. This statement 
which was received by the trade repre- 
sentatives with astonishment was prompt- 
ly denied and was subsequently with- 
drawn. Counsel for the Prohibition Com- 
missioner stated, however, that a stipula- 
tion practically identical with that in 
question was prepared in the law division 
in November, 192 and was forwarded 
to the permit division with instructions 
that it should be sent out to all holders 
of manufacurers’ permits. It appears 
that through misunderstanding the stipu- 
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lation was added only to a _ negligible 
number of permits issued subsequently 
to January 1, 1924, in which whiskey 
rather than alcohol was the menstruum 
authorized to be employed. 


The attention of the prohibition officials 
was sharply drawn to the fact at the 
time of the framing of the stipulation in 
November, 1923, the Alcohol Trades Ad- 
visory Committee was holding joint ses- 
sions with the bureau officials for the pur- 


pose of revising Regulations 60, yet not 
a word concerning this most important 


innovation was ever communicated to that 
committee, In an attempt to explain why 
the agreement of the Commissioner of 
Internal Revenue to submit proposed new 
regulations to the Alcohol Trades Ad- 
visory Committee had been ignored in 
this instance, chief counsel for the Pro- 
hibition Commissioner declared that the 
language intended to be added to the 
permits was not a “regulation” within 
the meaning of Commissioner Blair’s 
agreement but merely a “stipulation.” 
The inadequacy of this explanation will 
be fully appreciated when the great im- 
portance of the innovation contemplated 
by the so-called stipulation is considered. 

The conference between the Washing- 
ton representatives and the officials of 
the Prohibition Unit adjourned without 
definite results beyond an assurance on 
the part of the bureau that no attempt 
would be made to enforce the stipula- 
tion pending further consideration of the 


matter. Soon afterward, however, col- 
lectors of internal revenue in_ several 
jurisdictions demanded of manufacturers 


a written pledge to carry out the terms 
of the stipulation, threatening to cut off 
supplies of alcohol unless such pledge 
were promptly given. Appeals being made 
to the Commissioner of Internal Revenue 
these collectors were instructed to with- 
draw their threatening letters. 

On August 16, by invitation of the 
Commissioner of Internal Revenue, those 
members of the Alcohol Trades Advisory 
Committee whose presence could be se- 
cured on short notice met in the com- 
missioner’s office and discussed at some 
length a substitute stipulation under the 
terms of which manufacturers would 
surcharge their invoices with a rubber 
stamped provision as follows: 
The articles herein listed 
under a formula authorized 
sioner of Internal Revenue, 
the understanding that the purchaser shall, a 
any time called upon, permit inspection 
thereof by any internal revenue or prohibition 
officer, or by any Sté police officer the 
extent authorized by Section 34 of the National 
Prohibition Act, and, f resold by the pur 
chaser, the purchaser to give the name and 
address of the vendee, if called upon by such 
officers. 

The proposed substitute was declared 

members of the Alcohol Trades Ad- 
Committee to be objectionable for 
the same reasons that ap- 
original stipulation. The 
statement that the articles in question 
‘are sold with the understanding, etc.,” 
was said to constitute a contract with the 
customer who accepted the goods under 
those conditions. As the customer’s fail- 
ure to carry out this “understanding” 
would jeopardize the manufacturer’s per- 
mit the surcharge requirement would 
prove quite as drastic as the original stip- 
ulation. If on the other hand the mere 
employment of the stamp by the manu- 
facturer would be accepted by the bureau 
as full compliance by him with the re 
quirements, leaving the customer free to 
do as he pleased, then the whole pro- 
ceeding would become ineffective, not to 
say farcical. 

The conference with 
was without definite 
made clear that the Prohibition Unit 
would not be permitted to employ any 
form of duress in its attempt to compel 
manufacturers to observe the stipulation 
referred to. 

At this conference with the Commis- 
sioner of Internal Revenue the Alcohol 
Trades Advisory Committee requested 
that there be referred to the Attorney 
General for an opinion a_ recent ruling 
by the Law Division of the Prohibition 
Unit holding in effect that where alcohol 
is lost in transit the government will de- 
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duet from the tax remitted any recovery 
that may be made from fhe carrier on 
account of the cost of the alcohol. The 


practical application of this ruling would 
result in a substantial loss to shippers of 


alcohol in case the spirits were destroyed 
or stolen in transit, While no definite 
assurances were given it is understood 
that the Commissioner of Internal Reve- 
nue regards the matter as of sufficient 
importance to ask the Attorney Genera] 
for an opinion thereon, 


New Inspection Regulation 


Early in October, 1923, when a con- 
troversy was being waged between Gov- 
ernor Pinchot of Pennsylvania and the 


federal officials at Washington concerning 
the right of State officers to inspect the 
premises of part.es holding federal per- 
mits under the Volstead Act, the Prohi- 
bition Commissioner somewhat hastily 
framed an inspection regulation and di- 
rected that it be surcnarged on all out- 
going permits for 1924 in the following 
terms :-— 

This permit is granted upon the express con- 
dition and with the assent on the part of the 
permittee herein named that at any and all 
times the premises, place of business and the 
general operations of the permittee under this 
permit shall be subject to supervision and in- 
spection, without leave, let or hindrance, by 
any collector, deputy collector, revenue agent, 
or by any prohibition agent or prohibition di- 
rector or any State officer, such as _ sheriff, 
deputy sheriff, policeman or other peace officer, 
in the enforcement of the State prohibition law 
in the State in which this permit is effective 
without limitation as to length of time or time 
of inspection. 

The asspciation’s Washington repre- 
sentative, Mr. Crounse, having secured 
the text of the above regulation and be- 
lieving that it far transcended the scope 
of the inspection provisions of the Vol- 
stead Act, protested against it on the 
ground that it invaded the constitutional 
rights of the permittee; that it was un- 
reasonable to permit inspections to be 
made “at any and all times’’; that noth- 
ing in the law provided for the “super- 
vision” of a permittee’s business by either 
Federal or State officers; that Section 34 
of the Volstead Act specifically limited the 
inspection of State officers fo an examina- 
tion of records and reports and that the 
provision that an inspection should be 
made “without limitation as to length of 
time or time of inspection’ constituted 
an unwarranted invasion of the permit- 
tee’s rights. The representatives in Wash- 
ington of other organizations in the drug 





and allied trades promptly joined Mr. 
Crounse in his protest, and upon an ap- 
peal to Commissioner of Internal Reve- 
nue Blair hearings were ordered before 
Judge J. J. Britt, chief counsel to the 


Prohibition Commissioner. 

After extended discussion Judge Britt 
conceded the soundness of the protests 
against thé proposed inspection regula- 
tion and finally agreed to modify the text 
to read as follows :— 


This permit is given on the condition, and 
with the understanding, that the business 
which it authorizes shall, at any time within 


the usual business hours, be subject to inspec- 
tion by any internal revenue or prohibition offi- 
cer as to any requirement of the internal 
revenue or prohibition laws, and by any State 
officer for the purposes authorized in sec- 
tion 34 of the National Prohibition Act, and 
any denial of, or interference with, such in- 
spection will be deemed grounds for citation 
for revocation. 

It will be noted that the revised text 
of the regulations limits inspections to 
the usual business hours, eliminates all 
“supervision’’ of plants, and grants to 


State officers no authority beyond that 
provided by section 34 of the Volstead 


act regarding the examination of record 
and reports. The drastic provision that 
inspections might be made “without limit- 
ations as to length of time or time of 
inspection” has also been stricken out. 
The text of the revised regulation was 
finally referred to the Alcohol Trades Ad- 
visory Committee, which by a substan- 
tial majority vote authorized its accept- 
ance by the trades. 
_ Members of the association should bear 
in mind that the inspections authorized 
by this regulation are not intended to per- 
mit either Federal or State officers to em- 
ploy inquisitorial methods. Especially it 
is not the intention of the Federal pro- 
hibition officials that inspectors may se- 


cure access to the manufacturing de- 
partments of the permittees in such a 
manner as to possess themselves of 


formulae, special processes or other trade 
secrets. In all cases the inspections are 
to be limited strictly to the ascertain- 
ment of the facts as to whether the per- 
mittees are complying with the require- 
ments of the Internal Revenue or prohi- 
bition laws, 

Members of the association should insist 
upon the complete identification of all in- 
spectors visiting their plants, and in the 
event of a disagreement with the inspec- 
tor as to the scope of the inspection 
should communicate immediately, prefer- 
ably by long distance telephone, with the 


Federal Prohibition Director for the 
State in which the plant is located. 
Vice of Secret Rules 
If there is one vice in the present or- 


ganization of the prohibition enforcement 
service that works greater embarrassment 
or more positive injury to legitimate in- 
dustry than another it is the practice of 
amending the printed regulations by in- 
formal and often secret office rules which 
are issued in total disregard of the statu- 
tory provisions which specifically state 
that all regulations—and, of course, all 
amendments thereto—must be promul- 
gated by the Commissioner of Internal 
Revenue with the approval of the Secre- 
tary of the Treasury. This provision or 
the statute, which the Commissioner of 
Internal Revenue brought to the atten- 
tion of the Prohibition Unit more than a 
year ago as the result of the promiscuous 
issuance of pro-mimegraphs, pro-circu- 
lars, etec., amending the standing regula- 
tions is constantly ignored, notably tin 
connection with the inspection regula- 
tion ordered to be surcharged on permits, 
the so-called stipulation sought to be 
added to permits, the rule now in force 
in at least two States superimposing the 
authority of prohibition directors upon 
that of collectors of internal revenue, the 
rendering of supervising special agents 
practically independent of the prohibition 
directors in whose districts they operate 
and the creation of the so-called Central 
Committee. 

All of these matters are of great ifn- 
portance not to say deep concern to 
permit holders. They all involve sweep- 
ing changes in practices, and therefore 
the comprehensive amendment of exist- 
ing regulations, yet they have all been 
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brought about in the most informal if 
not secret manner and in no case has the 
Alcohol Trades Advisory Committee been 
called upon to consider them. 


Adjustment of Inventory Requirement 


There has been worked out during the 
past year with genuine satisfaction to our 
members a solution of the problem pre- 
sented in a demand upon wholesale drug- 
gists by local prohibition directors for 
detailed inventories of their stocks as a 
condition precedent to the forwarding to 
Washington of approved applications for 
the annual renewal of permits. In some 
cases these demands covered entire inven- 
tories while in others it was insisted that 
each wholesale druggist should supply the 
director with a classified inventory show- 


ing in detail at least $25,000 worth of 
miscellaneous drug merchandise. These 


demands were based upon the contention 
of certain officials of the Permit Divi- 
Sion who took the position that the re- 
quirement that a new applicant for a 
wholesale druggist’s permit should be able 
to show an inventory of at least $25,000 
worth of drug merchandise should also 
be applied to every existing wholesale. 
drug house in order that the bureau might 
avoid the charge of discrimination. 

? Desiring to co-operate with the bureau 
in all its efforts to prevent the issuance 
of wholesale druggists’ permits to con- 
cerns not entitled by law to receive them: 
the association’s Washington representa- 
tive finally succeeded in effecting an ar- 
rangement under which the demand for 
detailed inventories was withdrawn with 
the understanding that for the purpose of 
standardizing the practice of the bureau 
and avoiding any charge of discriminatiors 
the members of the National Wholesale 
Druggists’ Association would supply the 
bureau with a carbon copy of the first 
$25,000 worth of their next annual inven- 
tory as such inventory might run. 

In accordance with this agreement many 
of our members forwarded excerpts from 
their inventories of January 1 last, and 
such excerpts have been accepted by the 
bureau as fulfilling the requirement, It 
will be understood, of course, that the 
bureau recognizes that such inventories 
cannot be representative, although in 
some cases our members have sought to 
render them so by painstakingly selecting 
a sufficient number of items from all de- 
partments to constitute what might be 
described as a miniature stock of a drug 
jobber. 
_ Our members will understand that the 
inventory requirement is not an annual 
demand and that having once been com- 


plied with it need not receive further at- 
tention. 


Restrictions Upon Use of Non--Bever- 
age Alcohol 


In connection with your committee’s 
last annual report your Washington rep- 
resentative exhibited to you a chart show- 
ing the withdrawals of non-beverage 
alcohol for the period beginning six 
months before the Volstead act became 
effective and extending to May, 1923. The 
chart showed a most discouraging down- 
ward tendency, the average withdrawals 
during the twelve months ending May, 
1923, being substantially less than one- 
half the normal withdrawals in pre- 
prohibition days. Mr. Crounse, has since 
brought this chart up to May, 1924, the 
latest figures showing a still further de- 
cline and a period of marked depression 
between December 1, 1923, and June 1, 
1924, during which low water-mark was 
reached, 

These figures are especially significant 
to the drug industry in which less pure 
non-beverage alcohol has been displaced 
by denatured alcohol than in any of the 
spirit-using industries with the possible 
exception of the manufacture of flavoring 
extracts. There can be no doubt that 
while denatured alcohol has displaced pure 
grain spirits to an extent that account 
for a small part of the decline shown on 
the chart, the bureaucratic policy of cur- 
tailing the supply of non-beverage alcohol 
to the lowest possible limits of which the 
Prohibition Commissioner has heretofore 
officia!ly boasted is the chief cause of the 
shrinkage in withdrawals. 


Willis-Campbell Act Sustained by 
U. S. Supreme Court 


On June 9, 1924, the United States Su- 
preme Court sustained the validity of the 
Willis-Campbell act prohibiting the pre- 
scribing of beer or other mait liquors con- 
taining one-half of one percent of alcohot 
for medicina! purposes. The decision was 
handed down in the combined case of 
James Everard’s Breweries vs. Ralph A. 
Day, Prohibition Director for New York 
State, and Edward & John Burke, Ltd., 
vs. David H. Blair, Commissioner of In- 
ternal Revenue. The court held in brief 
that the Eighteenth Amendment conferred 
on Congress the power to enforce the pro- 
hibition against the use of intoxicating 
liquors ‘“‘by appropriate means” and that 
this latitude covered the prohibition of 
the use of malt liquors for medicinal pur- 
poses in view of the predominant employ- 
ment of such liquors for beverage uses 
and the slight evidence before the court 
of their therapeutic value. 

In attacking the validity of the Willis- 
Campbell act the plaintiffs questioned the 
right of the government to prohibit by 
statute the manufacture of beer or other 
intoxicating malt liquors for medicinal 
purposes; insisted that the Wighteenth 
amendment merely delegated to Congress 
authority to prohibit traffic in intoxicat- 
ing liquors for beverage purposes only, 
and that the control of such liquors for 
non-beverage purposes was reserved to the 
several States. While conceding that 
Congress possessed such incidental power 
to regulate traffic in intoxicating liquors 
for non-beverage purposes as is reason- 
ably necessary to accomplish the pro- 
hibition of traffic in such liquors for bever- 
age purposes, it was contended that this 
incidental power is limited to “reason- 
able regulation” and did not extend to 
complete prohibition. The prohibition of 
the use of beer, ale or stout for medici- 
nal purposes, it was insisted, was not an 
appropriate or reasonable exercise of the 
power conferred by the Eighteenth Amend- 
ment but infringed the legislative power 
of the States in matters directly affecting 
the public health. 

In defining the powers of Congress to 
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The < stituti confers 
power t r 1) laws necessary and proper 
for irrying o ecution all powers that are 
vested ¢ tl exercise of such non- 
encun ed or I ied’’ powers it has long 
been i that ongress is not limited to 
such measures are indispensably necessary 

give effect expressed powers, but in 
exercise of its discretion as to the means 
carrying int execution may adopt any 
means, appearing to it most eligible and ap- 
propriate. which are adapted to the end to be 
accomplished and consistent with the letter and 
spirit of the Constitution. Furthermore, aside 
from this fundamental rule, the Bighteenth 
Amendment fically confers upon Congress 
the power to enforce ‘“‘by proper legislation’’ 
the Constitutional prohibition of the traffic in 
intoxicating liquors for beverage purposes. 

is enables Congress to enforce the prohibi- 
tion by appropriate means. 

In rendering this decision the Supreme 
Court carefully avoided the use of any 
language from which it might be inferred 
that Congress possess the power to pro- 
hibit the manufacture, sale or prescrip- 
tion of alcohol or other spirituous liquors 
or of vinous liquors for medicinal pur- 
poses. The “rule of reason,” which the 
court obviously had in mind, would pre- 
clude the prohibition of the use of spirit- 
uous or vinous liquors in view of the great 
mass of testimony as to their therapeutic 
value. The record in the case before the 
court was notably weak with respect to 
evidence as to the medicinal value of malt 
liquors. 

In this case the Supreme Court took 
occasion to further clarify the term ‘“con- 
current power” as employed in Section 2 
of the Eighteenth Amendment. The court 
held that the term does not mean joint 
power nor that legislation by Congress to 
be effective shall be approved or sanc- 
tioned by the several States or any of 
them. In brief the court held that laws 
enacted by Congress are in force through- 
out the States, but that the States indi- 
vidually may supplement such laws by 
statutes which do not violate them. It 
may be said, therefore, that where Fed- 
eral and State laws are in force the citi- 
zens of the jurisdiction are governed by 
the more restrictive enactment. 


Prohibition of Manufacture of Heroine 


On June 7 the President signed an act 
based on the so-called “Porter bill” (CH. 
R. 7079) prohibiting the use of opium or 
derivatives thereof in the manufacture of 
heroin (diacetyl morphine). The move- 
ment which resulted in the enactment of 
this law was predicated upon a large 
amount of evidence that by far the 
greater part of the drug _ addiction 
throughout the United States involves the 
use of heroin, whereas an overwhelming 
mass of medical opinion was presented- 
to the committees of Congress in support 
of the claim that all medical purposes are 
adequately served by other narcotics with 
less danger to the patient and less chance 
for illicit use for habit-forming purposes. 

Upon the taking effect of the Porter Act 
the Commissioner of Internal Revenue is- 
sued a statement in which after calling 
attention to the fact that no further im- 
portation of opium for the manufacture 
of heroin could be made, he appealed to 
the drug trade to make no more heroin 
from stocks of opium already in_ this 
country. The commissioner said in 
part :— 

It is apparent that Congress has arrived at 
the conclusion that there is no medical] need for 
heroin in this country that cannot be met by 
the use of other alkaloids or sa'ts of opium, 
and it is assumed that manufacturers, who 
have always shown a willingness to carry out 
the spirit as well as the letter of the narcotic 
laws in force in this country, will immediately 
discontinue the manufacture of heroin, and 
close out their supply of this drug now in 
stock er in process of manufacture as soon as 
practicab'e. 

Contemporaneously with the commis- 
sioner’s statement the Federal Narcotics 
Control Board issued an opinion to the 
effect that heroin manufactured prior to 
the passage of the Porter act was not af- 
fected thereby and might be sold or used 
in the manufacture of medicines accord- 
ing to the provisions of the Internal Reve- 
= and other controlling laws as thereto- 
ore. 
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New Narcotic Order Forms 


Owing to delays incident to the en- 
graving of the new narcotic orders forms 
they were not put into use until January 
1, 1924. While the new forms embodied 
important changes the drug trade, manu- 
facturing, wholesaling and retailing, very 
promptly adjusted itself to the new condi- 
tions. 

At the instance of our Washington rep- 
resentative the narcotic division of the 
prohibition unit has from time to time 
authorized certain practices under the 
narcotic law facilitating transfers of nar- 
cotics from manufacturing to wholesale 
departments of identical establishments 
and has clarified the regulations with re- 
gard to the expression of quantities of the 
new order forms. 

The activity of this association in in- 
structing its members and its retail cus- 
tomers in the proper use of the new order 
forms and in the observance of the nar- 
cotic laws in general recently drew from 
Commissioner of Internal Revenue Blair 
the following commendatory message com- 
municated to the association through our 
Washington representative :— 

Sir:— 

It has come te the attention of this office that 
many wholesale dealers are issuing circulars 
in which they print those parts of a narcotic 
order form which require execution by a per- 
son making out one of these forms. These 
circulars also carry instructions in concise 
form and usually give certain concrete illus- 
trations of the features most likely to be 
misunderstocd. They serve somewhat as model 
forms for the information of purchasers of nar- 
ecotic drugs and preparations. 

Such circulars undoubted'y are proving to be 
of extraordinary value both to the trade and 
to this office. Their issuance is, therefore, to 
be encouraged. This office will be pleased to 
review such papers at any time in order to 
prevent the issuance therein of statements not 
in accord with the law and regulations and to 
make such suggestions as might render such 

reulars of the most value. 
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of Representatives to the 
of several measures 
the Act of July 1, 1902, entitied 
to reguiate the sale of viruses, 
toxins, and analogous products in the 
District of Columbia, to. regulate inter- 
state traffic in said articles, and for other 
purposes.” The leading measure of this 
type, presented by Representative Rath- 
bone of Illinois, proposed certain amend- 
ments to Section 2 of the Act of July 1, 
1902, providing that no person shall ‘‘ad- 
vertise, distribute, or sell any such virus, 
serum, toxin, antitoxin, vaccine, or prod- 
uct aforesaid under any false or mislead- 
ing representation as to its nature, origin, 
composition, physiologic reaction, or ther- 
apeutic effect.” While this measure was 
limited to biological products there was 
during the hearing some suggestion on the 
part of the proponents of the measure 
that it should be extended to inciude 
other medicinal preparations. 

The bill was strongly opposed by the 
manufacturers of biological products who 
presented a united front against it. It 
was also sharply criticized by representa- 
tives of the Public Health Service of the 
United States, especially on the ground 
that all the results sought to be obtained 
are procurable under existing legislation 
which is operating very satisfactorily. 

The subcommittee having these meas- 
ures in charge presented three separate 
reports to the full committee urging vari- 
ous amendments, including a suggestion 
that the provisions of the measure should 
also apply to patent medicines, but the 
full committee took no action prior to 
adjournment. As these bills are being 
backed by certain parties as a form of 
journalistic enterprise, it may be assumed 
that the campaign will be resumed as 
soon as Congress reassembles. 


Price Protection Legislation 


Your committee believe it to be a 
Servative statement that but for an un- 
precedented parliamentary situation that 
prevailed in Congress during the past ses- 
sion very substantial progress would have 
been made in the formulation of legisla- 
tion legalizing the maintenance of resale 
prices fixed by manufacturers of trade- 
marked or nationally advertised goods. 
Four bills were introduced during the past 
session, their authors being Representa- 
tives Kelly of Pennsylvania, Merritt of 
Connecticut, Wyant of Pennsylvania and 
Williams of Michigan. 

Well in advance of the convening of 
the present Congress Chairman Winslow 
gave aSsurances that the Committee on 
Interstate and Foreign Commerce would 
grant hearings on the price maintenance 
bills “as early in the new Congress as 
possible.”” Relying upon these assurances 
a great deal of work was done by mem- 
bers of this association at the instance 
of your Legislative Commitfee in impress- 
ing upon Representatives and Senators 
the importance of this legislation to man- 
ufacturers and merchants and many 
pledges were received from prominent 
members of both houses that any well 
considered measure reported by the ap- 
propriate committee will recéive strong 
support. 

The failure of the House Committee to 
give hearings on the pending price pro- 
tection bills has seemed like a reflection 
upon the good faith of Chairman Winslow 
and many active champions of the move- 
ment have been disposed to criticize him 
and to find fault with those in charge of 
these measures because so little actual 
progress appeared to have been made. 

In explanation of the conditions that 
have prevented the redemption of Mr. 
Winslow’s promise and have rendered it 
impossible for this legislation to progress, 
your committee will call attention to an 
extract from a letter recently addressed 
to a prominent constituent by a leading 
member of the House who himself is 
deeply interested in the passage of legis- 
lation designed to stop predatory price 
cutting. This letter is in part as fol- 
lows :— 

The average citizen 
Congress is under the 
great political parties all the time 
the party in power is, therefore, responsible 
for the current legislative program. ‘This used 
to be the case, but it is the case no longer. 

At the present session we have a new factor 
to deal with; namely, a third party, ca'ling 
themselves ‘‘insurgents,’’ which number fifteen 
or twenty members, who hold the balance of 
power in the House and who vote first with 
one of the big parties and then with the other. 
In the present session the insurgents have 
voted more frequently with the minority party, 
and their most important exploit has been to 
prevent the passage of the Mellon tax reduc- 
tion bill and to substitute for it a hybrid 
measure that would produce a large deficit in 
the Treasury, should it become a law. 

I am sure that Chairman Wins!ow was act- 
ing in good faith when he gave assurances last 
summer that he would put the price main- 
tenance measure near the top of the com- 
mittee program for hearings. He meant to 
have these hearings held early in the present 
session. He also expected that the committee 
would order other hearings, notably on rail- 
road legislation recommended by the President 
in his annual message and on the problems 
of the coal industry. 

The situation in the House, however, has 
completely upset all calculations The ad- 
ministration apparently has come to doubt the 
expediency of urging railroad legislation at 
that time, but has not definitely abandoned the 
idea. The same thing is true as to coal legis 
lation. 

So far 
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not think 
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maintenance 
concerned, the majority leaders do 
it wise to take them up until the 
the general legislative program has 
somewhat. 
There is 
situation 


as the price 


absolutely 
fsom which 


nothing in the 
the deduction 
drawn that the price maintenance bills are 
losing ground in Congress: on the contrary, 
I think they are steadily gaining in strength 
There is good reason to believe that 
when Congress reconvenes the situation 
will be greatly improved with respect 
this prospective legislation. The leaders 
of the House Committee are planning 
hearings on the price protection bills be- 
fore the Christmas recess, and a large 
number of trade associations are arrang- 
ing to be represented and to urge with 
the utmost vigor a favorable report on a 
well-balanced measure. The National 
Wholesale Druggists’ Association will be 
represented and will have the hearty co- 
operation of practically every other or- 
ganization in the allied trades. 
Your committee would like to 
clear that even should it prove 
ticable to put a price protection 
through both houses at the coming 
session the passage of such a me 
in the lower house wil!) be of great 


present 
may be 


to 


make it 
imprac- 
bill 
short 
sure 
ad- 


vantage when the subject is again taken 
up in the new Congress. The matter is 
of such overshadowing importance to our 
industry that we cannot afford to grudge 
the time and effort necessary to conduct 
7 ae campaign of education now on 
0 ° 


Tax Reduction Legislation 


Enactment of the tax reduction bill 
which became effective June 2, 1924, is 
believed to be the forerunner of a series 
of measures by which the governmnt will 
seek to give the taxpayers of the country 
the benefit of such economies as may be 
effected by the federal administration and 
of the refunding of loans made to for- 
eign nations by the United States during 
the World War. If the tendencies now 
prevailing are maintained and the devel- 
opment of the country and the general 
prosperity of business are not halted by 
a period of marked depression further 
tax reduction may be looked for at the 
hands of the Congress to be elected in the 
coming November. 

Substantial reductions in income tax 
rates were effected by the Act of June 2, 
1924, and in addition the taxes on soft 
drinks, syrups, carbonic acid gas and 
candy was repealed, the tax on playing 
cards increased from 8 to 10 cents per 
pack, a sales tax of 10 percent was levied 
upon sales of mah jong sets, the tax on 
the cheaper grades of jewelry was re- 
pealed and the tax rate on automobile 
accessories reduced one-half. Other minor 
changes were also made. A strong dis- 
position has been manifested in Congress 
to bring about the repeal of all the re- 
Maining nuisance taxes at the earliest 
practicable date. 


“*Honest” Paint Bill 


Notice has been given by the leaders 
of the so-called agricultural bloc in the 
Senate that a vigorous effort will be made 
at the coming session to secure favorable 
action upon a measure drafted by Sena- 
tor Ladd of North Dakota, applying the 
principles of the Pure Food and Drug 
Law to paints, varnishes, turpentine, 
linseed oil, ete. A similar measure has 
been pending in Congress for many years 
but has never passed either House. It 
may be assumed that adequate hearings 
will be held upon the Ladd bill if it is 
taken up for serious consideration and an 
ample opportunity to discuss its provi- 
sions given to all interests. 


Slacker Package Bill 


With the convening of the present Con- 
gress the so-called Slacker Package bill 
was again presented in the House of 
Representatives and referred to the Com- 
mittee on Agriculture. This measure pro- 
vides that packages of food products shall 
be held to be misbranded irrespective of 
whether or not the quantity of the con- 
tents be plainly and conspicuously marked 
on the outside of the package “if the 
package be not filled with the food it 
purports to contain’ or “if it be in a 
container made, formed or shaped so as 
to deceive or mislead the purchaser as 
to quantity, quality, size, kind or origin 
of the food therein.”’ The bill relates 
solely to food products and probably 
would affect no branch of our trade except 
possibly manufacturers of flavoring ex- 
tracts who put up some of their products 
in a so-called panel bottle, a container 
that has been criticised by certain repre- 
sentatives of the government as deceptive 
as to the volume of its contents. 

This bill was the subject of hearings 
before the House of Committee on Agri- 
culture ot the last session where it was 
strongly opposed by numerous trade in- 
terests. The measure has passed the 
House in two Congresses but has never 
been reported to the Senate. 


Section 2: State Legislation 


While there were but twelve sessions of 
State Legislatures during the current 
year, there was considerable excitement 
as the result of the acts of one of them. 
West Virginia so amended its State 
Prohibition law as to include within its 
provisions regulation of the sale of many 
articles of legitimate character contain- 
ing alcohol in any quantity above one- 
half of one per cent. Power was given 
to a State Prohibition Commissioner to 
prescribe permit forms and require the 
registration of manufacturers and whole- 
salers from without the State if any such 
manufacturers or wholesalers offered 
alcoholic products for sale within the 
State of West Virginia. When notices 
were sent to manufacturers and whole- 
salers asking them to register and pay 
tax, there was considerable protest. Con- 
ferences were held between the West 
iVrginia director and members of the 
N. W. D. A. in West Virginia as well as 
representatives of proprietors and manu- 
facturers outside of the State. Finally 
the Attorney General of West Virginia 
was called upon to interpret the statute 
and his opinion in the main backed up 
the Prohibition Commissioner. As finally 
developed the regulations of the Prohibi- 
tion Commissioner restricted the sale of 
certain articles to those stores and phar- 


macies which were registered with the 
Prohibition Commissioner. These articles 
included a small number of proprietary 
specialties, some extracts and tinstures. 

This situation is described here briefly 
merely to indicate the tendency of some 
State legislatures to enact laws for the 
enforcement of the Highteenth Amend- 
ment quite out of harmony with the Na- 
tional Prohibition Act. This association 
and others representing the drug trade 
have continuously advucated the principle 
that State laws should not require any 
additional permits, taxes, reports or 
records beyond those very detailed docu- 
ments now required under the Federal 
Law. Wherever possible the definition 
of intoxicating liquors should be made 
to conform to that contained in the Na- 
tional Prohibition Act, and the exemp- 
tions authorized by Section 4 of Title II 
of the National Prohibition Act should be 
safeguarded in every State, thus making 
it possible to avoid further restraint upon 
the drug trade in the lawful distribution 
of medicines, compounds, preparations 
and toilet goods requiring alcoho! in some 
form as an _ ingredient, but rendered 
wholly unfit for use as an intoxicating 
beverage in the articles authorized to be 
manufactured and sold. 

The drug trade is a unit practically on 
all such legislation, and has argued its 
own case openly before all legislative 
committees and commissions. The forces 
agitating prohibition legislation, however, 
seem to be divided and have in many 
instances attempted to enact laws not 
limited in scope to the mere prohibition 
of intoxicating beverages, but the aboli- 
tion of the use of alcohol for any purpose 
whatever, or the throwing of such 
restraint about science and industry as 
to render them almost, if not utterly, 
helpless. Members’ should ceaselessly 
keep at the necessary educational work 
aiming at all times to get a clear distine- 
tion in the minds of the public and of 
legislators between alcohol as a chemical 
raw material and alcohol as an intoxicat- 
ing beverage. 

On the subject of state narcotic legisla- 
tion the association has already declared 
itself in harmony with the ideas ex- 
pressed in a model state narcotic control 
law, printed in the proceedings of the 
49th meeting. This measure has been en- 
dorsed by associations affiliated with the 
drug and medical profession and it is 
recommended that wherever state narcotic 
control legislation is proposed our mem- 
bers use their best efforts to secure the 
enactment of a measure based on the 
principles laid down in the model bill 
which are, briefly:— 


1. The Harrison law 
within each state. 

2. The exemptions of Section 6 of 
Harrison law shall be allowed in 
state. 

3. The records and reports required by 
the Harrison law must be kept within 
each state, but no additional records or 
reports shall be kept or made. 


4. No duplicate registration shall 
required with any state authority. 

5. No duplicate system of order forms 
shall be used or required, the order forms 
reauired by the Harrison law being suf- 
ficient. 

6. The law shall cover only those habit- 
forming drugs covered by the Harrison 
law, viz.: Opium and its derivatives, 
compounds and preparations, and cocoa 
leaves and their derivatives and com- 
pounds. 


An attempt was made to enact a 
narcotic control law in New York State 
this year. The measure deviated from 
the principles laid down in the model 
bill and consequently aroused opposition 
on the part of both the drue trade and 
their medical profession. The bill did 
not succeed, but it is understood that an 
ae will be made again to pass it in 

Another measure proposed in New York 
State that does not affect the drug trade 
alone, but all business was one having for 
its purpose the creation of a State Trade 
Commission. This measure would em- 
power the commission to require of every 
trade association a license, the opening 
of all books and records to the commis- 
sion, ete. The act would not allow any 
business concern in New York State or 
any concern doing business in New York 
State to belong to an association which 
was not licensed by the commission. 
Heavy penalties are provided for violation 
of the terms of the act. This bill passed 
the Senate but failed in the Assembly. 
A good deal of opposition was present at 
all stages, but politics played an im- 
portant part in the passing of tne 
measure. It is probable that the bill will 
again be introduced, and it is recom- 
mended that members in New York State 
individually express their opposition to 
it at the proper time. 

The coming year being odd _ will 
represent a heavy legislative season. 
Some forty-three state legislatures will 
convene, “very member should keep in 
close touch with the situation in his own 
state, confer and co-operate with the 
State Pharmaceutical Associations and 
others interested in various measures, 
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President Moxley :—We will now hear from Mr. Everett, who needs no introduc- 


lion te you, 


Rights Under Laws and Decisions 
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lection of 
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Mr. Everett:—I probably need no in- 
troduction to some of the older members 
of the association because I cliam to be 
the oldest living employee of the National 
Wholesale Druggists Association, having 
come into its service about 1896 and con- 
tinued from time to time with some in- 
terruptions until now. 

I wouldn't venture to face you if it were 
to say that the troubles that I tried to help 
you with in those early days were still 
continuing. They are not. Also, the pro- 
ceedings against us, brought by the Fed- 
eral Trade Commission, a few years ago, 
is over because that was dismissed w'th- 
out any request from us, but by the Fed- 
eral Trade Commission itself. So that 
now I come before you with a more grate- 
ful feeling on your part towards me than 
I might at any other time. 

There are matters here which I will 
occupy you with for a minute or two which 
I am able to talk of now better than I 
could because the law is much clearer 
than it was. Those matters are the rights 
and the duties of manufacturers and of 


jobbers respect to two things; one is 
of their prices; second, se- 
their customers. 

years ago, it might have 
been difficult to tell you what a manu- 
facturer or what a wholesaler could do in 
respect to either of these things. It is 
now much easier to tell you what you can 
do and, in fact, a little while ago, the 
President got out a pamphlet which ought 
to be in the hands of all of you, called, 
‘Manufacturers’ and Buyers’ Rights” and 
that pamphlet was written with greatest 
care, I had something to do with its 
framing and I think so far as I know, 
the law is correct until the Supreme Court 
hears the next election returns. That you 
all ought to read. I couldn’t in this short 
speech summarize it, so I won't try to, 
but will tell you briefly that a manufac- 
turer has complete control over his prod- 
uct He can sell it to anyone he likes; 
he can refuse to sell it to anybody; he 
can set any price he likes on it and he 
can set any price he likes for one set of 
distributors and another price for another 








IN CHEMICALS, DYESTUFFS, 


set of distributors. Since this pamphlet 
was issued, there has been a decision in 
the National Biscuit case which makes it 
even clearer than it was before and that 
enables a manufacturer to make a dis- 
tinction between the chain stores and the 
buying clubs. He can treat the buying 
club as a retailer and the chain store as 
a wholesaler, in fact, he can do what any 
reasonable man would always suppose 
could be done, so that the manufacturer 
and the jobber now can go along in their 
business without perpetual fear of being 
harassed by prosecution. I said in an- 
other place he took his own conscience 
and didn’t need a lawyer to guide him. 
I will qualify that. I don’t want to get 
out of a job completely. It only takes a 
conscience, but it needs an educated con- 
science, that is to say he has to be edu- 
cated somewhat by the lawyers. This is 
the principal textbook in the education. 

I say that because we are peculiar in 
this country. We are the only country 
in the world that has Anti-Trust Laws to 
hamper trade and commerce, if it does 
hamper it. In England, France and 
Germany manufacturers can combine, 
there is no law against it. They can com- 
bine even to throw a competitor out of 
business, pool their resources to drive a 
man out of business. All that is per- 
fectly lawful and over here it is not. 
There are historical reasons for that. At 
one time I suppose the Standard Oil Com- 
pany was the main cause of it. They 
grew so great from combination, that the 
government felt itself threatened. They 
had to attack it. That didn’t exist in 
countries abroad because the government 
has always been stronger than any com- 
bination of people so that that pres- 
sure, that menace was never felt and there 
has never been legislation against it. 
However, the legislation is there in our 
statute books and it is there to stay, but 
the peculiar thing, the unsatisfactory 
thing about legislation which is designed 
to meet a special condition at that legis- 
lation was is that it never worked out 
the way it ought to when it is applied to 
everybody. Consequently, there have been 
innocent combinations which have really 
promoted trade, really not been hurtful to 
trade nor oppressed anybody, that had to 
suffer and be dissolved and undergo pen- 
alties of the law because of the wicked 
combinations. That is why I say it 
needs an educated conscience to know 
what you can do because the untutored 
conscience might say you can combine 
and the law will say you cannot. You 
have to get the Sherman and Clayton 
laws into your system and be guided by 
them. - 

The trouble arose in the decision of 
the case of Miles and Park, where Miles 
undertook to enforce a selling agreement 
and the Supreme Court refused to accede 
to that and said it was not only unen- 
forcible but criminal and unlawful under 


the Sherman act. It needn’t have done 
that because I don’t think the Sherman 
act was ever meant to apply to what I 


might call a vertical combination as op- 
posed to a horizontal one. It might say 
“agreements between manufacturers or 
‘agreements between wholesalers” or 
agreements between -retailers were tne 
horizontal combination while the agree- 
ments from manufacturer to wholesaler 
and from wholesaler to the retailer were 


vertical. It is not that kind of com- 
bination which I think the law contem- 
plated or which it is necessary for the 


law to try to attack. That vertical com- 
bination has been held to be unlawful 
and I suppose every day one of you in 
your dealings has to in defiance of his 
first instinct pull up and say, “Oh, look, 
here is something I want to do which 
I don’t think I can do on account of this 
law. Therefore I can’t enter into tne 
agreement.” 

You can’t enter inf® an agreement in 
the ordinary course of business, but I 
suppose an arrangement can be substi- 
tuted for the agreement which is not an 
agreement but which amounts to the same 
thing; that is if a wholesaler doesn't 
maintain the price list set by the manu- 
facturer the manufacturer can refuse to 
deal with him any more. Of that right, 
he can’t be denied. How that is going 
to work in practice, I don’t know; prob- 
ably you know better than I do. Per- 
haps it hasn’t had long enough to operate 
to be able to say, but it should operate 
about the same as the agreement operated. 


Therefore, why not say the agreement 
was lawful? , 

The court also condemns certain 
methods by which the maintenance is 


enforced, namely, by the supervision by 
agents, inspectors and so on of sales and 
sub-sales by identification marks on pack- 
breaches of the under- 


ages, by which a Z 
standing may be _ discovered. Now the 
court condemns that, too. In_ spite of 


that condemnation if a manufacturer who 
has an eye to his business is not going 
to be deceived as to who is keeping his 
understanding and who isn’t he is going 
to get that information somehow or 
other. Somebody who is hurt by it is 
going to let him know; that is to say, if 
a manufacturer upplies a wholesaler and 


the wholesaler doesn’t keep his agree- 
ment, some other wholesaler is ‘going to 


find that out and let him know. It is 
impossible to keep that information away 
from the manufacturer, if the manufac- 
turer is alive to his business and if the 
other wholesalers are alive to theirs. 


Now, I suppose strictly speaking that 
is unlawful but it is going to be done, 
What law can prevent a rival whole- 
saler from giving that information? He 
is going to do it in self-defense, and I 
don’t suppose the manufacturer can re- 
fuse to receive that information, so that 


when the Supreme Court has set a stand- 
ard of conduct it has, I most respectfully 
venture to say, set an impossible stand- 
ard. If I may refer to golf, it has seta 
par standard instead of a bogey standard, 
And as we are all human beings, with 
human weaknesses, we are probably going 
to follow the bogey standard rather than 
par standard in our business. 

I am telling you what the law is. I 
am not trying to counsel infractions of it. 


I am only saying the human conduct and 
human instincts being what they are, I 
don't see how the business, the manu- 


facturing world, is going to escape a sys- 
tem of doing business which is an infrac- 
tion of the commands of the Supreme 
Court, but I don’t th!nk is infraction of 
its essence, You have go to read this 
pamphlet very carefully and abide by it; 
if you do that, you can’t get into any 
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trouble. Specific cases are always going 
to arise which it hasn’t been possible to 
cover in general statements. When you 
are in a situation of real @oubt, why, you 


have to consult counsel, but I should 
think in the ordinary conduct of your 
business you may now feel free to go 


ahead without a lawyer by your side and 
nobody will congratulate you more warm- 
ly on that than I, who am a lawyer my- 


self. I consider my business to keep it 
where it belongs, and not try to inflict 
it on business men in the conduct of 


their business. 


President Moxley:—It is certainly a 
very great pleasure to have you with us 
and enlightening for us to hear you. I 
suspect that there are some questions in 


the minds of some of our men on which 
they would like enlightenment. (There 
were no questions). There being no 


questions, we will take up the discussion 
of Mr. Crounse’s report. 


F. C. Groover :—Isn't it a fact that the 
Secretary of the Treasury and the Pro- 
hibition Commissioner would be appoint- 


ed by the President and be subject to 
him? 

Mr. Crounse:—Certainly, in a broad 
way. 


Mr. Groover :—Why should we fight the 


President 
at the informal meeting. 


bill if they are both subject to the same 
man? 

Mr. Crounse :—Because of the fact that 
the President of the United States is the 
busiest man in the world. Practical ex- 
perience has shown that it is an imprac- 
ticability to bring matters of detail to his 
attention. His private secretaries. will 
so inform you. You never have oppor- 
tunity to take a matter such as would 
arise here to the President of the United 
States. You rarely have opportunity to 
take it to the Secretary of the Treasury. 
Therefore, we have Blair, the Commis- 
sioner of Internal Revenue, who knows 
the law, knows our peculiar situation, and 
has repeatedly given us the time neces- 
sary to present our facts to him, and 
over-ruled his subordinates. 

Mr. Groover:—lIn well-regulated busi- 
ness houses we have one man to go to 
who is responsible for that department 
and not three. 

Mr. Crounse :—Absolutely! 


Mr. Groover :—Wouldn’t the Presiden’ 


have one man to hold responsible for 
this enforcement rather than twp or 
three? 

Mr. Crounse:—The illustration you 
have used is the line of demarcation, the 
most salient one between a business or- 


ganization and a political organization. 


Moxley :—Further discussion of this report will follow this afternoon 


There is another matter to be discussed at this time; that is the approval of the 


Constitutional Amendments that have been posted for twenty-four hours. 


Will the 


secretary please read the first amendment? 
Secretary Waterbury then read the amendment to Article II of the Constitution 


(see page 21.) 


President Moxley :—I will ask you to vote on the amendment to Article II of the 


Constitution as read. All those in favor will please say ‘‘aye’; contrary, ‘“‘no.”” The 
“aves” have it and it is so ordered. 7 

Secretary Waterbury then read the amendment to Article XV (see page 23). 

President Moxley :—You have heard the proposed amendment; all in ravor signify 
by saying “aye’’; opposed, “no.” The “ayes” have it, and it is so ordered. 

The report of the Special Committee on Prohobition Problems is next, Dr. Wm. 


Jay Schieffelin. 


Dr. Schieffelin is in Europe: 


he !teft without leaving his report. 


__ Mr. Crounse :—I want to say I saw Dr. Schieffelin before he left, and he assumed 
vis activities would be covered in the Legislative Committee’s report, as they have 


been. 


President Moxley :—The committee is to be continued as an emergency body. 


I have to ask your indulgence for a few moments further. 


Prof. Newcomb of the 


American Pharmacutical Association, who is very energetic and very much interested 
in the erection of a building, has come over from Washington, and has been waiting 


all the forenoon to address you. 
realize you are pretty 
give Mr. Newcomb five minutes. 


I was not conscious 
well worn with the strenuous session we 


and while I 
had, we will 


of that fact, 


have 


Pharmacy Headquarters Plan 


Prof. E. L. 


Newcomb :—I will not keep you five minutes. 


Time is not opportune 


and my voice is not in proper condition to give the address which I hoped I would 


have the opportunity of making. 


I want to leave two or three thoughts with you: first, there is a proposal to estab- 


lish a headquarters for American pharmacy. 


It is not new. It has been discussed 


for twenty years; second, the present proposition is not a move to put a building in 
Washington; the location of the building to be established will be determined by 
democratic vote of the members of the American Pharmaceutical Association, and all 
who contribute $25 or more receive a year’s free membership and are entitled to vote. 

This understanding is not so much an undertaking to bring together concrete steel. 
cement, as it is to establish a means for us to co-operate, for us to bring into 
active co-operation the ten national associations in this country. 

I am interested in your program, and this morning nearly every speaker brought 
out the importance of our co-operating with the retailers, the wholesalers, the man- 


ufacturers, even the teachers, and other branches of pharmacy. 


If through this 


headquarters building we can bring into closer co-operation all of these different 


branches of pharmacy, we may begin to 
which we are discussing here. 


hope to solve some of these big problems 


For twenty years we have been working against each other instead of with each 


other; manufacturers have taken 
stand between. 


ors one side, retailers another, and the wholesalers 
This is a means of bringing about closer co-operation, and I hope at 


your meeting you will give it your whole-hearted endorsement and ask your members 
to contribute to it and back it up as readily as they can. 
It is a service to all American pharmacists and that is the way we want it to 


work out. 
President Moxley :—I 


thank you very 


much, Mr. Newcomb. It was a great 


pieasure to have heard you, and I apologize for the delay. 
_ Secretary Waterbury :—The Department of Commerce is going to send over Dr. 
Foote to deliver a talk tomorrow morning on the problem of simplification in the drug 


*yade. 
The session was adjourned at 


2 o'clock. 


Thursday, September 25 


Fourth Session, Thursday Forenoon 


The meeting was convened at 9:10 o’clock, with President G. 


chair. 
President Moxley:—The meeting will 
reading of the minutes of yesterday’s 


come 
meeting, 


3arret Moxley in the 


to order, please. 


please, 


We will have the 


Secretary Waterbury read the minutes of the third session. 


President Moxley :—You have heard the reading of the minutes; what is your 
vleasure? ; 

Frank E. Bogart :—I move they be approved as read. 

(The motion was seconded. ) 
F President Moxley :—All those in favor signify by saying “aye”; contrary, “no.” 
The ‘‘ayes” have it and it is so ordered. 

Messages from Absentees 
President Moxley:—I have three communications: one from Lucien B. Hall, 


who says’'— 


I was pleased and deeply touched on receiving the kindly greetings of the members of the 


National Wholesale Druggists’ Association, 
and pleasant meeting. 


One from Fred L. Carter :— 


Many thanks for the kind wishes of the N. 


conveyed 
you, my good friend of the convention, of my 


to me in your telegram, and I assure 
sincere wishes for a most successful, profitable 


W. D. A. Please express to the convention 


my kind wishes for the success of the meeting, and my individual regards to all the members. 
We also have a letter from Dr. William Jay Schieffelin, dated September 12 in 

France, regfetting his inability to secure steamer accommodations that would put him 

here ir time for this meeting, and wishing you good luck and a successful meeting. 


I am sure we have all missed these gentlemen very greatly during the week. 


It 


is unfortunate that we can’t all arrange our affairs so that every member can always 


attend our conventions. 


The next order of business is the report of the Committee on Quality of Medicinal 


Products, J. L. Hopkins, chairman. 


Secretary Waterbury presented the report of the Committee on Quality of Medicinal 


F'roducts by title. 


The entire report follows :— 


Report of Committee on Quality of Medicinal 
Products 


The committee on quality in preparing 
its report for this meeting of the N. W. 
D. A. approached its assignment from a 
position at least different from the reports 
of recent years. It is perhaps of interest 
to hear about specific articles and to learn 
of their individual shortcomings. But, 
however, interesting it may be, at the best 
it is a recital of ancient history. The 
effect of the defects has passed; the fail- 
ure of quality for a year past is rather too 
dusty to be brought to the association 
now. The past has gone, the present is 
ours, and the future belongs to the Lord, 
Specific instances of poor quality are of 
interest when discovered. Could the mem- 
bers of the association be promptly in- 
formed when poor quality is discovered in 


any material, great good would result. 
But the same developments are rather 


musty twelve months later; to recite them 


serves little purpose if the year to come 
is of greater importance than the one 
ended. 


_ With the thought, the purpose, of help- 
ing members of the N. W. D. A. during 
the coming year, the committee has 
worked along slightly different lines. It 
submits the following findings :— 

The quality of raw materials for man- 
ufacture of drugs, fine chemicals, medici- 
nals, proprietary remedies and allied com- 
modities has steadily improved. Main- 
tenance of standards higher than those re- 
quired by law, in many instances, and 
above those commonly established in trade 
practice in others, has not abated in the 
slightest, continued watchfulness is the 
price of high quality raw materials. Along 
with watchfulness has gone a propaganda 
of education as to what the word “Qual- 
ity’ means in terms of the United States 
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Government edit on one hand and the 
trade understanding of the term of the 
other, The net result has been a steady 


improvement in the quality of merchan- 


dise provided for manufacturers and other 
consumers, 


The past year has not failed in these 
respects. Viewed narrowly, the record 
could easily be primed with instances in 


which standards of quality have not been 
closely adhered to. But when considered 
broadly, it can be safely declared that 
quality standards have been more care- 
fully watched, more successfully main- 
tained, and have been less a commercial 
problem than might have been reasonably 
expected, 

This satisfactory situation is the result 
of two factors. One is the care and labor 
which importers and dealers have exer- 
cised through their laboratories; the other 
is the education of shippers as to what 
our quality standards are and then hold- 
ing the shippers to a “strict accountabil- 
ity” on all merchandise bought. 

It is probable that those assembled 
here do not quite appreciate the fact that 
large amounts of money are spent an- 
nually on the maintenance of quality 
alone. No merchant of high rating can 
afford not to maintain an extensive and 
very expensive laboratory in which raw 
materials are analyzed, classified, iden- 
tified, tested for physiological and bio-. 
logical properties, and through which 
adulteration and impurity is run down sci- 
entifically. 


Crude Drugs Practices 


Crude drugs afford a forceful 
tion of this watch-dog service. Dealers 
in crude drugs may roughly be divided 
into two classes—those who maintain 
laboratories and those who do not. No 
crude drug merchant of the first order 
is without laboratory equipment. 

These laboratories are maintained to es- 
tablish the exact character of all mer- 
chandise purchased, either in this coun- 
try or abroad. Complete and adequate 
examination is made for one purpose 
only; to provide the manufacturing con- 
sumer and others with crude drugs of the 
highest quality. By eliminating spurious 
goods, they can guarantee the quality of 
merchandise. The laboratory is the mer- 


illustra- 


chants’ insurance against low quality 
goods. It is also the manufacturing con- 
sumers’ assurance against formula trou- 


bles, against breakdown of manufactured 
products, and against loss of sales which 
follows close on the loss of confidence 
on the part of the ultimate consumer. 
Uniformity in the manufacture of the 
finished product can only be assured by 
using crude material sold by firms which 
maintain facilities for determining stand- 
ard qualities. 

The laboratory is an expensive protec- 
tion of quality and one which some crude 
drug dealers do not provide. This brings 
up the second of two classes of crude drug 
dealers—those who do not maintain a 
laboratory. 

This class of dealers sell on sample, or 
sign unseen—and make much of the 
phrase ‘“‘Passed by the Department.” In 
approaching buyers, they stress the fact 
that they maintain no expensive organi- 
zation such as a laboratory, office, and 
sales force. Hence, they assert they can 
sell at prices lower than those who do. 
They allow the buyer to infer that all 
question of quality is settled when Uncle 
Same “passes” their consignments. Be- 
cause the government fails to reject any 





given lot of merchandise, when it arrives 
from abroad, the buyer is allowed to 
believe that the merchandise is per se 


U. S. P. in quality and is backed by the 
Department of Agriculture and its Bureau 
of Chemistry. 

This phase of commerce is one which 
has grown during the past year; the prac- 
tice is dishonest, misleading and false, 
no matter who is guility of it—whether it 
be the largest house or the chap with his 
office ‘‘under his hat’—and it would sur- 
prise you to know how much office space 
is staked out “under the lid.” 

The committee has thought it wise to 
dwell somewhat on the phrase “Passed by 
the Department.” Foreign merchandise 
imported through the customs and regu- 
lated by the Pure Food and Drug Act is 
handled according to law. The law says 
that 10 percent of each shipment is to 
be examined by the government through 
the Bureau of Chemistry. On this ex- 
amination goods may be admitted or re- 
jected. But the fact that merchandise has 
been “Passed by the Department” does 
not mean “Quality guaranteed by the 
United States Government.” It does not 
label the merchandise ‘U. S. P., it does not 
eliminate further examination by the de- 
partment any time and anywhere, it is 
not a final_stamp or guarantee of qual- 
ity. The ph¥ase does mean that the mer- 
chandise may be admitted to the coun- 
try and it means nothing more. The risk 
of sale, the establishment of quality, and 
the danger of penalty still remain—and 
remain on the shoulders of the importer, 
not on Uncle Sam or his agents. At any 
time and in any place—in either the ware- 
house of the importer or the factory of 
the manufacturer—government inspectors 
are entitled by law to draw samples, to 
have them analyzed and at their discretion 
to prevent the sale or manufacture of 
merchandise which previously has been 
“Passed by the Department.” 

The buyer of merchandise ‘‘Passed by 
the Department” has no guarantee that 
he may use it for manufacturing purposes. 
At any time between arrival] in this coun- 
try and the ultimate consumption of the 
manufactured goods, the government may 
step in and halt the sale of any given 
lot in either crude or manufactured form. 

It is to prevent these troubles—they 
weigh as heavily on the buyer as on the 
seller—and to provide merchandise of un- 
questioned quality that laboratories are 
maintained. They are the only means by 
which quality can be established and 
maintained; they provide the buyer with 
insurance against low grade goods; they 
permit the importer to stand back of his 
goods from the time he offers them for 
sale until the manufacturer works them 
up into his product. 

The phrase “Passed by the Depart- 
ment’’ means only that the goods so ae- 
scribed have been admitted into the coun- 
try. Dock examination means nothing: 
it is only the laboratory that can examine 


goods botanically, chemically, physiolog- 
ically, and _ biologically. The phrase 


Passed by ihe Department” is not a sub- 
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nor 
the 


work of the chemist 
the responsibility of 
quality of his goods. 


for the 
it lesse1 


the 


**100 Percent” Stuff 


While speaking about phrases, there is 
another which ought to be defined. This 
expression, ‘Insect Powder 100 per- 
cent The description is all too prev- 
alent and means exactly nothing as a 
basis on which to buy goods. The term 
is contrary to the regulations of the In- 
secticide and Fungicide Department. — It 
certainly is not a bar to misrepresentation 
of insect powder nor is it a standard on 
which buyers may depend. 

Insect powder has properly four descrip- 
tions:—(1) powder made from_ closed 
flowers; (2) powder made from half closed 
flowers: (3) powder made from open flow- 
ers, and (4) powder made from both flow - 
ers and stems. Powder is priced in the 
order named, with powder from closed 
flowers commanding the highest figures. 
milled from flowers and stems 
mixed being cheapest. The term “Tnsect 
Powder 100 percent” is a misnomer and 
a false description which cover the lowest 
grades of powder and places the lowest 
grade on the same basis with the highest 


for 


is the 


and powder 


quality. y 
“Where quality is of paramount impor- 
a warning against buying on the 
of price alone may not be out of 

Owing to the increasing number 
dealers in botanical drugs, there 
is a tendency to talk prices and to forget 
quality as the basis of purchase. Granted 
that a good buyer seeks the most favor- 
able price, it does not always follow that 
the most favorable is always the cheapest. 
Not even the guarantee that an article is 
strictly U. S. P. in quality can be used 
always as a measure of the ‘“‘most favor- 
ab'e price.” 2otanicals used for the ex- 
traction of alkaloids—belladonna, for ex- 
specially hard to price on a 
nd at the same time to 
opportunity to decide 
which of several prices is the most advan- 
tageous. For example, U. Ss. P. bella- 
donna may be purchased at 23 cents per 
pound and still not be so cheap as an- 
other lot at 25 cents per pound. The 
alkaloidal content is the important thing, 
plus the cost of extraction and manufac- 
ture. High test goods may often be 
“cheaper” than goods merely U. S. — 
although the actual purehase price may 
be higher. There is a growing tendency 
to sell many articles on a unit basis: it is 
unfortunate that the practice is not gen- 
eral. 

Here again 
quality, and 
oratory is in 
just what it 
time may be 


tance, 
basis 
place. 
of small 


ample—are € 
per pound basis ar 
allow the buyer 


comes in the question of 
only the house with a lab- 
a position to state definitely 
is selling and at the same 
responsible for what is sola. 
In principle, this applies to all botanical 
merchandise, and to buy only_on the basis 
of price is often to pay the highest cost. 
Further, the cost of merchandise is strict- 
lv relative to its quality. Quality is econ- 
omy: therefore, let quality govern the 
price—not the price govern the quality. 

So far as general quality of crude drug 
merchandise is concerned, it is growing 
steadily better each year. Foreign ship- 
pers have been taught what is demanded 
of them with respect to quality; measures 
have been devised to force them to con- 
form with our standards. There is very 
little trouble experienced with o'd estab- 
lished shippers: they know what will be 
accepted here and govern themselves by 
that knowledge. 

Since the war, sd y 
shippers have sprung up abroad. They 
are mostly without knowledge of our 
standards of quality—nor are they alert to 
post themselves in that respect. They 
trv to “get away with something” time 
and time again; they do not often de- 
velop into responsible shippers. For this 
importers in this country guard 
by doing business mostly throt gh 
their foreign connections of many years 
standing. The “fly-by-night” abroad has 
had and still is having as hard a row to 
hoe as those in our country- and there 
are plenty of them left 

To assure a supply of goods unques- 
tioned as to quality it is the part of wis 
dom on the part of buyers to purchase 
only from established and responsible 
dealers in this country; to be vigilantly 
on guard against the meaningless phrase 
“Passed by the Department and to buy 
on the basis of quality and test, not on 
lowness of price alone 


Manufactured Products 
In the field 


however, Many new 


reason 
quality 


So much for raw materials. 
of manufactured goods produced in this 
country, it is common experience that 
high standards have been secured and are 
being maintained.’ Medicinal products as 
a whole have either remained at the ex- 
cellence heretofore established, or have 
been improved. All leading manufac- 
turers have exceptionally well equipped 
research laboratories with a staff of 
scientists whose duty it is to improve 
quality of manufactured products, to 
guard against unconscious loss of merit, 
and to devise better methods of manu- 
facture. The American manufacturer of 
drugs and fine chemicals has achieved a 
reputation of which he is jealous, More 
time and money than eve! have been 
spent in safeguarding it during the past 
year. And owing to the fact that some 
products of foreign manufacture show a 
distinct loss in quality, it is well and 
necessary that the American producers 
safeguard the interests of their buyers 
by zealously maintaining the high stand- 
ards of quality to which they have at- 
tained. 
Experience past year sug- 
geSts that buyers examine carefully all 
goods proposed at “cheap” prices. More 
often than not a microbe of trouble lurks 
beneath the low figure. For competition 
has been very keen; it will continue to 
be so. If price alone were the sole basis 
of decision, many products of American 
manufacture would be pushed into ob- 
livion by the cheapness of some foreign 
goods. Fortunately, such foreign mer- 
chandise has been cheap in more than 
price This fact has permitted Ameri- 
can manufacturers to find a market for 
their products at prices higher than those 
t W ! the foreign goods could be 
ht t is quite evident that In Europe 
I on has paid to keeping 
production < low than has been de 
voted to maifftaining high quality 
Bri mides excellent 


during the 


more ttent } 
ore atten been 


‘osts 


ferve as an 
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tration of this point. For months Ger- 
man bromides undersold the domestic 
product so sharply that ordinarily Ameri- 
can goods could not have found a mar- 
ket. They still continue to undersell them, 
too. German potash bromide today sells 
around 25 cents per pound, while the 
American article commands 37 cents per 
pound. Soda is in the same relative po- 
sition The ability of domestic manu- 
facturers to sell goods has rested solely 
on quality. Foreign bromides have not 
crushed the domestic industry because for 
medicinal purposes the quality of Ameri- 
can bromides is so much superior to the 
German article that buyers have been 
eager for American salts at a _ sharp 
premium over the prices of foreign goods. 

The important fact to remember is that 
the quality of much foreign merchandise 
has been sacrificed in order to manu- 
facture cheaply. Over the past year 
there has been no loss in quality of 
American drugs, fine chemical and 
pharmaceuticals; on the contrary, there 
has been distinct improvement. And de- 
spite the competition which lower prices 
on foreign goods make _ possible, the 
quality of domestic products has pre- 
served the industry. 

These conditions will prevail over the 
next year. Buyers ought to allow quality 
a predominating place in determination 
of buying values. 


Essential Oils 


about oils may be of 
year, essential 
from pri- 
and the quality 


essential 
the past 
obtainable 


A word 
interest. During 
oils were readily 
Mary sources of supply 
in Most instances was satisfactory. Im- 
porters co-operated with the Department 
Agriculture to the end that none but 
standard quality merchandise should 
reach the consuming trade. Few com- 
laints respecting adulteration were re- 


of 


this satisfactory 
Citronella oil was 
pine oil and al- 
fact was that in 
article were 


Certain exceptions to 
condition were noted. 
found adulterated with 
cohol. The unfortunate 
the past, standards for this 
established on a which accepted 
something less than a pure product. Buy- 
ers were principally to blame because 
pure oil would cost but a few cents more 
per pound, they allowed importers to es- 
tablish an adulterated article as standard 
for the consuming needs. But when the 
orgy of adulteration in Ceylon sent to 
the Lonton and Néw York markets oil 
so highly doctored as to be dear at any 
price, the British and American mer- 
chants rebelled. Higher standards were 
set and high adulteration was abandoned. 
The result was the development of a 
market for pure oil in addition to that 


The next 
Ben Exley, 
have been 


basis 


order 


Moxley: 
Wheeling, 


President 
on Transportation, 

jen Exley :—We 
made up largely of statistics. There 
“Statistics is the science of averages.’ 
assembling and classifying facts.” The 
familiar, end which may be termed the 
“There are lies, there are damn lies, and 

It is-possible that some of you 
clusions of your committee, in which 


’ 


of business 
chairman. 
hearing considerable 
are 
Another 
third 
common 
then come statistics. 
gentlemen 
case 


for oil merely meeting the Schimmel test. 
By accepting something less than pure 
oil as a standard, buyers encouraged 
adulteration in Ceylon to go the limit. 
Other oils showing adulteration were 
rosemary U.S.P., thyme, and spike lav- 
ender, Tests proved that “below cost” 
products were adulterated with ordinary 
distilled oil of yellow pine, and, in some 
instances, with by-products from the 
manufacture of terpineol. Unfortunately 
some of these adulterations originate in 
this country, but in most instances the 
adulterated oils came direct from Spain 
and other producing countries. 

Mention ought also to be made of pep- 
permint oil. Due to the high cost of 
Japanese menthol, large quantities of 
American peppermint oil were sold to 
manufactures for production of American 
menthol last yéar. The by-product of 
this American development was a highly 
dementholized peppermint oil which was 
sold in competition with oi] of full men- 
thol content. The lack of quality in the 
dementholized oil was cloaked in a garb 
of price concessions. Such prices gave 
rise to the question—‘Whose oil is it?” 
which became common during the year. 

That is ancient history and would 
mean nothing were it not almost certain 
that American manufacturers will again 
produce mentho! this fall and winter; the 
price of Japanese menthol at this time 
encourages the idea. This means that 
by-product oil will again be in the mar- 
ket and suggests that the purchase of 
peppermint oil on the basis of price alone 
should be abandoned. It has Deen the 
intention of the Committee on Quality 
to make its report truly helpful to mem- 
bers of the association during the com- 
ing year. In its judgment, the experi- 
ence of the past twelve months crystal- 
izes into the following guide posts to 
quality for the twelve to come:—(1) 
Cheapeness of price should always be 
gauged by the question of quality—and 
quality is remembered long after price is 
forgotten; (2) quality of foreign, mer- 
chandise has been sacrificed to reduce 
production costs in many instances— 
hence be @specially watchful of foreign 
goods at very low prices; (3) discard 
the phrase “Passed by the Department” 
as a guarantee of quality—it guarantees 
nothing regaMing the quality of crude 
drugs, fine chemicals, pharmaceuticals, 
medicinal, or essential oils; (4) allow 
quality considerations the largest influ- 
ence when testing for “favorable” prices— 
high quality is often vigorous economy; 
(5) rest on the shoulders of responsible 
merchants the decisions as to quality— 
they spend time and money to maintain 
standards of quality and their zeal in 
this respect is insurance that goods pur- 
chased will be exactly as represented. 
1s the report of the Committee 
about statistics. This report is 
definitions of statistics. One is, 
is, “Statistics is the science of 
with which you are all more or less 
or garden variety of definition is, 


” 


several 


of the con- 
accept 


with some 
course, to 


not agree 
privileged, of 


may 
you are 


which ever definition may best suit your views. 
Mr. Exley then presented the prepared report of the Committee on Transportation 


us follows: 


Report of Committee on Transportation 


Volume of Railroad Traffic 


The volume of traffic during 1923 was 
the largest in the history of the railroads 
of this country. Carloadings were 49,- 
814.970—an average of almost one mil- 
lion per week. This represents an in- 
cr of 10.14 percent over 1920, 26.7 
perc over 1921 and 15.3 percent over 
1922. It is interesting to note that three- 
fifths of the total comprised miscellan- 
eous merchandise and 1. ec. 1. loadings. 
In the first seventeen weeks of 1924 car- 
loadings amounted to 15,086,484, a s 
increase over the same period of 
Since the first of April carloadings, 
the average, have not equaled the re 
of 1923, although representing a consid- 

increase over 1922. The number of 

per loaded car moved in 1923 was 
compared with 26.9 for 1922. There 
increase in the number of 
per train ‘he aver miles per 
per day in 1923 were 27.8 compared 

23.5 in 1922 and 25.1 in 1920. This 


the record of any previous 


Railroad Service 


this 


ase 


nt 


also an 


volun 


unsuaily 


thstanding 
ribution and 
maintained, there being few 
plaints than usual On May 
there were four times as Many 
locomotives as there were the 
fore and twenty-four times as 
plus freight cars Stable and 
operation was, therefore, possible 
congestion than ever before. 
questionnaire forwarded to 
membership of your transportation 
which is well distributed geo- 
graphically, unanimously reported that 
service in 1923-24 represented consider- 
able improvement 1922, and at the 
present time is sfactory. Transporta- 
tion conditions ] and de- 
liveries in most cases are prompt. 


enormous 
supply was 
com- 
1924, 
surplus 
year be- 
many sur- 
economical 
with 
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Maintenance and E.quipment 


sums dur- 
equip- 


Was a 


railroads expended large 
past year for additional 
ment and improvements There 
large number of new and. locomo- 
tives installed than for many years past, 
more than twice as many cars having 
been put into service as in 1922 and three 
times as many locomotives. The Inter- 
state Commerce Commission reports tota] 
expenditures for maintenance of way and 
structuf@s and for maintenance of equip- 
ment during 1923 of $1,953,522,770.00, an 
increase of more than fourteen percent 
over 1922, Capital expenditures as re- 
ported by the American Railway Asso- 
ciation covering new equipment and im- 
provements for 1923 amounted to $1,059,- 
149,426.00, while authorized expenditures 
for same s to April 1, 1924, 
amounted to 100,000.00. According 
to the Bureau of Statistics of the In- 
terstate Commerce Commission the rail- 
roads paid for labor during the first 
three months of 1924 about $50,000,000.00 
less than in 1923, and handled approxi- 
mately the same volume of traffic. the 
essened expense being largely due _ to 


The 
ing the 


cars 


the excellent condition of the equipment. 
It seems fair to assume, therefore, that 
expenditures for maintenance and upkeep 
were in proportion to the vast traffic 
moved and were amply adequate. How- 
ever, your committee is advised that a 
number of carriers have cut appropria- 
tions for the above purposes recently. 


Operating Expenses 


for 1923 amounted 
compares with 79.4 
percent in 1920 and 
1916. 


The operating ratio 
to 78 percent, which 
percent in 1922, 94 
approximately 65 percent in 


Claims Against Carriers 


Members of your committee have unan- 
imously reported that claims against 
carriers during 1923-24 have been ad- 
justed with reasonable promptness and 
settlements show considerable improve- 
ment over the past few years February 
19, 1923, the United States Supreme 
Court rendered a decision to the effect 
after two years the right of a ship- 

recover over-charges from a car- 
rier is barred. The same section of the 
transportation act provides that after a 
period of three years carr cannot re- 
cover over-charges from shippers. Large- 
ly through the efforts of the Industrial 
Traffic League this Inequality to shippers 
was remedied by the Smith bill which 
passed both houses of Corgress and was 
signed by the President June 7, 1924. It 
makes both periods identical. 


Railroad Labor 


The railroad employe receives approxi- 
mately 100 percent higher “wages now 
than before the war with a shorter work 
day In 1916 the average railroad em- 
ploye worked 38,148 hours and received 
$868.00, In 1923 the average employe 
worked 2,584 hours and received $1,588.00. 
interesting to note that the aver- 
age wage paid to the highly organized 
transportation employe train and engine 
ervice—in 1923 was § 83.00, that 
the mileage not run but paid the 
carriers amounted to almost per- 
cent of mileage actually run. state- 
ment is sometimes made that compensa- 
tion under governmergt control was high- 
er than now. This is erroneous The 
average wage per hour paid tn 1919 was 
5544 cents, which compares with 61 cents 

hour in 1973. The railroad labor 
organizations, however, during the recent 
session of Congress sponsored the Howell- 
irkley Bill, which had for its object the 
elimination of the Railroad Labor Board 
with which, apparently, they are disatis- 
fied. The present board consists of three 
members representing the public, three 
members the employes and three the rail- 
roads. The Howell-Barkley Bill proposed 
to set up four boards of fourteen mem- 
each, none of which represented the 
public. However, this bill failed of pass- 
age, although supported by the “Farm 
Bloc” which, strangely enough, at the 
same time insists that rates must come 
down, Recently the engineers and fire- 
men on the western roads have declined 
to recognize the authority of the Rail- 
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road Labor Board in adjusting a dispute 
with the western roads regarding rules 
and wages. 


Railroad Rates 


As usual considerable complaint is 
made regarding rates, particularly by the 
farmers of the west and northwest. 
Farmers complain that the high cost of 
transportation is partially responsible for 
lack of a fair return on their products. 
The Railway Association, on the other 
hand, claims that the rate reductions in 
grain made in 1922 failed to benefit the 
farmers and that if the enormous traffic 
of 1923 had been carried at the rates 
prevailing in 1922 it would have cost the 
public $650,000,000.00 more than it ac- 
tually did. They point to earnings as 
proof that further .reductions are out 
of the question. July 17 the appeal of 
ten western states headed by the State of 
Kansas for radical rate reductions in 
grain, grain products and hay was re- 
fused by the Interstate Commerce Com- 
mission which held that the financial con- 
dition of the carriers did not justify the 
step, while it also held that the financial 
condition of the western grain farmer 
was slowly improving, relieving him of 
the necessity for the reduction. 

We are all interested in cheap trans- 
portation and while everybody agrees that 
the rate structure should be readjusted, it 
is apparent that this should be done by 
experts and not by politicians. As pointed 
eut by your committee in its report of 
last year the question of rates may well be 
left to the determination of the Inter- 
state Commerce Commission, and _ the 
question of wages to the Railroad Labor 
Board Both of these bodies have proved, 
on numerous occasions, their impartial at- 
titude in disputes and their solicitude in 
protecting the interests of the public. 

Of interest to the drug trade was the 
attempt of the Classification Committee 
to reclassify and materially increase rates 
on essential grouping these oils in 
three divisions according to the selling 
price, making it necessary to pack in sep- 
arate where a shipment consisted 
of an assortment of essential oils valued 
at $5.00 or more per peund would be 
limited to $5.09 per pound in case of dam- 
age. Hearings were held during the lat- 
ter part of Jannary and owing te vigorous 
protests by those interested—particularly 
the essential oil trade—no further action 
has been taken in this matter. 


Mileage Ticket 


Doubtless our members’ will  recal? 
that the International Federation of Com- 
mercial Travelers’ Organizations secured 
the passage of a bill through Congress 
which was signed by the late President 
Harding, authorizing the Interstate Com- 
merce Commission to order the carriers to 
universal interchangeable mileage 
ticket of some kind, at a just and reason- 
able rate, same to be determined by the 
commission, Later the commission ordered 
the issuance of a 2,500-mile ticket with a 
discount of 2@ pereent from the regular 
passenger tariff rates. A number of car- 
riers petitioned the Federal Court of Mas- 
sachusetts for an injunction restraining 
the commission’s order from going into 
effect. The court issued the injunction 
and the case was appealed to the Supreme 
Court of the United States, which, on 
January 9 last, sustained the findings of 
the lower court. The federation then 
filed a petition for a rehearing which 
was granted on the 3rd of March last. 
This hearing was to have been held on 
June 4, 1924, before Commissioner B. H. 
Meyer, in the office of the commission at 
Washington, D. C., but was postponed, A 
final hearing is to be held before the 
commission in Washington, D. C., on Sep- 
tember 24, and the federation is hopeful 
that the mileage ticket will be issued by 
January 1 5 

The federation is also busily engaged in 
an effort to remove the Pullman. sur- 
charge, a step which has been recom- 
mended by the chief examiner of the In- 
terstate Commerce Commission. 
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Consolidations 


transportation act of 1920 se 
section 5 of the Interstate Com- 
provide for the voluntary 
consolidation of railroads when and a: 
approved by the Interstate Commerce 
Commission subject to the following re- 
quirements = 
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further safeguards the financ- 
ing of the consolidated properties and also 
tates that the anti-trust laws, State and 
Federal, shall not operate to prevent rail- 
road consolidations approved by the com- 
The progress made by the Inter- 
state Commerce Commission in carrying 
out the consolidation provisions of the 
transportation act thus far consists chiefly 
in tentatively outlining a comprehensive 
plan and conducting hearings thereon. The 
railroads have prepared, and have sub- 
mitted at these hearings, elaborate sta- 
tistical exhibits intended to place in the 
record a full statement of the facts in 
regard to operation and traffic and finan- 
cial questions that have a bearing on the 
proposed plan, and representatives of 
chambers of commerce, trade and traffic 
organizations have appeared at all these 
hearings to present the views of shippers 
January 12, 1924, the commission fin- 
ished hearing arguments regarding the 
general consolidations proposed. The next 
step is to prepare the final plan of con- 
solidation contemplated in the transpor- 
tation act. Tentatively the commission 
out a plan for the creation of 


law 


mission 


has laid 
some twenty combined systems, each one 
to be grouped around one of the existing 
larger ones, except in New England where 








IN CHEMICALS, DYESTUFFS, 


it has been suggested that all railroads be 
placed in one group. As existing railroads 
differ widely in characteristics and operat- 
ing conditions, it follows that they must 
be consolidated into systems of e ual 
strength. The primary purpose of con- 
solidation is to make public regulation 
of the carriers effective, and the public 
is expected to benefit by resultant econo- 
mies in operation and maintenance as well 
as improved service and the preservation 
of the principle of competition. 


Railroad Earnings 


The improved conditions of the carriers 
is reflected in their earnings during 19238, 
which amount to 5.10 percent on invest- 
ment, as shown by tentative valuation 
fixed by the Interstate Commerce Com- 
mission, which is based upon pre-war 
costs. This can scarcely be considered an 
adequate, let alone an excessive, return. 
It compares with 5.13 percent in 1917, 
-08 percent under government operation 
in 1920, 2.05 percent in 1921, and 3.82 per- 
cent in 1922. Not since the transporta- 
tion act of 1920 went into effect have the 
roads earned the fair return of 5.75 per- 
cent prescribed by the Interstate Com- 
merce Commission. Statistics show that 
they have earned only two-thirds of this 
fair return since the act became effective. 
Strangely enough there seems to be a gen- 
eral impression that under this provision 
of the Esch-Cummins law the governe- 
ment has given a general guarantee of a 
fixed return upon railroad property. The 
Interstate Commerce Commission does not 
state that every railroad all have 5% 
percent return on the valu® of its prop- 








erty but that all of the railroads taken 
together wiil be permitted to earn 5% 
percent annually upon the value of all 


their property used in transportation, if 
they can. This is in no sense a guar- 
anteed return. The recapture clause of 
section 15-A of the transportation act 
provides that should any company earn 
more than 6 percent on its property value 


as determined by the valuation act (the 
author of which, by the way, is Senator 
LaFollette), one-halt of the excess must 


be surrendered to the government. Under 
date of January 7, 1924, the United States 
Supreme Court upheid the constitutional- 
ity of the recapture clause and it, there- 
fore, will undoubtedly become effective. 


Railroad Legislation 


Politics seems to play a large part in 
the destinies of the railroads. Stability 
and orderly progress make no appeal as a 
political program. Indeed, such a condi- 
tion is usually ‘‘deplored’’ and ‘‘viewed 
with alarm,” and a change advocated. 
There is constant criticism of the existing 
order. Politicians seein to be influenced 
more by particular instances than by fun- 
damental principles. They seize upon 
some exceptional abuse and represent it 
as a usual and regular occurrence. The 
railroads seem to be their favorite hobby. 
Some ride this hobby only until they are 
elected; others, having found anti-rail- 
road legislation an effective method of 
maintaining themselves in office, con- 
tinue their activities when elected until 
opposition to the raliroads becomes a 
mania which apparently they cannot con- 


trol. Two hundred and _ twenty-three 
bills affecting the carriers were intro- 
duced into Congress during the Yrecent 
session. The “New York Times’’ states 


that 1,897 bills affecting the railroads were 
introduzed into the legislatures of forty- 


three States in 1923. Of these 377 became 


laws. Consider the handicap imposed 
upon the carriers by this mass of pro- 
posed legisiation! It is perhaps safe to 


assume that fully 90 percent of the meas- 
ures affecting the railroads introduced 
into Congress or the varivuus State legis- 
latures represent no real reforms, and 
are not sincere attempts to benefit either 
the public or the roads, but are usually 
conceived for the sole purpose of promot- 
ing personal and political ambitions. 


Public Versus Private Ownership 


Although under the transportation law 
of 1920 the railroads are giving the best 


and largest quantity of service in the his- 
tory of the business, the politicians are 
not satisfied, either with the law or witna 


the service. They maintain that some 
features of the Msch-Cummins law, par- 
ticuiariy the labor and rate making sec- 
tions, must be repealed; that under this 
law freight and passenger rates are higher 


than ever before; that justice to labor as 
well as to shippers has been denied; that 
with few exceptions the railroad execu- 
tives are using the antiquated operating 
methods of twenty years ago, and that 
the object of transportation should be to 
secure a maximum of efficiency with a 
minimum of cost. The last statement is 
the only one which is not disputed. 
During the past few years Canada has 
tried public ownership and operation ot 
railroads on an extensive scale. The 
Canadian Pacific is the only large pri- 
vately-Owned and operated Canadian 


railroad and is unusually successful. Re- 
suits of public operation, on the other 
hand, do not offer a favorable compari- 


son, the Canadian Natijo.ial Railways Sys- 
tem having been operated at a loss in 
both 1921 and 1922. For 1923 it had au 
operating surplus of $20,236,563. However, 





the claim is made that an appropriation 
of $74,550,000 on the capital account— 
considerably larger than a similar ap- 
propriation for 1922—is to be applied 
against fixed charges, and not used for 
equipment and improvements. This ap- 
propriation, as well as the operating 


losses of the past few years, all come out 
of the public purse. 

According to J. L. Payne, writing in 
the ‘‘Nation’s Business,’’ the loans and 
guarantees of the government to the 
Canadian National Railways during the 
past four years total $468,718,946. Rail- 
roads of the United States contributed m 
1923 to the support of municipal and 
State governments and the Federal gov- 
ernment a total of approximately $336,- 
000,006 in taxes, a somewhat greater 
amount than was paid in dividends to 
their stockrolders. The operating ratio 
of the Canadian National Railways in 
1923 was 94.62 percent, which compares 
with 80.41 percent of the Canadian 
Pacific under private management, and, 
as stated before, an average of 78 percent 
for the roads operating in the United 
States. Reduced to the last analysis the 
various losses, loans, guarantees, etc., of 
the Canadian National Railways are paid 
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for, in part, by the citizens who do not 
directly benefit by the service, as well 
as by those who do, in the form of taxes. 


Motor Transport 


During the past year the United States 


Chamber of Commerce conducted a very 
thorough study and investigation of the 
subject of transportation in all its 
branches. Its conclusions regarding the 
role of the motor truck as a factor of 
transportation may be briefly summarized 
as follows :— 

First:—The greatest opportunity for co-cpera- 


tion between the railroads and motor transport 
is at the points where capacity of the roads is 
most limited and expansion most difficult; that 
is, the terminal areas of large cities. 

Second:—Store-door collection and deliveries 
by organized motor transport, at the option of 
the shipper, with itemized trucking charges, 
will relieve congestion in these areas and prove 
of great assistance in solving the terminal 
problem, 

Third:—It is to the public interest as well as 
the interest of the respective carriers that the 
economic limitations of each type of carrier be 
recognized; that the rai'roads be relieved of the 
short haul, and that the motor trucks abandon 
their efforts to handle general traffic over ex- 
cessive distances. 

ft is claimed that only 10 percent of 
the freight car’s life consists of line haul, 
while 90 percent is spent in terminals, 
yards and on side and spur tracks. The 
substitution of an organized trucking sys- 
tem for the haphazard system now in use 
for station work will reduce the number 
of vehicles on the streets, will speed up 
terminal transportation and would so re- 
duce terminal overhead that the rail- 
roads could afford to offer the consignee 


a low rate as an inducement to avail 
himself of a store-door delivery. Your 
committee is advised that in eastern 


Canada where a store-door delivéry seems 
an admitted success, it is governed by 
tariffs issued by the carriers and applied 
to practically all traffic coming under the 
accepted terms of general merchandise 
and package freight. Authorities claim 
that the profits accruing to the railroads 
come from mass transportation of freight 
and passengers over considerable dis- 
tances. On the other hand, the short 
haul has proved to be most profitable for 
the motor truck. In order to be success 
ful, however, it must supply service 
throughout the year and over definite 
routes at stated terms. There seems to 
be a general acceptance of the principle 
that organize4 motor transport should be 
subject to regulation as to rates and 
service as are other common carriers. It 
is also recognized that the cost of main- 
taining the highways should be paid by 
the road users through special taxes levied 
for this purpose. 





Express 
Members of your committee have re- 
ported that the express service during 
1923-24 represents considerable improve- 





ment over 1922-23, and that claims are 
paid promptly. As mentioned in the re- 
port of the committee last year the 


American Railway Express Company filed 
a petition for an increase in rates at a 
hearing held by the commission in No- 
vember, 1922, to investigate the reason- 
ableness of rates. November 10, 1923, the 
commission found that the application of 
the Express Company for a general in- 
crease in rates, ratings and charges was 


not justified. 
Parcel Post 
Parcel post service has been subject to 





considerable criticism by some members 
of your committee and there seems to 
be a question regarding any improve- 


ment by the Post Office Department either 
in dispatch of facilities for handling the 
continually increasing volume, although 
your committee is advised that schemes 
for dispatch, collecting and handling are 
continually being tried out in the field 
service and that constant study is given 


the problem of eliminating damage in 
transit. Aside from increases in_ the 





weight and size of parcels there has been 
no Material change in rates since 1913. 
The weight of parcels has gradually been 
increased from eleven pounds to seventy 
pounds in the first, second and _ third 
zones and to fifty pounds in the fourth 
to eighth zones. The Post Office De- 
partment recently inaugurated a new 
transcontinental air mail service between 
New York and San Francisco. For rat- 
ing of postage this service is divided into 
of 8 cents per 






three zones and a rate i 
ounce for each zone or part of zone 
is charged. At this rate any mailable 


matter is accepted including any parcel 
not exceeding fifty pounds in weight and 
eighty-four inches in length and girth 
combined. The inauguration of this serv- 
ice marks a distinct advance in govern- 


ment airplane transportation. 
Your attention is again called to the 


extra expense in shipping by parcel post. 
Such shipments are subject to exact re- 
quirements in packing, particularly 
liquids, and usually consist of a number 
of items in small quantities the total of 
which is not large. A strict analysis of 
the expense attending parcel post ship- 
ments would probably surprise most of 
us. Therefore, a service charge for par- 
cel post is justified and should be added 
either directly or indirectly, otherwise, a 
on such shipments will be incurred. 


Prepayment of Freight 


This committee has several times men- 


loss 


tioned the fact that manufacturers al- 
lowing transportation charges’ should 
prepay same. Some manufacturers dur- 
ing the past year have adopted this 
method, much to the satisfaction of the 
trade, As pointed out before, where this 
is not done additional work is involved 
for the jobber, not only in ascertaining 
and deducting the amount of such 
charges, but as sometimes happens, this 


deduction is overlooked, in, which event a 
portion of our slender margin on this 
class of merchandise is lost. The de- 
sirability of the manufacturer prepaying 
these charges should be brought frequent- 
ly to his attention. 


Packing Boxes and Cartons 


Experience has demonstrated that for 
small and light weight shipments the 
paper carton will answer. It is said that 
the factor of safety is increased when all 
its dimensions are equal, so that it forms 
a cube. A packing expert of the Depart- 
ment of Commerce, who is conducting an 


exhaustive investigation of means of pre- 
vention of loss of goods in transit, claims 
that a majority of failures of ordinary 
wooden boxes is not due to the lumber, 
but to improper nailing. In some cases a 
box constructed of thinner material by the 
use of a few more nails in the right places, 
is better for shipping purposes than one 
constructed of heavier material with fewer 
nails. Increasing the number of nails 50 
percent will increase the strength of the 
box more than 100 percent on an average. 

Charts by which everybody may know 
the type of nails, how many and where to 
use them for every kind of wooden box, 


have been prepared and will be sup- 
plied by writing the transportation divi- 
sion of the Commerce Department. 
Delivery Equipment 
In the March issue of the “Bulletin” 


your committee on transportation offered 
the following brief suggestions regarding 
relivery equipment :— 


Equipment.—While the topography of any 
given territory and the condition of the roads 
and thoroughfares therein usually influence the 
se'ection cof equipment, the consensus of opin- 
ion seems to indicate that the lighter type of 
trucks, such as the Ford and Reo Speed- 
Wagon, offers the quickest, most satisfactory 
and most economical delivery service for the 
wholesale drug trade. The transfer of mer- 
chandise to and from the freight houses usually 
necessitates a heavier type cf motor vehicle, 
however. 

Maintenance and Operation.—Fifty to sixty 
percent of the usual maintenance charges may 
be reduced by close attention to loose nuts and 
bolts, and efficient and systematic lubrication, 
with proper tire inflation. Tires should be kept 
free of grease, acids and oils. If tires are 
removed once every three months, rims c'eaned 
and tubes inspected, valuable time will eventu- 
ally be saved. 

The transmission, rear axle and wheels should 
be lubricated at regular periods by an expert 
mechanic, if one is not employed, leaving the 
balance of lubrication to regu'ar employes. <A 
good plan is to pay an experienced truckman 
a few dollars extra per week to make daily 
inspections, 

Overloading.—Perhaps the most 
mistake is to habitually overload the equip- 
ment. On the other hand, merchandise deliv- 
ered in small lots, if in owned equipment, soon 
causes delivery costs to mount. Good resu!ts 
— be accomplished by re-routing the regular 
rips. 

Depreciation —Depreciation is usually figured 
at twenty-five to thirty percent on Fords, and 
twenty percent for other equipment. 

Hired Equipment.—Some of our members get 
satisfactory results by contracting with truck- 
ing companies for all deliveries. This plan may 
be recommended when the cost does not ex- 
ceed gone and one-fourth percent of the sale 
price of merchandise delivered and the service 
is prompt and satisfactory to the trade. 

In the report of last year your commit- 
tee expressed the opinion that most of our 
members deceive themselves regarding 
truck expenses. A questionnaire has d- 
veloped the fact that estimates of delivery 
costs including depreciation, maintenance, 
wages, etc.—probably due to different sys- 
tems of accounting—vary to such an ex- 
tent as to make an average estimate in- 
accurate. Your committee, therefore, ven- 
tures to suggest the adoption by our mem- 
bers of the standard truck cost system, 
which is in use by various truck manu- 
facturers. This system consists of a 
single blank, with instructions, for each 
motor vehicle, and the association has 
provided an ample supply. The use of this 
blank involves very little trouble or ex- 
pense and will furnish a universal basis 
of comparison in maintenance and depre- 
ciation, and it is hoped, will result in 
greater economy in operation of delivery 
equipment by our membership. * 


expensive 


President Moxley:—That was certainly 
a very complete report, Mr. Exley. I will 
ask P. A. Hayes to open the discussion. 


Mr. Hayes Uses Trucks 


P. A. Hayes:—I am not going to claim 
that Mr. Moxley has made my speech for 
me this morning because 1 don’t think 
Mr. Moxley or anybody else could make 
as rotten a speech as I would make if I 
should try to make a speech. 

That brings to my mind the fact that 
a mistake I made when I was a young 
fellow was to buy a course in talking with 
your hands from a deaf mute. By means 


of that course I learned to talk very 
fluently on my hands. I am sorry now I 
didn’t learn to talk on my feet. 


This is a complete report, and there is 
very little I can say that will be of any 
benefit to you people because I am from a 
small town, and a small business. I do 
business in a small way. 

There is one thing that I would like to 
mention, and that is the motor truck line. 
We encourage all the motor truck lines 
that we can get to run out from Greens- 
boro. Due to the fact that we have good 
roads and the packing expense is less, we 
can use paper cartons and cardboard car- 
tons, and we can get the same express 
rate and practically the same freight rate 
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get all the motor lines we can out of 
Greensboro, and we have been very suc- 
cessful in getting some lines to go im 
different ways from Greensboro. How- 


ever, the big line that we had some time 
ago didn’t get enough business to justify 
the extensive work that had started. 

I think if you will get a copy of this 
report and study it you will see some 
things in there that will be of service to 
every one, 

President Moxley:—I thank you, Mr. 
Hayes. Mr, Hayes is very modest in his: 
remarks about being a small house, and 
even if he were, gentlemen, it has often 
occurred to me that the very backbone 
of this association is the small house. A 
lot of the big organizations can pretty 
well take care of themselves, but they 
need the co-operative effort of the smail 
house, and therefore each member is just 
as important to us, regardless of his vol- 
ume of sales. 

I would like to hear from J. P. Schuh. 

J. P. Schuh:—What on, Mr. President? 

President Moxley:—On transportation. 
Didn’t you get a letter on the subject? 

Mr. Schuh:—I did not. 


President Moxley:—Well, we are glad 


to see you, anyway. Would you like vo 
discuss this report? 
Mr. Schuh:—Make a speech? No, that 


is not my long suit. As long as they keep: 
me up until three or four in the morning, I 
feel the less said by me the better. Per- 
haps next year, with plenty of notice, I 
will make a speech. But it must be on 
the last day of the convention, because if 
I make it before that your audience may 
disappear for the rest of the convention. 
I thank you. 

President Moxley:—We are very happy 
to see you anyway. ; 

We will hear from W. G. Allen, Tar 

« G, on, apa. 
Mr. Allen! Mr. Allen deesn’t a é 
be in the room. ee ae 

A. S. Wicks, of Michigan. Is 
anything you would like to add, 
Ww icks? (No response.) 

LF. E. 30gart:—W ould you be willing to 
sive me the time of one of those gentle- 
men? 

President Moxley:—Indeed I wi 

xley: ill, and I 
know the convention will. 


Mr. Bogart on Carloads 
, F. E. Bogart:—I really don’t feel like 
imposing myself upon you in this matter, 
and yet there is a feature of transporta- 
tion that I am feeling around on to find 
out whether or not others would like it 
looked into as I might. 

I want to commend the report which 
Mr. Exley has brought us because I think 
it is an excellent one and one that will 
sive us a great deal of satisfaction in re- 
reading. But to apply some of this to 
our own business, as you know if you 


there 
Mr. 


have been following the buying end of 
your business for a number of years. 
things creep upon you sv steadily and 


persistently that sometimes you lavor un- 
oe burden and don’t exactly know 

In twenty years, through the progress 
of hauling, better equipment and so forth 
your car-loading has crawled up and up 
and up, and whereas a carload of goods 
twenty years ago represented an invest- 
ment of an eighty-barrels-purchase, to- 
day it represents a 120-barrels purchase 
on an average, or, in other words, it has 
increased from fifteen to twenty-five tons. 

The average house (and I am speaking 
of the average house) doesn’t need any 
more than what would have represented 
a car twenty years ago; in other words 
for their stocks of epsom salt, we will 
say, eighty barrels was a fairly good 
stock for the average house. One hun- 
dred and twenty barrels calls for more 
storage, more insurance, and more in- 
vestment. 

Is that important to you? The larger 
houses might say at once, “it is an advan- 
tage to us,” but I am talking now about 
the average house. 

When the railroads want relief from any 
burden they go to the Interstate Com- 
merce Commission for it. One day I went 
to an official of the Michigan Central 
Railroad and talked to him about these 
matters. He said to me, “Do you ever 
take it to the Interstate Commerce Com- 
mission?” 

“No,” I replied, 
we haven't felt we 


“we do not, because 
would get any reli>f.’’ 
He said, “You never will if you never 
ask for it. The reason we get what we 
want is because we constantly ask for it 
and you fellows almost never do.” 
Perhaps I am not thinking of anything 
that interests you at all, but I am won- 
dering if we wouldn't like to have future 
committees take up such matters as that 
and whether or not there isn’t an 
equality which we might reasonably ask 
for, because in our own store we are re- 
quired to buy and store and insure more 
merchandise directly than we really need 


see 


from the motor lines and can get better for our business, because the carload re- 
service. The breakage is very small, and quirement is higher than it ought to be, 
we think it has helped our business to in my judgment. 

President Moxley :—We thank you very much, Mr. Bogart. Your point is cer- 
tainly very pert.nent. ; - 

If there is no further discussion on that report I will entertain a motion that 
the sume be passed to the Board of Control. Do T hear such a motion? 

(It was moved and seconded that this course be pursued.) hy 

President Moxley :—All those in favor signify by saying “aye’’; contrary, “no. 
It is so ordered. 

Now, gentlemen, we are particularly honored this morning in having with us a 

of the United States Department of Commerce. Our good friend 


representative : 
and Washington representative 
ask Mr. Crounse to present him to us. 


knows the 


gentleman so well that I am going to 


W. L. Crounse :—I don’t need in this presence to say a word about the interest that 


Herbert Hoover 
his department has 


Secretary 
vations in 
practice. 


been 


I am not going to make the speech of the representative of this 
and will 

done for other branches of industry and suggest , 
has something that it will be well worth our while to look into very seriously. 


morning. Major A. E. Foote is here 


Foote! 


A. E. 


has shown in 
the 


the inno- 
simplified 


of 
of 


business. One 
of a division 


American 
organization 


department this 
tell us about what the division has 

the possibility that the department 
Maj. 


Progress in Simplification Program 


Maj. A. E. Foote:—I am going to make 
this talk to you very informally this 
morning if I may, in order that I may 
give a picture to you of some of the work 
which we are endeavoring to do of a 
constructive character in Washington. 

In these days of complex political and 
economie questions, there are many prob- 
lems which arise upon which opinion is 


divided. One has but to mention such 
things as the League of Nations, the Al- 
lied debt, the cost of living, wheat. and 
the position of the farmer, and so forth, 
to start a discussion in either the halls 
of Congress or in the smoking compart- 
ment. But there is one question upon 
which opinion is not divided and that 
is the value to American industry of the 
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elimination of waste. The problem, there- 
fore, which we are to discuss this morn- 
ing resolves itself into: how may waste be 
most rapidly, effectively and economically 
eliminated? 

Waste has been called the drag 
American industry. We have but to look 
about us to see the terrific wastages in 
our forests, in the depletion of our for- 
ests, the depletion of our soils; and the 
thought comes to us that the commanding 
position of American industry today is 
more due to our abundant natural re- 
sources than to the conservation and 
thrift of our individuals. We are at best 
or at worst a wasteful people. 

But this problem is now being studied 
as it has become a national liability. It 
being studied by many organizations 
and many individual firms. As an en- 
gineer, for many years Mr. Hoover has 
had this as a basic problem. As the 
managing director of huge _ industrial 
projects, he does not believe in govern- 
mental regulations, interference, and the 
annoyances that oftentimes are connected 
with governmental control. And now as 
the secretary of a great Federal Depart- 
ment he offers to industry his whole- 
hearted co-operation. 

As an indication of this desire to be 
of assistance to industry he has inau- 
gurated the Division of Simplified Prac- 
tice, to which I have the honor to be- 
long and this morning I, at Mr. Crounse’s 
invitation, am to have the pleasure and 
privilege of presenting to you some of the 
facts with relation to waste as it appears 
in American industry and some of the 
work which is being done in order to 
eliminate that waste. 

If we may have the room darkened a 
little I will now show you some of the 
photographs. We find that a visual presen- 
tation of this subject is perhaps a little 
more enlightening as many people will 
remember the pictures and the story that 
goes with the picture where they would 
not remember the words. 

What I have to say this morning may 
be roughly dvided into four parts. In the 
first place, what is this we are talking 
about—simplification or simplified prac- 
tice, as we call it? In the second place, 
why should the Secretary of Commerce 
be particularly interested in it? And 
business being as it appears, how can he 
help business to help itself? Third, a 
few examples of what individual concerns 
have been doing in endeavoring to solve 
the problem for themselves. And fourth, 
the added weight and value that seems to 
come from the doing of this in a big in- 
dustrial way. 

When I speak of industry this morn- 
ing, I do not mean any one particular 
factor of industry, but all factors; the 
manufacturing, the distributing and the 
consuming groups that make up that par- 
ticular industry. You will notice as we 
go along that 1 make no reference to your 
particular business. We are not experts 
in the wholesale drug business, the manu- 
facturing drug business or the _ retail 
drug business. You gentlemen are the ex- 
perts. At the conclusion it will be inter- 
esting to find out if the basic principles 
which seem to apply to many industries 
can be applied to your particular one? 

Simplified practice is simply the re- 
duction of variety in sizes, dimensions, 
and immaterial differences of every-day 
commodities such as you gentlemen buy 
and sell, as a means of eliminating waste, 
decrease costs, and increase profits 
values in production, distribution and 
and consumption. Simplification is not 
standardizat:on. Many people use the 
word “standardization” in connection with 
our work. That is not correct. 

May I just make that very clear? In 
one particular instance we found that 
there were 44 manufacturers making 66 
different types and sizes of paving bricks, 
with immaterial differences amounting to 
one-quarter of one inch in one dimen- 
sion only. As a result of the procedure 
of bringing the groups together, which 
we will explain as we go along, it was 
found that ninety per cent. .of their busi- 
ness was done on eleven styles and the 
entire group decided that they would rec- 
ommend that the general practice of this 
industry be confined to eleven styles. 
That is simplification: the reduction from 
66 to 11. Those goods have not been 
standardized. A vitrified paving brick 
cannot be standardized as an industry be- 
cause it is made of different clay. If 
it were made of identical clay, identical 
process of manufacture, and the one 
made in Boston was identical with the 
one made in San Francisco, then it might 
be standardized. We are today talking 
about simplification and not standardiza- 
tion. Standardization often is’ very in- 
timately connected with simplification. 

When Mr. Hoover was president of the 
Federated American Engineering So- 
cieties, under his guidance a survey was 
made in reference to waste in industry 
and these results were shown. Six basic 
trades were taken as indicated there: 
Metal Products, Boots and Shoes, Tex- 
tiles, Building, Printing, and Men’s Cloth- 
ing. There were wastages running from 
29 to 64 points, an average of fifty per 
cent. of all the time, effort, labor, and 
money put into those particular indus- 
tries. The fabricated production of the 
country today is something like sixty-two 
billions of dollars I am not going into 
the statistical field, but we will have to 
furnish a few figures. Fifty per cent. of 
sixty-two billions would be about thirty 
billions of dollars. 

The seventeen eminent engineers who 
made this report estimate that about one- 
third o fthis waste is preventable and that 
much of it is due to over-diversification. 
Hence we have for our target some ten 
billions of dollars per year of preventing 
waste. 

The theory of simplified practice is that 
it decreases stocks. That, of course, is 
perfectly obvious. You have fewer lines 
to carry; you have fewer stocks. It 
naturally reduces the production cost 
through mass production, selling expenses 
are cut down, misunderstandings which 
perhaps is a polite word for misrepresen- 
tations are more readily avoided, and in- 
vestment is curtailed, with a decrease of 
to the user al) along the line; it in- 
reases the turnover, the stability of em- 
loyment, so that work can go ahead in 
making during comparatively dull 
easons; promptness of delivery foreign 
And when a maching 
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ups per- 


applies to other 
day after 


haps than yours) is working t 
day on one particular line, the quality 
automatically is improved by the fine ad- 
justments that are made from day to day. 

Under the compulsion of war. simplified 
practice was brought about, when it was 
necessary to conserve labor and material. 
You perhaps will remember certain of the 
work of the Conservation Division of the 
War Industries Board. Our division is the 
direct heir of the work of this Conserva- 
tion Division of the War Industries 
Board. This is simply an indication of 
the curtailment which was made under 
the compulsion of war. There is no such 
compulsion at this time. Many organiza- 
tions operating under the Conservation 
Division found that to be profitable 
that they have held very largely to the 
war schedule. Others, however, have 
gone back into inter-company competition 
which piles thousands and thousands of 
articles in the catalogues which manu- 
facturers’ goods aren’t sold, which ties up 
nioney in frozen assets, and sometimes 
trings the sheriff into business. 

That theory which we have just shown 
will be used as we go through our talk, 
and you will notice, I think, how one by 
one the theories there spoken of have 
gone into actual practice. There is an- 
other phase of simplified practice; that is 
under governmental regulation. That is 
what we are trying to avoid, but over- 
diversification may become so bad that 
the government has to step in. Here is 
an indication in connection with trans- 
portation where the various baskets were 
made in so many different shapes and 
sizes that the government came in and 
reduced grape baskets from 31 to 3, till 
baskets from 30 to 5, and so on. 

Here is just an indication: the 31 down 
here had developed not through any 
definite consumer demand, but through 
the competition of one basket maker or 
packer of grapes with another, thinking 
that in some way this particular basket, 
with a little bit of difference, would have 
an advantage over somebody else’s, and 
the consumer had to pay for it, of course, 
as he always has to pay for this partic- 
ular waste. And the government decided 
in consultation with experts that the 
three top baskets shown there would fill 
every requisite demand. 

Simplified practice is by no means a 
new thing. Many of us remember back 
in the nineties when there was something 
like 180 separate and distinct lamp sock- 
ets for electric lights. It was then the 
practice of business for each concern to 
make a separate article which would not 
be interchangeable with that made by 
another manufacturer. That was con- 
sidered good business at that time. Those 
days have also passed. So that now, 
when we break a bulb, all we have to 
know is the voltage or the wattage, or 
whatever it may be, and ask for such a 
lamp, and we buy it and we put it in and 
we know it will fit. Today instead of 180 
separate lamp sockets there are six, each 
one for a specific and distinct purpose. 
This is taken from the exhibit at the 
National Carbon Works, so it is entirely 
authentic. 

This matter of simplification has also 
been applied to some of the great manu- 
facturers of agricultural implements. One 
concern found that it was making twelve 
different types of seats for agricultural 
implements. A study of that particular 
subject showed that it was rather ridic- 
ulous. There was no particular benefit in 
having that diversity, and at the present 
time there is but one for all of their im- 
plements, 

We found this diversity of wrenches, 
with which to make the changes on these 
implements. A further study reduced that 
number shown there to four. And so on 
all through the line. So that now, when 
anything breaks on this particular line of 
agricultural implements, one simply has to 
go to another machine that is not in use, 
take it off, put it on the one that is in 
use and go ahead, instead of waiting to 
get it from town or from the factory, or 
whatever it may be. This concern has 
told us of the actual savings which it has 
made, the actual profits in dollars ana 
cents which it believes it has made 
through simplifying its lines. We do not 
quote those figures. They seem to be too 
big. Possibly we might be discredited if 
we quoted them, but I can assure you that 
the savings are very great. 

This matter has been applied to this 
chain of hotels, the Waldorf, Bellevue- 
Stratford and the Willard in Washington. 
You can see what has happened. It is a 
very simple matter. Instead of thirty 
styles of glassware they now have ten. 
This is Mr. Bodomer’s own statement. 
They reduced the number of designs of 
carpets from fifteen to three. A yearly 
order can be given so that the carpet 
manufacturer can go ahead and make 
these rugs during the dull seasons. It 
adds to stability of employment, and the 
purchaser gets the advantage of placing 
the order in that particular way. Mr. 
Boomer has gone through some 200 ar- 
ticles, and I think he is very conservative 
in stating that he has released $350,000 
from former inventories and that his sav- 
ing is $100,000 per year. 


The hotel 


particularly 


so 


manager cannot 
that $100,000. Economic law will not al- 
low him to do so. Some of that must 
pass on down through other channels un- 
til finally it reaches us consumers. Some- 
times we can’t see exactly how we get it, 
but we do just the same. Perhaps it pro- 
tects us from a rise in prices. But the 
hotel manager can’t keep it all 

Here is another indication—a line of 
underwear. You see, these are simply lit- 
tle pictures of how this matter can be ap- 
plied in various industries, and we find 
that there is a basic principle which ap- 
plies quite as much to safety pins as it 
does to locomotives. The same general 
principle works through the whole in- 
dustrial structure, and possibly some 
thought out of an unrelated industry may 
come to you which may be profitably ap- 
plied to your particular group. 

How is the drug trade interested? Why 
should the drug trade be interested in 
hardware? Our hardware friends tell us 
that the retail drug trade is very much 
in lerested in nardware. 

They tell us that a 


keep all of 


store today 


drug 


sometimes has drugs in it but also a 
lot of hardware, a lot of jewelry, a lot 
of books, a lot of candy and so the drug 
people are interested in more than one 
particular line. You as wholesale drug- 
gists are not particularly interested ex- 
cept as you are receiving payment on 
your goods from the retail druggist who 
is carrying hardware to a certain ex- 
tent. This is what has happened to the 
retail hardware merchants. 

The operating expenses in 1921 when 
the Joint Commission of Agricultural In- 
quiry was conducted on the high cost of 
living indicate that they were actually 
operating at a loss. The operating ex- 
penses had eaten into the profit. The 
goods bought, tied up and put into the 
attic or down in the cellar, which don’t 
turn ovér, which don’t sell, are doing a 
part of that eating into profit. 

The situation of the Hardware Group 
is a little bit better now. The average re- 
tail hardware merchant sells $51,000 
worth of goods a year. His turnover is 
2.28 and he made in 1922, the next year, 
$58.37—not a very profitable business, as 
one can see. He was just getting along. 
We are tremendously interested in in- 
creasing turnover, because if the retail 
hardware merchants’ turnover were dou- 
bled, his profit would be $2,000. That 
all_worked out mathematically. 

- : ‘ 

ye have never believed that this would 
apply very definitely to matters which 
have to do with style, fashion, design, 
etc. We do not for a moment suggest 
that ladies’ hats be simplified. The de- 
light to them as well as delight to us is 
to see each lady with a different hat. 
There are certain lines to which this does 
not refer at all, but the curious thing 
about it is that while many people are 
saying this cannot be done in an industry, 
some far-seeing business man is actually 
doing it so that we do not dare to say 
that it cannot be done in any particular 
line. Perhaps there is no line which has 
been quite so diversified recently as the 
shoe line, but here’s something which has 
been done by one great concern—reducing 
from three grades and twenty-five hun- 
dred styles to one grade and one hundred 
styles. You see what has happened? It 
cuts down the production cost 31 percent, 
direct overhead 28 percent, and what is 
interesting to us a reduction 27 ~per- 
cent to the consumer. The turnover has 
increased fifty percent. He sells twenty- 
two percent more of women's and 
eighty percent more of men's shoes and 
he now advertises “Sixty Styles in Sixty 
Stores at Six-Sixty a Piece.” 

I want you to understand I have no 
financial interest in any one of these con- 
cerns. We, who come from Washington, 
have to be very careful about what we 
say, but I have seen to it that none of 
my slight investments are in any of the 
concerns of which I speak, as a matter 
of precaution, 

Here is another matter where style 
enters into it. This reduction was made 
from 9,000 to 3,684. Ninety percent of 
the business is on seven styles in ten 
colors. Ten percent of the business 
comes from the other 3,614. 

Let us see what this concern has done. 
This is by Mr. Montgomery. President of 
the Knox Hat Company. These articles 
are written by these gentlemen them- 
selves and appear in publications. We 
presume they are authentic. He said dur- 
ing the off period, his production was 
33% percent normal. At the present time, 
it is 75 percent normal through simplifi- 
cation, by cutting out the designs and 
styles which he wasn’t sure would be 
bought and by running on the styles that 
were more or less standard. 

What has happened in this particular 
fashion line, as it were, is rather extra- 
ordinary. Before we applied simplifica- 
tion, their annual business was a million 
six hundred dollars; on a raw material 
inventory of five hundred thousand dol- 
lars, a turnover of three. Now it is four 
million, one hundred and seventy-six thou- 
sand. 

As you will notice, a great many 
these examples are taken from ‘System’ 
and “Factory” Magazines. A. W. Shaw, 
the manager and president of those con- 
cerns, was as you doubtless know, Chair- 
man of the Conservation Division of the 
War Industries Board and he is on the 
Planning Committee of our division. 

In the reorganization of the Depart- 
ment of Commerce, Mr. Hoover you 
doubtless know, has gone to industry it- 
self and asked the experts to help uum 
in our particular group in the work we 
are doing. We have Mr. Shaw, Mr. Mc- 
Culloch, of the United States Chamber 
of Commerce; Mr. Stevenson, of the En- 
gineering Standards Committee, to assist 
Mr. Hoover. 

Here is another phase of the work. The 
Bureau of Standards is co-operating with 
industry. A number of trade associa- 
tions have put their own research men 
into the Bureau of Standards to work 
out certain of their problems One of 
them was put in by the Association of 
Hosiery & Underwear Manufacturers and 
one of the smaller problems was the 
packing of hosiery. They collected here 
from a few manufacturers. one hundred 
and ninety-two different types of boxes 
in which hosiery was packed, no one re- 
lated to the other; it was just a hetero- 
geneous mass of boxes. A study of those 
was made by an expert in the business, 
not by the government, but by a man 
put there by the association. 

All of those packages could be taken 
care of with this simplified and stand- 
ardized line. Now they recommend forty- 
seven instead of one hundred and ninety- 
two, an elimination of seventy-six per- 
cent. 
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In the making of that study it was 
found there were great wastages occur- 
ring, through the packing of these goods. 
The hosiery was put into a box which 
didn’t fit at all and there was a wastage 
of carton material. This expert tells us 
the wastage involved 27,000,000 square 
feet, amounting to 9,000,000 pounds of 
cardboard—a comparatively smal] matter, 
but you can see how this wastefulness 
runs through even these little matters. 
The retailer is looking for something of 
this character because he is able to 
standardize his shelves and make use of 
these boxes. At the present time the 
boxes as they come in are thrown away 
and repacked into some other boxes which 
go into the shelves. 

The drug store is a familiar item to you 
gentlemen. The president of the Liggett 
Company has written an article in May, 
1923, issue of ‘‘System,’”’ and our figures 
are taken from that article. We know 
nothing about the drug business, but in 
this article he says how he doubles his 
sales on half his stock. When he became 
president, he tells us, he found a great 
many things in his stores which were 
not selling amounting to some $650,000 
worth of goods. After a great dea! of 
pressure the directors permitted him to 
sell this merchandise at 25 percent of 
cost. They were liabilities, not assets. 
Now, instead of having the great number 
of fifty talcum powders, he has some- 
thing like twenty, and so on down the 
line. He tells us that it is paying him. 


This just one more indication: he 
formerly had 20,000 and the average now 
carried is about 10,000. 

What has been happening in his chain 
of stores, you doubtless know better than 
I. I am simply taking it from this 
that turnover in which he and you and 
we are interested in his stories is twelve. 
In the great Grand Central store in New 
York it is seventeen and one-quarter. He 
turns his stock seventeen and one-quar- 
ter times a year in that store. I haven't 
the figures of the old-time retail drug 
store, but I believe it is somewhere be- 
tween four and five, not over five, I be- 
lieve. The retail drug store carrying lines 
of goods which it is not selling and still 
considering these assets is in a danger- 
ous position, if he has a desirable location 
when the chain stores come along with 
more efficient systems and plans of oper- 
ation. They take the corner stores away 
from the old timers. 

This was taken from an advertisement 
in the paper. It costs less per cigar to 
make them by the million than it 
by the thousand. 

Now what is the 
It is simply this: 
co-operate with 


is 


does 


idea of all of this? 
We are in a position to 
the manufacturers, the 
distributors and the consumers. The 
American Drug Manufacturers’ Associa- 
tion has already appointed a committee 
which is working on the problem of the 
elimination of catalog items. The retail 
drug people have met in Washington this 
week and this morning a small committee 
is meeting with our department to con- 
sider the co-operation with the American 
Drug Manufacturers. We hope that it will 
seem fitting to you gentlemen to appoint 
a small committee which can co-operate 
with those other two committees in order 
that you may find out some particular 
line upon which you can all co-operate 
to eliminate waste. Now what happens 
when you do that? We publish it in a 
document of the Department of Com- 
merce. ° 

There is no agreement. It is simply a 
recommendation and in accordance with 
the unanimous action of all three groups, 
it is recommended the recognized types 
be reduced to such-and-such a figure. It 
is approved by the secretary and so far 
as he knows no particular interest has 
been dominating. 

That is the acceptance of the recom- 
mendation. You will see again all that 
it says is ‘‘We will use our best effort.” 
It depends upon your interpretation of it. 
We don’t believe your committees would 
have worked unless you were serious 
about it. You can make and stock and 
sell any diversified line if you wish, but 
when the entire industry believes that 
such-and-such a thing is the thing to be 
done, usually profit accrues from doing 
that thing. 

Here are sixty-six varieties of paving 
bricks. It reduced first to eleven, then to 
seven, then to six. There is an indica- 
tion of how their business has increased, 
not all, of course, owing to this partic- 
ular work. 

Woven wire goods reduced from 
69, from 2,072 to 138. They said 
profitable to them. 

Here’s a group of the reductions which 
have been made by the entire industry. 
We hope some time the drug trade may 
be added to that particular list. 

That seems to be the whole story, the 
ultimate consumer pays for it all. Since 
we are all consumers, we should co-oper- 
ate to eliminate waste in production, dis- 
tribution and consumption, as the means 
of reducing our own costs. 

In conelusion may I simply quote the 
secretary's words that the function of the 
Department of Commerce as the function 
of all government is to make the living 
of the American citizen better, and with 
that end in view he offers you his whole- 
hearted co-operation to assist you in soly- 
ing your problems, 
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and 1 also would like to extend that 





busin 
‘The motion was seconded. ) 
President Moxley :—All in 
“yes” have it and it is so ordered. 
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Mahlon Kline :—I move a vote of thanks to Major Focte for 
. $ ’ motion to 
Hoover for his kindness in interesting himself in this very 
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thanks to Secretary 
important phase of our 


include - our 


by saying “aye’’: contrary, “no.” The 


Now, gentlemen, I want to ask you for the suspension of the rules for a momen! 





for the election of the Western Drug Importers, Inc., to associate membership. May 
i have a motion that that effect? 
Upon motion duly made and seconded, the Western Drug Importers, Inc., were 





elected to asscciate membership. 


Time and Place of next meeting. 


President Moxley :—The next order of business is the report of the Committee 
Mr. Gibson! 


on 


Detroit for Next Meeting 


Charles Gibson:—Your committee was 


overwhelmed with invitations to cities 
seeking next year’s convention. Nearly 
thirty such invitations were received. 


Many of these seemed very attractive, and 
no doubt nearly all of them would have 
made good on proposals. 

The committee after careful and full 
consideration decided to report in favor of 


Detroit as the place for the convention in 
1925. Time and date will be left to the 
new executive officers to devide. Before 
closing our report, your committee would 
like to report that they have heard with 


great pleasure of the Hoosier State in- 
vitation for 1926 convention. We have no 
authority to accept but would like to 


recommend to our 
action next year. 


association favorable 


President Moxley :—Thank you, Mr. Gibson. 


I nder the by-laws this report is supposed to lay over for a couple of hours before 
we can pass on it, but with your consent we will suspend the rules and _ vote 
on the recommendation of the committee now. 


You have heard the report, what is your pleasure? 
(It was moved and seconded that the report be accepted as read and approved.) 


President Moxley :—All those in 


favor 


will signify by saying “aye; contrary, 


“no.” It is carried and we will go to Detroit. 
eee of the Auditing Committee. 
A. &. 


Albers read the report of the Auditing Committee, as follows :— 


Report of the Auditing Committee 


Your committee has examined the report of the treasurer, has checked all vouchers 


aitached, 
socretary, 


and finds the records correct. 


The 


vouchers have been returned to the 


President Moxley :—What is your pleasure with the report of the Auditing Com- 
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5 move it‘be accepted 
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Since Major Foote finished his speech this 
literature of 
He asks me to say to them, if you will send requests to Secretary Waterbury, 


with thanks 


; centrary, “no. 


number of 
this sub- 


morning, a 
the department on 


we will arrange to see that you are supplied with these charts and literature. 


President 
have a committee 


Powers, W. Connell and I. S. White. 


Moxley :—I am sure all here 
of gratitude to our hosts, for their superb and princely entertainment. 
to properly present the thanks of our association. I 
on that committee Leland Thompson, chairman; William J 


have had in their hearts many thoughts 
We should 
will appoint 
tobert Lee 


Murray, Jr. : 


Legislative Resolutions Considered 








©. Mahlon Kline :—I have a series of resolutions to present in behalf of the Leg- 
islative Committee, which I would like to present to you this morning. Owing to the 
= *~ that I danced too much last night I will ask the secretary if he will please read 
them 
At this point Vice-President Van Gor- this comes straight from the Prohibition 
der assumed the chair. Department) that we shall make ourselves 
2 : responsibie for the sale of all prepara- 
Price Maintenance tions which are made either from non- 
beverage alcohol or denatured alcohol, 
_ Secretary Waterbury read the resolu- that we shall keep a record of our sales 
tion on Price Maintenance Legislation, to the retail druggists and that we shall 


as follows: 


Whereas, the experience of the past year has 
furnished additional evidence of the need of 






legislation to prevent the employment of price- 
cutting of standard identified merchandise of 
known quality as bait with which to obtain 


the patronage of the public and to assist in the 
sale of unidentified goods of doubtful quality 


at relatively high prices; and 


Whereas, there are now pending before the 
House Committee on Interstate and Foreign 
Commerce four bills designed to legalize the 





making contracts between manufacturers 


and dealers whereby the former may fix the 
price at which their products shall be sold to 
the consumer, provided the goods are trade- 


marked, there- 
fore be 


tesolved:—That the 
Druggists’ Association 


branded or otherwise identified; 
Wholesale 


endorses the 


National 
heartily 







principle underlying the bills now pending in 
the House and urges the House Committee on 
Interstate and Foreign Commerce to give them 
early consideration with the view to the pas- 
Sage at the earliest practicable date of a well- 
balanced measure legalizing the fixing of re- 
sale ees. 





Chairman Van Gorder:—What is 
pleasure? 

It was moved and 
resolution be adopted. 

Chairman Van Gorder:—All 
favor, will please say, “aye’;; 
“no It is so ordered. 


Cramton Bill 


your 
seconded that the 


those in 
opposed, 











Secretary Waterbury :—Resolution on 
Opposition to the Cramton Bill:— 
Whereas, there is now pending in the United 
States Senate a measure introduced by Repre- 
sentative Cramton of Michigan, providing fo: 
the withdrawal of the Prohibition Unit from 
the Internal Revenue Bureau and for its re 
establishment as an independent bureau of 
equal rank, responsible only to the Secretary of 
the Treasury; and 
Whereas, the proposed removal of the Pro- 
t Unit from the control of the Commis- 
of Internal Revenue would deprive all 
ilcohol-using trades of an important and 
essary safeguard against drastic and un 














necessary regulations issued by the Prohibitior 
Commissioner; and 

Whereas, the Cramton Bill would transfer the 
supervision of users of denatured alcohol from 
the experienced and businesslike officers of the 
Internal Revenue Bureau to the inexperienced 
and ofte fanatical Prohibition Directors and 
their assistants; therefore be it 

tesoly That the National Wholesale 
Drug Association hereby protests vigor 
ously against the enactment of the so-called 
Cramton Bill or any other similar measure 
and instructs its Legislative Committee to op- 
pose such measures by all legitimate means 

Mr. Groover:—I move that this do not 
pass. We have just heard this morning of 


a simplified method and I think we should 
go direct and hold responsible the one 
man who will be’ responsible for the 
carrying out of the handling of our pro- 
grams. 








Mr. Kline:—I, like Mr. Groover, very 
heartily favor simplified practice The 
only trouble with simplified practice as 





engaged in by the Prohibition Depart- 
ment, would be they would simplify their 
own practices and that part of the busi- 
ness which we have charge of would be- 
come so complicated that the handling of 
liquors and alcohol would become unbear- 


able. We have had a good example re- 
cently of what the Prohibition Depart- 
ment would like to prescribe for us in 
the handling of our preparations in this 
recent demand that they have made upon 
us in connection with our permits. They 
have tried to enforce against us (and 






be responsible for what the retail drug- 
gists does after he has purchased that 
article. 
Now, if 
responsible 
does. after 


you want to make yourselves 
for what the retail druggist 
he has purchased that arti- 


cle, the best way to do it is to have the 


C. Mahlon Kline 


Chairman, Legislative Committee 


the 
face 


Prohibition Department isolated from 
Internal Revenue Bureau. On the 
of it this whole matter is perfectly rea- 
sonable, but you have to look under the 
surface. The Internal Revenue Bureau 
through Commissioner Blair has stood up 
and defended us for the last five years 
against conditions which would have 
been intolerable. The Prohibition Unit 
have one desire and that is to eliminate 
alcohol from the face of the earth. Now, 
it cannot be eliminated from the face of 
the worl. It is one of the most nec- 
essary chemicals in the world and from 
the standpoint of its being eliminated, it 
can’t be. Kvery time there is a fresh way 
of bootlegging,.do they go to the source 
of bootlegging and try to catch the boot- 


legger? No. they issue a new set of 
regulations against us for us to handle 
our business and practically none of the 


aleohol being bootlegged around = the 
country comes through the legitimate in- 
dustries. Its inception arises from al- 
most the source of the alcohol. I beg 
you to pass this resolution. The matter is 
too important to your industry to be 
misled by some golden theory that we are 
going to make the world a brighter place 





to live in, provided the Prohibition Unit 
is free to reek its will on our industry. 
W. J. Schieffelin:—I am heartily in 
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favor of the passage of this resolution yecau stipulation imposes on his cus- 
I would like to ask Mr. Kline one ques- annot possibly control, and 
tion with regard to one word there. I Jeop permit, notwithstanding the 
wonder if the case of our association is o iy have pers = observed » 
strengthened by having in this resolution ),. s of the law and regulations; 
the word “fanatical” as applied to govern- Reso Tha the National Wholesale 
ment officers. Drug \ on, in annual convention 
Mr. Kline:—I am delighted to with- aS expresses its approval of the 
draw the word “fanatical” that Mr. “rs in refusing to agree to 
Crounse apparently put into the resolu- ‘ I on and pledges its mem 
tion, but really the thing has got down ite for the protection of any who 
to a basis of fight. You are polite and '" nvolved in legal proceedings as 
agreeable until some one comes up and j,);.. 0° Se ee ee eee ee 
slaps you, then you begin to forget your Resolved Wieck thie sastesiod hereby ap- 
sense of humor. ; pea David H. Blair, Commissioner 
Frank Bogart:—I am just as “dry’’ as of Inte Revenue, to cause the aforesaid 
any man in this room, but I am sure we. stipula juirement to be withdrawn, be- 
would be better served if the Prohibition use of egality and unreasonableness and 
Unit remains with the Bureau of Internal in order that the legitimate alcohol-using in- 
Revenue. I move you the resolution, de- ‘usiries may no longer be maintained in a 
leting the word “fanatical” be adopted. position of contention concerning the regula- 
(The motion was seconded), ae enforcement of the prohibition 
Chairman Van Gorder:—It has been i 6 - 
duly moved and second that the reso- , a an Van _ Gorder:—You have 
lution entitled “Opposition to the Cram- ard the resolution. What is your 
ton Bill” he adopted with the omission P!€asure? E ; : 4 
of the words “and often fanatical.” Are ,, James Morrisson:—I think it said there 
you ready for the question? All those in  |P!*dges its protection for any who_be- 
favor will please say “aye”; opposed Come involved in legal proceedings.”” Will 


you please read that again? 
Secretary Waterbury: — “ 
pledges it 


“no.” It is so ordered. 


Prohibition Stipulation 


Secretary) Waterbury :—Resolution on 
Illegal Permit Stipulation Requirement, 
reads follows :— 

Whereas, the Prohibition Commissioner, 
through the Collectors of Internal Revenue, is 
now engaged in an effort to compel manufac- 
turers on penalty of the revocation of their 
permits to police their customers to the extent 
of requiring them to subject to inspection, & 


‘ .- and 
its members to co-operate for the 
protection of any who may become in- 
volved in legal proceedings as the result 
of their refusal to accepi ° 

W. L. Crounse:—Perhaps I ought to 
say a word of explanation. In some of 
our districts the collectors have threatened 
to cut off alcohol supply and some of the 
members have written to me saying they 
wished to join with the association in its 
attitude on this question, but they didn’t 





as 


make periodical reports, and otherwise to ac- Wish to be burdened with the costs in- 
count for all alcoholic preparations purchased volved in defending a test case. It seems 
by them, notwithstanding the fact that such to me the expense of defending a test 
customers are not permit holders and, there- case from the entir® association ought to 
fore, not amenable to the prohibition laws; and, he pledged by the members rather than 


Whereas, the proposed stipulation requirement 
is illegal because it is contrary to the plain 
terms of Section Four of the Volstead Act; be- 


cause there is no law or regulation authorizing 


by it. 

Mr. Morrisson :—I move the adoption of 
the resolution. 

(The motion was seconded). 


such a requirement; because the stipulation 

violates the principle many times enunciated Chairman Van Gorder:—It has_ been 
by the United States Supreme Court in the Moved and seconded that the resolution 
price maintenance cases. denying to the manu- be accepted. All those in favor will 
facturer any control whatever over the jobber please say “aye’’; contrary, “ho.” It is so 


or retailer to whom he sells his goods, and ordered. 
Chairman Van Gorder:—We will now listen to the report from the Special Com- 


mittee on the President’s Address. W. W. Gibson! 


Report of Committee on President’s Address 


W. W. Gibson:—On our golden jubilee We indorse our president’s attitude 
our golden president has given us a golden’ toward the Cramton bill. If this measure 
address. Among the president’s addresses becomes a law it will greatly increase our 
of recent years it stands out remarkable difficulties of doing business by transfer- 
for its intense practical quality and its ring the supervision of industrial aicohol 
spirit of faith in the future. to the prohibition directors, who are in- 


Other addresses have given us clear, ¢XPerienced and frequently influenced by 
lucid and forceful pictures of national and _ Politicians. 
world conditions, truthful pictures of the- We ask for a continuation of the cru- 
general background surrounding our sade for price maintenance legislation. 
activities. The present address does all We feel that the work of our Legislative 
this, and more. It offers concrete and Committee has borne good fruit and are 


definite recommendations for the specific 
operation of our organization. 

It begins with an inspiring account of 
what we may call the ethical history of 
cur association, reminding us that in aim 
and conduct our founders followed ideals 
of justice, fair play, honesty and service. 
In such ideals, the present administration 
has shared. To it our children will look 
back with the same veneration with which 
we look back to our early pioneers of 1876. 


hopeful that it will not be long before this 
very desirable legislation is passed by 
Congress. 

We second what our president has said 
about “hidden demonstrators."’ We agree 
that this is a practice that should be 
strongly condemned. 

We approve of a further application of 
the principle of simplification as applied 
to our trade. It has already shown good 
results in the deletion of items from the 


We indorse to e the full all that our - pharmaceutical list. We are hopeful that 
president has said about co-operation. the process will be extended to the chem- 
Sympathy and mutual help are eternal jeal lists to a like degree. 


virities. Competition is truly only an in- The above matters are all called to the 
cident. This co-operation, to be of any attention of committees now existing. 
public service, must be of all branches of [pn addition to these, our president has 
our business. It should extend, therefore, made a number of recommendations for 
as our president has pointed out, to both a4 recasting of some of. our committees, 
retailer and manufacturer. The protec- for which process it will be necessary to 
tion that we ask from one we should ex- amend our constitution. We have, there- 
tend to the other. If we call for reason- fore, attached to this report two amend- 
able and just protection from the proprie- ments for your consideration, which will 
tor in return for wholesale co-cperation. have the effect of merging and changing 
the retailer is justified in calling om us gome of our committees, as follows:— 
for the same protection. 1. Merging the Committee on Employ- 
We are in great sympathy with the ers’ Liability and Workmen's Compensa - 
suggestion that we should take steps to tion with the Committee on Fire Insur- 
have our function as distributors better ance, making a General Committee on In- 
understood and appreciated by the adver- surance, — : t : 
tising agencies of nationally-advertised 2. Changing the name of the ( ommittee 
Transportation to the Committee on 


items. We have been too little concerned on_ t , 

with the attitude toward wholesale trade Delivery and Traffic. : ; 

of these agencies and their largest clients. Substituting for the Committee on 

We should cease to hide our light under Paints, Oils and Glass a new committee 

a bushel and it should be impressed on on special lines oa 
' 4, Changing the name of the Prize 


the members of the Committee on Educa- 


tion, if the asociation decides to form Essay Contest Committee to the Commit- 
such a committee, that this is a large tee on Education, and making it a stand- 
portion of their work and will have an ing committee. 


enormous influence on the attitude of the 5. Creating a Committee on Employ- 


business public toward our function as ment and Welfare. i ; 
distributors. 6. Creating an Executive Committee 
Our president is justified in his pride chosen from the Board of Control, to 


which the board may delegate such au- 
thority as they deem wise. , 

We cannot close this report without 
calling attention to the language of the 


in the work of our committees, It is char- 
acteristic of his practical attitude toward 
our affairs that he calls attention to the 
money value of the work of the Commit- C 
tee on Uniform Accounting in bringing president’s address. In clear presentation 
to us the possibility of recovering tax of ideas, in avoidance of thread-bare 
payments by rechecking our tax returns phraseology, it is a fitting message to pre- 


under clause 410. sent to this association on its golden 
Your committee echoes our president’s jubilee. We congratulate our president 
satisfaction in the withdrawal of the com- on this surpassing address, and cong! atu- 
plaint of the Federal Trade Commision. late the association on having chosen a 
We were all confident that sucn a with- president who is capable of giving us such 
drawal would be made as soon as the a stimulus toward the lofty and wise 
proper facts were presented. ideals of the founders of our association 
(There was a rising vote of acceptance on the report of the Committee on 
I resident’s Address. ) : iat al 
President Moxley then resumed the chatr. ; +2 
President Moxley :—You know, gentlemen, somehow I always liked Will Gibson, 
but I never expected to receive so generous a floral tribute until that day that they 
fold my hands across my bosom and my friends pass by and remark ‘‘Doesn’t he 


Just like he was asleep.’ 


Indications Given by Questionnaire 


icck natural! 





President Moxley :—Yesterday we had a report from the Committee on Question- 
naires which we were unable to discuss at that time. I recall there were some 
definite recommendations in this report:—One of them that we should arrange 


with the Harvard Research Bureau for a field representative to secure additional data 
on methods of operations and that that field representative should seek to bring 
to us the power, if you please, of cperating methods, I think it would be wise 


to read you a little from this. (Reads from report.) : 
1 recommendation 


Or number two, referring to merchandising, you remember the t 
was that our general representative assisted by our Executive Committee should 
seek to develop or make contact with more manufacturers and develop additional 


merchandising features. 4 ; 

Number three covered a recommendation of the Committee on Education for the 
specific recommendation that that committee should get out a booklet on the con- 
duct of a retail drug store, that they should arrange for a convention speaker to 
prepare a perfected address, meeting with their approval on turnover or merchan- 
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lise subjects of some character and that speaker to be available for the jobbers 
in any State who want to employ him to appear before the conventions o! retailers 


or any other conventions of druggists. 


Question four deals with the retai] dealer help thought, called for a 
mittee to consider the development of some practical 
Jentlemen, 
that we have opened up a way for very great amount of additional work. | 
I was afraid I would be laughed out of the St. Louis meet- 


of Control at St. Louis in the spring. 


originally proposed it, 


ing, but I didn‘t find the scoffers that Noah did. 


special com- 
plan and report to the Board 
this is a big topic. I_figure 
When I 


I heard a speaker the other day 


referring to Brother Noah, who presented advanced idea on the building of an ark. 


You see, Brother Noah had a vision 


All of 


greatest business man of all times, 


and 
his neighbors scoffed and laughed at him, 
for 


the siae of a mountain. 
proved himself to be the 
floating a great stock 


built an arK on 


yet he 


he succeeded in 


company, with the whole world in liquidation. 


Relations With Retailers 


W. oO. Kuebler:—A _ thought runs 
through my mind on article 3 there where 
you speak of publishing a booklet or a 
pamphlet or instructions for the retail 
druggists. The thought comes to my 
mind whether they would not resent 
that. Wouldn’t it be better that we spent 
that money in hiring someone who is 
really an able man and an efficient busi- 
ness speaker at the annual and other 
conventions held by the retailers so that 
it will go in their proceedings and coming 
from them, will make more of an im- 
pression. The thought comes to me, 
wouldn’t they think we were impertinent. 
I think the money we would spend for 
the printing could be used in having a 
bigger man go before them. 

President Moxley:—I will Mr. 
Ochse to discuss this. 

Mr. Ochse:—Before I discuss this re- 
port I want to offer a resoiution that the 
initials of young Moxley be N. W. D. A. 
Moxley. 

President Moxley :—That 
suggestion. a. ae a 
rather long, however, I will promise you 
that his motto will ever be N. W. D. A.— 
“Never With Drawing Allegiance.” 

Mr. Ochse:—In accordance with the 
theory expounded by the chart on Sim- 
plified Practice, I think this would be a 
good time to exemplify it, so I am going 
to make my discussion very short be- 
cause this problem we have of Retailers’ 
Service Bureau, establishing what I call 
a Retailers’ Service Bureau is a very big 
question in my little experience and in- 
terest that I have taken in that work. 
I have had some very encouraging re- 
actions but I can’t and I know that I 
would be imposing upon your time if I 
tried to give you some of these reactions. 

The chairman of this committee recom- 
mended that a committee be named to 
take on that work. I would like to make 
a recommendation that a committee be 
named to undertake that work. I would 
like to make a recommendation, gentle- 
men that in view of the new commit- 
tee that has been created, the Commit- 
tee on Education, that this work be un- 
dertaken by that committee. That is my 
discussion, gentlemen, 

President Moxley :—Thank 
Ochse. 

James Morrisson :—I so move you. 

(The motion was seconded). 

President Moxley :—All those 
will signify by saying “aye”; 
“no.” It is so ordered. 

I would like to hear from 
Bowerfind. 


ask 


is a splendid 
would seem 


you, Mr. 


in favor 
contrary 


Mr. 3. J, 


Trade Expansion 


Bowerfind :—This to my mind 1s 


BH. J. 
the most important thing you 
to handle at this meeting. That is my 
personal opinion. 1 criticized the posi- 
tion in which these questions were put to 
you on the questionnaire. I maintain 
that three and four have precedence over 
one and two. We have lost the back- 
ground of Mr. Andrews’ recommendation 
of yesterday in discussing this question- 
naire today. I wish we might have gone 
on directly after Major Footte’s pictures 
and talked and tied in with Mr. An- 
drews’ recommendations these points that 
Major Foote developed for us and I hesi- 
tate to throw a bombshell into this Fif- 
tieth Jubilee in drawing to your atten- 
tion the fact that we are disqualified in 
the eyes of the government; when Mr. 
Hoover chose to illustrate the drug busi- 
ness, he didn’t choose one of our cus- 
tomers, did he? To my mind that is a 
reaction that ought to make every one 
of us look it square in the face and try 
to qualify. . 

Another point pertinent to me with ref- 
erence to questions 3 and 4, approxi- 
mately a billion dollars’ worth of busi- 
nesS maintains with that section of our 
business. We claim to have about four 
hundred billion in eur control, we N. W. 
D. A. members. Is it fitting to cele- 
brate the Fiftieth Anniversary and claim 
half of the business available? Think it 
over :—There hasn’t been a single speaker, 
men, that has appeared before you that 
emphasized the retail druggist, in the two 
days that I sat in all of these meetings. 
One speaker, Mr. Gibson, told us tne 
three ways in which we can make profit. 
He came nearer to touching the subject 
than anybody else, but every other speak- 
er referred to our importance and our 
bigness and our method of doing things 
without regard to the motive power be- 
hind our organization and our institu- 
tion. We may all have Rolls-Royce au- 
tomobiles, but if we haven’t the price or 
available gasoline to put into the tank, 
we are sitting still. The retail druggist 
in my mind is the gasoline tour or- 
ganization. A thrifty farmer never 
builds his home first. He will build his 
back barn to take care of his crops and 
his cattle and after a while he will talk 
it Over with his good wife and they 
will build a comfortable home, but not 
until he has first provided ample means 
to take care of the earning power of his 
farm. 

I wonder if I am alone in that thought? 
Men, don’t you think—may I read at this 
point an extract of a letter which came 
to my desk. It is sent out by the Na- 
tional Foundation, a clearing house for 
the open shop idea. It illustrates the point 
I am trying to make. I will read just a 
portion of a paragraph that I think is 
what fits in:— 

What is unres 


are going 


? Mainly a state of mind in- 
fluenced by careless or untruthful statements, 
undenied It consists of ignorance of simple 
economics, ignorance of simple laws of sc- 
ety, ignorance of personal obligations and re- 
ponsibill to others 

| maintain we have overlooked our 
hand in our relationship to combatting the 
influences and forces at work by the mu- 
tuals, short-line houses, and other sources 


of menace to our business. If we as a 


t 
ies 


class had been alert many years back, 
let’s say, fifteen for argument sake, and 
had used the same class of intelligent ap- 
peal to our customers that the mutual 
propagand:sts used in the development of 
their theory, would we have made any 
progress? Would the average retail drug- 
gist use that as he did? I dont think 
so. In our small way, we did use away 
back the very facts I am offering to you 
and successfully, I think, met that con- 
dition. If in some way out of this ques- 
tionnaire would develop a desire on the 
part of our members to want to do some- 
thing for the development of our greatest 
asset, that is, the retail druggist. Judg- 
ing from the answer that came in to the 
questions that came in, there wasn't a 
single majority in favor of what was of- 
fered; there was a meagre majority to 
one, but the others were woefully lost in 
the opinion of those that answered the 
question. I hope in some way we could 
become satisfied or cognizant of our im- 
portance as a combined unit and having 
had just a little experience in what a 
great. big manufacturing industry is do- 
ing, I offer it and I submit it to you. 
hoping that out of it will come something 
that we can use. For instance, the paint, 
oil and varnish interests in their “Save 
the Surface and You Save All,, campaign 
have started the most wonderful educa- 
tional campaign that has ever been con- 
ceived. It is underwritten by the manu- 
facturers on a basis of dne-eight of one 
per cent. of their net sales, including what 
they call industrial service. That means 
they finance it on a five-year basis on one- 
eight of one per cent. of their net sales, 
including the industrial business. We have 
a potential value of four hundred millions 
of business in our association. An eighth 
of one per cent. would be tremendously 
much more than we need. We could take 
a fiftieth of one per cent. to begin with 
and the individual charge per member 
wouldn’t be too great. By that same proc- 
ess. we ourselves could get the education 
and after the things were under way 
Crounse wouldn’t come here and tell us 
the great majority of N. W. D. A. mem- 
bers never read those Bulletins. We 
need education ourselves and in trying to 
educate someone else, perhaps we can get 
something worth while for ourselves. 

In offering that idea which would in- 
volve small expense per house, I really 
believe we could in some way get close 
enough to the retail trade to get a fair 
share of that six hundred million that 
exists that hasn’t come to us and perhaps 
won't come until we bring some knowl- 
edge and experience such as we enjoyed 
from the Harvard report to the retail 
druggists. I know they are eager for 
knowledge because just a week ago. if I 
may recite a little experience, I had a 
very good customer of ours in that one 
would think wouldn’t want any jobber to 
talk to him about modern methods of 
conducting a business. We sat and 
talked for two hours and he said, “If it 
is all right with you. I will not go back 
this afternoon. I will take a later train, 
if you will give me another hour or two 
this afternoon.” Ft wasn’t what, I told 
him or tried to tell him, but in a way he 
recognized an opportunity for making 
more profits. Everything Major Foote 
referred to of any value to us was based 
on turnover, men. The modern method 
of merchandising doesn’t permit of a 
single addition to our activities but turn- 
over. We have to reduce investment and 
increase our turnover because outside of 
that we cannot help ourselves until this 
suggestion or plan becomes operative. 
How essential it is for us to do that! 
And how much more important it is for 
the retail druggist to do it! 

In conclusion, I want to make a refer- 
ence to the indoor golf as played today 
and the day before. I think if you are 
looking for par or an ideal to shoot at 
you will never find it in your own line of 
endeavor. There is always somebody has 
gone out ahead of you or me that has 
accomplished the very thing we are hop- 
ing to do. With that thought in mind, I 
want to refer to a little experience I had 
on the Pennsylvania Limited, coming out 
last Sunday, in the form of an ad. It 
is the ad. of the Continental & Commer- 
cial Bank. in the September 18 issue of 
“Life.” You all want something to shoot 
at. You want something to accomplish. 
I think the ideal condition is represented 
in that little ad. Away down here at the 
bottom it says ‘“‘Resources More Than Five 
Hundred Million Dollars” and over here 
“Invested Capital over Fifty-Five Mil- 
lion Dollars.” 

President Moxley :—Out in Indiana 
are happy in having Mr. Bowerfind. He 
is on the Board of Control and you will 
hear a lot of Henry and grow to admire 
and respect him as we do out our way. 
Mr. Edward Plaut! 

Edward Plaut:—There is no doubt that 
due to my own carelessness [I haven't 
heard sufficient about this plan prior to 
yesterday. I thought the matter over 
I believe the plan is a good one. At the 
same time I feel we are perhaps going to 
be hurried into this if we go ahead and 
adopt anything now without further 
thought and discussion. One of the things 
I had in mind in that connection is this 
being very comparable to the paint, oil 
and varnish plan of “Save the Surface.”’ 
I am quite sure that plan was not adopted 
by that association itself. I feel that is 
applying a type of advertising. I think 
also before we go into the four steps of 
this plan it might be a considerable sav- 
ing to us and we might avoid a large 
number of errors, especially the kind Mr. 
Kuebler mentioned before, if we would 
have someone who is in the advertising 
business advise us in this connection. I 
have had considerable experience with 
advertising agencies, and I know of cer- 
tain men in that line who have made a 
study of this, which they call institutional 


we 


advertising. It might be we could accom- 
plish what we are after if we could find 
who is at the bottom of the “Save the 
Surface” campaign and putting ourselves 
with an appropriation of some sort in the 
hands of a firm of that kind. I know of 
some people who have tried institutional 
advertising with absolute failure. I be- 
lieve most any advertising man of prom- 
inence, if he didn’t believe it could be 
accomplished, would advise you so. Most 
of all, I think before we go into this thing 
we give it more thought and send our 
suggestions and plans to the committee. 


Lessons in the Survey 


A. H. Van Gorder:—It is a little un- 
fortunate that we could not have indulged 
in this discussion immediately after Mr. 
Andrews read his valuable report. It is 
very natural now in considering these dif- 
ferent propositions that we think of them 
in the language of the questionnaire orig- 
inally sent out and to which so few have 
responded. But Mr. Andrews in this re- 
port has carefully considered every ques- 
tion, all of those four different points, and 
has brought to us a consensus of the opin- 
ions of a great many of our members who 
have studied this thing very carefully. 
I think if we will bring our attention just 
to his different recommendations, all of 
these questions which have been brought 
up by these speakers will be answered 
and in very consistent and satisfactory 
manner. 

On question No. 1, if you will remember, 
he makes this definite suggestion:— 

The board wishes to further recommend that 
arrangements be made with the Harvard Bu- 
reau to broaden their service to field represen- 
tatives who will study certain specified prob- 
lems, gathering information on methods of 
operation and on other specific phases of vari- 
ous activities, such as order filling. better 
methods of packing and assembling of mer- 
chandise, machine operation or some other 
phase of our business practices and make the 
results of this study available to members 

It was found the original No. 1 was just 
as Mr. Plaut has voiced. The majority of 
people thought we were going a little too 
far and a little too fast, but the Harvard 
Bureau has certainly shown that they 
were doing safe work for us, and it was 
learned at small additional expense they 
would be able to give us additional in- 
formation along the very lines we are try- 
ing to get information on and in a very 
safe way. So Mr. Andrews’ idea was that 
this would be simply a first step and a 
safe step in the right direction. 

Now as to the expense attending this 
extra work of the Harvard Bureau, he 
says, “‘The board believes the value of 
the Harvard Bureau on operating expense 
as published in Bulletin 46 will result in 
members being more willing to contribute 
to the fund or expense accounting which 
will no doubt make additional funds avail- 
able and start in a small way the ex- 
pansion of the work of Harvard along 
these suggested additional lines.’’ A very 
safe step and certainly every one of you 
who has not had the privilege of having 
the full report from Harvard because you 
did not contribute last year, after you 
have examined this Bulletin 46 cannot 
help but be very glad to send in your sub- 
scription. It certainly is well worth your 
money. 

On number two and three, here is what 
Andrews says:— 

(Reading recommendations 
three of Mr. Andrews report.) 

It is certainly very safe and you can 
vote for them safely. Recommendation 
No. 4 reads:— 

In view of the 
believe it should 


two and 


complexity of this plan we 
first be carefully tested in 
certain territories that it may be perfected be- 
fore it is broadly offered. Here again we are 
limited by our budget and we would therefore 
recommend this question be referred to a special 
committee to develop and submit a man for 
such tests along with estimated cost and that 
if possible a report on this subject be pre- 
sented to the Board of Control for their con- 
sideration at the meeting of the Board of Con- 
trol in April, 1925. 

That is certainly safe and every one of 
these four questions which he has so care- 
fully considered and given you a recom- 
mendation to vote upon is safe. All you 
have to do is approve Mr. Andrews’ re- 
port and we are started in the right way. 

President Moxley:—I would like to 
hear from Frank C. Groover on this sub- 
ject. 

Frank C. Groover :—This 
cannot afford to go backward. We must 
advance if our usefulness is to continue, 
and we must think of the future as well 
as celebrate the past; and we can do 
nothing better than follow the recom- 
mendations of our past chairman of the 
Board of Control and our new President, 
Sewall Andrews. These subjects that he 
has recommended I think are most im- 
portant and I think if every one of us 
will think of them seriously and con- 
sider them important enough to give study 
to, we will find that we will make con- 
siderable progress in the next few months 
toward the betterment of our associa- 
tion. 

I agree 
should be 
independent 
depend for 


association 


Bowerfind that we 
studying the problems of the 
retailer on whom we must 
our business We must get 
close to him and help him to find him- 
self and make him a better merchant 
along modern lines. I am sure that if 
we do this we will be helping him and 
ourselves. 

President Moxley :—We will hear from 
dee Thompson, 

J. L. Thompson :—It is with a good deal 
of temerity, gentlemen and Mr. Chair- 
man, that I speak from this platform 
after listening to the comments on the 
report. 

When I received this _splendid report 
from this able committee, I was im- 
pressed with the fact that so few of the 
membership seem to appreciate the con- 
structive value of the questionnaire, and 
also that so many forgot that one of the 
fundamental principles of this associa- 
tion is co-operation. I don’t think that 
we gave the proper co-operafon to the 
committee when so few of us answerea 
the questionnaire, 

Our company partly endorses the re- 
port of the committee. We feel that 
Recommendation Number 1 there is a 
complement of the Harvard Bureau's re- 
port, and that when we saw that chart 
hanging down there, and saw the figures, 
that we would go home with the idea 


with “Mr. 
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of doing something to better those fig- 
ures for ourselves. If it be the Harvard 
Bureau or if it be an expert on the subject 
who comes to us and shows us just how 
we are going to better those figures, mat 
is what we want. That, as I under- 
stand it, is Recommendation Number 1. 

Number 2, in regard to having an in- 
termediary or somebody help us with 
the manufacturing (I am quoting now, 
gentlemen, from the questionnaire) is be- 
ing done ably for us. 

Number 3:—I think we all help the 
pharmacist by being on boards of schools 
of pharmacy and lending our aid in that 
way. 

On Number 3, I have often wondered 
exactly what we went to conventions for, 
except to meet some of our customers. 
But I feel if they know that we are be- 
hind the retailer, and by this co-opera- 
tive work—by giving them lecturers, or 
by doing something ourselves for them— 
are endeavoring to help them, we will 
get their whole-hearted co-operation. If 
you remember last year’s report from 
Mr. Ochse, he stated that the best thing 
we could do for the retailer was to help 
him through the means of our salesmen. 
We can do that by having our salesman 
go to the retailer and give him all the 
help possible, showing him how to mer- 
chandise. We will make a better friend 
of him by doing that and we will be 
doing a service. 

In conclusion, I would say, Mr. Presi- 
dent, that even fhough we accept that 
report today, our members should take 
that questionnaire and the report and 
study it a little bit more, so that they 
will understand it and be out to carry 
out the purpose of it 

President Moxley:—Fine! Thank you, 
Mr. Thompson. 

I would like to 
Schiff. 

Ludwig Schiff:—It happens I 
member of the Board of Control. 
have studied those questionnaires. 
have gone over it paragraph by 
graph; we have dissected it; we 
talked of the ramifications; we 
talked of the problems; we have 
of the advantages. 

Our report will come to you—it already 
has come to you, I believe—and our find- 
ings are that we should try and do more 
for our customers, the retail drugyiscs, 
which has been so ably commented upon 
by two of the gentlemen that preceded 
me. 

Furthermore, I 
along these lines, 


hear from Ludwig 
am a 

We 

We 
para- 
have 
have 
talked 


think that if we 
we will not only 
doing a _ service to our customers and 
friends, but we will feel that the Na- 
tional Wholesale Druggists’ Association 
as an association has increased its ac- 
tivities, has gone into fields which are 
open to us, that we can feel when we 
zo home that we have done something 
worthwhile and that will broaden the 
scope and the work of this association. 

I am sure you will all be well satis- 
fied if we go ahead along the lines sug- 
gested to you, which I think are noth- 
ing more than up-to-date 1924 methods, 
and very conservat ve. 

I thank you. 

President Moxley:—We would like to 
hear from W. W. Gibson—‘Will” Gib- 
son. You did yourself so nobly a little 
while ago, we have got to hear from 
you again, 


act 
be 


Considering the Customer 


W. W. Gibson :—I will cut my remarks 
very short, Mr. President. 

The biggest Thing in our business is the 
customer. The biggest problem confront- 
ing us is that of making better mer- 
chants out of our customers. I there- 
fore am strongly prejudiced in favor of 
any plan that looks toward to that end. 

The four points presented by Mr. Mox- 
ley at the St. Louis meeting which have 
been somewhat modified but not com- 
pletely denatured by the committee 
(laughter), I endorsed unqualifiedly at 
that time. I would have preferred to go 
farther than the committee went. I would 
be strongly in favor of a—what shall I 
say?—employe of the association (either 
that, or a man selected by the associa- 
tion) to be paid by the individual firms 
employing him, to teach us better inside 
methods. I woul@ like to see a mer- 
chandising expert available for the mem- 
bers of this association. 

T am amazed at the results of the 
questionnaire on Question Number 3. 
What objection can there be to our teach- 
ing business methods to the under-grad- 
uates of our colleges of pharmacy? What 
did you forty-five gentlemen have in mind 
who voted against such a plan? Why 
were there only thirty who were in favor 
of it? What on earth are we thinking 
of? Have we no regard for what our 
business will be five years from now, ten 
years from now, fifty years from now? 
Is the next generation nothing to us? 
Is our own future as individuals nothing 
to us? What were we thinking of when 
we voted agatnst a proposition like that? 

Coming to Question 4, that is the only 
one upon which I have had any qualms. 
In the beginning I was strongly in favor 
of it. I wavered later on learning that 
some plan of practically the same sort 
was being talked of by one of our spe- 
cial manufacturers. Whether that plan is 
to be effected in the near future, or not. 
we can’t tell you now. At any rate. I 
am anxious to record myself as going 
along with the committee on Question 4 
with all my heart, as well as the others. 
I would have preferred to go a bit farther 
on Questions 2 and 3, but I am strongly in 
favor of the report as rendered and I hope 
that the association will move to favor it 
also, 

President Moxley :—Mr. Bogart! 

KF. E. Bogart:—I have already com- 
mitted myself to the principles and pur- 
poses of the recommendations before you. 
We have not discussed the retailer here- 
tofore directly because we have now just 
come to the time where we are consider- 
ing the interests of the retailer as related 
to our own, 

I am glad the Board of Control have 
settled Questionnaire Number 1 as they 
have. TI think it will give them an op- 
portunity to study the proposition step 
by step. I am glad they have settled 
Question Number 2 just as they have by 
witholding any action upon that for a 
given time, 
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3A, 3-B and 4, I have not 
separate in my mind. TI re- 
almost one. I do not fear, 
Kuebler fears, the resentment of 
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the retailer. The retailer will be skeptical 
of almost anything you present, but he 
very soon breaks down that skepticism. 
x do not think he will question our mo- 
tive beyond a very limited pont. 

Over our way, we have already touched 
the retailer upon most points, sufficient 
for me to believe that there is a very 
great field for that sort of thing in the 
creation of goodwill between ourselves 
and the retai.er and the bring.ng back to 
us of profit. 

I do not understand that the reeommenda- 
tions mean e:ther that the Board of Con- 
trol expect to direct the thinking of this 
new committee or that they are mandates 
upon that committee. They are merely 
suggestions for them to follow. I have 
already been told who will head that com- 
mittee and it pleases me very much. I 
hope we may heartily endorse these rec- 


ommendations and put our faith in the 
leaders we have chosen for the coming 
year. 


Let me remind you. gentlemen, that all 
of the big things that have been accom- 
plished in this country of ours have been 
the result of an ambitious selfishness, 
and if we put this th.ng through and it 
succeeds, let us remember that we are not 
wholly unselfish in doing it. 





President Moxley:—Thank you, Mr. 
Bogart. 7 

W. O. Kuebler:—May I have just a 
moment? 

I am afraid that I have created an 


against these rec- 
I have been in 
last April. 


impression that I am 
ommendations. I am not. 
the drug business fifty years, 
I have been to many conventions, par- 
ticularly retail conventions. And what 
is our function there? To look pretty, to 
shake hands with our friends. and, let 
me say confidentially, to help defray the 

President Moxley :—Thank you, Mr. 
accomplish yet. and with your consent I 
Let me just give you one thought :—This 


irol is merely a gesture as to the possibilities. If 
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expenses. But we don’t get the idea that 
we are doing anything wonderful. And 
when I heard that Section 3, that there 


was to be propaganda spread out among 
them, I thought it would be splendid to 
have a real representative at their con- 
ventions or their city meetings or their 
county meetings, where they would put 
on their own minutes the advice and the 
suggestions offered by a member of this 
great organization, whether he is a paid 
member or volunteer member. We should 
bring to them at those meetings the things 
we are trying to show them; that is, give 
them the principles of doing business. 

Let me tell you about a case that hap- 
pened in New Brunswick. We had a cus- 
tomer that was slid'ng back very fast. 
He was a good fellow—he is now in my 
employ by the way—but he owed us con- 
siderable money and I couldn’t under- 
stand it. He was located well; I couldn’t 
understand why he didn’t get on. I asked 
him to send me his statement and I saw 
this picture: he had a store with an in- 
vestment of $32,000, and a total gross 
business of $18,000 per year. Can’t you 
see where he was going? 

Well, Johnson & Johnson's man and I 
called a meeting. We took him out of that 
plant and put a manager in there. In 
fifteen months they liquidated all their 
indebtedness, but the old principal is 
working for me. 

I say we can show the retailer how to do 
his business at a profit, and I think it is 
part of our duty to do it. Therefore, I 
want to say to you gentlemen that I am 
heartily in favor of all those recommenda- 
tons, but the recommendation of the 
Board of Control changed my viewpoint 
—to refer it back to the Education De- 
partment of this Association, where per- 
haps all these little rough spots will be 
smoothed out. 


Kuebler. 
Gentlemen, the hour is growing a little late. : 
think we will end our debate at this point. 


We have a tremendous lot of work to 


whole suggestion from the Board of Con- 
we may get back to the simile 


of Brother Noah and his ark, we will take it that we already have the ark built; we 


off a little bit and see whether it w ll 


merely want your permission to push it 
float. If it does you may be back here some day or ordering it to sail the high 
seas of commerce. 

My friends, may I hear a motion to approve the report as made? 

F. E. Bogart:—I offer such a motion. 

(The motion was seconded. ) 

President Moxley :—All those in favor signify by saying ‘faye’; contrary, “no.” 
The “ayes” have it. 

The motion then is that the committee’s report and recommendations on question 
1, 2, 3-A and 3-B be adopted, question 4 having already been disposed of by 
.eference to the Committee on Education. 

It is now 12:05. We have at least an hour and a half’s business before us. I 
noted that yesterday you were very grateful for a recess. If we can lock that door 
and hold you men to the north side of this room, we will declare a recess of five 
minutes. 

(The Convention recessed for five minutes.) 





President Moxley: 


We will have reports of the Board of Control. 
It has been customary in the past for the Board of Control 
various committees 
action 
If that is satisfactory, we will continue along those lines. 


Sewall D. 
to bring in 
reports in 
by the chair. 


Andrews: 
their reports on 
groups of three, 





the 
whereupon 


The meeting will come to order. 


Mr. Andrews! 


and to read those 
those three reports 


this time 
asked on 


at 


will be 


Report of the Board of Control 


Chamber of Commerce, U.S.A. 


by the 
indorse 


chairman of 
the activities 


As recommended 
this committee, we 


of the Chamber of Commerce of the 
United States of America and suggest 
that we continue the membership of the 
N. W. D. A. in that association and that 
our president reappoint Gen. Edgar D. 
Taylor as representative from this asso- 


ciation. 


(Adopted on motion of Mr. Morrisson.) 


Legislation 


This report, as usual, is most compre- 
hensive and it thoroughly covers all legis- 
lative activities during the last year which 
are of interest to our trade. The board 
feels that we should consider ourselves 
fortunate, especially in the elimination of 
requirements for annual renewal of H per- 
mits, for the adjustments respecting filing 
of inventories, for the modification of pro- 
posed regulations relating to inspection 
of premises of those using alcohol, for the 
revision of Regulation 60 and for the con- 
tinued efficient functioning of the Alcohol 
Trades Advisory Committee. 

The board also has hopes 
action in Congress toward a 
for price protection legislation. 

The board also uvges that our associa- 
tion members be keenly conscious of the 
seriousness of the dangers of the Cram- 
ton bill and that their best efforts be 
spent in opposing its passage in the next 
Congress. 


for speedy 
movement 


The thanks of our entire association 
should be extended to our legislation 
chairman and counsel for their able and 


energetic work done in our behalf. 


(Adopted on motion of Mr. Morrisson.) 
Employers’ Liability and Workmen's 
Compensation 


The report of this committee is indorsed 
by the Board of Control and, as suggested 
in same, it is recommended that this com- 
mittee be discontinued and the work be 
transferred to the Committee on Insur- 
ance; that, whenever it becomes possible, 
steps be taken by the Legislative Com- 
mittee to secure uniform laws on this 
subject. 

(Adopted on motion of Mr. Morrisson.) 


Proprietary Goods 


The chairman of this committee pre- 
sents in clear and concise form a report 
that is brimful of meat. Seven salient 
thoughts em>Dracing the major needs of 
understanding are recited, and each of 
these has the cordial approval of the 
Board of Control. The problem of pro- 
prietary goods distribution has ever 
claimed a large share of this association's 
thought and it remains with us a con- 
stant source of perplexity. Its solution, 
we hold with the chairman, is an achieve- 
ment not beyond the capacity, courage 
and fairness of our association and the 
Proprietary Asociation. 

The board approves of the recommen- 
dation of the committee that a new book- 
let be issued embracing parts of the re- 
port of Mr. Morrisson given in 1916 and a 
reprint of the essential parts of the Pro- 
prietary Committee’s report made by Mr. 
Moxley at the 1923 convention at Cleve- 


land, having to do especially with the 

rights and privileges of the members of 

this asociation with respect to their deal- 

ings with manufacturers, and that these 

two be consolidated in one pamphlet for 

the use of members of this association. 
(Adopted in regular order.) 


Prize Essay Contest 


The manner in which the work of this 
committee has been conducted is most 
commendable and the results attained 
have warranted the effort cxpended. 


A practical way of continuing the work 


and broadening the scope of this com- 
mittee as suggested in the report would 
be to merge its activities with the Com- 
mittee on Education, and such action is 


recommended. 
(Adopted in regular order.) 


Paint, Oil and Glass 


This true picture of 
the 
most 


report presents a 
paint, oil and glass departments of 
of our members, and indicates that 
the handling of these commodities is no 
longer of importance to many of our 
members. We accept the suggestion that 
this subject be no longer treated by a spe- 
cial committee, but in view of the fact 
that some of our members are consider- 
ably interested, the subject be handled in 
the future by the newly-created Com- 
mittee on Special Lines 
(Adopted in regular order.) 


Transportation 
The report of the Committee on Trans- 


portation shows careful study and prep- 
aration. It set forth the changes which 
nave taken place in railroad, transporta- 
tion and shipping conditions during the 
vast year, as well as interesting data 
covering some important features of our 
operations. 

We ask that our members review this 
report thoroughly so as to get the full 


benefit of the valuable information it con- 
tains. 
(Adopted on motion of 


Credits and Collections 


Mr. Bogart.) 


With the clarity and directness that 
has d.stinguished his reports in former 
years, the chairman of the Committee on 


Credits and Colections has presented a 
report that commends itself to the careful 
thought of our membership. 

We reatfirm our oft-repeated position in 
declaring our adherence to uniform terms 
and discounts and the sound principle that 


credit should never be substituted for 
capital. Laxity in the matter of collec- 
tions is deplored and we recommend a 


more faithful observance of stated terms 
than appears to prevail. 

The committee’s suggestion with respect 
to over-solicitation and too frequent visi- 
tation of the retailer, with resulting 
benefits following correction of same, is 
deemed one of singular :mportance and de- 
serving of sympathetic interest. 

Enlightening and impressive is the as- 
certainment that special terms and dis- 
counts prevailing during recent years have 
not tended to increase volume of sales 
and at the same time it appears that spe- 
cial discounts offered have increased 
ledger balances of that class of custom- 


ers who do not avail themselves of cash 
discount pr.vileges. 

It is recommended that our members, 
without exception, bearing in mind the 
criticism of the character of serviee now 
rendered by commercial agenc.es, make 
pointed representations to the officials of 
same and submit proper appeals for im- 
provement. 

The abuses, irregularities, ete., in con- 
nection with the adm.nistration of the Na- 
tional Bankruptcy Law, call for more dili- 
gent attention to all matters related 
thereto. 

We give our unquatified approval to the 
committee’s recommendat:on that we work 
in harmony and in conjunct.on with the 
National Association of Credit Men and 
that we declare that each and every one 
of the commfttees appointed in this as- 
sociation upon Cred.ts and Collections 
should establish and maintain intimate 
touch with that organization. 


The able chairman of our committee 
has, .n the formulation of this report, 
wrought well, and a studious perusal of 


the report by the credit managers of each 
member is earnestly recommended. 
(Adopted on motion of Mr. Bogart). 


Secretary’s Office 


Secretary Waterbury in his report gives 


a comprehens:ve survey of the activities, 
ever increas.ng. of his office. During no 


previous year of the association’s life has 
its secretary been charged with a wider 
or more arduous line of duties than during 


the one now closing. It is gratifying to 
know that he has discharged his respon- 
sibilities in a cominendable and pleasing 
manner. 

Of particular interest and help to the 
membersh p has been the Secretary's 


preparat.on and _ distribution of timely 


Bulletins. 
For his effective and courteous re- 

sponses whenever called upon, we acknowl- 

edge deep appreciation. 
(Adopted on motion of Mr. 


Salesmen and Selling Methods 


Our association is indeed fortunate this 
year in hav.ng for chairman of this com- 


3o0gart). 


mittee a man who as an executive and 
sales manager is probably in as close 
contact with salesmen and selling meth- 


ods as any man in the organization. 

The report brings out the steps of dis- 
tr bution from manufacturer to whole- 
saler and to retailer with fresh argu- 
ments and ideas to show the necessity 
of each step, and the need and advantages 
of close co-operation. 

In the merchandising of goods which 
show a profit to each and every handler a 
thorough understanding of all profits must 
exist. 

The board recommends that those mem- 
bers who have not given careful thought 
and study to the matter of conservation 
of salesmen’s time study this committee’s 
report. 

It also recommends that the same con- 
sideration be given to the matter of set- 
tlements and collections; and it is hoped 
that all realize the difference in the mean- 
ing of these two words. 

The wholesaler today has the right to 
expect and demand of salesmen that they 
spend their time, energy and intelligence 
in merchandising goods that show a 
profit; and they on the other hand have 
the right and privilege to expect com- 
pensation on the basis of profitable re- 
sults. Such an _ understanding should 
benefit both the salesmen and their houses. 
and should lead to better merchandising 
by all interested parties. 

From the d scussion 
bers at the open meeting, following the 
reading of ths report, the board rec- 
ommends that the yearly reports of this 


of various mem- 


committee be so standardized that they 
will show the yearly progress made by 
the association. 

(Adopted in regular order). 


National Drug Trade Conference 


This report again demonstrates the im- 
portance to the wholesale drug trade of 
keeping in touch with the allied trades. 
Particularly in legislative matters is the 
combined influence of the various trades 
and associations helpful. 

Agreeable to the recommendation con- 
tained in this report, the Board of Con- 
trol has voted to reaffiliate witu the Na- 
tional Drug Trade Conference. 

(Adopted in regular order). 


President Moxley :—What 
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Various Committees 


Mr. Andrews :— 

fhe next report is an omnibus report 
on severai reports which were read, all 
of them of great importance, but none of 


them containing any specifiy reeommenda- 


tion or requ.ring any action on the part 
of the board, and in order to save time 
and the necessity of bringing in a formal 
report on these separate reports, we put 
them together in one report and I will 
read that at this time; and it can be 
acted upon as a whole in connection, I 
think, w.th the two I have just finished 
reading :— 

The Board of Control recognizes and 


appreciates the time, energy and trouble 
spent by the chairmen and members of 
tnese comm%tees:—Drug Markets, Local 


Associations, Fire Insurance, Quality of 
Medicinal Products, and Trademarks, and 
is confident that the association, as a 


whole, realizes the value of their reports. 
it is recommended that our members 

study them carefully and profit-according- 

ly, and that the reports be received, filed 

and ordered printed in the proceedings. 
(Adopted in regular ordér). 


Subscriptions to Allied Associations 

The Board of Control finds that they 
have no authority to urge or instruct our 
members to make any subscriptions, such 
as to the headquarters building fund of 
the American Pharmaceutical Association. 


The board, however, extends to the as- 
sociation our sincere and hearty best 
wishes for success in its undertaking. 


(Adopted in regular order). 


Principles of Business Conduct 

The Board of Control endorses the 
principles of business conduct as adopted 
by the Chamber of Commerce of the 
United States at its annual meeting in 
Cleveland in May, 1924, and suggests that 
our members familiarize themselves with 
the contents of the booklet published by 
the chamber on this subject. 

(Adopted in regular order). 


President Moxley:—Mr. Schiff, will 





you present the ne report? 

Ludwig Schiff presented the report or 
the Board of Control on the report of 
the Committee on Uniform Accounting as 


follows :— 


Uniform Accounting 

The report of the Committee on Uni- 
form Accounting for the past year covers 
the most valuable piece of constructive 
work ever done for members of our as- 
sociation. When we look back, and only 
two years at that, and recall the argu- 
ments and skepticism brought out at the 
Colorado Springs meeting, when this sup- 
ject was first thoroughly discussed, we 
cannot help but admire the far-sighted- 
ness and the ability of those who saw 
the possibilities of having our business 
analyzed, strutinized and compared, so 
that our members might have definite 
statistical data from which valuable ana 
helpful information could be secured. 

Bulletin No. 46, compiled by the Har- 
vard Bureau of Research, contains an 
analysis of operating expenses in the 
wholesale drug business for the year 1923, 
compiled from reports supplied by 117 
member houses. We most earnestiy 
recommend a thorough and careful study 
of this important bookTet, not only by 
proprietors or executives, but also by 
credit men, department managers, and 
such employes as are in position to help 





in effecting economies or savings in the 
conduct of our business. 

We recommend that we again notify 
those of our members who have not 


joined in this work to do so at once, as 
the figures and data which they supply 
will add greatly to the value of the werk 
of the Harvard Bureau and because they 
should contribute their share of the ex- 
penses incurred. 

We @Gesire fo 
of the thorough work 
vard Research Bureau, the Committee 
on Uniform Accounting, and, especially, 
its able and energetic chairman. 

We recommend that arrangements with 
the Harvard Bureau of Business Research 


express our appreciation 
done by the Har- 


covering an alaysis of the year 1924 
along similar lines to those used in the 
past two years be continued. We ask 
that our members co-operate with the 


Harvard Bureau of Business Research by 
giving them promptly all information and 
data asked for. 


We further Com- 


recommend that the 


mittee on Uniform Accounting be author- 
ized to make another call on our mem- 


bers for voluntary pledges, along the lines 
formerly used, for the purpose of securing 
funds to carry on this work. 


is your pleasure, gentlemen? 


James Morrisson:—I move the adoption of the report. 


(The motion was seconded and carried.) 
is one 


President Moxley :—-Gentlemen, there 


to my 


attention that has been overlooked. 


feature that has just been called 
On Sunday when many of you registered 


they did not have this historical sketch of the association in the registration office. 


A great many of you have perhaps not received your copies. 


Mr. Waterbury has a 


supply of them right here ready to issue to you, if you will eall on him, 


In this connection, gentlemen it 


subject wi 





and particularly our chairman, F. E. Bogart. 
same masterly manner that he does all of 


I would like to have a vote of thanks, a rising vote of thanks, to 


ter and I knew he would handle it in the 
his undertakings. 
Mr. Bogart. 
(The members of the convention 
F. E. Bogart: 
appreciated expression? 
I am inclined to think that 


all 





if the 


doesn't 
thout acknowledgment of the time and effort put in by the committee 


young 


seem to me that we should pass the 


He gave a lot of thought to the mat- 


arose.) 
Mr. Chairman, will you permit me to respond to that very much 


men will read that history, of which I 


am in no way extraordinarily proud, and ponder over what is disclosed there, the 


eonditions under which our forefathers 


worked, 


the things that followed down 


through (if you will note, there are some things told in there in a rather rough way, 
put they had to be so told), and if they will then compare the picture of fifty years 
ago and forty and thirty and twenty-five with that of today, I think it will quiet in 


their minds the sometimes unjustified criticism that the N. W. 


has been standing still. 


D, A. all these years 


Installation of Officers 


President Moxley :- 


Now, we come to the installation of officers. 


I will ask Henry 


Faxon to present Mr. Andrews, of Minneapolis. 


(President-elect Sewall D. Andrews was 
escorted to the rostrum by Mr. Faxon.) 

Mr. Faxon:—Mr. President, this is Mr. 
Sewall D. Andrews, our new president. 

President Moxley:—It seems fitting, my 
friends, that in opening the next half 
century our fifty-first president should be 
a seeker after knowledge in his perpetual 


desire to know ‘‘why.’’ He is a worthy 
successor of our first president, James 
Richardson, who we find in his ear'iest 


address was inquiring as to what are the 
actual expenses in the conduct of a whoie- 
sale drug business and how economies 
might be effected. 


And now, my dear Mr. Andrews, let me 
say to you that while the duties of the 
president may call for time and effort that 
may seem exacting, it is all compensated 
for by the inspiration and close contact 
with the men in our trade and the oppor- 
tunity of serving so fine a cause. With 
pleasure I surrender this emblem of au- 
thority (presenting gavel to Mr. Andrews) 
to a better man. 

President-elect Andrews: — Members, 
after the premature announcement of my 
election to this office yesterday, and now 
that my title is somewhat secure (thanks 
to the kindness of Mr. Groover, who ap- 
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ariamentary tactics 
retiring president 
express to you 
ry deep and sincere apprecia- 
great honor. 
that it is going to be 
to succeed such a capable, 
quent and superbly gracious 
Barrett Moxley. He is the 
nding of a man of words and 
eds, and he has served you 
is with a great deal of 
esitat and fear that I succeed him 
and the things that should be 
done pointed out the tremendous 
of the office, and I come 
to it with a feeling of hesitation and al- 
most fear. as I have staceu 

However, I will attempt to do the very 
best | can and I wish thank you sin- 
cerely for the confidence you have shown 
in me. I know this isn’t the time for 
much talking and I am not prepared to 
say more. So we will proceed at once 
to the-further duties of the meeting. 

The new first vice-president of Mr. W. 

Kuebler. Will Mr. Littell please con- 
duct Mr. Kuebler to the rostrum? 

(Mr. Kuebler was escorted to the 
trum by Mr. Littell.) 

Cc. S. Littell:—Mr. President, I have the 
pleasure of introducing to you Mr. W. O. 
Kuebler, of Newark, N. J., our new first 
vice-president. 

President-elect Andrews:—Mr. Kuebler, 
all I can say to you is if this Entertain- 
ment Committee requires my attendance 
at very many more functions that you 
stand a very good chance of being the 
president of this association. 

W. O. Kuebler:—Mr. President and 
Members—Of course, I am conscious of 
the honor that you have conferred upon 
me and particularly the consideration 
that you have given the house that I 
represent. I am proud to be the tail of a 
kite as represented by Mr. Andrews, a 
man full of energy and constructive work 

Il want to leave just one thought. When 
we look back two, three and four years 
and see the work done here by this or- 
ganization we must feel like congratulat- 


a very 


“He ha 


responsibilities 


nas 


to 


ros- 


NTT 


Ut 


ike Mr 
resident 
well 
Mr. 


Ss upon havin 
take the chair of 
that the work 
I well take 


ing 
\ndr 
Iam sure 
begun Vv | be 
Andrew 

We have 
bone. I tl 
a little 
nection, 

Here on our beach there 
lovely couple under a big 
she was trying all her a 
the word. Becoming 
slapped him on_ the 
“George, Why don’t you 

He said, ‘Darling, I cz 
full of sand.’’ 

“Swallow it, “George,” she 
need it.”’ 

So I say let us go to the beach and take 
a little sand home with us, and perhaps 
with that we can give a good report at 
our next annual meeting 

I thank you, Mr. President. 

President-eléct Andrews:—We regret 
very much to announce that Mr. McKay 
Van Vieet, the second vice-president- 
elect, is not here. 

Will Mr. Ludwig Schiff please conduct 
Mr. W. F. Geary, our newly-elected third 
vice-president, to the rostrum? 

(Mr. Geary was escorted to the rostrum 
by Mr. Schiff.) 

Ludwig Schiff:—Mr. President, it gives 
me a great dea! of pleasure to introduce 
Mr. Wiiliam F, Geary, of Sacramento, Cal. 

Mr. Geary:—Mr. President and Gentle- 
men—I wish to thank you for the honor 
and courtesy conveyed in selecting me 
as one of the vice-presidents of your or- 
ganization. I deem it as a great honor to 
our house. 

President-elect Andrews:—Will Mr. W. 
H. Hord present our fourth vice-president, 
George H. Huff? 

(Mr. Huff was escorted to the platform 

Mr. Hord). 

George H. Huff:—Mr. President and 
gentlemen. I will always be at the call 
of our worthy president. I thank you. 

President-Elect Andrews:—wWill Mr. P. 


i so 


by 


i back- 
tell you 


eard i this con- 


heard about ts ane 
ink he has it 
story that I 1 


was a young 
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rostrum 
(Mr. 


the 
Page? 


A. Hayes please conduct to 
our. fifth vice-president, B. F. 
Page was not in the room). 

We now come to the 
members of the Board of 
Mr. Weller please conduct 
Davis to the rostrum? 

(Mr. Weller conducted Mr. 
platform). 

President-Elect Andrews:—-Mr. Davis, 
give us one of those Pike’s Peak speeches, 
now! 

Mr. Davis 


newly-elected 
Control. Will 
Roblin H. 


Davis to the 


:—Mr. President and Mem- 
bers: Of course, I appreciate being 
elected. I am sorry that the time is so 
short. I should like to avail myself of 
the president’s suggestion to tell you 
about the best country in the world (that 
Colorado), but I will defer that until 
some later time. 

President-Elect Andrews: — Will Mr. 
Kiefer Mayer please conduct Mr. H. J. 
Sowerfind to the platform? 

(Mr. Bowerfind was _ escorted to 
rostrum by Mr. A. Kiefer Mayer). 

Mr. Mayer:—Mr. President and Gen- 
tlemen: Mr. Bowerfind doesn’t need any 
introduction. This is just plain old 
Henry Bowerfind, who originated the 
word “commonsense” in the drug busi- 
ness in Indiana and all he has done is to 
make enough money to build a lot of stone 
homes for his other associates. 

Mr. Bowerfind :—Mr. President, that is 
a contributing factor for your cabinet. 
Thank you. 

President-Elect Andrews: — Will Mr. 
Wm. Jay Schieffelin please introduce Mr. 
Cc. W. Whittlesey? 

(Mr. Whittlesey 


is 


the 


was escorted to the 


President-Elect Andrews :—Before we 


for a vote of thanks to the retiring officer 
seconded 


(Such a motion was made and 


vote.) 


President-elect Andrews :—Is there any 


iy ° 
ing. 


PAINT AND DRUG REPORTER: MARKET AUTHORITY SINCE 1871 


by William Jay Schieffelin). 
Whittlesey :—Mr. Andrews and 
Gentlemen: I shall consider the Board of 
Control as the gear-box and I shall try 
to keep my place among the cogs. 

President-Klect Andrews :—Will W. 
Allen please introduce J. G. Smith? 

(Mr. Smith was escorted to the 
form by Mr. Allen). 

Mr. Allen:—Mr. President and Mem- 
bers: I take great pleasure in presenting 
my old friend, Mr. Smith, as a member 
of the Board of Control. 

Mr. Smith:—Thank you, Mr. Allen. 
Mr. President and gentlemen, I don’t 
know why you selected me for this posi- 
tion unless it is because down in Georgia 
where I come from we have a habit of 
wearing our hearts on our sleeves, and 
possibly you have read there my deep 
affection for the N. W. D. A. and my 
reverence for its lofty traditions. Possibly 
I can be of service on that account. I 
will try, and if I don’t I expect to lose 
my job. 

President-Elect Andrews:—Mr. Groo- 
ver. will you please bring Mr. Carl F. G. 
Meyer to the rostrum? 

(Mr. Meyer was escorted to the rostrum 
by Mr. Groover). 

Mr. Meyer:—Mr. President and Gen- 
tlemen: I want to admit that as a mem- 
ber of the Nominating Committee I 
worked very diligently. to be included in 
those nominated on the Board of Control, 
realizing that in order to fill the shoes 
of the incumbent who is just retiring as 
a member of the board (but who is now 
our president) a lot of bulk would be re- 
quired. And that is why they selected 


me. 


rostrum 
Mr 


G. 


plat- 


adjourn, gentlemen, I would like to ask 


earried by a rising 


and unanimously 


other business to come before this meet- 


There will be a meeting of the Board of Control to organize immediately follow- 


this session in room 116. 


ing 


There being no further business, I declare this Convention adjourned. 
The Convention was finally adjourned at 12:50 o’clock. 
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Frank E., Morgan Drug Co., Brook- 
x. 
Kirby, Frank 
cago, Ill. 
Kline, C. Mahlon, 
Philadelphia. 
Knight, Chas. E., 
Chicago, Ill. 
Knox, Conway M., 
Ltd., Richmond, 
Knox, Kerro, H. K. 
Kr l, Frederick G., 
New York 
Kuebler, Wm. 
Newark, N. J. 
Kutz, Milton, Roessler & 


Co New York. 
by 


Houston Drug 


B., Abbott Laboratories, Chi- 


Smith, Kline & French Co 


Knigh‘+ Soda Fountain Co., 


Owens & Minor Drug Co., 
Va 

Mulford Co, 
Anglo Amer. 


Philadelphia 
Drug Co., 


O., Roeber & Kuebler Co., 


Hasslacher Chemical 


Lang, 0. C 
Texas, 
szawrence, Paul, 
land, Ohio 
zarmour, James 
Newark, N. J. 
eming, H. T.., 
J 
Wm. E., Illinois Glass Co., 
P., Illinois Glass Co., 
C, Mallinckrodt Chem 


Company, Houston, 


Lawrence-Williams Co., 


~) 
Cleve- 


J., Health Products Corp, 


The Mennen Co., Newark, 
Alton, 
Alton, I 
Works, 


Il 
ll 
New 


7 a Company, Kalama- 
Mich 
jlly. 3; Ki, FF 
Ind 
sichtenstein, Leo, Bristol-Myers Co., New York 

Attell, C. S., C. S. Littell & Co., New York 
ring, C. A., North American Dye Corp., 
Mount Vernon, N. Y 

Chas. A., Jr.. Mount Vernion, N. Y¥ 
Henry C., Seabury & Johnson, 


The UpJohn 


Eli Lilly & Co., Indianapolis 


oring 
vis, New 
Yor} 

Lyman, 
Canada 
Cc. Lyman, 
Pa. 
aynn 
Ind 
syons, H. 
ville, Ky. 
sevis, A. C., The 


Arthur, Lyman’s, Ltd, Montreal, 


Keasbey & Mattison, Ambler 


Chas. J., Eli Lilly & Co., Indianapolis. 


Robinson-Pettet Co., WLouis- 


Guy, 


Western Co., Chicago, Ill 


M 


Mackey, George S., P. E 
New York 
Mahi 


Anderson & Co., Ine., 


i John Publishing Co., Inc., 
New York, 
Magnus, Perey C., 
Ine New York, 
Mayer, A. Kiefer, 
apolis, Ind, 


Martin, Charles &., 


Lee, Topics 


Magnus, Mabee & Reynard 
Kiefer-Stewart Co., 


Spurlock-Neal Co 








IN CHEMICALS, DYESTUFFS, 


MacBride, H. C.. New 
Martin, W, F., J. 


Rochester, N. Y. 


York. 


Hungerford Smith Co., 


Matthews, Charles E., Sharp & Dohme, Chi- 
cago, Til. 

Mealy, William R., Gilbert Bros. & Co., Bal- 
timere, Md, 

Means, E. O., Bristol-Myers Co., New York. 

Merck, Geo. W., Merck & Co., New York 

Merrell, Charles G., William S, Merrell Com- 
pany, Cincinnati, Ohio. 

Merrell, G. R., J, S. Merrell Drug Co., Chau- 
tauqua, N. Y. 

Merrell, Thurston, William S. Merrell Co., 
Cincinnati, Ohio. 

Meyer. Carl F. G., Meyer Bros. Drug Co., 
St. Louis, Mo, 

Mobureg, F. O., Toledo Rex Spray Co., Toledo, 
Ohio. 


Moffitt, Samue!, Marvel Company, New York. 


Moehle, G. A., Milwaukee Drug Co., Milwau- 
kee, Wis 

Morrison, James, The Owens Bottle Co., To- 
ledo, Ohio. 

Miles, Harry B., Monsante Chemical Works, 
St. Louis, Mo. 

Morrisson, J. W., Fuller-Morrisson Co., Chi- 
eago, Ill. 

Moore, Edward B., Aschenbach & Miller, 


Ine., Philadelphia, Pa. 
Murray, Jr., W. J.,, The Murray Drug Co., Co- 
tumbia, S. C. 
Muth, Bdward S., Muth Bros. & Co., 
Ma 
Moxley, G. 
dianapolis, 
Moxley, 


Baltimore, 


Barrett, 
Ind 
David H., 


Kiefer-Stewart Co., In- 


Indianapolis, Ind. 


Mc 


MeCawley. H. L., Peter-Neat-Richardson Cce., 





Ine., Louisville, Ky. 

McGibbon, William, Eli Lilly & Co., Indianap- 
olis, Ind, 

McCotter, S, G., S. G. McCotter & Co., New 
York 

McIlvaine, Herbert R., Mcllvaine Brothers, 
Philade'phia, Pa 

McKinney, William, Walt. «Janvier, Inc., New 
York rd 

MeNamara, John J., Finley, Dicks & Co., New 
Orleans, La 

MeQuade, Jerry, Topics Publishing Co., New 


York, 


N 


Nevin, T., New York. 

Niel, J. W., American Thermes Bottle Co., 
New York. 

Norton, Jehn §., Ansco Photoproducts, Inc., 
Binghamton, N. Y 

Nelson, F. G., New York 

Norvell, Saunders, McKesson & Robbins, New 
York. 

Nielsor HF. R., Powers-Weightman-Rosengar- 
ten Philadelphia, Pa 

Ochse Wi'liam, San Antonio Drug Co., San 
Antonio, Texas. 


Doster-Northington Drug Co., 


Ala. 


O'Dell, 1 ie 
sirmingham, 


Or William B., The Orr, Brown & Price Co., 
Columbus, Ohio : 
Owen, John D., Geer Drug C Spartansburg, 


= 


P 


Page. B. F.. W. H. King Drug Co Raleigh, 
N.C 

Page George S., Roessler-Hasslac her Chem- 
ical Co., New York. a 

Paradis, A, F., The Calco Chemical Co., New 
York ; 

Pandes James T., The Dow Chemical Co., Mid- 
land, Mich a 

Parker. A, D., The Parker Blake Co., New 
Or'eans, La As 

Parke, George B.. The Walding, Kinnan & 
Marvin Co., Toledo, Ohi . 

Parsons, B. A., Parke, Davis & Co., Detroit, 
Mich. ‘ . 

Pallat, K. B., 1. Hungerford Smith Co., Roch- 


ester, N. Y. 
Peffer, H. L., 
New York 
Pease, Samuel S., H. 

Mass, 


Penick, 8 3.. S. B. 


U. s. Industrial Alcohol Co., 


& J. Brewer, Springfield, 


Penick & Co., New York, 


Penick, D. M., Strother Drug Co Lynchburg, 
Va 

Penick, Giles M., Strother Drug Co., Lynch- 
burg, Va . 7 

Penland, J. M., Wace Drug Co., Waco, Texas. 

Phillips, A, E., The Welch Grape Juice Co., 


Westfield, N. ¥ 


Pierce, Dr. V. Mott. World's Dispensary Med- 
cal Association, Buffalo, N ¥, 
Pierpont, M. G., Lowey Drug: Co., Inc., Bal- 


timore, Md 


Pierson, Romaine, The Practical Druggist, New 
York az cl 
Plaut. Dr. Edward, Lehn & Fink, Inc., New 

York s 
Pollock. E. V., J. W. Edgerly & Co., Ottum- 
wa, lowa ° ; 4 
Pound, John F., Dodge & Ok ott, Philadelphia, 
Pa ; 
Powers, Robert L., Powers-Taylor Drug Co., 


Richmond, Va. 





Prever, A. T., Vick Chemical Cc Greensboro, 
N.C 

Powell, W. E., The B. F. Goodrich Rubber 
‘o., Akron, Ohio ; . 

Parks. A. M., Harshaw, Fu'ler-Goodwin Co., 
Philadely hia, Pa. : : 

Phillips, W. D., Berry-Demoville & Co., Nash- 
ville, Tenn . - 
° Jr.. M. Cary. Nujol Lab Standard Oil 
Co New York 

Queens John F., Monsanto Chemical Works, 

"s louis, Mo 

Rauch, Fred Magnus, Mabee & Reynard, Inc 
New Yort : : ; 

Raymond, cK S., Lineoin Drug Co., Lincoln, 
Neb, 


DRUGS, PAINTS, OILS, FERTILIZERS 


Richardson, Durbin, Richardson Corp., Roches- 
ter, N. Y 
Ringel, G. L., 

Kinggold, K. ( 
town, W. Va. 


Fritzsche Bros., Inc., New York. 
., Sharp & Dohme, Shepherds- 





Rightor, W. Coty, Inc., New York. 

Rising, P. A., Charles Pfizer & Co., Inc., Chi- 
cago, Ill 

Ritchie, Harold F., Harold F. Ritchie & Co., 
Inc., New York. 


Ritchey, W. P., Brooklyn, N. Y 
Robinson, Frank Eu6 Powers-Weightman- 


Rosengarten Co., Chicago, Lil. 

Robinson, H. H., The Henry B. Gilpin Co., 
Baltimore, Md 

Robinson, John C., Powers-Weightman-Rosen- 
garten Co., Dallas, Texas. 

Robinson, Lewis Wes Powers-Weightman- 
Rosengarten Co., Baltimore, Md. 

Roth, W. K., The Churchill Drug Co., Cedar 


Rapids, Ia. 
tosengarten, 
Rosengarten 


Frederic, 
Co., 


Powers-Weightman- 
Philade|phia. 


Rosengarten, A. G., Powers-Weightman-Rosen- 
garten Co., Philadelphia. 

Sage, H. J., New York. 

Sailer, William A., Sharp & Dohme, Balti- 
more, Md. 

Schackelford, Leon, Ashland Drug Co., Ash- 
land, Ky. 


Schieffelin, W. J., Schieffelin & Co., New York 


Schiff, Western Wholesale Drug Co., Los An- 
geles, Cal. 

Schnell, Harry J., Oil Paint & Drug Reporter, 
New York. 


Schuehle, Martin Cc, Powers-Weightman- 
Rosengarten Co., Boston, Mass. 

Schuh, J. P., Schuh Drug Company, Cairo, Ill. 

ah Walter, Scott Drug Co., Inc., Charlotte, 
ne C. 

Shoemaker, Robert, 3d, Robert Shoemaker Co, 
Philadelphia. 


Sherman, M. E., Des Moines Drug Company, 
Des Moines, Iowa. 

Shipton, J. A., C. J. Lincoln Co., Inc., Little 
Rock, Ark. 

Shoemaker, John L., Keasby & Mattison Co., 
Ambler, Pa. 

Silver, C H., Armstrong Cork Co., Phila- 
delphia 

Simpkins, H. W., Mallinckrodt Chemica 
Works, St. Louis, Mo. 

Skillman, Harry, Parke, Davis & Co., Detroit, 
Mich. 

Smith, A. Homer, Sharp & Dohme, Baltimore, 
Md 


Smith, C. D., The C. D. Smith Drug Co., Grand 


Junction, Col. 

Smith. Foster T., Powers-Weightman-Rosen- 
garten Co., New York. 

Smith, H Chandler, Powers-Weightman- 


Rosengarten Co., 
Smith, Howard E., 


Ind 
Smith & Co., 


Indianapolis, 
Valentine H. 











Inc., Philadelphia, Pa. 

Smith, J. G., Columbia Drug Co., Savannah, 
Ga 

Smith, Oscar W., Parke, Davis & Co., Detroit, 
Mich 

Smith, R. M., Wm. S. Merrell Co., Cincinnati, 
Ohio 

Smith, Walter V., Valentine H. Smith & Co., 
Inc., Philadelphia. 

Snow, Nelson P., Gibson-Snow Co., Inc., Al- 
bany, N. Y. 

Speckel, J. E., C. E QLittell & Co., New_York 


Stebbins, H. A., Powers-Weightman-Rosen- 
garten Co., New York. 

St. John, H. W., Horlick’s Malted Milk Co., 
New York. 

Sterling, M. M., E. Fougera & Co., Inc., New 
York c 
Stern, Benedict, West Disinfecting Co., New 

York. 

Stone, Evans A., Nujol Laboratories, New 
York. ' 

Strong, T. S., Strong, Cobb & Co., Cleveland, 
Ohio. 

Sutton, Charles E., Merck & Co., St. Louis, 
Mo 


7 


Taylor, Edgar D., Powers-Taylor Drug Co., 


Richmond, Va. u 
Terry, W. W., The Chas. E, Hires Co., Phila- 
delphia. 


Thompson, H. D., Illinois Glass Co., Alton, Til. 
Thompson, Ralph E., Allaire, Woodward & Co., 
Peoria, Ill. ss 
Thompson, W. L., J. L. Thompson Sons & Co., 

Trey, mm. ¥. 
Tolles, R P., Nationai 
Island City, N. Y. 


Carbon Co., Long 


Triner, Joseph, Joseph Triner Co., Chicago, IIl. 
Tyndall, Gavin J., Geo. Claflin Co., Provi- 
dence, R. I. 

Usher, Frederick, Charles Pfizer & Co., St. 


Louis, Mo 


V 


Van Gorder, A. H., The Hall-Van Gorder Co., 


Cleve'and, Ohio. : 

Van Vleet, McKay, Van Vleet-Mansfield Drug 
Co., Memphis, Tenn. ’ . 

Veenemon, Wm., Kentucky Holding Corp., 
Louisville, Ky. - 

Vinson, W. S., Huntingdon Drug Co., Hunt- 
ingdon, W. Va. ‘ = 

Voelker, G. H., Celluloid Co., New York y 

Von Schlick, H H., Marvel Products Co., 


Pittsburgh, Pa. 


W 


Waldron, F. S., J. E. Goo'd & Co., Portland 


Me. 
Walker. S. W., Powers-Weightman-Rosengar- 
ten Co., Philadelphia, Pa. ie 
Walters, William J., Johnson & Johnson, New 


Brunswick, N. J. 
Wasserscheid, A. A., 
Works, New York. 


Mallinckrodt Chemical 


Waterbury, C. H., National Wholesale Drug- 
gists’ Association, New York. 
re 5 Thompson Sons & 


Waterbury, H. L., John L. 


Co., Troy, N. ¥ 

Watermeyer, F E Fritsche Brothers, In 
New York 

Watt, George P., Jr., Lyman's Ltd., Montreal, 


Canada 
Weber, 
New 


Herman J., Bidd!e Purchasing Co., 


York. 


Wedekind, Robert E., R. Mansfield & Son, 
Inc., Louisville, Ky. 
Weller, H. S.. Richardson Drug Co., Omaha, 


Neb. 

Wesley, P. R., 
dence, R. I. 
Whidden, R. A., Eli Lilly & Co., 


Davol Rubber Company, Provi- 


Indianapolis, 


Ind. 

White, I. S., Hartz & Bahnsen Co., Rock 
Island, Ill. 

Whittiesey, C. W., Chas. W. Whittlesey Co., 
New Haven, Conn. 

H. H. Whyte, H. K. Mulford Co., Philadelphia, 
Pa. 

Wicks, A. S., Michigan Drug Co., Detroit, 
Mich. 

Wilcox, Levi, Apothecaries Hall Co., Water- 
bury, Conn. 


Williams, J. N., Jr., Williams, Martin & Gray, 


Inc., Norfolk, Va. 
Willis, Charles, John M. Maris Co., Philadel- 
phia, Pa. 
Wiltsee, Lee, Wm. S. Merrell Co., Cincinnati, 
Ohio 
Woodside, J. T., Western Company, Chicago, 
Ill. 


Woodward, H. 
Peoria, Ill. 


R., Allaire, Woodward & Co., 





Woodworth, F. K., Elcaya Co., Long Island 
City, I. &. 
Zink, Edward, Eli Lilly & Co., Indianapolis, 
Ind. 
Zwald, Fred J., Bastian-Blessing Co., Chicago, 
Ill 
. 
The Ladies 
Albers, Mrs. E. S., Knoxville, Tenn 
Allen, Mrs. W. G., Tampa, Fila. 
Ambler, Mrs. J. H.. St. Louis, Mo. 
Armstrong, Mrs. W. Arthur, New York 
Appleton, Mrs. Thos, H., St. Louis, Mo 
Applin, Mrs. George F., Phi'adelphia, Pa 
Armor, Mrs, George M., Baltimore, Md 
Badgley, Mrs. C. M., Boston, Mass 
Bauer, Mrs. G. T., Chicage, Ill 
Belsterling, Mrs, John F., Philadelphia, Pa. 
Biebinger, Mrs. O. L., St. Louis, Mo 
Biggers, Mrs. J. D., Toledo, Ohio 
Birks, Mrs. F. M., Peoria, Ill. 
Bishop, Mrs. Frank H., New York 
Bedman, Mrs..F. L., Philadelphia, Pa 
Bogart, Mrs. F. E., Detroit. Mich. 
Brown, Mrs. J. H., Little Rock, Ark. 
Busch, Mrs. Henry P., Phi'adelphia, Pa, 
Buck, Mrs. J. Clifton, Philadelphia, Pa 
Carey, Miss Martha, Indianapolis, Ind. 
Chandler, Mrs, Geo. A., Hartford, Conn 
Churchill, Mrs. W. N., Burlington, Iowa 
Cleveland, Mrs. A. E., Cambridge, Mass. 
Connell, Mrs. W. E., Charleston, W. Va. 
Coulson, Mrs. J. T., Dal'as, Texas, 
Carter, Mrs. A, L., Baltimore, Md 
Claflin, Mrs. Albert W., Providence, R. I. 
Conover, Mrs. S. H., New York. 
Curtis, Mrs. C, S., Chicago, Ill 


D 


Davis, Mrs. G. E.. Des Moines, Ia 
Doane, Mrs. A. C., Brooklyn, N. Y¥ 
De Noyelles, Mrs. M. N., New York 
Dickinson, Mrs. E. E., Essex, Conn 
Dorland, Mrs. R. E., New York 
Donaldson, Mrs. Theo. P., Wilmington, Del 
Evans, Mrs. George B., Albany, N. Y 
F'aherty, Miss Julia E.. Portland, Me. 
Flatt, Miss Margaret M., New York. 
Fix, Mrs. Louis C., Cincinnati, Ohio 
Foreman, Mrs. F. W., Toledo, Ohio. 
Fowler, Mrs. J. J., Atlantic City, N. J. 
Freundt, Mrs. L, J., Chicago, Ill. 
Freeman, Mrs, A. L., Knoxville, Tenn. 
Fritsch, Miss Susan, St. Louis, Mo 
Geary, Mrs, W. F., Sacramento, Cal 
Geib, Miss Margaret, Philadelphia, Pa. 
Gerndt, Miss Ida K., New York 
Gardner, Mrs. C. M., New York. 
Good, Mrs. H. H., New York. 

Good, Miss Gladys, New York 
Graham, Mrs. William. Ba’timore, Md 
Graham, Miss Edith, Baltimore, Md 
Gerndt, Mrs. Marilla M., New York 
Grom, Mrs. H., New York 

Groover, Mrs, F. C., Jacksonville, Fla, 
Hilles, Mrs. Albert L., Jr., Philadelphia, Pa, 
Hoffman, Mrs. Edmund, New York. 
Hol'iday, Mrs. F. E., New York. 
Hott, Mrs. John F Monticello, Ill 
Huisking, Mrs. Chas. L., New York 


Huff, Miss Doris O., Columbus, Ohio 
Huff, Mrs. Geo, H., Columbus, Ohio 
Hammond, Mrs. Earl L., New York. 
Jackson, Mrs. Geo., Cleveland, Ohio. 
Jacobsohn, Mrs. Eliz., New York 
Jennings, Mrs. R. C., New York 
Jewitt, Mrs. Chas. A., Cleveland, Ohio 
Johnston, Mrs. R,. M., Ft. Smith, Ark, 
Jones, Mrs. Frank R., New Brunswick, N. J 
Jones, Mrs. Turner, Atlanta, Ga 

Kiger, Mrs. C. J., New York. 

Kirby, Mrs. Frank B., Chicago, I]. 


Kauffmann, Mrs. N., Savannah, Ga. 
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Kline, M Mahlon N., Philadelphia, Pa. 
Knox, Mrs. Conway M.. Richmond, Va. 
Kutz, Mrs. Milton, New York. 

Lang, Mrs. ¢ Houston, Texas 

Lang, Miss Vera, Houston, Texas 
Lawrence, Mrs, M. J., Cleveland, Ohio, 
Lawrence, Mrs. Paul, Cleveland, Ohio 
Levis, Mrs. Wm. E., Alton, Ill 

Lewis, Mrs. E. C., New York. 

Light, Mrs. 8. R., Kalamazoo, Mich 
Lilly, Mrs. J. K., Jr., Indianapolis, Ind. 


Litchtenstein, Mrs. Leo, New York. 
Littell, Mrs. C. S,, New York. 












Loring, Mrs. C. A,, Mount Vernon, N. Y. 
Lynn, Mrs, Chas, J., Indianapolis, Ind 
Levis, Mrs, A, C., Chicago, Illinois 
Martin, Mrs. Charles S., Nashvi'le, Tenn. 
Matthews, Mrs. Charles E., Chicago, Ill 
Merrell, Mrs, G. R., St. Louis, M« 
Merrell, Mrs, Charles G., Cincinnati, Ohio 
Merrell, Mrs. Thurston, Cincinnati, Ohio. 
Meredith, Mrs. Bernard, Lynchburg, Va. 
Moburg, Mrs. F. O., Toledo, Ohio, 
Morrison, Mrs. James, Toledo, Ohio. 
Murray, Mrs. W. J.. Jr., Co'umbia, S. C 


Muth, Mrs. Edward S., Baltimore, Md. 





Moxley, Mrs, G. Barrett, Indianapolis, Ind 
Moxley, Mrs. S. B., Indianapolis, Ind. 
Moxley, Miss Irving, Indianapolis, Ind. 
Mc 
McMahon, Mrs. P. L., Charlotte, N. C 
Nei!, Mrs. James W., New York ° 
Nichols, Miss Ruth, New York 
Nichols, Mrs. E,. A., New York 


Nielson, R., 


Mrs, H Philadelphia, 


P 


Raleigh, N. C 


Pa 


Pagé, Mrs. B. F., 


Paradis, Mrs. A. F., New York 
Pardee, Mrs. James T., Midland, Mich 
Pallat, Mrs. K. B., Rochester, N. Y. 
Penick, Mrs. 8, B., New York. 


Penick, Mrs. D 


M., Lynchburg, Va 
Phillips, Mrs. 


A. E., Westfield, N. Y¥ 


Pease, Mrs, Samuel S., Springfield, Mass 
Pierce, Mrs, V. Mott, Buffa'o, N. Y. 
Pierson, Mrs. Romaine, New York. 
Pound, Mrs. John, Philadelphia, Pa. 
Parks, Mrs. A. M., Philadelphia. Pa. 
Phillips, Mrs, W. D., Nashville, Tenn 
Queeny, Mrs. John F., St. Louis, Mo 
Queeny, Miss Olguita, St. Louis, Mo 
Raymond, Mrs. A. S., Lincoln, Neb. 


Ringel, Mrs. G. L., 


New York. 
Ringgold, Mrs. R. C 


Shepherdstown, W. Va 


Ritchie, Mrs. Harold F, New York. 
titchey, Mrs. W. P., Brooklyn, N. Y. 
Robinson, Mrs. H. H., New York. 
Robinson, Mrs. J. C., Dallas, Texas 
Robinson, Mrs. Lewis W., Baltimore, Md 
Roth, Mrs. W. K. Cedar Rapids, la 
Robinson, Miss Rebekah, Baltimore, Md. 
Robinson, Miss Mazie, Baltimore, Md 
Rosengarten, Mrs. Frederic, Philadeiphia 
Sage, Mrs. H. J.. New York 

Sailer, Mrs, William A., Baltimore, Md 


Schackelford, Mrs, Leon, Ashland, Ky 
Schiff, Mrs. Ludwig, Los Angeles, Cal. 
Schnell, Miss Jean E., South Orange, N. J 
Schuh, Mrs, J. P., Cairo, Il. 

Scott, Mrs. Walter, Charlottle, N.C. 

Scott, Mrs. William, Indianapolis, Ind 
Sherman, Mrs. M. E., Des Moines, Iowa. 
Shipton, Mrs. J. A., Little Rock, Ark. 









Shipton, Miss Eudora Rose, Little Rock, Ark 
Silvey, Mrs. C. H., Philadelphia. 

Smith, Mrs. A. Homer, Baltimore, Md 
Smith, Mrs. C. D., Grand Junction, Colo 
Smith, Mrs. H. Chandler, Indianapolis, Ind 
Smith, Mrs. Howard E., Philadelphia. 
Smith, Mrs. J. G., Savannah, Ga. 
Smith, Mrs. Walter V., Philadelphia 
Smith, Miss Harriett E., Philadelphia. 
Speckel, Mrs. J. E., New York. 
Stebbins, Mrs. H. A., New York. 

St. John, Mrs. H. W., New York 

St. John. Miss Helen, New York 

Stern, Mrs. Benedict, New York 

Stone, Mrs. Evans A., New York 
Tetlow, Mrs. Clara, Philadelphia 

Usher, Mrs. Frederick, St. Louls, Mo 
Van Gorder, Mrs. A. H., Cleveland, Ohio 
Van Vieet, Mrs. MeKay, Memphis, Tenn 
Von Schlick, Mrs. H. H., Pittsburgh, Pa. 
Waldron, Mrs. F. S., Portland, Me 
Walters, Mrs. Wm. J., New Brunswick, N. J 
Wasserscheid, Mrs. A. A., New York 
Waterbury, Mrs. C. H., New York. 
Watermeyer, Mrs. F. E., New York 
Watermeyer, Miss L., New York. 
Waterbury, Mrs. H. lL., Troy, N. Y. 
White, Mrs. I. S., Rock Island, Tl 
Whitnev, Miss Ruth, Red Bank, N. J. 
Wetherill, Mrs. E., New York 

Wicks, Mrs, A_ S., Detroit, Mich 

Wilcox. Mrs. Levi, Waterbury, Conn 
Woodside, Mrs. J. T., Chicago, I! 
Zink, Mrs. Edward Indianapolis, Ind 


Everybody Who Is Anybody in the Wholesale Drug Trade 
Reads the OIL, PAINT and DRUG REPORTER every week 


If You Have a Message for This Important Commercial Group, Send It Through the Reporter 


ADVERTISING RATES ON APPLICATION TO 100 WILLIAM ST., NEW YORK 
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OIL, PAINT AND DRUG REPORTER: MARKET AUTHORITY SINCE 1871 


The Entertainment Side of the Meeting 


features of the 
the importance of the 

ent to provide for all the 

ch t entertainments were 
arded The entertainment 
ambitious one, and it was 
the committee in 

d interest. 
the Mardi Gras 
after three o’clock 
features of the program, 
nvention visitors, were the 
bridge and mah jongg 
for everybody, the garden 
evening. The annual 
tertainment came 


nment 


a S¢ 


vers ot 


including 
to a close 


uesday 
which the en 


convention were 
business 
free time 

received, the 
program in 
urce of sat 
charge 
Splendid co-operation was car d 
following 
Friday 


outstanding because 


Ball 


president's 
luncheon for 
party and 
banquet 


to a cose. 


thoroughly enjoyed The com- 
program built around it a program 
Judging from the enthusiasm 
efforts of the ymmittee were 
extent, character variety, was 
sfaction and pleasure to 
generous a response n at- 
through the entire week 
the banquet, which brought the 
morning. 


great 
to have s 


to the greater 
tournament 
and the 
feature 
high 


available 
ception, the golt 
the water sports 
dress ball, and the 
than usuai, the 


women, 
fancy 
Was, more so 


Committee on Arrangements and Entertainment 


Harry J. Schnell, general chairman, 
Oil. Paint and Drug Reporter, New York. 
Ww. O. Kuebler, vice-chairman, Roeber 
& Kuebler Company, Newark, N. J. 
H. H. tobinson, vice-chairman, The 
Henry B. Gilpin Company, Baltimore, Md. 
Walter V. Smith, vice-chairman, Valen- 
tine H. Smith & Co., Philadelphia, Pa. 


Charles S. Littell & Co., 
New York. 

Charles A. Loring, 
Dye Corporation, Mount 
Dr. Henry C. Lovis, 
son, New York. 
George W. 

York, 


Littell, C. 5S 


North American 
Vernon, N. Y. 
Seabury & John- 
New 


Merck, Merck & Co., 


Following this everyone 
opportunity to have an ocean 
attend in your bathing suit. 

Remember, bathing is permitted from 
your room in the hotel. 

730 p. m—RECEPTION TO 
DENT AND MRS. G. BARRET 
LEY—On the Brighton Avenue 
of the Hotel Ambassador. 

Following the reception, 
be a Crystal Ball in the 
Room, dancing to begin 
9 :30. 

Between the dances there 
exhibition by Mlle. Marie 
and her ballet from the 
ter, New York, who will 
dances: Grécian, Scarf 
Chaminade; Oriental Cymbol Dance, 
from ‘“‘Faust’”’ by Gounod; Minuet by 
Paderewski; Ballet, “Voices of Spring,” 
by Strauss. 

Following this there will be a 
lion under the _ personal 
Mr. H. T. McConnell, a trained cotillion 
leader. The grand march will be led by 
President and Mrs. Moxley. 

Buffet supper. 
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Wednesday, September 24 


:00 P. M.—LUNCHEON FOR LADIES 
AT SEA VIEW GOLF CLUB—Auto- 
mobiles will leave the hotel between 12 
o'clock and 12:30; luncheon will be 
served promptly at 1:00, and will be 
followed by bridge and mah jongg. 
Mah jongg will be under the personal 
supervision of Mr. and Mrs. Wie Lum 
Wong. 

Prizes will be awarded to winners. 

Any of the ladies who care to leave 
early in the afternoon may do so. Ar- 
rangements have been made to take 
parties of five back at any hour. 

The Ladies’ Acquaintance Commit- 
tee have kindly consented to act as 
hostesses. 

:00 P. M.—GARDEN PARTY AND 
FANCY DRESS BALL—Brighton Ave- 
nue Porch, Venetian and tenaissance 
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W. J. Walters, Mrs. Charles H. Water- 
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Saunders Norvell, H. 1] Peffer, H. H 
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Garden Party and Fancy Dress Ball 


E Ar- 


\ll members of the Committee on 
rangements and Entertainment. 


Hostesses at Luncheon, Bridge and 
Mah Jongg, Sea View Golf Club 


Holliday, Mrs. F. R. Jones, 
Littell, Mrs. Charles A. 
Loring, Mrs. Romaine Pierson, Mrs. H. H. 
Robinson, Mrs. H. W. St. John, Mrs. Wal- 
ter V. Smith, Mrs. Harry A. Stebbins, 
Mrs. Charles H. Waterbury. 
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Program of Entertainment 
Adantin City im 
Automobiles will leay 


Sunday, September 21 over course of th 
-CONCERT—Main 
Ambassador, by the 
Quartette, 
Coneert Orchestr 


8:30 to 10:30 p. m. 
lobby of the Hotel 
Pennsylvania Male 
by the Ambassador 


Monday, September 22 


m.—GET-ACQUAINTED GATH- 

FOR LADIES Japanese Room 

Hote] Ambassador. In charge 38:00 p. m 

the Ladies’ Acquaintance Committee 

Kk. Holliday, Mrs. Frank R 

Charles S Littell, Mrs. by 

Loring, Mrs. Romaine Pier- Swimming Clubs, to be followed by a 

H. Robinsor M W , meet for association members and la- 

nit Mrs, H. W, St. John rs, dies, consisting of tub potato 
Hi. Waterbufy tug-of-war, etc. 

n.— GOLF FOR Prizes will be awarded to the 
his ved n each event 


yassador for the club at 
Luncheon will b 
play will begin at 1 o’cloc 
Please be on hand promptly 
The Golf Committee w 
club to meet you ipon 
there, 


assisted served at 


11:00 a 
ERING 
of the 


—WATER 
pool of the Hote] 
Exhibition of swimming and 
the Ambassador and Hygeia 


SPORTS—In the 
\mbassador 

diving 
Girls’ 


races, 
races, 
TOURNAMENT 

tournament w 


winners 


Entrance to the _ baliroom 
through the Brighton 
and the Venetian Room, the latter 
being transformed into a garden, in 
which the buffet supper will be servea. 

If you have not brought a costume 
you may hire one from Van Horn & 
Son, who have rooms in the Ambas- 
sador and wilt have costumes to rent 
at nominal prices. 

sje on hand early 
tume, please. 


Thursday, September 25 


m.—ORGAN RECITAL 


High School. 


will be 
Avenue Porch 


and come in 


cos- 


320 p. 
City 


Atlantic 


H. H. Robinson 


Vice-Chairman 


Tuesday, September 23 


11:00 a. m—ROLLING CHAIR RIDE 
FOR LADIES—From Ambassador Ho- 
tel Station of the Shill Rolling Chair 
Company. 

The coupon in your coupon book must 
be exchanged at the registration desk 
for rolling chair ticket. Please do not 
overlook this, for the Association cou- 
pon will not be accepted by the Rolling 
Chair Company. 

:00 p. m.—MILLION DOLLAR 
ION SHOW—Renaissance Room. 

A display of the latest Fall 
by thirty-five manikins. Chairs 
arranged in the Renaissance 
room and, following the Fashion Show 
and the removal of the chairs, there 
will be dancing in the same room. 

Tea will be served on the 
Avenue Porch. 

7:00 p. m—DE LUXE 
MENT—Renaissance Room 

Forty-five artists from the 
Theater, New York City, under 
sonal direction of Mr. S. L. 
popularly known as “Roxy,” 
ticipate. 


Walter V. Smith 


Vice-Chairman 


FASH- 


models 
will be 
dining Automobiles will leave the Ambassa- 
dor at 3:15 p. m 

This will be given by Mr. 
Arthur Scott Brooke, the well-known 
organist, and the organ, which has re- 
cently been installed, is the third larg- 
est in the world. 

Mr. Brooke is very courteously 
ing his services and an unusual 
is in store for those who attend. 
30 p. m.— BANQUET — Renaissance 
Room. 


Doors 
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Brighton 
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Capitol treat 
the per- 
Rothafel, 
7 ata 
= ee will be opened promptly ar 
7:30. Following the banquet, the prizes 
for golf, bridge, mah jongg and water 
sports will be presented, after which 
there will be a Golden Jubilee Dance— 
a Mardi Gras in the Pompeian Grill. 
Don’t miss it. 


Gang have a radio 
audience of over five mil! listeners 
every Sunday night from Station 
WEAF, New York. 

This unusual 


Roxy and His 


entertainment will b 


The Entertainment Calendar 


the program of enterta'‘nment were 
Sunday lined by Harry J. Schnell, the general 
chairman of the committee, at both of 
these functions. And from the opening 
the of the convention to the close the indi- 
vidual members of these committees de- 
voted themselves to the tasks assigned to 
them, and the successful carrying out of 
the details of the entertainment program 
largely due to their unflagging devo- 
tion and keen interest. 
Sunday evening the concert given in 
the main lobby of the Hotel Ambassador 
details of by the Pennsylvania Male Quartette, as- 


out- 
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he Ambassador Concert Orches- 
argely attended and greatly en- 


Monday 


owing the reading of his address by 
Moxley, the met in the 
Tea Room, where, under the 
hip of the Acquaintance 
‘ommittee, old friendships re- 
and formed golf 
tournament men under 
There about 
The tournament 
direction of a golf 
Haskell. 
prizes to 
prizes were exhi- 
the hotel, and 
tournament was keener than 
A list of the prizes, names 
winners, and scores is 
given in the report of the banquet below, 
ithe awards being made at the banquet. 
Those who did not participate in the 
golf tournament took part in the water 
sports in the pool of the Ambassador 
Hotel Preceding the special events there 
was an exhibition of swimming and diving 
by the members of the Ambassador and 
Hygeia Swimming Clubs, many of the 
members of which are world champions. 
There were eight events in which prizes 
were offered, and Chas. A. Loring, who 
directed this feature of the program, 
was called upon to render close decisions. 
The events and prize winners follow :— 


President ladies 
Ladies’ 
were 
The 
was well 


newed new ones 


for the 
o'clock. were 


way by one 


hundred entries. 
under the 


committee headed 


one 
was special 
by Glenn 


number of be 


There were a 
played for, these on 
bition in the lobby of in- 
the 


fore. 


terest in 
ever be 


of the donors, 


Forty-yard free-style race, 


For yard free-style 
Neilson. 


Knight 
Mrs. H 


men, C. E 


race, women, 


Forty-yard 
ing, Jr. 


Forty-yard blindfold race, women, 
Schnell. 


Tub 
Tub race, 
Potato 


Potato 
Whitney 


blindfold race, men, C. A. Lor- 


Miss Jean 


race, men, Wm. J. Schieffelin, Jr 
women, Miss Helen St. John 
and men, C. A. Jewitt. 


Miss Ruth 


spoon race, 


and spoon race, women, 


The reception to President and Mrs. G. 
Barret Moxley, which began at eight- 
thirty in the evening, was a brilliant af- 
fair. It was held on the Brighton ave- 
nue porch of the Ambassador. The line 
was headed\ by Harry J. Schnell, general 
chairman, and his daughter, Jean Eliza- 
beth Schnell. Next in line were Presi- 
dent and Mrs. G. Barret Moxley, former 
President and Mrs. F. C. Groover, former 
President and Mrs. Charles S. Martin, 
former President and Mrs. F. E. Bogart, 
former President Charles Gibson and Mrs. 
William Scott, General Representative 
F. E. Holliday and Mrs. Mahlon N. Kline. 


The Crystal the Renaissance 
room proved a delightful innovation. An 
exhibition was given by a ballet from 
the Capitol Theatre, New York, who in- 
troduced four dances, Grecian, Scarf 
Dance by Chaminade; Oriental, Cymbal 
Dance from Faust by Gounod; Minuet 
by Paderewski; Ballet, “Voices of Spring” 
by Strauss; following which there was 
a cotillion under the direction of T. H. 
McConnell, of Chicago. The Grad March 
was led by President and Mrs. Moxley. 
Favors of all kinds were distributed and 
when the party broke up around three 
o'clock in the morning, everyone knew 
everybody else and the affair was voted 
a huge success. 


Tuesday 


chair ride 
Was a welcome diversion 
bright and warm and the 
spent on the board walk 
was appreciated. At 


Ball in 


The rolling for the 
The 


hour or 


ladies 
sun was 
more 
before luncheon 


three o'clock in the 
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afternoon the Fashion Show proved quite 
with the men the women 
for special benefit it 
Following the fashion 
a tea dance. In the 
o'clock the committee introduced what 
it pleased to call a “De Luxe Entertain- 
ment.” Artists from the Capitol The- 
atre, New York, under the direction of 
S. L. Rothafel, gave an entertainment 
lasting for over three hours and these 
well-known artists held the audience in 
rapt attention during al! of that time. 
Pictures of “Roxie” and some of those 
who took part in the entertainment are 
printed on another page of this 
the entertainment, dancing 
indulged in and it was two-thirty 
“Home, Sweet Home” was played. 


Wednesday 


automobiles left 
the Seaview 
was 


as popular as 


whvse was given. 


show, there was 
evening at nine 


issu 


Following 
was 
when 


Special the hotel at 
Golf Club 


Following 


twelve-thirty for 
luncheon 
luncheon, bridge 

The latter 
supervision of 
Wong. 
a gold fountain 

In the 


where served 


the and mah jongg were 
the per- 
Mrs. Wie 


received 


played was under 


Mr 
Each prize w 
pen 
evening a Garden Party 
Fancy Dress Ball took place. The com- 
mittee was gratified that practically all 
of those at the convention attended in 
fancy dress. The Brighton Avenue porch, 
Venetian and Renasissance r were 
given over to this function and they were 
transformed into gardens. The was 
a very pretty one with the Japanese 
lanterns, fountains, trees, shrubbery and 


and 


sonal 
Lum nner 
and pencil. 


and 


oms 


sight 


Pr ie) ys ‘ 
neta. 


site" 
e ai 


is ’ me 
eT) Et Come yee 
TTC Tee et 
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a) 


honor was 
of the 


room. The guest of 
Iexcellency, the Governor 
of New Jersey, George S. Silzer. 
banquet was presided over by Lee 
M. Hutchins, Grand Rapids, Mich., who 
was toastmaster. A full report of the 
banquet addresses and other features is 
given on another page. 

The entertainment was brougne w «a 
close by a Mardi Gras ball, after the ban- 
quet, in the Pompeian Grill. Everyone 


sance 
His 
State 
The 


no one seemed anx- 
ious to leave. It was after three o'clock 
when the final “Home, Sweet Home” was 
played and the curtain was drawn on the 
Golden Jubilee Cunvention, 

Both from the standpoint 
accomplishment and social activities the 
convention will long be remembered by 
the members of the National Wholesale 
Druggists’ Association and ladies 
who accompanied them 


had a fine time, and 


of business 


the 


Reception of Delegates 


(Continued from page 7) 


That with a high school 
diploma. 

That is the situation that 
in the practical application of measures 
of safety. When it comes to the ethical 
side, it is more difficult to tell whether 
a man is going to be a crook or a scala- 
Wag or whether he is going to prac ice 
pharmacy according to the ideals which 
have been held up for years as proper. 

In that connection, I take pride rather 
in the fact that some time ago I felt that 
maybe we ought to sult with the 
prohibiion director’s office in Philadel- 
phia and get some advice on how to pro- 
ceed in order to keep out those who are 
using pharmacy as a cloak for _ boot- 
legging. I visited the prohibition direc- 
tor’s office and was very kindly received. 
I told him my mission and said, “I sup- 
pose I am asking something that it is 
impossible to get but what we would like 
to know is something about the stores 
which are flagrantly violating the law, 
and in that way refuse to take students 


was a man 


confronts us 


col 
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einai 
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Pe 
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Sea View Club 
Where the Ladies Played Bridge and Mah Jongg 


all kinds. A buffet 
and dancing continued 
hours. 


Thursday 


the 


was 
the 


flowers of 
served 
wee sma’ 


supper 
until 


three fife 
which 


hotel at 
high school in 
the third largest organ in th 
installed. Arthur Scott Brooke 
a splendid program. 


In the evening at 
nual banquet was served in 


Automobiles left 
teen for the new 
world is 


rendered 


the an- 
Renais- 


seven-thirty 
the 


who appear as ntices in those 


stores.” 
He said, 


appr 


“We can’t tell you anything 
about that. Those are secret records and 
belong in the secret achives of the de- 
partment unless there has been a prosecu- 
tion and it is a matter of public record. 
But I can tell you something: So far 
your college is concerned you are on 
white list because,” he said. ‘I think 
99 percent of your men are obeying 
law, which is not true of all of the 
leges by any Means.” 

That made me fee! as 
the right ‘track, even 


as 
our 
that 
the 
col- 


though 
though 


we 
we 


were 


on were 


Roxie and His Gang—From the Capitol Theater 


Every radio owner is familiar with the 
splendid entertainment broadcast by sta- 
tion WEAF, from the Capito] Theater 
studio, New York, évery Sunday evening, 
under the direction of S. M. Rothafel, its 
managing director. 

The picture here reproduced is 
the Capitol Theater ensemble 


that of 
that pro- 


vided the entertainment on Tuesday even- 
ing. This was the first time that “Roxie” 
and his famous gang had given Atlantic 
City the thrill of their visit. ‘‘Roxie,” as 
he is known to his many admirers, holds 
as director of the Capitol Theater the 
distinction of being the foremost motion 
picture exhibitor in America. 





The entertainment Tuesday night 
high 


duce, 


was 
possible to 
Everyone these took part 
is a high salaried artist from the Capitol 
Theater, New York, and the program they 
gave will be long remembered by those 
who were privileged to hear it 


as class as it was pro- 
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matter of this 
committee cn admissions. Sometimes we 
have to resort to methods of indirection 
in accomplishing our results, such as was 
resorted to by the resourceful policeman 
of whom they tell the story that in one 
of the large cities he went out his 
beat one night and discovered a dead 
horse lying in the middle the street. 
He went back to the station house and 
started to write up a report on the sub- 
ject. He turned to the house sergeant 
at the desk and said, “How you spell 
Kosciusko street?” 

The sergeant said, ““Damned if I 

The policeman scribbled away a_ little 
while, then put his hat on and 4a 
peared. He came back in a 
The sergeant said, ‘Where 
been?” 

He said, “I dragged 
to Myrtle alley.” 

In some of our 
things around to 
sults, but I think that you w 
with me when I ask you to 
pharmaceutical education is 
that it is trying to do what is ri 
the pharmacy that makes you 
possible, and that you will look with favor 
and with appreciation upon the work of 
the pharmaceutical educators who are 
trying to whip into shape the raw Ma- 
terial which afterwards makes your cus- 
tomers. 

I thank you for this opportunity. 

President Moxley:—It is certainly a 
very great pleasure to have heard from 
you, Doctor. I am sure that there is no 
man connected with pharmacy in America 
who hasn’t a wholesome respect for the 
great institution that you represent 

The next order of business is the wel- 
coming of delegates of the Proprietary 
Committee, Frank A. slair. (No re- 
sponse.) We will hear from Mr. Blair 
later in the day. He perhaps has been 
delayed. 

We are particularly favored this morn- 
ing by the presence of the secretary of 
the National Paint, Oil and Varnish As- 
sociation, a tremendously active and ef- 
fective organizaticn, George V. Horgan. 
We would like to hear from you, Mr. 
Horgan. 


National Paint, Oil and Varnish As- 


sociation 


George V. Horgan:—lI deem it a great 
honor and privilege to be present at this 
Golden Jubilee Convention of your splen- 
did organization. 

When my good friend Harry Sehnell 
invited me to come down here about a 
week ago and participate in some of your 
meetings he said, “Of course. we are 
going to have a long program, but I am 
going to use my influence and see if I can 
get you on for a few minutes.”” As I have 
only had about a week in which to pre- 
pare these remarks, they won't be very 
long. 

I do 
a great 
fact, I 


groping our way in the 


on 


of 


do 
know.” 
sap- 


hour. 
you 


half 
lave 
horse 


that 


we have to 
Myrtle alley 


work 


believe that 
progressing, 
ght for 


success 


feel that our two 
deal in common. 
know that some of the members 
of our association are also members of 
yours. I have followed the work of your 
association with a great deal of interest 
and know something about the many con- 
structive things that you are doing. I 
hope the bond of affectionate co-opera- 
tion that exists between our respective 
associations will continue for Many years 
to come, 

I thank 
being here 

President 
with us this 
State, J. W. 
the Kansas 
Mr. Kelly, 
you. 


asociations have 


As a matter of 


you all for the 

today. 

Moxley :—We have a Hoosier 
morning from the Sunflower 
Kelly, secretary-manager of 
Pharmaceutical Association, 

we would like to hear from 


privilege of 


Kansas Pharmaceutical Association 


J. W. Kelly :—It is certainly a pleasure 
to be with you upon this special occasion 
and to see the interest that you manifest 
in your great organization. 

I am indebted to one of your 
members, Mr. Faxon, for being here this 
morning because I rightfully belong over 
it Washington at the N. A. R. D. meet- 
ing, where I expect to go tomorrow But 
I was interested in seeing what you men 
have on your minds in this organization. 

There are many things that affect the 
retail druggist, in fact, most things that 
iffect our State organizations affect you 
men. We were just interested enough 
to come over here to watch you for a 
day or two, to whether or vou 
were giving thoughf to the many hings 
that we are thinking about in the etail 
trade 
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Registration Experts in Charge 


_ John Louis W. and Frank T. Robinson, whose pictures 
“gain in charge of registrations at the convention. 
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The banquet at the Ambassador Thurs- 
day evening, following by a Mardi Gras, 
was a fitting close for the very enjoyable 
entertainment provided in connection with 
the Golden Jubilee 

Lee M. Hutchins presided as toastmas- 
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Francis E. Holliday was born December 
Wooster, 
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lowa. Two years later he entered the drug 
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an apprentice, and after three years went 
road for Mr. 
tained a wholesale department in connec- 
tion with his retail drug store. 
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I want to assure you that in the selec- 
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IN CHEMICALS, DYESTUFFS, DRUGS, PAINTS, OILS, FERTILIZERS 


You know, years azo when we were 
schoolboys, we read and made a lot of 
fun of Darius Greene with his flying 
machine and Jules Verne’s “Twenty 
Thousand Leagues Under the Sea,” but 


men were here, we ought to 
each a monument because 
they saw down into the ages, into the 
years, and now we fly across from New 
York to San Francisco and when there 
is war, we exercise our submarmes and 
live for hours and days under the sea 
They builded, yes, in their imaginations 

So I might go through art, science, 
business, banking, law, anything you 
please, in all the realms of life. The 
men who first builded—the pioneers, if 
you please—‘Builded better than they 
knew.” And in conclusion to this, let 
me say I think there is more honor, more 
enduring pri and history due to the 
men who were the pioneers than to us 
who simply carry on. 

We have been fortunate this past 
in the presidency of our asociation, very 
fortunate! We have had a man who not 
only realized the principles to which I 
have referred, but who could carry on in 


if those two 
vote them 











year 


the spirit, and he, together with his fel- 
low workers and backed on this occasion 
by one of the most efficient men in this 


country, Mr. Schnell, has brought to a 
happy conclusion this golden jubilee. 


It is my pleasure now to call upon Mr. 
Barret Moxley, who has been our presi- 
dent for the last year, now the retiring 


president, who will talk to you for a few 


moments. 
(The members arose and applauded.) 


Mr. Moxley’s Valedictory 


Barret Moxley:—I first want to pay my 
personal word of appreciation to our hosts 
who have so superbly and incomparably 
crowned my vear with the most marvelous 
hospitality and entertainment that it has 
ever been my pleasure to witnes. 

It has been a prticular source of gratifi- 
cation to me to have served this associa- 
tion on this particular year, because just 
fifty vears ago Daniel Stewart put on his 
hat and resolutely walked down the street 
to talk to his competitor, Augustus Kiefer, 


about the piratical vicious competition 
existing at that time. The two men 
talked things over and decided to play 


game in a sportsmanlike manner, to 
‘constructive for degtructive 
And then, in 1876, the National 
Association was 


the 
substitute 
methods. 


Wholesale Druggists’ 
born. And so was I—and look how we 
have grown! 

Even babies have learned a sense of 
fair play, for in 1876 I kept my mother 


from the centennial but my three months’ 
old son David cheerfully consented to 
come with his mother to the convention, 
thereby establishing a record, I believe, 
of the youngest delegate in history to the 
N. W. D. A. And I am happy. to say, too, 
my friends, that on this occasion my 
mother accompanied me. 

Of this half century’s achievements, in 
the National Wholesale Druggists’ Asso- 
ciation. 

vr. Holliday first entered the associa- 
tion’s service in 1899 as vice-chairman 
of the Committee on Proprietary Goods 
under the late Frank A. Faxon, a former 
president of the association, who was for 
many years chairman of that committee. 

In 1907 the: office of general represen- 
tative was created and Mr. Holliday was 


elected to fill it. Upon the retirement of 





Francis E. Holliday, 


Reappointed General Representative 


the secretary of the association, several 
years later, Mr. Holliday was chosen his 
successor, and the title of general repre- 
sentative was discontinued. 

The work of the association grew 
greatly, and in order that Mr. Holliday 
might be relieved of the many details of 


the secretary’s office and be free to devote 
the greater part of his time to construc- 
tive work in the upbuilding of the 
ciation, the oftice of the general represen- 
tative was revived in 1921 and the title 
was again given to Mr, Holliday. 


asso- 


Mr. Holliday’s devotion to the work of 
the National Wholesale Druggists’ Asso- 


ciation has been of great value to the or- 


ganization, and no man in the drug trade 
has more friends than he. 
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retro tion, we behold the rapid in- 
rease population of our country and 

rvelous development of its aatural 

both above and below the 

eal its minerals, oils, forests; our 
prog ss in transportation from the rather 
primitiy hort-line railroads to our fliers 
the globe or span the continent 

betweet uwn and dusk; the discovery of 
ectricity with all its concomitant lux- 

ries and conveniences; the telegraph; the 

ielepho even the radio that enables the 
whole world to tune in and brings the 
Iiast to the very door of the West: scien- 
tific and medical explorations that have 


revolutionized industry and yielded prod- 
ucts for the alleviation of suffering and 
on of life; our admirable system 


roiongzat 
of education; our increasing alutruism, 
‘trengthening the bonds of sympathy be- 
tween men—all of these elements multi- 
plying God's graciousness and his blessing 
to the greatest nation on earth. 
Then I behold our trade and profession, 
pace with these developments, 


keeping 
eternally vis 





unt, ever striving to rise to 








greater heights and rendering the highest 
type of service to mankind, stimulated 
through co-operative effort and adher- 


ence to the ideals and spirit of this asso- 


iove SO We 


ciation we ; 
We have come a long way in this half 
century. At times the way has seemed 
rough and the progress slow, but like the 
have always kept 


mountain-climber, we 


rling upward and onward, ascending 


have 





ater heights until finally we 

come to the summit of the pass (marked 
by this golden jubilee) with its opportun- 
ity for a greater vision, And as We lift 
up our eyes, we behold it the distance 
other ranges of greate! heights, sun- 
crownd, snow-clad, challenging, heckon~- 
ing us on. And we have chosen for our 
leader a fearless, cautious, wise Man, for 
toward the 


this first stage of our progress 
greater heights of accomplishment 
This you know, my friends, is my - 
song. Unfortunately, I did not spend t - 
days of my youth at the seashore — 
ing with pebbles in my mouth, but —_ 
if I had the eloquence or the mee 
tongue of an ancient Greek, I wou .. 9 
be able to convey to you my deep 2 — 
lasting appreciation for your kindly, _ y 
loyal consideration and as sistance. ’ — 
been a glorious and a happy yee, ee 
with inspiration from you and of set 
a cause. 
ng of glory is over. I de- 
as before. 
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(The audience sang “For He's a 
Good Fellow.’ e cae 
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ular juncture, I am turning over to Frese 
Groover, Jacksonville, Fia., this — 
for just a few minutes. Mr. Groover. 
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Frank Groover :—But for one — thine 
this would be a very happy occasion = 
me. 1 am representing the man wae, 5 > 
elected at our last meeting, ar 
emeritus, and should be here tonigst bon 
read the paper that 1 am about > = 
vou. 1 refer to my special triend an oO 
distinguished member, Billy Hover. 

1 will now read the report :-— 
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task soméwhat similar in charac- 
under the guidance of Mr. F axon 
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contact 
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Twenty-five years of continuous service 
: is a record to be proud of 

A background of knowledge, experience 
understanding of the personnel 
this organization has thus 
that cannot be duplicated in any 


break 
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That : ‘ 
vith the members of this association 


sona grata ; i tlor 
and with the representatives of allied intere sts, 
manufacturers, retailers and others is a rare 
tribute to his spirit of diplomacy and fair 


ng tet le sniyv- 
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recommend that the Board 





five years of service, re ; oard 
ef Control, by resolution, grant Mr. Holliday 

y days’ leave of absence, Ww! h full pay, 
n order that he, together with Mrs. Holliday, 


a lifetime for a 





may realiz the desire of 

European trip. : 
We also recommend that the Board of Con- 

tro] make an appropriation f a reasonable 

sum—the amount to be left to_the discretion 

1f the board—to cover in part necessary travel- 
r xpenses. ze 
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In closing this report, we felicitate Mr. , 
> ie t respect in which he is 





lay in the esteem and y 
heid by the members of this organization, and 
wish for him many years of active and useful 
work in the future 
Respectfully submitted, 
N. CARY PETER, 
WM. JAY SCHIEFFELIX, 
FRANK C. GROOVER, 
WM. E. GREINER, 
w. A. HOVER, Chairman, 
Special Committee 
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good wife and has 
absence on full pay 
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(The members arose and avplauded.) 
Francis FE. Hollidav :—Mr. Toastmaster, 
members of the N, W. D. A., active and 
associate, hecause ever so Many of the 
boys in the associate ranks are just as 
close friends of mine as are the whole- 
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comprising the _ active 
presume there may be 
‘oom that would envy me 
ecause of the kind words 
offering which I have 
but I will guarantee there 
1 in this room that envies 
tion Il am now in by having 
a eurprise of this’ kind 


ous 


ve put in 
with the 


twenty-five years, 
National Whole- 

sts’ Association and the most 
»w very little about me. Did 
top to think I never made a 
ition; that you have 
make a speech? I make 
sometimes (laughter) but 
my maiden effort in this di- 
iughter) 
of my 
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connection with the 
am perfectly willing to 

have been of service to the 

how could anybody help 

in work of this kind, 

iidance, the tutelage and ad- 
such men as Frank Faxon, Clay- 
Shoemaker, ¢? Philadelphia. Many 
didn't know him well, but his 
was perfectly wonderful. Then 
was four years with John Carey 
polis; then in New York with 
lieffelin. Then I commenced 
loca) clubs on invitation. Just 
the wonderful consultants I had 
me in going from time to time 
like Lucian Hall, Van Gorder, 
M. Carey Peter and Hover, 
wish m be here tonight 
but in going from 

think of the advantages 

able to utilize their advice 
under the guidance of men of 


so 


that t 


men 


ht 


perfectly w 
ive had s 


ding 


illing to admit again 
mmething to do with 
organization and 
proud of it I am willing to 
the N. W. D. A. is the best 
commercial organization in 

t} today. (Applause). I don’t 
belon t th group of men who are 
coming alon in ye and who believe 
that tl twenty-five or fifty years 
} better, more able men 
have with us now because 

demonstrating that in this asev- 
every day, worthy sons of worthy 
and work is being carried on, 
the toastmaster said to Mr. Moxley, 
well or better and in a more effigient 
manner, we have learned some 
things, tl was in the old days. I 
have said that the young men 
are coming along; “They don’t know 
what we have done,” they have said it to 
me, asking “How we going to keep 
these young men interested in the work, 
unless you can make a demonstration or 
something which is startling or miracu- 
lous? I say you those men are fol- 
Jowing the principles and footsteps of 
their forefathers and as far as I am 
concerned—and Ts is a personal speech 
to a certain extent—I find those boys 
are just as good friends to me as their 
fathers were. I am proud of it and I 
am proud of the boys. If I had time I 
would to name some of them, but 
it isn’t necessary ; you all Riiow them. 

_I don’t want to thank you for this ac- 
tion. It isn’t a thing that should be 
thanked for. I appreciate the generous 
offering and take it in the spirit in which 
it is intended, but I do wish though that 
when any or all of you reach the age of 
three score years and ten, you may look 
forward the further declining " years 
with the same spirit of peace and hap- 
piness with which T do. 

_Toastmaster Hutchins:—Mr. Moxley in 
his address to you made mention of some- 
thing that stirred the heart of more than 
one of us_ this end of the room and 
in the audience. My action at thls mo- 
ment might be considered in polite society 
just a little rude, but I wish tonight that 
I could say one thing that Mr. Moaxley 
Said and realize it. and that is, that his 
mother was here with him. I am going 
to be just rude and yet so courteous as 
to ask Mr. Faxon to assist Barret Mox- 
pad ‘s mother her feet and allow us to 
gre er, 

(The members arose and 

Toastmaster Hutchins 
getting along fine 
_ A very pleasant duty 
for we now look into ~ 
the session of today 


association on the retirement of 
Moxley elect d his of Mr 


e} successor. e like 
pty self ther s from the far north, ~ oom 
ie northern part of Minnesot: é 

from up in Michigan. re SSS 
_Vne evening when I was down in Will 
Greiner's town in Dallas, attending a 
dinner, the toastmaster introduced me as 
the man coming from the far north 
where they wear snowshoes all year 
around, But we call Michigan the play- 
ground of the nation, just the same a 
am going to make a confession. We had 
a Winter last year when we had snow 
for a hundred and twenty days. When the 
Michigan houses tried to ship, the roads 
Were blocked and the freight couldn't 
move. In the small towns, the doors and 
yards and churchyards were all blocked 
full of snow. One little town kept the 
streets open for the farmers to come in 
but the houses were out of sight. The 
story goes in my town that forty or fifty 
miles up there jis a little village called 
Morley a ‘d when the snow went off last 
March, through the action of the sun and 
the rain, they found a horse and bugey 
tied to the church steeple 


Sewall D. Andrews, of the Minneapolis 
Drug Company, Minneapolis, is going to 
speak to you. I was out on the board- 
walk this morning and he was studying 
and so was I. However, his job is a 
very short one, while mine is a long one. 
I said when I met him, “Well, Sewall. 
how it?” and he was mean enough 
to answer, “Demosthenes is dead and so is 
Cicero and I am not very well.” Mr. An- 
drews! 

(The 
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President S. D. Andrews: Toast- 
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Association, 


and Gentlemen: Through 
ition with the Harvard 

irned the value data 

be able to get along 
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came 


my small boy before I 
better 


down, but he said, “‘Daddy, you 
stick to your notes,”’ 

If your “golden” 
this year as he 
address with more humility 
than he did a year ago ow 
ter appreciation of the obi 
duties and possibilities of 
tion, and the magnitude 3 
left undone, all that I can say is that if 
there is any more humility present in any 
one here tonight than I am experiencing at 
this moment, that person is close to the 
grave. 

Your retiring 
the best of it. He has had a 
to prepare He knew he was 
retire, although he almost fluked 
ing that. If it hadn’t been for my 
friend Frank Groover right here, Barrett 
Moxley would have been making my 
speech, and wouldn't that have been a 
wonderful speech? 

But, picture if you 
newly elected: Of course, you all know 
there is very little to do here at this 
meeting, if one happens to be on a com- 
mittee or a member of the Board of Con- 
trol. There are very few conferences 
and opportunities to visit. There is 
hardly any one here who wants to get 
your ear about some matter; very few 
manufacturers or representatives who say, 
“Can't you sit down, I want to tell you 
something?” Of course, Mr. Schnell has 
had very little to do in a social way And 
president-elect has a lot of time on 
he should 


rehearsa mn 


pres'den ame to you 
Stated in s opening 
more humble 

to his bet- 
gations and 
associa- 
f the things 


this 


all 
year 

to 
do- 
good 


really has 
whole 
going 
in 


president 


the president 


can, 


so the 
his hands to contemplate what 
sav 
Right 
the 
to 
since 
coming 


after lunch today, I hurried out 
boardwalk—the fir opportunity I 
the sun, except from my win- 
I arrived I saw a familiar 
down the boardwalk, w‘th 
bowed head I thought I recognized him 
and as I got up close, I saw it was my 
friend, Hutchins. I hailed him. He said, 
“Sewall. how are things going?” 

I said, “Rotten. How are they 
with you?” 

“Not so good,” he 

I said, “You are 
looking for. I came 
tion. but I am going back to my room.” 

l went back to my room, pulled down 
the shades, locked the door, jumped on the 
bed and thought possibly I might have 
a dream and get an inspiration of what 
I could say to you. What do you think 
happened? Some one rapped on the door. 
It proved to be an old friend from Ken- 
tucky. I like that fellow but I wasn’t 
awfully glad to see him then. He came 
to congratulate me and he brought with 
him a little inspiration. He left it with me 
and wished me well. I went back, locked 
the door and began to pace around the 
room for a while, but my eye strayed 
over to that little package. I said to 
myself, “Nothing good ever came to you 
from that.” About the time I got ready 
to do this (indicating) there was another 
knock at the door and, what do you 
think? The chairman of the committee 
on Prohibition Enforcement had come up 
to talk matters over. I slipped the little 
package in my bureau drawer and it is 
still there. I haven't yet got my in- 
spiration. 

Toastmaster Hutchins:—What is 
number of your room? 

President Andrews:—As I _ remarked 
yesterday at my premature inaugural, it 
seems a pity with all the innovations pro- 
posed at this wonderful meeting, directed 
toward a better working organization, 
with greater efficiency, that some one, 
somehow, out of this vast aggregation of 
brainy men, did not offer a_ proposal 
whereby you could be spared this terrible 
ordeal, at least without giving your in- 
coming president a rehearsal or some op- 
portunity to try himself out to see if he 
really could perform as you would like to 
have him perform. 

To stand on the threshold of a new half 
century with a wonderful background of 
the deeds and achievements of the past 
which we have heard so much about at 
this meeting, and attempt to visualize the 
future, or point the way, or accept even 
a small part of the grave responsibilities 
which are placed upon us is indeed some- 
thing that would make any one falter. I 
faltered. 

With a better rounding out of our asso- 
ciation activities as the way has been 
pointed out at this meeting by the won- 
derful reports which the chairmen of the 
various committees have presented, we 
face a field of very much greater service. 
If our faith and zeal continue (and I 
know they will) with the fine spirit of co- 
operation which has made this association 
what it is today, will we not carry on into 
another half century accepting the oppor- 
tunity for service as great or greater than 
those our predecessors met and so suc- 
cessfully mastered. The measure of the 
future accomplishments of this associa- 
tion will not entirely be gauged by the 
records of the past. From them, however, 
we will gain our inspiration and our wis- 
dom. We live in an age of progress and 
rapidly changing conditions We must 
be liberal in our thoughts and progressive 
in our action, but our greatest asset to- 
day, as it always has been, is our com- 
mon sense. Let us not say “good-bye 
to the past or hang any floral wreath upon 
tie portals that will never but let 
us take the heritage given as a torch 
to guide us down the future years in the 
hope that we may continue to serve with 
the same wisdom and honesty and unsel- 
fish purpose of those who builded better 
than they knew 

Toastmaster Hutchins 
the past holds this history 
day what it is. Today is 
of tomorrow, 

Mr. Moxley, 
me before. I 


Memento to Mr. Schnell 


G. Barret Moxley: 
thing a little bit 
speech That is 


on 
had 
dow, 
figure 


see 


going 


replied. 
not the fellow I am 


out to get inspira- 


the 


} 
ciose, 


us 


Mr. 
and 
the 


Andrews, 
makes to- 
fuarantor 
little of 
now 


you made a 
will grant it 


request 


I did a very unusual 
ago; I made a brief 
almost unheard of for 
me, and it came about through the gra- 
cious tact of our chairman on entertain- 
ment. He finally got it to me, but I didn’t 
get it completely because he was very 
subtle. On Monday, in announcing the 
rtainment program, he said, ‘“‘There 
will be just two speeches: Governor Sil 
zer's and Judge Wells’s.”” Then he said 


ente 


“And we will hear from the retiring and 
incoming presidents.”’ 

That was just a little demonstration of 
how tactful, how subtle, how gracious he 
is in all of the things that he has under- 
taken. 

I have a very happy privilege that has 
been given me by the Entertainment Com- 
mittee, and that is to express to Harry 
J. Schnell, our own beloved Schnell, their 
appreciation of his unflagging zeal, his in- 
exhaustible energy, his gracious and un- 
obtrusive tact, and the meticulous perfec- 
tion of every arrangement of this enter- 
tainment. You are a marvel, Mr. Schnell. 
We crown you the prince of all entertain- 
ers. 

Ll have a little token to present to you, 
Mr. Schnell, from your assistants on that 
committee, as a concrete evidence of the 
great esteem that they hold for you, and 
their great and heart-felt appreciation of 
your superb work, every word of which I 
second. (Mr. Moxley presented Mr. Schnell 
with a silver flower bowl. Everybody 
arose and applauded.) 

Toastmaster Hutchins:—Mr. 
will allow you to stand in the 
you want to. 

Harry J. Schnell:—On Monday Barret 
Moxley asked me what he should talk 
about, and I said. ‘‘Barret, you know that 
brevity is the sole of wit. I suggest you 
talk about a 7 


Schnell, I 
chair, if 


minute.”’ 

I really am quite overcome, particularly 
as this token is presented to me by your 
retiring president, not from the members 
of the association as such but from my 
associates on the Committee on Arrange- 
ments and Entertainment. 

Of course, successful entertainments 
don’t just happen, but it would be unfair 
for me to stand here in the light of one 
who has carried the load and done all the 
things single-handed as perhaps some of 
you have been led to believe. I never 
worked with men and women who have 
given so loyally and so unselfishly of their 
time and their best efforts to any work 
with which I have been connected. 

Beginning on Sunday with the tea for 
the ladies, and the breakfast luncheon for 
members of the committee on Monday 
morning at eight o’clock, there has been 
nothing but the greatest co-operation, and 


ihe success that you referred to of the 


entertainment program is not due to any 
one man, or to any one woman, it is due 
to the splendid work, the splendid co- 
operation, every one working together for 
the sole purpose of helping to make this 
feature of the golden jubilee convention 
all that you, sir, would have had it be and 
all that every member of this association 
was desirous that it should be. That it 
has been successful, I am very glad, and 
I know, speaking for my associates on the 
committee, that they are most glad and 
happy. 

Thank you very much. 

Toastmaster Hutchins:—It is very sel- 
dom upon an occasion of this kind that a 
master of ceremonies finds himself situ- 
ated just as I am, a governor on my 
right and a judge on my left. If this had 
oceurred thirty days ago, I would have 
been in fear. These men may not know 
that your toastmaster was one of twenty- 
six men indicted by the Federal Trade 
Commission six years ago for violating 
anti-trust laws in the wholesale drug 
business. One day, when I was walking 
on the streets in my native city, Grand 
Rapids, Mich., a boy handed me a pape! 
and in great, broad, black type it said, 
“Lee Hutchins One of Twenty-six In- 
dicted for Restrait of Trade.” : 

A few days ago the commission can- 
celled the suit without prejudice, Your 
Honor, and the newspaper came out wit h 
a little squib about that big (indicating 
with hands) in fine type. 

Therefore, thirty days ago 
have been as comfortable as I am 
and I want these men—the governor on 
my right and the judge on my left—to 
understand that I am free from indict- 
ment at the present time. ‘ 

Governor Silzer is with us tonight. [ 
honors us with his presence, and he is 
very welcome in our midst. We are in 
his State and have been during this week. 
As Governor probably no man in the State 
has a better right to speak to us upon 
the value of citizenship. It takes men 
who meet men in all the circumstances of 
governmental and business life to judge 
men to their real citizenship, and I 
have honor tonight to introduce to 
vou Governor Silzer of this State, who 
will speak to us. (Everybody arose and 
applauded.) 


I wouldn’t 
now, 


He 


as 


the 


The Obligations of Citizenship 
By Governor George S. Silzer 


I labor under some embarrassment, too, 
reason of the people who sit about me. 
I have a president en my right and the 
chairman of the Credits and Co!lections 
on my left, who I presume will hold me to 
strict accountability. I am glad the toast- 
master is out of jail. If he has any more 
trouble and will move to New Jersey, 
after all I have heard tonight, I wil! par- 
don him. 

Toastmaster 
next week. 

Governor Silzer:—You will be very wel- 
come. You will find it very nice here. 

I arise with a great deal of fear and 
trepidation to make a speech after all of 
these bashful and shrinking orators who 
have suffered so much, and who after 
shrinking and suffering have made splen- 
did speeches, better, [ know, than any 
that 1 could make. 

I have learned 
night, but there is 
figured out yet. I 
this program and 


by 


Hutchins:—I wiil move 


a great deal here to- 
one thing I haven't 
have been looking at 
have been looking at 
this face on it and wondering who this 
hard-boiled egg was. I don’t recognize 
him. But for your information, I will 
tell you that the ex-president of the as- 
sociation, the handsome man who sits to 
my right, is the man whose picture you 
see on that program. 

I did go to the Centennial. He didn’t. 
He told you how old he was, and I can't 
conceal my age because a governor never 
can, They a:iways put out his biography. 
I was six years old when I went to the 
Centennial. Of cotrse, the ladies can’t 
figure that out fast; these fellows who 
discount can figure that out. I remem- 
ber it very well. I had developed un- 
usually in some directions and not in 
others. The half fare was for children 
of five. I was six. I don’t know whether 
my mother purposely attempted any 
camouflage or deception, but anyway (by 
mere carelessness, I think) she had a 
shawl or a coat over the lower part of 
my body. She was carrying me in her 
arms. She presented a Walf-fare ticket 
to the conductor. The man looked at 
my face and saw that I had a three- 
year-old face. But when he saw the six- 
year-old feet I had to pay the full fare. 

I was quite interested in the peregrina- 
tions of your toastmaster along the 
Boardwalk. I might preface that by say- 
ing that the handsome gentleman with 
the wristwatch on the end there is the 
Mayor of Atlantic City, Mayor Bader. 
Mr. Hutchins said when he was taking 
this walk he saw a figure on the board- 
walk and he paused. That is what they 
all do down here. But he said he found 
it was a boat, so he passed it up. 

Some one told me they saw him 
a half hour later and he was still gazing 
at something I wasn’t sure whether 
handsome Mayor that he was 
the bathing beauties 


about 


else. 
it was the 
Zazing at 
left over. 

He said Columbus discovered Atlanti« 
City. That is new to me You kn 
when Columbus arrived on the shores of 
this country, the first thing he saw was 
Indians. If he arrived in Atlantic C 
today he might repeat his experience 

Well, I am sure it wasn’t Columbus 
that Atlantic City. There was 
another explorer, however, who came to 
these shores irch of the fountain of 
youth, He went to Florida and didn’t 
discover it, but I think he got it here 
It was Ponce de Leon who discovered 
Atlantic City 

Mr. Hutchins su 
Green and Jules Verne 
back, this association 
monument What 
with a monumgnt? 
n the world that I 
I like very much 
Europe, 

I was quite 
are giving Mr 
say “a holi@ay,” 
that—a trip to 
the Board of 


or one of 


ow, 


ty 


discovered 


in Sé€ 


that if Dartus 

would only come 
would give them a 
does a live one want 
That is the last thing 
would want just now 
better this trip to 


interested {n that. They 
Holliday—I was going to 
but I won't be guilty of 
Europe and I understand 
Control who apparently has 


rerests 
gest 


charge are going to arrange for the neces- 
sary funds, and apparently their juris- 
diction is ended there. Well now, when 
he gets to Paris I th.uwx the Board of 
Control ought to get busy. But evidently 
that has been provided for because his 
good wife is going with him. The best 
board of contro] in the world is a wife— 
not only because you have to but be- 
cause you want to. I am glad you 
brought them along to Atlantic City. Mr. 
Holliday had never made a Speech in 
twenty-ffve years. When he made one he 
made a very good one. He must have 
been drugged. 

I was interested very much in this de- 
lightful climate up in Michigan that your 
toastmaster mentioned. It must be 
lovely to be snowed under for four 
months in the year and seven feet deep 
in mud for three more—the playground of 
the world! It is true. You can play mah 
jongg for seven months. Then when you 
want to have a real good time, come to 
Atlantie City. You will probably need it 
by that time, too. They must all be 
Eskimos up there, I think. 

That story about the horse and bugg 
being found on the steeple was only partly 
finished. I understand it is true that in 
Grand Rapids they did find a horse and 
buggy in the spring on the church steeple 
—and she was driving and he had his 
arms around her waist. That laughter 
was kind of slow arriving, you must be 
getting old. Of course, a great many of 
you may never have driven or ridden in 
buggies, being so used to limousines. I 
wish I were a drug man instead of a 
governor. 

They told me this was a six 
million institution annually—and I am 
trying to run the State of New Jer- 
sey for ten thousand a year! If anybody 
wants to offer me a proposition next year 
when my term is over for a partnership 
in a wholesale drug concern, I am open 
for engagements. 

That was a very interesting experience 
your new president had, hav.ng that in- 
spiration brought in, having somebody 
connected with prohibition come in, and 
your president still having the bottle. 


hundred 


Praise for Fight on Fanatics 


I want to commend the courage of this 
association, if I understand your action 
correctly. No sane man believes in any- 
thing except enforcing and obeying the 
laws that exist, but no sane and decent 
man believes that honest industry ought 
to be interfered with by fanatics or 
ridiculous enforcement of the law. 

The difficulty with us is, if I may say 
it in that most of us haven't the 
moral Iam glad to see that you 
had often is it that you read in the 
paper after day that men who are 
or saying that they are at- 
tempting to enforce this law are violating 
every fundamental principle of the Con- 
stitution If! Yet, we stand by and let 

How can we have respect for 

we ourselves don't stop that 
nz? lam glad to see that you 
have the courage to come out 
declare yourselves on this subject. 

no reason why you should be 
bootleggers, or any retail drug- 


passing, 
coura 
How 
day 
attempting 


its« 
them to it 
the law if 
sort of th 
men did 
and 


There 


was sick this past win- 
doctor said her, “You 
spoonful of liquor in the 
the afternoon.” TI was at 
Where I could get it, and 
some of it myself, I would 
irry out the doctor's or- 


d wife 
the 
have a 
and ir 
to now 
idn’t had 


feared to ¢ 


if I he 

have 

ders 
Isn’t it 


s? that 
there are 


possible in this 
honest, decent citizens in the 
drug business who can trusted to pro- 
vide those things which doctors prescribe, 
instead of being driven, in case of sickness, 
to looking around for something which 
you don’t know whether it bootleg 
not? 


country 


be 


Is or 








IN CHEMICALS, DYESTUFFS, 


I hope that you have had a very good 
time here this week. I have been looking 
over your program to see what you have 
been doing. I don’t see how you survived 
it. It looks to me like an endurance con- 
test. Probably when you get home you 
will have a nice rest. I presume when the 
fashion show took place that you all 
bought your wives some very handsome 
gowns. If you didn’t, I hope they didn't 
let you go to Roxy’s performance to see 
the nice-looking girls. 

I suppose on occasions of this kind 
there ought to be something of a serious 
nature mentioned. Perhaps I may take 
up with you for a moment in a non- 
partisan way some of the modern tenden- 
cies as they appear to one who ought to 
be in a position to observe them, and I 
want to say to you that when I speak of 
government, I do not speak of adminis- 
tration, that I have no partisan views in 
my mind and no partisan delusions. My 
thought is simply to take up some of the 
modern tendencies, irrespective of any 
political aspect to them, but such as af- 
fect all of us, no matter what party we 
belong to. 

There are certain drifts in our national 
life that it seems to me we ought to pause 
and consider. It is entirely safe to say 
that we as a people want to govern our- 
selves. That was our purpose when we 
declared our independence of Iingland and 
set up our own government. Our fore- 
fathers, fresh from foreign rule and the 
rule of the king, with a backzround of 
the abuses which they knew they had suf- 
fered, attempted to set up the best r7ov- 





ernment that they could possibly find. 
After serious thought and coasideration 
and debate, tney determined upon the 


form of gevernment which we now have. 
And you will remember that they chose 
a representative democracy, not a airect 
democracy. They argued that a direct 
democracy, a direct expression of the 
popular will, was not the best thing that 
could be done, because the great masses 
of the people, they said, were not qualified 
by education and experience and tempera- 
ment to produce the best government. 

So they said, “What we will do in 
order to get this best government is to 
select in each community the best quali- 
fied men we can find, let him represent us, 
and use his own judgment in the expres- 
sion of the popular will.” 

That their judgment was good has been 
proven by the progress and success of 
this country for a period of 150 years. 
They didn’t want this direct democracy ; 
they wanted a representative one. 

Business Men and Government 


I wonder how often we business m 
give a thought to the structure, the kind 
of structure that was set up for us for 
government. With this setting up of a 
representative form of government, there 
came into being then a party system, two 
parties, each representing definite ideas, 
each pitted against the other; selections 
made from those two parties, and 


men 





were 
what happened? Ali of the malcontents, 
the discontents, the radicals, the ignor- 
ant, and all of that type were absorbed 


in one party or the other. 

Now. however, isn’t there a modern 
tendency to break away from the moor- 
ings of our forefathers, to let the Ship 
of State drift, and isn’t it for us to see 
that it doesn’t go upon the rocks? : 

One of these tendencies manifests it- 
self in efforts to a direct democracy, and 
we men must determine beforehand, if 
possible, and if not, the decision will come 
to us suddenly some time, whether we 


democracy or 


want a_ representative 
whether we want a direct one. 

This tendency toward a direct democ- 
racy manifests itself. for instance, in 


numerous efforts for direct legislation, by 
referendums on all sorts of questions, by 
a growing tendency to find fault with all 
of our present methods and constant at- 
tempts to amend, change and criticize 
our Constitution. A still stronger attempt 
to undo what has already occurred in this 
country attempts to undermine our pres 
ent system, whether it is good or bad, is 
the breaking away from the parties. Gov- 





ernment now is either by blocs or it is 
blocked by blocs. 

We have Labor blocs, Agricultural 
blocs, Tariff blocs, Bonus blocs, Party 
blocs, Socialistic blocs, and many others. 


Unfortunately the establishment of blocs 
does not always have for its basis a pa- 
does it always 


triotic purpose. Neither 
have for its purpose the welfare of the 
country. Some of these blocs are pa- 


triotic, some are misguided and some are 
ignorant. Most of them, however, are 
based upon pure selfishness, a desire to 
get something for that particular bloe 
even at the expense of all of the rest 
of the country. 

I can understand, of course, giving one 
or two illustrations, that there may be 
very good reasons for blocs in one sense 
of the term. I can very well understand 
that the farmers of the great West, driven 
almost to bankruptcy, find it necessary 


to combine for their salvation and pro- 
tection, 

And so it may be with some of the 
others, but most of them have as their 
basis pure selfishness, nothing more. 

There are some things that we must 
recognize in our modern tendencies. The 
great business community is usually so 


busy attending to its own affairs that it 
doesn’t give the necessary time and 
thought to the public currenis and move- 
ments. It doesn’t see them. We men 
who have to come into contact with them 
from day to day see them and gather the 
drift and the thonght and I know that 
you will recognize them when I mention 
them, 

There is no denying that today, with 
the great masses of this country, there 
is a great deal of dissatisfaction and we 


mustn’t shut our eyes to it. Dissatis- 
faction never makes any_ substantial 
progress unless it has something to feed 


considerable reason for 





upon. There is 

dissatisfaction with government today. 
We must have in mind that the great 
World War had its causes and its ef- 
fects. There was a great reason why 
people were disturbed and dissatisfied 
with government in Europe. And that 


thought frequently expressed on the other 
side necessarily had its reflex, and took 
some lodgment here. 

In every country there is always a dis- 
satisfied element and there always will 
be. Some ere dissatisfied because they 


can’t do anything else and there are some 
who have a real grievance. 


DRUGS, PAINTS, OILS, FERTILiZERS 


Political Theories and Privileges 


Then we have in this country the en- 
thusiastic and misguided Socialist and 
radical, men who can talk, and talk, and 
talk, and find fault, and find fault, ana 
find fault, but if you ever put them in 
charge of thé government they would be 
conservatives. I talked with a friend of 
mine who was a great admirer of some 
of the men who are now in the Cabinet 
in England. <A few years ago this friend 
told me about the very fine theories of 
government that some of those men had. 
He came back from Europe last week 
and I said to him, “What has Decome of 
al) those fine theories that you were ex- 
pounding to me and telling me about 
before there was a Labor Government in 
England?” 

“Well,” he said, “you see now they have 
got to act and sfop talking.” 


But as long as they are active, you 
can't stop them talking, and we have got 
o be ready to beat any radical and So- 
cialistic arguments. 

We have in our country, too, as a 
cause of dissatisfaction the selfish inter- 
ests who ask government protection, who 
ask over-tariff production, and who ask 
monopolistic privileges. I believe in this 
country that there is too much govern- 
mental interference with business. I 
know there is too much federal interfer- 
ence with local government. We have 
got to get back to the fundamental prin- 
ciples in this country. States have cer- 
tain things to do, and the Federal Gov- 
ernment has certain things to do. Mr. 
Gienn Frank of the Century in a re- 
cent article said that the government 
function ought to be much like the po- 
liceman on the corner, who stands there 
and tells you when to stop and when to 
go. That is all the Federal Government 
ought to do, except in those fields which 
are strictly federal. But it is not surpris- 
ing, gentlemen, that there is governmenal 
inerferenge with business, when business 
goes to government for special privileges. 
It is the natural consequence, when you 
go to government and want something. 
then the first thing you know, govern- 
ment is in your business. : 

We mustn’t fool ourselves about these 
facts. If you talk with the man on the 
street you will see that the common man 
feels that he is not personally represented 


in government. It may not be true, but 
that is the view of a great many. He 
feels that government looks after the 
few and not the many. There is a dis- 
tinct feeling that our country is becom- 
ing ultra-conservative, and M is as true 
as day follows the night and the night 
the day, that when there is ulra-con- 


serVatism there always comes as an anti- 


dote vitra-radicalism. 

As I said, the feeling is that govern- 
ment is going beyond its own domain, 
that it is interfering with all sorts of 
things and we ought to think about it. 
You know, we have a very smug com- 
placency, we Americans. We have been 
prosperous; our country has grown; we 
have taken our place in the world; and 
we remain very satisfied. We have a 


feeling that nothing can happen here, that 
we have sqa much common sense. the* the 
American people have so much common 


sense that nothing can happen: and yet 
it has been the history of the world 
that no nation on earth ever persisted; 
they all went down some _ time. of 
course we are only a baby of a hundred 
and fifty years. 

I say we are very complacent. What 
person in this room thought, when the 
Boston police strike broke out that so 


near to the surface lay the forces of dis- 
order and crime? The moment the hands 
of the police, the moment the hands of 
order were lifted from the people of Bos- 
ton, crime and disorder stepped in, and 
we see the same thing all over the coun- 
try, frequent outbreaks of one kind or 
another of disorder, and yet we think 
nothing can happen. 

After the great World War. there was 
a sweep of radicalism through this coun- 
try. You remember the efforts made by 
the extreme radicals at Buffalo to take 
over the American Federation of Labor. 
You remember the discussion all over the 
country. Men in governmental positions 
and sound business men were very fear- 
ful, wondering what really was going to 
happen if radicalism did get in the saddle. 
It doesn’t take much to turn things. 

IT remember when the war started, Sir 
Edward Grey. then the British Premier, 
said that civilization was in the balance. 
I didn’t take it seriously when he said it. 


I thought it was something that a states- 
man said .o bring turther backing and 
help. But don’t we know now how civil- 
ization really was in the balance? 

As the war went on, as the nations 
borrowed millions of dollars, money that 
they will be generations paying back (if 
they ever pay it back) we found that 
every nation was bankrupting itself. With 
our modern weapons and chemicals, there 
was a greater destruction of life than we 
have ever known of, and a_ possibility 
that if it went on and didn't stop that no 


one would know where the finish would 
be. 

Wasn't there a _ possibility, which we 
didn’t appreciate, that civilization might 


thousand years if this 


have gone back a 
war had lasted another year or two? 
And that is the reason I say that we 


We must give 


mustn't be too complacent. 
It is very diffi- 


thought io our problems. 
eult to understand and interpret world 
currents and world movements. They are 
complicated. But there are some things 
that we can or ought to be able to under- 
stand, and that is our national problems, 
and we ought to set and keep in order 
our own house. And then when we have 
done that, we will be prepared for what- 
ever may come. If in this country we 
continue on our seffish course, without 
due regard to the great masses who are 
also thinking about things, we are going 
to have problems much more complicated 
than we have had in the past. I thought, 
as we sang the first song here tonight, 
how perfectly appropriate it was as a fin- 
ish to what I have to say. 
My country, ‘tis of thee 
Sweet land of Liberty, 
Of thee | sing: 
Land where my fathers died, 
Land of the pilgrim’s pride 
From every mountain 
Let freedom ring. 


side 


Our fathers’ God tu thee, 
Author of liberty, 

To thee we sing; 
Long may our land be bright 
With freedom’s holy light, 

Protect us by thy might, 

Great God, our King! 

(The audience arose and applauded.) 

Toastmaster Hutchins:—I want to ask 
the audience what they think would have 
become of me if I had talked any more? 
I was advised to talk more, but after 
the governor had his chance, I was glad 
I didn’t say anything. 

I am, however, tempted just for one 
minute—I am quite in a dilemma, for I 
don’t know what the man at the left is 
going to say, an& I am a little like the 
woman who had the cash accounts. 
Every few days she would ask her hus- 
band for money. Sometimes he would 
have it and sometimes he woulan't, 
Finally they came to an agreement that 


he would give her an aliowance every 
ten or fifteen days. She told him how 
much it ought to be and he figured it out 
for her. He said, “Mary, on this side 
you put the checks that I give you so 
that you can add them up at the end of 
a month or anything of that kind, and 


on this side you specify what you pay it 
for.”’ This occurred in the early part of 
November, or the last of October, and he 
didn’t think much more about it except 
he gave her the checks. After the first 
of the year when they sort of wanted 
to balance, as I am trying to do now, he 
said, “Mary, I have never seen that cash 
account. How do you get along with it?” 
“Fine, fine, fine,”’ she said. 
“Can you keep track of everything you 
pay out?” 
On, you” 
“Got it all 
“Yes, yes.” 





written?” 


” 





“Well, let me see it. 

He took the income side and he checked 
up with his checks given. That was all 
right. and he read down “days” and 
“weeks” and one thing and another and 
every week he would find "“G. O. K., 
$3.85," the next week, “$1.85"'; the next 
week, “$2.63.” and he read it over and 
he said to himself, “I really don’t want 
to hurt her feelings, but I would like to 
know what that G. O. K. means. He 
snid, ‘Mary, what is that you buy every 
week that you call ‘G. O. K.’? Are you 
sure of your Gash balances? What is 
that?” 

She answered “God only knows!” 


Without using any more time, it is my 


pleasure to announce that I have at my 
left the Honorable Harold Wells, who 
will talk to us on “The Best Philosophy 
of Life.” 


The Best Philosophy of Life 
By Judge Harold Wells 


Mr. Schnell, who is responsible for my 


being here this evening, I am sure eas 
placed you very much in the position of 
that fellow who married the girl from 
Wanamaker’s stsre. He was a confirmed 
bachelor, a woman-hater—there are none 
such among druggists. This fellow’s pal 


had gone out on a business trip of some 
four months’ duration. On his return 
he learned to his great surprise that his 


friend Tom, the woman-hater, had got 
married in his absence. He met him on 
the street one day and he saia to him, 
“Tom, I understand you have got mar- 
ried since I have been away. I was 
never so surprised to hear of anything 
in my life. How did it happen? Tell 
me about it.”’ 


“Well,” he said, “it happened this way 


I used to do all of my shopping up at 
Wanamaker’s store and there was a girl 
up there at one of the counters who 
waited on me very nicely; whenever I 
could make a purchase af her counter 
there is where I would go. One day I 
got up courage fo ask her to lunch and 


she accepted my invitation. Another time 
I took her out to dinner. Oh, to make a 
long story short,” he said, ‘‘we finally got 
married.” 
“How does she 
asked. “Is she nice?” 
“Well, I think I could have done just 
as well at Gimbel’s.”’ 


I have been looking through this pro- 
gram from beginning to end, and have 
noted the splendid galaxy of speakers 
you have had. 1 am of the opinion that 
instead of coming tothe little country- 
town of Bordentown and removing me 
from the quiet, retired life te which T am 
accustomed and placing me here among 


o 


suit you?” his friend 


this distinguished assemblage of governors 
and great capitalists and druggists, in 
this glittering glory, you could have done 
as well, judging from the samples I have 


seen among your numbers, by selecting 
another one out of the druggists’ associa- 
tion. But here I am! 

When T was a child and used to go to 


Sunday school (and I still go, by the way) 
I could never understand why at Christ- 
mas entertainments and Easter entertain- 
ments somewhere on the program there 
had to be a joker in the shape of an ad- 
dress by the superintendent or some one 
like that, and since I have grown up I 
never could understand why they have to 
top up a convention, where everyone was 
having a fine time, with a speech by an 
outsider: I never could understand why 
they had to get somebody over to put on 
a gas attack to torture and to develop 
a spirit of endurance in you. But here I 
am! 

It was shortly after the World War that 
ex-President Taft was invited to make a 
speech in the Middle West. On the same 
platform with him was a captain of the 
United States Marines who had been over 
to France and who had been wounded on 
the field of battle. He was advertised to 
speak, following the speech of ex-Presi- 
dent Taft. The audience at the conclu- 
sion of a long address by -ex-President 
Taft did that which you would like to do, 
if it were not for the fact that these 
prizes are to be awarded later, one of 
which each of you hope to get, namely: 
they arose and almost to an individual 
they began to leave the room. The chair- 
man of the meeting, in great excitement, 
ran to the edge of the platform and cried, 
*“‘Come back here! Come back here! Every 
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one Ot you come back here and taice your 
seats. This fellow went through hell for 
us during the war and it is up to us to do 
the same thing for him now.” 

Well, [ didn’t endure anything during 
the war for the druggists’ association, but 
blessed is he that endureth until the end 
for me now. I don’t know, I think that 
druggists, however, are used to pain and 


suffering; they deal in it, and you can 
stand a lot of punishment. Like little 
Jimmy Rosa, who loved to eat cake, and 
whose mother said to him one day, 


“Jimmy, if you eat another piece of cake 
you'll bust,” to which he replied, ‘‘Pass 
me the cake and get out of the way.” 

I like that spirit, and I must confess 
to you that I have asked your chairman 
here to excuse me because I know it is 
bed-time and some of you have been well- 
drugged tonight already. You are like 
the little old lady who was weeping and 
wailing over the departure of her minis- 
ter, and he was trying to comfort her. 
He had received a call to a far away 
charge and he said to her, “That's ail 
right, there, now don’t cry. You’ll get a 
much better preacher after I have gone.” 

She said, “No, we won't: we've had 
seven already and eaen one has been 
worse than the other.” 

You have had six or seven speeches to- 
night and each one—— now comes the 
top, to be the worst of all of them, I will 
say that to you. But I have selected a 
subject (in fact, it was assigned to me) 
which is a little learned, and I am going 
to talk seriously for a while. My topic is 
“The Best Philosophy of Life.” 

Some 2,400 years ago—I think I can get 
up to date in an hour, although I don’t 
know, that is rather a g00d ways back. 
And that reminds me of the story of a 
colored boy who was fighting over in 
France during the recent war. He had 
been assigned to the front line trenches. 
While there he became panic-stricken 
and he ran as far and as fast as he could. 
He had gotten quite a great way when 
somebody yelled, ‘“‘Halt!’”” Then a voice 
said, ‘“‘Where are you going?” The cok 
ored fellow looked around and he saw a 
very distinguished American officer. He 
said, “Well, b-b-b-boss, I’ve been fighting 
in the front line trenches and the wullets 
and shrapnel were falling so thick I jest 
thought I'd take a rest.” 

“Don’t you know what 
asked the officer. ‘‘Do you 
am?” 

“No, I never saw you before.” 

“I'm the colonel] of this regiment.” 

“My God,” said the colored fellow, “am 
I back that far?” 


Need for Self-Acquaintance 


So I am going back some 2400 years. 
I will, however, stick to my story. Well, 
at that time, the homeliest man that the 
world has ever seen, Socrates, was walk- 
ing down the streets of Athens preaching 
and teaching a new philosophy of life: 
Know thyself. 

I wonder how much any of us actually 
know about ourselves. Many of you drug- 
gists know a lot about drugs, and stocks 
and bonds, and other things, but have 
you ever become acquainted with your- 
self? I wonder how many of us actually 
know ourselves in our speech, in our 
every day speech (not the kind of speech 
I am trying to make now). Do we ever 
ask ourselves:—Do I say anything when 
I talk? (My wife says I don’t.) Do I 
talk too much? (All the family says I 


that means? 
know whv I 


do). Is my speech in my every-day con- 
versation seasoned with salt or does it 
drop like poison into the lives of those 


who hear me speak? Do I know myself 
in looks? 

You say, ‘“‘What does that matter? Why 
did our secretary ever get that man down 
here to talk to us? The longer he talks, 
the crazier he talks.” 

What difference does it make what 
I look like? It makes this difference: that 
what is going on within is being regis- 
tered in your looks. Do you think you 
are presenting yourself to the world in 
your natural lights when you go to the 
photographer to have your picture taken, 
with your face all nice and clean and 
your ears washed out, and he says, ‘‘Look 
pleasant,” and then “‘Resume your natura) 
expression.” 

Look pleasant, please. 


What is the expression of my face 
when I am not looking at my face in 
the looking-glass? What is your ex- 


pression? Is the expression quiet, sweet, 
benevolent? Is it bitter, envious, jeal- 
ous? Watch your face? 

William M. Stanton, the 
tary of War in Lincoln’s Cabinet, once 
refused to meet a man because he didn’t 
like his face, ‘“‘But,”’ said a friend, “‘that 
is not fair. A man is not responsible for 
his face.” 

The reply was, “Every man over forty 
is responsible for his face.” 

Watch your face! 

Do I know myself and my destination? 
Do you know where you are going? 
Where am I going? I am asking myself 


great Secre- 


that question. Do you know where the 
road that you are traveling leads to? 
Have you ever stopped to think of that? 


bishop one time was tak- 
ing a long trip and the conductor came 
through for the tickets. The bishop felt 
through all his pockets for the ticket, but 


A. Methodist 


he couldn't find it. He had been makirg 
trips right along on this train nd the 
conductor knew him, so he said, ‘‘That’s 


all right, Bishop, I know you and I'll get 


your ticket later.” 

The Bishop said, “That is all right as 
far as you are concerned, but I've got 
to have that ticket to know where I am 
going.” 

and there sre a whole lot °-f us who 
don’t know where we are 2oing. 


(Judge Wells at this point revited from 
a poem by John Kendricks Bangs, begin- 


ning, “I could take my eyes and turn 
them square around,” and ending with, 
“IT wish that I might be some things I 


h’aint.”’) 
And that is because we don’t know our- 


selves. 
Value of Self-Control 


am going to give a _ better 
philosophy than that, the philosophy of 
that great philosopher, Marcus Aurelius, 
which is summed up in these two words: 
Control thyself. Oh,. man has been able 
to control the sky and the sea, and ‘il 
that is above and beneath. He nas been 
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and vegetable 
been accom- 
these lines. We have con- 
trolled everything except our own appe- 
tites, own passions and our own tem- 
pers. That is the great tragedy of iife. 
I had woman say to me sorie tnree 
years ago W much pride, ‘[€ have a 
dreadful temper, but it is over in a min- 
ute.” 

I said, “So was the Black Tom 
plosion—that only took a minute.” 

Il wonder how many of you ever saw 
“Bosey” Rider play football. He was 
the star on our football team at college. 
He was the second best on the baseball 
team; he was the best wrestler, the best 
boxer, and the best swimmer in the col- 
lege. He was the captain of the football 
team at his prep school and we used to 
say “Bosey” could lick anybody and 
everybody. One day during one of the 
games between Peddie and Pennington 
one of the boys on the Peddie team, who 
was much “Bosey’s’’ inferior physically, 
lost his temper and struck him a blow 
in the face right in the open, with no 
manner of excuse for the blow. Those 
who knew what Rider could do expected 
to see him mop up the field with this 
other fellow. Do you know what I 
would have done in the circumstances? 
I would have kicked him in the “slats,” 
if he had been as big as the devil, and 
run like mad. 

What do you think “Bosey”’ Rider did? 
He just simply straightened himself. He 
brushed the blood from his face and stag- 
gered over to this fellow (because he had 
given him quite a heavy blow), who was 
rather withdrawing, and reaching out his 
hand to him he said, “Fellow, you didn’t 
mean that. We are not going to fight. 
Shake!” 

That 


the animal 
lurvels have 


able to 
kingdoms 
plished alo 


out 


€x- 


fellow said that was the worst 
blow that he could have administered 
to him. If he had stamped him {into the 
dust and dragged him around the field he 
couldn't have felt so badly as he did 
when “Bosey” did that. 

Somewhere in that great Book of Books 
it says, “He that is slow to anger is bet- 
ter than the mighty; he that ruleth his 
spirit, than he that taketh a city.” 

Oh, let's contro] ourselves! z 

But I said I was going to give you 
(and that is what the program calls for) 
the best philosophy of life. You drug- 
gists always take and get what are the 
best things in life, and I am going to 
give you the best philosophy of life. I 
don’t care whether you are Jew or Gen- 
tile, whether you are Protestant or Cath- 
olic, whether ‘you are bound or free, if 
you have made any study of history you 
will have to agree with me that the best 
philosophy that has ever been given to 
the world was given by Jesus Christ, and 
is summed up in these few words: 
‘Deny thyself! If any man will come 
after me, let him deny Himself.” 

You can search your Byzantine chroni- 
eles and the pages of literature of ancient 
Rome, and though the one describes all 
the splendors and @fories of ancient By- 
zantium and the other those of ancient 
Rome, you will not find a word in either 
of any public charitable institution. You 
can examine minutely the marbles in the 
museums of the world, and you can go 
down into the buried cities of Hercu- 
laneum and Pompeii, and descend into 
the tomb of old King ‘‘Tut,’’ and interview 
the travelers who have come back from 
those investigating trips, and you will 
not find anywhere recorded a single word 
about a public institution for the allevia- 
tion of pain and sufferings. 

You never heard of hospitals and or- 
phanages and asylums and homes for the 
aged and kindred institutions until this 
great philosophy summed up in the two 
words “Deny thyself’ had been put into 
active practice in the world. 

General Booth wanted to send a mes- 
sage to all the captains of the Salvation 
Army scattered throughout the world and 
he found that the message he had pre- 
pared would cost thousands of pounds 
to send. He resolved to reduce it to one 
word. What was that word? It is the 
password of the best philosophy of life; 
it is this: ‘“‘Others.” 


Merit of Service 


I want to give you the rule for 
best philosophy of life. It is called the 
Golden Rule. It is very fitting for the 
Golden Jubilee of the druggists’ associa- 
tion: Do unto others as you would have 
others do unto you. The motto is: It 
is more blessed to give than to receive, 
and the text is the greatest text, to my 
mind, in the whole Bible, which if a gov- 
ernor or the lowliest among us, or In 
this State, will put into active practice, 
I will guarantee he will make a success 
of his life. It is this: Whosoever would 
be great among you, let him be your 
minister: whosoever would be chiefest, let 
him be the servant of all. 

Lord Shaftesbury was a great philan- 
thropist. One day he was almost on the 
point of missing his train because he was 
helping a lady alight. Lady Shaftesbury, 
fearful that he would not get on the train 
in time, sent a messenger to tell him to 
be sure to get on the train before it left. 
The messenger said, “I don't know your 
husband. How will I recognize him?” 

She said, “You will find a tall, fine- 
looking gentleman who will be helping 
somebody.”’ 

That is the finest eulogy, Mr. Man, that 
your wife can pronounce upon you. And 
when I have passed into the greater 
sphere of the beyond, if my children can 
be able to say of their dad not that he 
went through life making a great name, 
not that he went through life amassing a 
great fortune, but ‘““My dad went through 
life helping somebody,”’ then I will con- 
sider that I have been worthwhile, and 
that is my greatest and highest ambition, 
and I am aot living up to it by a long 
shot. 

Oh, the world is crying for the helping 
hand, men. The world is crying for the 
cheerful smiles. There is so much sorrow 
in the world. The druggists must do sv 
mueh to alleviate pain and suffering, but 
there is still a great deal of joy in the 
world, 

There is so much joy in life, if you will 
just reach out and gather in the joy that 
s scattered all about where it will do 
the most good. Let’s not go through life 
being a grouch. There is nothing more 
contagious than that. Don't he like the 
old man who comes down to breakfast 
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with this 
my egss 
you have 


What is the ma 
coffee? 1 thought I said I wa 
boiled three minutes, and 
gone and boiled them four minutes 

The kids watch him and they go out 
and fight with all the rest of the kids 
They go home and fight together_at home, 
and the whole town is mace mad just be- 
cause one man had one minute too much 
on one soft-boiled egg. 

I said nothing was more 
a grouch. I was mistaken. 1 
something more contagious: it is cheer- 
fulness. That is more contagious. I have 
a man who frequently comes to my office 
and I care not how busy I am I always 
have time to talk to him, because he has 
a hair-trigger laugh. Children cry) for 
him like castoria. There is no dining- 
room complete without him as a guest. 
He is just like an electric light turned 
on in a dark and damp room. He is just 
like a breeze coming in from the ocean on 
a hot, sultry day. He is a traveling sales- 
man. He is so good that he could sell me 
a fur coat to wear in the Fiji Islands. 

Then as surely as the night follows the 
day there is an old Methodist minister 
who follows him into my office, who, just 
as soon as he gets in, says, ‘Oh, Brother 
Wells, you'll never know the troubles I 
have!” And I think to myself, “‘I 


and says 
ted 


coutagious than 
There is 


never 
will if I can get out of here before he tells 
them.” I don't want him weeping and 
wailing around on my chest. I have 
troubles of my own, and real troubles. 

No one ever heard of a husband de- 
serting a cheerful wife, no matter how 
grizzled her hair, or what her waist meas- 
ure. And you never heard of a wife who 
was pussy-footing around with an affinity 
if her husband was cheerful. Children 
don’t leave happy homes where there is 
laughter and cheer all the time; they leave 
the homes that are always marked by 
discontent ari fighting and grouches. 

Oh, smile, and keep your wife! What's 
the use‘ , 

We used to have a li old woman in 
our town and here wa. her disposition: 
We used to say to her, ‘ Wow do you feel 
today, Aunt Phoebe?” 

She would reply, ‘I’m feeling pretty 
well, thank you, but I always feel bad 
when I feel well because I know I am go- 
ing to feel worse.” 

I much prefer the disposition of the old 
lady who arose in prayer meeting to give 
her testimony one night, and in a high, 
quivering voice she said, ‘‘I have only two 
teeth, but praise the Lord, they hit!” 

Oh, I wish I could leave the philosophy 
with you druggists, to scatter with your 
pills here, there and everywhere. ; : 

What did you do to make it fine for 
others today? What is your purpose in 
life? Answer those questions. I seem to 
be asking so many questions. 

I wonder how many of you have ever 
heard Dr. Buckley, the editor of the 
Christian Advocate. He is a wonderful 
man, but outspoken, and blunt, almost 
to the point of rudeness. He was con- 
ducting a Methodist meeting one time 
down among the colored folks in the 
Southern country. One good old colored 
sister was giving her testimony, and she 
said, “Oh, my religion is the most pre- 
ciousest! I wishes I could be a torch- 
bearer to bear the light from heaven to 
earth. Oh, that my willing soul would 
stay in such a frame as this——!”’ 

“Just a minute! Just a minute!" said 
Pr. Buckley. “Calm yourself, sister 
That is beautiful, but how about the prac- 
tical side of your religion? Does your 
religion make you strive to cook a better 
dinner for your husband, to be a better 
mother in the home, and to be a better 
wife?” 

Just then Dr. Buckley felt a sharp tug 
at his coat-tail and the colored minister 
who was sitting in back of him said, 
“Press them questions, Dr. Buckley, press 
them questions; that’s my wife.” 

Working for whom? Working for whom? 
I am pressing some of these questions. 
Working for self or for others? If you 
work for others, your memory will be a 
benediction, and you life will prove that 
which has been spoken of here today: 
it will be a great inspiration. 

That great man of whom I have already 
spoken this evening, Lord Shaftesbury, 
used to leave the halls of Parliament to go 
out on the streets and help the poor. 
When he died, uncounted thousands of 
the poor people followed his casket 
through the streets of London to its last 
resting place in Westminster Abbey, and 
the little newsboys whom he had _ be- 
friended, with the tears streaming down 
their grimy faces, said, ‘‘Our Earl is gone' 
Our Far! is dead What will we now 
that our best friend is gone?” 

If we are just going to live for self we 
might as well jump overboard right now, 
I don’t care how small the insurance we 
leave behind, and they will carve a little 
epitaph on our tombstone like a loving 
husband carved on the tombstone of his 
dear!yv beloved 


Here lies my 
She catched a 
wouldn't 
Praise God from whom al le i s flow 

You in your corner, T in 
with your ten talents, I 
talents; you throughout 
States, T over in 
doing what we can to make this a 
old world to live in I love those words 
of Everett Hale, who said, “I am only 
one. I can’t do everything, but T can do 
something. What I ought to do, by the 
grace of God, I will do.” 

Are you going to be doers or deadheads? 
Helpers in things worth while or hinder- 
ers? Supporters or just spongers? Givers 

Lifters or leaners? 


or getters? 
Ella Wheeler Wilcox said: 


There are two kinds of people on earth toda 

Just two kinds of people, no more, I say, 

Not the sinner and saint, for it’s well under- 

stood, , 

good 

good; 

the rich and the poor, for to rate a man’s 

wealth 

You must first know the state of his conscience 
and health; 

Not the humble and proud, for in life's little 

span, 

Who puts on vain airs, is not counted a man; 
Not the happy and sad, for the swift-fiying 
years, 
Bring each 

his 


Wife Samantha Prector, 
cold wouldn't 
stay, she h : 


she doctor 


She 


Inv corner; you 

with my ten 
all the United 
Bordentown—each one 
better 


The are half bad, and the bad are half 


Not 


man his laughter, and each man 
tears, 


No; the two kinds of people on earth I mean 
Are the people who lift and the people who 
lean. 
Wherever you go, 
masses 
Are always divided in just these two classes; 
And oddly enough, you will find, too, I ween, 
There is only one “lifter” to twenty who lean. 
In which class are you? 


Are you easing the load of over-taxed 
Who toil down the road, 

Or are you a leaner who lets others share 
Your portion of labor and worry and care? 


you will find the earth's 


lifters, 


Toastmaster Hutchins: I want to thank 
you all for remaining. We have some 
very interesting things in the way of 
these prizes—well, that may sound a little 
queer, but the truth is there is a Mardi 
Gras to occur after this. 

You know I ought to tell a story on 
that remaining. It is late, but it is 
worth while. Every person in this room 
who has been here the last hour has had 
more than his money's worth or his time’s 
worth. It is due not only to the Na- 
tional Wholesale Druggists’ Association, 
but to the Committee of Arrangements 
and to the honorable gentlemen who have 
said words to us that we will never forget. 

Before we distribute these prizes, I 
shall call upon Mr. Thompson, of Troy, 
to give us the thanks which are to be 
extended at this time in this convention. 


Thanks to the Workers 


W. Leland Thompson: A difficult but 
a most pleasant duty falls upon me as 
spokesman of our committee when I rise 
to voice the appreciation and thanks of 
six hundred persons who have partaken 
of and enjoyed to the full the hospitality 
and entertainment so unstintingly pro- 
vided by the Entertainment and Arrange- 
ment Committee of the N. W. D. A. at this 
Golden Jubilee Convention and celebra- 
tion, 


When that committee was appointed 
from the membership of Baltimore, New- 
ark, New York and Philadelphia, and we 
saw its personnel, we knew that some- 
thing quite out of the ordinary might be 
expected from the inventive genius and 
imagination but never conceived what a 
realization of our dreams would be. 

From the time of our arrival at At- 
lantic City there has not been one mo- 
ment when we have not seen or felt the 
courtesy, thoughtfulness, love’s labor and 
provision of its chairman, Harry J. 
Schnell, who by his omnipresence, om- 
niscience, has planned so wonderfully and 
completely, nor when we have not had 
evidence of the assistance of the vice- 
chairmen of this committee, W. O. Kueb- 
ler, H. H. Robinson, Walter V. Smith and 
their associates who have worked for our 
pleasure indefatigably, unceasingly, lov- 
ingly. It was indeed a labor of love, .or 
was it not done primarily for our asso- 
ciation? Can we ever forget that bril- 
liant and dignified reception given, to 
President and Mrs. G. Barret Moxtey. 
followed by the beautiful Crystal Ball 
and cotillion? The marvelous display of 
fashions which was worth a million dol- 
lars, but made one feel like a pauper, 
where you saw things you never saw be- 
fore—and may never be allowed to see 
again. And Tuesday night when we were 
captured by “Roxy and His Gang” and 
were entertained as never before. Then 
last night’s Garden Party Fancy Dress 
Ball, a most wonderful display of fair 
women and brave men in the richest of 
costumes. Now tonight's banquet and 
Mardi Gras, which will terminate our 
four days which have from a glorious be- 
ginning drawn to a golden end. 

We cannot thank the committee ade- 
quately in words at this time, for they 
have given us golden memories which will 
ever be with us, and as those memories 
come to us we will have thoughts of af- 
fection and friendship for the gentlemen 
(I use the term adviseaiy ana in 1ts ord 
original meaning “who opened _ their 
hearts to us and showed us the treasures 
therein,” 

We return to our homes with faith, 
hope and charity in our hearts implanted 
there long ago by the founders of this 
organization but renewed now by the evi- 
dences we have received from their suc- 
cesses that their work was not in vain. 

To our hostesses we extend most 
cially the thanks of the ladies who have 
been here with us and were it possible 
I would ask you to raise your glasses to 
the toast “The Ladies, God Bless Them!” 

To those who have worked while we 
slept over the meeting hours, John C 
Robinson and his assistants, we extend 
our thanks. This might be called Thanks- 
giving Night, for there is so much to be 
thankful for and so many to be thankful to: 
and that thought of good things brings us 
at last to the management of the Hotel 
\mbassador, FE. T. Lawless and Mr. Kauf- 
man, and those others who Know so well 
the way to a man’s heart as he rests on a 
bed of Our appreciation of their 
attention to us as their guests is indeed 
sincere and heartfelt. 

To each of you fellow-members, I 
Have thankfulness in your hearts 
that in our leaders of today, 
and tomorrow we have that 
was displayed so manifestly fifty years 
ago. Respectfully submitted, 

WILLIAM J. MURRAY. JR., 

ROBERT LEE POWERS. 

W. E. CONNELL, 

I. S. WHITE, 
W. LELAND 


Awarding of Prizes 


Hutchins: Thank 
Mr. Thompson, for that splendid paper. 
I now come to the time where we are 
going to gamble just a little. First I am 
going to read a list of names covering 
the winners at bridge, next at mah jongeg 
and next at five hundred. The prizes set 
apart for all of these winners have al- 
ready been awarded, but it is a good 
time now to stretch, as we do at a ball 
game sometimes, and as I read this list 
of names I respectfully ask that you do 
not wait until I am through, but just as 
the name is read the lady or gentleman 
rise to your feet and be seated again, if 
in the audience, so that we may know 
who the winners are, at least by sight. 
That will facilitate somewhat the rapid- 
ity of my considerable job at the present 
time. Will you kindly do that personally 
as the name is called? 


Golf Prizes 


the golf tournament were 


espe- 


roses. 


say: 
tonight 
yesterday 
wisdom which 


THOMPSON 


Toastmaster you, 


Winners in 
as follows :— 


Low net, open to all, Drug Topics Cup, 
Sewall Cutler, Eastern Drug Company, 74 net. 
Winner cf Cup last year, Replica of Drug 
Topics Cup. H. Cowan, Plimpton-Cowan, 

Runner up, Auto Lunch Case (U. 8. 
trial Alcohol Company), 8. L. Barnes, 
strong Cork Company, 80 net 

Low gross, wholesale druggists only, Golf 
Bag (J. Hungerford Smith Company), A. K. 
Mayer, Kiefer-Stewart Company, 89 gross. 

Runner up, Two McCregor Clubs (R H. 
Burke & Co.), Edward Plaut, Lehn & Fink, 
94 gross. 

Low net, wholesale druggists only, Golf Bag 
(Richardson Corporation), L. Wilcox, Apothe- 
caries Ha!], 80 net. 

Runner up, Kit Bag (Charles Pfizer & Co.), 
Sewall Andrews, Minneapolis Drug, 81 net. 

Low gross, open to all, Four Kroyden Clubs 
(Kroyden Company), J. 8S. Heinsler, Maryland 
Glass Corporation, 87 gross 

Runner up, Surprise Brief Case 
king), H. W. Simpkins, 
ical Company, 8&9 gross. 

Low gross, first flight, Toilet 
Weightman-Rosengarten Co.), J. 
Fougera & Co., &9 gross. 

Runner up, Poker Set (Fritzsche Bros.), D. 
Richardson, Richardson Corporation, 90 gross 

Low gross, second flight, Mah Jong Set (R. 
W. Greeff & Co.), R. Pierson, 96 gross. 

Runner up, Golf Rain Coat (Owens Bott'e 
Co.), W. K, Roth, Churchill Drug, 100 gross. 

Low gross, third flight, Traveling Bag (Col- 
gate & Co.), F, A. Rising, Chas. Pfizer & Co., 
104 gross. 

Runner up, Two Pair Golf Hose (Fletchers’ 
Castoria), E. H. Hance, Jr., Hance Bros, & 
White, 115 gross. 

Low net, first flight, 
nois Glass Co.), 
82 net. 

Runner up, 
Company), M. 
Co., 82 net. 
_Low net, second flight, Cigarette Box (F. W 
— & Co.), H, Cowan, Plimpton-Cowan, &2 
net. 

Runner up 


Indus- 
Arm- 


(Chas, 
Mallinckrodt 


Huis- 
Chem- 


Set (Powers- 
Draper, E. 


1 Pair Golf Shoes 
T. Strong, Strong Cobb 


qai- 
Co., 


Golf 
Kline, 


Sweater (American 
Smith, Kline & 


Can 
French 


(tied), Go'f 
cott), C. C, Biebinger, Mallinckrodt 
Co., 85 net; Pen and Pencil 
Pencil Co.), J. Morrisen, 
pany, 85 net. 

Low net, third flight, One Pair Pipes (Merck 
& Co.), C, L. Curtis, Abbott Laboratories, 91 
net. 

Runner up, Thermos 
Robbins), W. B. Hord, 
Co., 92 net. 

Most pars or better, Bridge Set (Magnus 
Mabee & Reynard), Charles Willis, John Maris 
& Co., 4 pars 

gest score on five longest 
(5, 9 10, 16, 17), Humidor 
F. M. Birks, Churchi’)! 

Second flight, Pen 
Pencil] Co.), C. E. 
Rosengarten Co., 29, 

Third flight, Two 
& Ditson), G. R. 


ox 
oo. 


Most Birdies, 
(Harshaw, F 
sterling, 


Second 


Bag (Dodge & Ol- 
Chemical 
(Dunn Pen & 
Owens Bottle Com- 


Bottle 
Orr, 


(McKesson & 
Brown & Price 


holes, first 
(Truslow & 
Drug Co., 30. 

and Pencil (Dunn Pen & 
Dodd, Powers-Weightman- 


flight 
Fuller), 


Dozen 
Merrell, 


Golf Balls 


(Wright 
Merrell 


Drug Co., 


first 
aller & 
Aschenbach 
flight. One 
Fuller & Goodwin ( 
igan Drug Co., 1 
Third flight, 
Fuller & 
waukee 
flight). 
Best Score on holes (2, 4, 8 18 
Hair Brushes (S. B. Penick), R ‘# 
Taylor Drug Co., 19 ; 
Booby Prize, One Golf Watch (C% mmittee), B. 
J. Gogarty, S. P. Penick & Co., 137. peed 
, Toastmaster Hutchins: It has been a 
joyful occasion and one, we believe full 
of profit. We will long remember the 
Golden Jubilee of the National Wholesale 
Druggists’ Asseciati¢n held, in Atlantic 
City, this year of 1924. I bid you good- 
night! ; 


flight, One Box Coronas 
Goodwin Co.), J. L, Bel- 
& Mil'er, 1 birdie. 

Box Coronas (Harshaw, 
°0.), A. S. Wicks, Mich- 
birdie 

One Box 
Goodwin Co.), 

Drug Co., 2 pars 


Corenas (Harshaw, 
George Mochle, Mii- 
(no birdies in third 


17), Set 
Powers, 
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‘ iN desire to reach the re- 
tail druggists of A ica 
To Advertisers in the most sfectios Gal 


least expensive way: 


Include THE Druaaists Circular in your advertising budget for the Fall 
and for 1925. 
THE Druaoists CrrcULAR has a GUARANTEED, PAID circulation. 
THE Druaaists CIRCULAR has been published continuously since 1857. It is 
the leading and oldest drug trade publication. 
The circulation of THE Druaaists CircuLAaAR for the first six months of 1924 
was as follows: 

January <e-» 2 i Pe ©. w sy, ss 


February . . .. ._ 15,000 
MattR cw whwdUmw.rmlCUdR Meo. se iw ss ES 


We have at least four readers for every copy. Advertising in THE Druacists 
CirCULAR produces results. Sample copies and advertising rates will gladly be 
mailed on request. 











THE DRUGGISTS CIRCULAR 


100 WILLIAM STREET, NEW YORK 





The Druggists Circular 


—=——= is the journal for those who would keep up with what is going on in retail circles — 
























Each monthly issue contains up-to-the-minute news concerning new and proposed laws and regulations affecting retail 


pharmacists ; 
Interesting and instructive business articles describing window displays, sales plans, advertising ideas, etc. ; 


Scientific and technical articles written by some of the best known men in American pharmacy ; 
A special department devoted to merchandising ideas, practical plans for increasing sales in all departments of the store; 
Replies to queries touching every phase of retail pharmacy; abstracts from foreign journals; typical board of pharmacy ques- 


tions; and news of the profession and trade; 
Price lists of drugs and chemicals, a review of prevailing market tendencies, and lists of recent price changes of proprietary 


items. 


And, distributed free to subscribers to THE DRUGGISTS CIRCULAR twice every year, in April and November, 


a. The Red Book Price List 


(The Authoritative Price List of the Drug Trade) 
THE RED BOOK PRICE LIST contains two hundred and thirty-odd pages, in which are listed the names of 


nearly 100,000 items of drug store merchandise—together with their current prices. In the case of proprietary remedies, the 
names and addresses of the manufacturers (or of the American agents of imported articles) also are given. 

THE RED BOOK PRICE LIST, with the supplementary price lists published each month in THE DRUGGISTS 
CIRCULAR, is by far the most extensive service of its kind ever rendered. 

The regular subscription price of THE DRUGGISTS CIRCULAR, including two issues of THE RED BOOK 


PRICE LIST, is $2.50 a year. 
As a medium through which to reach the druggists of the country, THE DRUGGISTS CIRCULAR is unequaled. 


Sample copies and advertising rates will gladly be mailed on request. 


THE DRUGGISTS CIRCULAR 


100 William Street, New York 
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They builded 


better than they knew 
Ce 


It was in Indianapolis in 1876 that ninety-five 
wholesale druggists from west of the Alleghe- 
nies founded what is now the National Whole- 
sale Druggists’ Association. 


It was in Indianapolis that same year that Col- 
onel Eli Lilly made his humble beginning in the 
field of manufacturing pharmacy. 


The congratulations of Eli Lilly and Company on 
the notable occasion of the Golden Jubilee Con- 
vention of the National Wholesale Druggists’ 
Association are, therefore, peculiarly fitting. 


The National Wholesale Druggists’ Association 
is a Monument to organization—a worthy tribute 
to the vision of its founders. 


Eli Lilly and Company have kept the faith—and 
the pace. For over thirty years the nation-wide 
Lilly Policy of distribution has consistently rec- 
ognized the indispensable economic soundness of 
through-the-wholesaler distribution until the 
drug trade has come to look upon the Red Lilly 
Label as truly representinga pharmaceutical house 
that makes no exceptions. 


The Golden Jubilee Convention ‘finds a bigger, 
better, more effective National Wholesale Drug- 
gists’ Association; it sees the Lilly Laboratories 
the world’s most efficiently equipped pharmaceut- 
ical plant. 


They builded better than they knew! 





